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WALLACE UNIVERSAL DOZER 


WE RECOMMEND FOR HYDRAULIC SYSTEM 
(SUMMER) TEXACO REGAL OIL PC (R&O) 
(WINTER) TEXACO REGAL OIL A-Z (R&O) 





MANUFACTURED BY 


WALLACE WELDING & MFG. CO., INC. 


FOREST GROVE, OREGON, U.S.A. 


THIS PLATE GOES 
ON EVERY UNIT 


WE MAKE”... 


Wallace Welding & Machine Works makes hydraulic 
equipment — principally for use in the operation of bull- 
dozers and tractors. “ 
Mr. Robertson, “that the owner of any hydraulic equip- 
ment should use a rust- and oxidation-inhibited oil. If 
you've ever, seen hydraulic oil pumps and controls dirty, 


There is no doubt in my mind,” says 


rusty and varnished up by cheap ordinary oils you know 
what I’m talking about. 

“On the-‘other hand,” 
yet to se@one of our units in which Texaco Regal Oil 
(REO) has been used that wasn’t clean, free from rust 
and sludge — with pump parts, piping, controls all in 
4-1 condition. We want our customers satisfied with 
our equipment. That’s why we put a plate on every unit 


TethcoNe 


Mr. Robertson goes on, “I have 
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TUNE IN... 


TEXACO: ‘Regal Oils 







. 


—says Jim Rebertson, Superintendent, Wallace 
Welding & Machine Works, Forest Grove, Oregon 


we make recommending the use of Texaco Regal Oil 
(REO).” 

Texaco Regal Oil (RG&O) is turbine-quality oil that 
tests prove has more than ten times the oxidation resist- 
ance Of ordinary turbine-quality hydraulic oil — plus 
improved rust-preventive properties. It is specially proc 
essed to prevent foaming. 

There is a complete line of Texaco Regal Oils (R&0) 
approved by leading hydraulic manufacturers. A Texaco 
Lubrication Engineer will gladly help you select the 
proper one for your equipment. Just call the nearest of 
the more than 2,000 Texaco Distributing Plants in the 
48 States, or write The Texas Company, 135 East 42nd 
Street, New York 17, N. Y. 


A nha 


ALL HYDRAULIC 
® 





. TEXACO STAR THEATER starring MILTON BERLE, on television Tuesday nights. METROPOLITAN OPERA radio broadcasts Saturday afternoons. 
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Features which have made Grinnell-Saunders 
Diaphragm Valves the specified valve in many 
different industries: 


Streamlined flow. Smooth, streamlined passage, without 
pockets, prevents trapping of solids. Frictional resistance 
is at a minimum — regardless of direction of fluid flow. 
No disc holder in fluid stream. 


Leak-tight closure against grit, scale, suspended solids. The 
resilient diaphragm, plus the large area of contact, gives 
leak-tight closure against pressure or vacuum. 


Working parts absolutely isolated from fluid. Diaphragm 
completely seals off working parts from fluid in the line. 
No sticking, clogging or corroding of working parts. Valve 
lubricant cannot contaminate fluids. 


Body, lining and diaphragm materials to meet service condition. 
Bodies stocked in cast iron, malleable iron, stainless steel, 
bronze and aluminum; other materials on special orders. 
Valve bodies lined with lead, glass, natural rubber or neo- 
prene. Diaphragm materials of natural rubber or synthetics. 


Minimum maintenance. No refacing or reseating is required. 
No packing glands to demand attention. 
New diaphragm can be inserted without 
removing valve body from the line. 





Write for Grinnell-Saunders 





Quick Operating Valve 


Diaphragm Valve Catalog. 


Grinnell Company, Inc., Providence, Rhode Island 


pipe and tube fittings *°* welding fittings ° 





industrial supplies ° 
7. 


Please mention PURCHASING Magazine when writing to advertisers. 


engineered pipe hangers and supports ° 3 
Grinnell-Saunders diaphragm valves * pipe * prefabricated piping * plumbing and heating specialties * water works supplies 
Grinnell automatic sprinkler fire protection systems ° 








The valve 
originally designed 
to eliminate 


COMPRESSED 
AIR LEAKS 





A single 1/32-inch leak in an air valve can waste, 
in one month, the full cost of a Grinnell-Saunders 
Diaphragm Valve. In fact, that’s why Grinnell- 
Saunders Diaphragm Valves were designed .. . to 
eliminate costly air leaks. Even when scale in the 
line becomes lodged on the valve weir, Grinnell- 
Saunders Valves give positive, air-tight closure. 


The operating principle is simple. A rubber dia- 
phragm, seating on metal, makes possible an 
absolute seal. At the same time, because working 
parts are wholly isolated, no packing glands are 
necessary, and stem leaks are impossible. 


Successful on compressed air lines, it was only 
a matter of time before Grinnell-Saunders Dia- 
phragm Valves were in demand for other type 
installations . . . handling materials as diversified 
as corrosive fluids, gases, beverages, foods, sus- 
pended solids... in lines where corrosion, abrasion, 
contamination, clogging, leakage and maintenance 
are costly factors. 





Grinnell-Saunders Diaphragm Valves can be 
had with body, lining and diaphragm materials to 
meet different service conditions. Assign your next 
valve problem to Grinnell. 


GRINNELL 


WHENEVER PIPING IS INVOLVED 


Coast-to-Coast Network of Branch Warehouses and Distributors 


Thermolier unit heaters * valves 


Amco air conditioning syste™ 
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a PURCHASING PREVIEWS. 


A WASHINGTON REPORT FOR PURCHASING AGENTS 





March 2, 1953. 


Materials controls remain a controversial issue. While it 


WHAT KIND OF is obvious that the all-embracing and detailed controls system 
PRIORITY SYSTEM which has been in operation for the last 18 months is no longer 
NOW? needed, the basic problem now is the degree of control necessary 


to provide the military and atomic energy requirements with 
delivery of materials on schedule. 

There is no question about the correctness of placing military requirements ahead 
of civilian. From atomic weapons to pencii sharpeners, the military has had priority, 
and it is generally agreed that this broad preference will continue to apply. The ques- 
tion is how to provide the priority in the absence of the detailed control system. 

From the military standpoint, the Controlled Materials rlan has worked very well. 
There have been few instances of production bottlenecks caused by shortage of mate- 
rials or by unavailability of particular tools or facilities. 

Nor were such shortages the result of civilian industry having usurped the tools 
and facilities; actually they had not been created. Example is the instance of the 
large presses which have long been responsible for a lag in aircraft frame output. 
These presses just were not available, and no special priority could have brought 
them into being quickly. 

The Controlled Materials Plan did provide the materials and components required 
by the military as quickly as possible. CMP was a decided improvement over the control 
System which operated during most of World War II. In effect, it constituted a refine- 
ment in procedure over the wartime system, plus the fact that both the administrators 


and the purchasing agents operating under controls had the experience of World War II 
behind them. 























What the military would most like to have is a "little CMP", 





MILITARY WOULD established and operated with the primary objective of provid- 
PREFER A ing the military with all the benefits which the broad appli- 
“LITTLE CMP" cation of CMP now provides. 


The military continues to want a priority on everything 
from weapons to pencil sharpeners, with a complete assurance that not only will the 
raw materials be set aside to meet such priority, but also that the priority or allo- 
cation will be extendable down the line on parts and components. 

To the military, a simple set-aside of steel, copper or aluminum at the mill level 
is highly unsatisfactory. All this does is to divide the available supply of raw mate- 
rials as between military demands and civilian requirements. In effect, this rough 
division serves to protect the civilian economy, and does not assure the military of 
delivery of their end items. 

From the military standpoint, a modified CMP program is acceptable, or a fully 
extendable priority system—from guns to pencil sharpeners—would be agreeable}; but 
the military will doubtless balk short of such assurance of delivery. 

















For the immediate future, the Controlled Materials Plan 








PRESENT CMP TO will continue in much the same fashion as it has been applied in 

CONTINUE FOR the past. Toward the end of each quarter, as mill space becomes 

A TIME available, the material not preempted by allotments will be 
released. 


When such surplus becomes so great in volume that all demands for materials are 
met, the CMP program becomes a priority system, giving certain users a priority 
Over others. 

Only objection to letting the system continue on this basis is that it entails 
much more paperwork than is justified only to provide a priority for defense uses. A 
Simpler priority system will have to be devised, and will most likely be in opera- 
tion shortly after the middle of the year. 











FOR SAFER CONTROL “"-~ 


CRANE Packless 
Diaphragm Valves 


SCREWED ENDS, UNLINED Sizes 4 to 2 in. 


Now Available in 
Brass, Cast Iron, Aluminum, or 18-8 Mo body and 
e disc. Furnished with neoprene, Buna N, and nat- 
e WwW ateria S$ ural rubber diaphragm and disc insert. 
RRR 


FLANGED ENDS, UNLINED Sizes 4 to 6 in. 
Cast Iron, Aluminum, or 18-8 Mo body and disc. 


WORKING PRESSURES — up to 150 pounds. Water, air, Furnished with neoprene, Buna N, and natural 
oil, or gas, 180°F. maximum temperature, depending on rubber diaphragm and disc insert. 


valve size end materials. FLANGED ENDS, LINED Sizes 1 to 6 in. 


Cast Iron body only. Lined with neoprene or 


You asked for it—and now Crane gives you this outstanding hard natural rubber. Disc coated with neoprene 


Diaphragm Valve in a new wide choice of body, disc insert, or soft natural rubber. 

and diaphragm materials—in unlined or lined patterns. Other body and disc materials, as well as lin- 

Whichever is specified, Crane design gives you important ings, available on special order. Also sliding 
: ‘ : : oad stem valves for automatic operators of all types. 

advantages including—long diaphragm life . . . positive shut- 

off in case of diaphragm failure ...less resistance to flow 


with minimum pressure drop... easy operation . . . simpli- 
fied maintenance at lowest upkeep cost. 


Full specification data is in your new Crane 53 Catalog— 
or ask your Crane Representative. 


CRANE VALVES 


CRANE CO., General Offices: 836 S. Michigan Ave., Chicago 5, Ill. 
Branches and Wholesalers Serving All Industrial Areas 


VALVES ¢ FITTINGS © PIPE © PLUMBING © HEATING 





THRIFTY 
BUYER 
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aPURCHASING PREVIEWS aii 





What this means to the purchasing agent in industry is that the controls program 
will continue for some time. The aetailed reporting system under the present version 
of CMP will be considerably abridged, but as long as a major segment of the indus- 


trial economy is trading in priorities on delivery, the purchasing agent in every 
segment of industry is affected. 








While it is generally accepted that CMP in its present form 

RETURN TO CMP IN will be replaced by a priority system or a "little CMP" for the 

EMERGENCY military, a program has already been devised for a quick return 
PROJECTED to CMP in the event of a major military emergency. 

Once the plan is permitted to lapse, it would take approx- 

imately six months to reinstitute a detailed operation of CMP using all the report- 

ing techniques and allotments based on base period consumption. However, a plan has 


been worked out to apply a modified CMP to certain end products required by the mili- 
tary if a new emergency develops. 


Dropping of the wage and price controls will have an un- 


COMPETITION even effect on industrial prices. In some areas, prices will 
WILL CURB tend to increase. 
PRICES 


At the same time, the very substantial competitive forces 
which are coming into play through increased production will 
keep the overall price levels flattened out. 

A major competitive sales effort in the automotive and other consumer goods fields 
is anticipated. When such competitive conditions exist at the consumer sales level, 
the competitive forces reach back into raw materials and components. 

This points up the likelihood that purchasing agents will have a major role on 
two broad fronts. The first will be the continuation of a form of controls over 
materials, with purchasing agents bearing the brunt of responsibility for working with- 


in the framework of whatever control systemis finally adopted—whether a "little CMP" 
or an extendable priority system. 

Second problem which purchasing agents will have is the purchase of materials dur- 
ing an era which promises to be highly competitive. Price competition at the finished 


goods levels imposes a major responsibility on the PA to determine the best ingredient 
materials and the best sources of supply. 

















Administration is hewing close to a program of increasing 
ADMINISTRATION AIMS 





efficiency in Government and abolishing controls wherever 
TO ELIMINATE possible. 
DUPLICATION In the military, objective is to eliminate duplicating 


functions in the services. There is little likelihood that the 
need for a strong military will be reduced in any way for some time to come. With this 
in prospect, the only economies that can be achieved will be through the use of the 
various branches of the military as a unified force, using the physical properties 
and equipment as a single reservoir against which all the forces can draw. 

This objective of unification has been sought for some time, but the buildup of 
individual services on a competitive and prestige basis has continued despite high level 
protestations to the contrary. 

The current effort to achieve a practical formula for unification is largely 
bolstered by the ability of the present Government leadership to determine where 


resistance to unification within a branch of the services is occasioned by military 
considerations or those of politics or pride. 











With most materials moving in adequate to easy supply, a 
SHORT number of materials are still in critically short supply. Most 
MATERIALS recent listing of Basic Materials and Alternates, showing the 
LISTED availability of materials, indicates the following to be "most 
critical": re 
Titanium, columbium, cobalt, nickel, tantalum, molybdenum, heavy gray iron, gray 
iron alloy and carbon steel castings over 3,000 pounds. 





























With Light Wrist-Pressure, under steady 
» coolant flow, these BAY STATE wheels: 


1. FINISH-GRIND CARBIDE 
SINGLE POINT TOOLS. 


2. CUT AS FAST AS DIAMOND WHEELS. 
3. CUT COSTS TO A MINIMUM. 


















IMMEDIATELY AVAILABLE FROM STOCK, these new BAY 
STATE specifications have been especially developed to help 
you meet the present and continuing diamond shortage. 


TO KEEP PRODUCTION GOING 
TO SAVE HARD-TO-GET DIAMOND WHEELS 
TO KEEP CARBIDE CUTTING EDGES KEEN 


Take advantage of Bay State’s Advanced Engineering. 


ORDER A TRIAL WHEEL TODAY 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass., U.S.A. 


Branch Offices and Warehouses: Chicago, Cleveland, Detroit, Pittsburgh 
Distributors — All Principal Cities 


In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ont. 
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ALUMINUM EXTRUSIONS 
4.000 standard extruded aluminum shapes, rod, bar 
and tubing are covered in 98-page wirebound book. 


Precision Extrusions 


BELTS OF WIRE MESH 
Catalog of 140 pages gives comprehensive data on 
uses for wire mesh conveyor belts. 


Cambridge Wire Cloth Company 


BLOWERS 


Descriptions, illustrations and all pertinent data on 
utility blowers for every requirement. 


Hartzell Propeller Fan Co. 


DEFENSE PRODUCTS 


Houghton items—rust preventives, lubricants, etc. 
—meeting government specifications are detailed 
in booklet. 


E. F. Houghton & Co. 


DISC BRAKES FOR INDUSTRY 


Brochure covers varied applications and advantages 
of airplane-type disc brakes in industry. 


Goodyear Tire & Rubber Company 
DRILL PRESSES 


All South Bend drill presses are described and 
illustrated in 12-page catalog No. 5206. 


South Bend Lathe Works 
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JUST CHECK 
This Coupon» 


: MAIL TO: 


: 205 East 42 Street 
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| New York 17, New York 
' Circle the numbers of the trade ‘Jiterature items you want. 


11. 


12. 


‘ PURCHASING—Reader Service Dept. 


Catalog Files es 


ELECTRICAL TAPES 
Tapes and related electrical products for construc- 
tion and maintenance are covered in catalog. 


Minnesota Mining & Manufacturing Co. 


EXPANSION JOINTS 
Design information, and application and selection 
data are given for corrugated expansion joints. 


Flexonics Corporation 


FASTENERS 


Complete, expanded line of fasteners for many in- 
dustries is covered in 36-page illustrated catalog. 


Simmons Fastener Corporation 


FUSES 


Renewable time-delay fuses, one-time fuses, plug 
fuses, fuse holders and copper link fuses are 
covered in new illustrated 24-page catalog. 


General Electric Company 


GAGE BLOCKS 


Anyone using gage blocks will find all essential 
information on them in 32-page catalog. 


Webber Gage Company 
HELICAL GEAR DRIVES 


Advantages, fields of application and correct selec- 
tion of helical gear drives are discussed in 
Book No. 2451. 

Link-Belt Company 


‘READER SERVICE COUPON 
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HOOK-ON INSTRUMENTS 


Volt-Ammeter, Wattmeter, Power-Factor 
are subjects of illustrated 8-page booklet. 


Meter 


General Electric Company 


JOINTS 

Industrial and aircraft applications for universal 
joints are detailed in 24-page catalog. 

Brown Company 


MACHINE TOOLS, CUTTING TOOLS 


Catalog shows in condensed form virtually all Ex- 
Cell-O machine tools and cutting tools. 


Ex-Cell-O Corporation 


OPTICAL GAGING 


How to cut inspection and tool-room costs through 
optical gaging is detailed in 12-page booklet. 


Eastman Kodak Company 


PARTITIONS 
Movable steel partitions for offices, factories, ete. 
are described and illustrated in 8-page brochure. 


Virginia Metal Products Corp. 


PILLOW-BLOCKS 


Precisely illustrated, detailed bulletin shows fea- 
tures of a new all-steel Dodge-Timken pillow- 
block. 


Dodge Manufacturing Corporation 


RELAYS 

Telephone-type relays for industry (including 
hermetically sealed) detailed in brochure. 
Automatic Electric Co. 


RETAINING RINGS 
Complete data on 17 different types of Truarc 
retaining rings are presented in 52-page catalog. 


Waldes Kohinoor, Inc. 


ROTARY PUMPS 

Bulletin W-483-B2 covers herringbone gear type 
and sliding-vane type heavy duty rotary pumps. 
Worthington Corporation 


RUST PREVENTIVES 


Catalog showing how Rust-Oleum stops rust 
throughout industry features 73 color chips of com- 
pany’s products. 


Rust-Oleum Corporation 
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to Obtain These Catalogs 
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SPEED-REDUCTION UNITS 


Speed-reduction drive catalog of 20 pages covers 
“Shaft-King” units in detail. 


The American Pulley Company 


STEEL LINK-BELT 


All 22 stock sizes of steel Link-Belt are pictured 
and described in 16-page book, No. 2403. 


Link-Belt Company 


TAPS 


Complete information on hand, machine screw, nut, 
pulley, pipe, tapper and hook taps in 16-page book. 


The DoAll Company 


THREAD GRINDER 


Style 36 precision thread grinder is thoroughly 
described and illustrated in bulletin. 


Ex-Cell-O Corporation 


TRANSFORMER LAMINATIONS 


Detailed data on transformer laminations is con- 
tained in greatly expanded catalog. 


Allegheny Ludlum Steel Corporation 


TUBES, FITTINGS 


Catalog of 12 pages details seamless, mechanical 
steel tubes; seamless and welded stainless tubes; 
stainless and carbon steel welding fittings. 


Globe Steel Tubes Co. 


VALVES 


Catalog digest permits quick selection of bronze, 
iron, cast steel, and forged steel valves. 


The Ohio Injector Company 


VERTICAL PUMPS 


Small vertical pumps for sidewall or submerged 
mounting are described in 8-page bulletin. 


Allis-Chalmers Mfg. Co. 


WORK GLOVES 


Numerous styles of quality-controlled Jomac work 
gloves are covered in new 12-page catalog. 


C. Walker Jones Co. 
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You Can Save More with 


Lined Piping 


HEREVER you handle corrosives, abrasive 

materials and other enemies of metal pip- 
ing, it will pay you to investigate the savings 
you can make with PLiowELp—Goodyear’s 
lining material that bonds permanently to 
metal surfaces. 


7 REASONS WHY 
THE G.T.M. SPECIFIES PLIOWELD 


1 Effectively seals in corrosives that cannot 
el=mealetatelicie MiAMiileiiel| 


2 Bonds permanently to metal surfaces — an 


exclusive Goodyear process 

3 Does not split or loosen with vibration or 

severe external impacts 

Mn Olel-S Male Macela Miel@ollia t(-Mlale(-lamel ll -taslelio 

A SRALare Me lale Mela alale Mela iilsl-tani-luilsl-laehitlas 

aatolare[=33 

5S Surface will not disintegrate or slough off 
cannot ever contaminate in-process materials 
6 Protects product from discoloration, iron 
relia. atleMmme late Mel is(-taeelaticlliielair 

7 Each installation specially formulated to 


provide maximum protection against chemi- 
fol Malelateli-te) 











The G.T.M.— Goodyear Technical Man—will 
gladly discuss your problem—and recommend 
a PLIOWELD lining matched to your needs that 
will give you these benefits: 


LOWER OVER-ALL COST because the useful 
life of PLiowELp lined pipe so far exceeds 
unlined pipe that its slightly higher initial 
cost is more than made up by your savings in 
replacement outlays. 


LOWER MAINTENANCE COST. Because 
PLIOWELD is absolutely impervious to 
corrosion, daily inspections and frequent 
maintenance shutdowns are eliminated. The 
savings this means should cover the cost of 
PLIOWELD lining in a short time. 


IMPROVED PRODUCTION where PLIowELp 
lined pipes handle production items. Your 
product is protected against taint and discolor- 
ation because the lining won’t slough off or 
contaminate liquids. 


Ask the G.T.M. about PLIowELp lined pipes, 
fittings and equipment—everything from lab- 
oratory equipment to rail tank cars—or write 


Goodyear, Akron 16, Ohio. 


Plioweld—T. M. The Goodyear Tire & Rubber Company, Akron, Obie 


EAR 
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THE GREATEST NAME IN RUBBER 
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NEWS OF YOUR Suppliers 





H. Robert Miller has been appointed 
director of sales of White Metal Manu- 
facturing Company, Hoboken, N. J., 
succeeding Stanley M. Rumbough, Jr., 
who resigned that post and his posi- 





H. Robert Miller 


tion as president of Metal Container 
Corporation to accept his appointment 
as Assistant to the Secretary of Com- 
merce. Mr. Miller was formerly assist- 
ant director of sales. 


J. M. Weidman, Jr., for the last two 
years on leave to the U.S. Air Force, 
has rejoined the R. M. Hollingshead 
Corporation, Camden, N. J., to super- 
vise the sale of the company’s Cocoon 
and plastic products. 


J. A. Robinson has been named field 
sales manager for the Industrial Divi- 
sion of Minneapolis-Honeywell Regula- 
tor Company, Philadelphia, Pa. Mr. 
Robinson succeeds O. B. Wilson, who 
was recently promoted to sales man- 
ager of industrial instruments. 


General Dynamics Corporation, Bay- 
onne, N. J. has appointed Dean W. 
Paul sales manager of its Electro Dyna- 
mic Division. He will assist in the 
direction of an expanded sales and 
advertising program for the company. 


Angus M. Brown, manager of com- 
mercial sales, Lamson Corporation, 
Syracuse, N. Y., has taken on the ad- 
ditional duties of the position of man- 
ager of the Billmyre Blower Division. 


Mehl Manufacturing Company has 
appointed Stan Houston as sales repre- 
sentative in Alabama, Florida, Georgia, 
Mississippi, except Jackson, North Car- 
olina, South Carolina, Tennessee, ex- 
cept Memphis. 
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Eugene B. Kovats has been appoint- 
ed eastern district sales manager of 
Gerrard Steel Strapping division of 
United States Steel Corporation. He 
succeeds Arthur B. Margileth, who re- 
tired after 24 years of service with the 
division. 


H. C. Allington has been elected vice 
president in charge of sales of the 
eastern division of The Colorado Fuel 
and Iron Corporation, with headquar- 
ters in New York City. Mr. Allington 
will supervise sales in the eastern divi- 





H. C. Allington 





L. A. Watts 


sion of all products manufactured by 
Colorado Fuel and Iron and its sub- 
sidiaries, including the recently ac- 
quired John A. Roebling’s Sons Cor- 
poration. L. A. Watts has been named 
general manager of sales of the eastern 
division of the company. He formerly 
was assistant general manager of sales 
of the Wickwire Spencer Steel Division. 


John R. Cella has been appointed 
manager of the newly created Pur- 
chasing Industrial Sales section of 
Crane Company, Chicago, IIl. 





ty 
S ‘A 
Westinghouse Electric Corporation 
has created a St. Louis, Mo. branch 
office which will function in addition 
to the present Southwestern District 
headquarters officer and will make pos- 
sible better service to the company’s 
customers in the St. Louis area. E. §. 
Rehagen has been named branch man- 
ager. Four sales supervisors named by 
Mr. Rehagen are Fred N. Wightman, 
Burl J. Snow, Edward B. Scruggs and 
Ben H. Marshall. Roy D. Call has been 
named St. Louis branch service man- 
ager and Vernon B. Wilfley was named 
engineering manager of the branch of- 
fice. Mr. Wilfley was also appointed 
district engineering manager and will 
supervise the district consulting and 
application engineering staff. 


Cambridge Wire Cloth Company, 
Cambridge, Md., has opened a new 
southern sales territory with head- 
quartérs at 333 Candler Building, At- 
lanta, Ga. James M. Evans, formerly 
with Devoe Reynolds Paint Company, 
has joined the Cambridge sales staff 
to handle both sales and service work 
in the new territory from the Atlanta 
office. The southern territory includes 
North and South Carolina, Georgia, 
Florida, Alabama, Mississippi, and 
parts of Tennessee. 


Sam Dupree, assistant manager of 
the Industrial Products Division of The 
Goodyear Tire & Rubber Company 
since 1947, has been named assistant 
to R. S. Wilson, vice president in charge 





Sam Dupree 


of sales. Mr. Dupree’s new position 
places him as Mr. Wilson’s liaison 
executive with the company’s industrial 
products. shoe products, chemical and 
steel products divisions. 


(Please turn to page 24) 
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Pos- e In this particular rope construction there are 199 
’ . *-* . . ° 
iny § individual wires. Each is a carefully designed 
4. S. “moving part.” 
nan- 
1 by e Outside wires are one size. Inside wires are another 
Nan, size. Core and filler wires are still other sizes. 
and : : ; 
sean e Altogether, 8 different sizes of wire are used, and 
1an- each has a specified strength, toughness and flexi- 
re e Macwhyte has specialized in the manufacture of 
wil wire rope like this for over half a century. 
and e To assure highest quality, all stages of wire manu- 
facture and rope fabrication are closely controlled, 
any, | e An exact “breathing space” between each wire is 
new | provided in order to increase flexibility. 
pe i e Each wire is protected with a film of lubricant 
erly that is force-fed co/d during the fabricating. 
any, e Since any piece of wire rope is a complicated 
< piece of machinery, precision is as important in 
ye its manufacture as in the making of a fine watch, 
ides e In designing and manufacturing its thousand and 
gla, one wire ropes, Macwhyte exercises all the special 
and care that assures long service and low cost to 
you. May our engineers recommend the right 
rope for your equipment? 
of 
The 
any 
ant 
rge Macwhyte 6x25F PRE- 
formed Monarch Whyte 
Strand Wire Rope with 
i. 7. &.G 
THE RIGHT ROPE fd \ MACWHYTE COMPANY 
aansaniatibias ay 4 2918 Fourteenth Avenue, Kenosha, Wis. Manu- 
ion f a4 facturers of Internally Lubricated PREformed Wire 
on FOR YOUR EQUIPMENT 3 Rope, Braided Wire Rope Slings, Aircraft Cables 
‘al ‘ and Assemblies, Monel Metal, Stainless Steel Wire 
2 Ask for G-15 Handbook Rope and Wire Rope Assemblies. Mill depots: 
nd New York « Pittsburgh « Chicago « St. Paul « Fort 


Worth « Portland « Seattle « San Francisco « Los 


1032 Angeles « Distributors throughout U.S.A. 
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Harnischfeger Corporation, Milwau- 
kee, Wis., has announced the promo- 
tion of Gordon E. Leopold to district 
manager of its Minneapolis, Minn. of- 
fice. P. H. Sackett continues in his 
capacity as manager of farm welder 
sales for the Minneapolis welder ter- 
ritory. 


H. M. Taylor has been elected vice 
president, manufacturers sales, of The 
Firestone Tire & Rubber Company, 
Akron, Ohio. Mr. Taylor will be in 





H. M. Taylor 


charge of all tire sales to the manu- 
facturers of automobiles, buses, trucks, 
tractors, farm implements and earth- 
moving equipment throughout the 
United States. 


Reliance Electric & Engineering 
Company, Cleveland, Ohio, has ap- 
pointed Andrew C. Perrin to the new- 
ly-created post of west coast district 
sales manager, with headquarters in 
San Francisco, Calif. Keith E. Carter, 
sales engineer in Pittsburgh, Pa., has 
been transferred to the company’s Chi- 
cago office to take over Mr. Perrin’s 
former sales engineering duties. J. Ed- 
ward House, Jr. replaces Mr. Carter 
in Pittsburgh. 


Alfred C. Womer has been appointed 
field engineer in the Cleveland, Ohio, 


area for Norton Company, Worcester, 
Mass. 


Oscar E. Peterson has been appointed 
district manager of the Indianapolis 
district sales office of the Dallas divi- 
sion (Chicago) of Revere Copper and 
Brass Incorporated. He succeeds P. H. 
Anderson, who has resigned. 


Udylite Corporation has appointed 
Arthur F. Gerada sales engineer on the 
Cleveland, Ohio, district sales staff. 
Working out of the Cleveland office, 
Mr. Gerada will call on Udylite cus- 
tomers in the Cincinnati area. 


American Pulley Company, Phila- 
delphia, Pa., has announced several new 
personnel appointments. George L. 
Michel has been named district man- 
ager of the St. Louis, Mo. office. Samuel 
S. Stuart is district manager of the 
Philadelphia territory and John J. 
McFarland is district manager of the 
Minneapolis, Minn. office. 


24 


The marketing of chemical products 
manufactured by the Tennessee East- 
man and Texas Eastman divisions of 
Eastman Kodak Company are now be- 
ing handled by Eastman Chemical 
Products, Inc., Kingsport, Tenn. The 
firm will act as sales representative 
for Eastman’s Tenite plastics and East- 
man industrial chemicals and dyestuffs. 
A.M. Tenney Associates, Inc. will con- 
tinue as sales representative for East- 
man acetate yarn and staple. 


Richard B. Robinson, chief pilot for 
The Firestone Tire & Rubber Company 
since 1945, is now a special represen- 
tative for the company’s defense prod- 
ucts division. He is the son of the late 
B. M. Robinson, for many years secre- 
tary, chief covnsel and a director of 
the Firestone Company. 


Dwight W. Kaufman has been named 
assistant manager of sales of Rem-Cru 
Titanium, Inc., Midland, Pa. He will 
assist George Fraser, sales manager. 


A. Charles Amann has been appointed 
sales manager of the Industrial Prod- 
ucts Division of the Independent Lock 
Company and the Lockwood Hard- 
ware Mfg. Company both of Fitchburg, 





A. Charles Amann 


Mass. In his new position Mr. Amann 
will direct all sales of products manu- 
factured by both companies which are 
used as component parts and locking 
devices by manufacturers. 


Pennsylvania Flexible Metallic Tub- 
ing Company, Philadelphia, Pa., has 
appointed Murray-Baker-Frederic, Inc., 
626 S. Peters Street, New Orleans, La., 
as its distributor in the New Orleans 
territory. The company will serve the 
territory covering New Orleans, Mobile, 
Baton Rouge, Jackson and neighboring 
communities, handling the complete 
line of Penflex products. 


Mine Safety Appliances Company, 
Pittsburgh, Pa., has established head- 
quarters and warehouse facilities in 
Kansas City, Mo., to cover a nine-state 
sales district. The new district includes 
Kansas, Missouri, Iowa, Nebraska, Min- 
nesota, Wyoming, Eastern Montana and 
North and South Dakota. C. H. Me- 
haffey has been named sales manager 
of the new district. 


Hugh Puckett has been named man- 
ager of specialty products department 
of American Cyanamid Company. He 
formerly was southern district man- 
ager of the company’s industrial chem- 
icals division. Mr. Puckett will continue 
to make his headquarters at the Char- 
lotte, N. C. offices of American Cyana- 
mid. 


Standard Brass & Manufacturing 
Company, Shreveport, La., has been ap- 
pointed distributor for The Parker Ap- 
pliance Company, Cleveland, Ohio. 
Standard Brass & Manufacturing will 
maintain stocks of Parker fittings at its 
Shreveport headquarters. The distrib- 
butor has on call the services of M. L. 
Sheehan, Parker industrial sales en- 
gineer for the Southwest territory. 
Standard Brass specialists will also be 
available for engineering assistance in 
the application of Parker products. 


Thomas A. Edison, Inc., West Orange, 
N. J., has established a new district of- 
fice in Detroit, Mich., under the man- 
agement of C. Benson McClure, Jr., at 
910 Francis Plams Building. The new 
office will offer business and _ profes- 
sional organizations throughout the 
area a complete line of dictating equip- 
ment, including the new 1l-pound V. 
P. Edison Voice-writer and Edison 
Televoice. 


Crane Packing Company, Chicago, 
Ill., has appointed Carl E. Schmitz 
vice president in charge of sales. In a 
reorganization of the sales department 
under Mr. Schmitz there are to be five 
division sales managers: E. H. Stuben- 
rauch, mechanical packings; Stephen 
Hawxhurst, molded teflon products; 
Harry I. Sole, lapmaster; V. E. Vorhees, 
mechanical seals; and Stillman Segar, 
plastic lead seal. 


J.R. Alexander has been named gen- 
eral sales manager of Quaker Rubber 
Corporation, Philadelphia, Pa., division 





J. R. Alexander 


of H. K. Porter Company, Inc. Mr. 
Alexander will be in complete charge 
of the company’s sales activities. 


J. C. Kuhn has been appointed vice 
president, sales, of the Atkins Saw 
Divis‘on of Borg-Warner Corporation, 
Chicago, IIl. 

(Please turn to page 322 
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“In our experience, there’s nothing like Gulf 
Super-Quench for quenching steel balls for anti- 
friction bearings,” says Mr. Genishus. ‘These 
parts require a uniform as-quenched hardness of 
at least Rockwell C-65 all the way through. Then 
we temper to Rockwell C-62. Metallographic ex- 
aminations show we're getting a fine grain struc- 
ture with Gulf Super-Quench and one which is 


GULF OIL CORPORATION 
GULF REFINING COMPANY 
PITTSBURGH 30, PENNA. 


says Mr. John Genishus, Plant Manager, ee 
Waterbury Steel Ball Co., Waterbury, Conn. Al : 


very homogeneous. We feel that a goodly share of 
our success in this operation can be attributed to 
this fast quenching oil.” 

No matter what alloy steels or shapes you 
quench, you will gain from the greater quenching 
power of Gulf Super-Quench. For further details 
on this outstanding quenching oil, contact your 
nearest Gulf office. 


INDUSTRY 
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FILOSOFY OF BUYING 


URCHASING men who have 

been reluctant to claim “profes- 
sional” status for their calling may 
find precedent for dispelling this 
modest self-constraint in the broad- 
er definition espoused by the Soviet 
mouthpiece Pravda. In promoting 
the dignity of manual labor, that 
publication bestows professional 
recognition upon a much wider 
group than has heretofore enjoyed 
such distinction. An article in its 
issue of December 18, quoted by Al- 
bert Parry in the New York Herald- 
Tribune, states: 

“A kolkhoz milkmaid—that is a 
profession. Just as responsible a 
profession as the profession of a 
mechanic, an electrician, a truck 
gardener. It requires knowledge, ex- 
perience and, perhaps above all, a 
loving attitude toward work.” 


EFLATION has set in. We wel- 

come, and indeed encourage 
quotation of our “Purchasing Opin- 
ion” surveys and results by business 
commentators and columnists. But 
we must admit to feeling somewhat 
deflated when the business editor 
of the Attleboro (Mass.) Sun cited 
the December survey—along with 
such miscellaneous news as the de- 
cline in international lentil trade in 
1951, the price decontrol of electric 
organs, and the inauguration of a 
financial column in The Bowery 
News—under the caption, “Inter- 
esting If Not Significant.” 


E have occasion to read quite 

a little statistical information 
from month to month. One of the 
recent items that really gives us 
concern is a _ statistical projection 
that “proves” that, come 1970, there 
will actually be more automobiles 
than drivers on the road! Cluttered 
up, no doubt, by an even greater 
number of pedestrian casualties. 


NOTHER harbinger of tech- 
nological progress—and this one 
has already come to pass, to some 


degree—is the development of na- 
tionwide closed circuit television 
broadcasts for sales, conference, and 
other business purposes. Closed cir- 
cuit telecasts are beamed to a selec- 
tive audience, and are not viewed by 
the general public. Armstrong Cork 
Company used this method of intro- 
ducing its 1953 line of floor conver- 
ings, and gets credit for the first 
telecast industrial sales meeting, 
Biggest 1952 project of the sort was 
a “convention” put on by Bendix 
Home Appliance Division of Aveo 
Corporation, with the cooperation of 
Teleconference, Inc., and _ major 
theater chains in key cities all over 
the country, reaching an audience 
of more than 100,000 company repre- 
sentatives, dealers, distributors, and 
guests. 

Projecting this development into 
the future gives rise to some inter- 
esting speculations. Will tomorrow's 
purchasing agent spend his day in 
front of the TV screen in his office, 
watching a series of animated com- 
mercials—as, for example, a cap 
screw ballet, or some industrial God- 
frey sponsored by lift trucks, valves, 
cartons, and lubricating oil? Will 
competitive suppliers vie for his at- 
tention simultaneously on different 
channels? Anyhow, there will be a 
quick and easy way of terminating 
an interview—just the flick of a 
switch. 


OES this development forecast 

the passing of the traditional 
national convention? That would be 
a pity. But much as we convention- 
goers would miss these pleasant 
meetings, it would be even more of 
a blow to the convention cities. One 
of the annual reports coming to our 
desk is that of the Convention 
Bureau of Atlantic City, where con- 
ventions are a major business, to 
the tune of $26 million a year. The 
N.A.P.A. appears as a statistic in 
the 1952 report, credited with 
bringing $200,000 of “fresh, outside 
money” into the city’s tills. This 
figure is calculated on a_ simple 
formula for estimating what a con- 
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yention is worth to the city. It is 
assumed that the average conven- 
tion visitor stays four days and 
spends an average of $25 per day 
during his visit. Multiply this by a 
registration of 2,000, and there you 
have the N.A.P.A. rating, Atlantic 
City style. Welcome, convention- 
eers! 


a * 
URCHASING is presumably a 


constructive function, and we 
like to think of it as such. But City 
Pp. A. John Ward of Chicago is get- 
ting a lot of publicity recently in 
the local press through the awarding 
of demolition contracts in connection 
with the city’s active campaign for 
the removal of dilapidated struc- 
tures that have become neighbor- 
hood eyesores and actual hazards to 
the public safety. In several of the 
instances recorded, owners have 
hastened to raze the buildings them- 
selves when the work is put out for 
bids; otherwise the wrecking is done 
at public expense and a lien in the 
amount of the contract is entered 
against the property. In one case, 
the Chicago Tribune reports that an 
ancient building tumbled down of 
its own accord when John adver- 
tised for bids. That’s what we call 
effective purchasing. 


UT away your lantern, Diogenes; 

we've found the honest salesman. 
A personnel manager friend of ours 
showed us an application blank on 
which the applicant listed his pre- 
vious employment as a salesman of 
“automobile excessories”. 


HE Bureau of Labor Statistics is 

revising the basis of its index 
of consumers’ prices, popularly 
known and accepted as the “Cost 
of Living Index”. In the new com- 
pilation, less weight is given to foods 
and more weight to consumer dur- 
able goods, reflecting a change in 
national living habits and the more 
liberal provision in family budgets 
today for purchases beyond the “es- 
sentials”. Since this index is in very 
general use as a basis for wage ad- 
justments and a variety of business 
and economic measurements, _ it 
should be accepted with understand- 
ing—and with caution. First, note 
that it is not directly comparable 
with previously published figures. 
Second, while food prices—in a 
“free” market — are usually real 
Prices, durables are quoted at list 
prices, which are not real prices, for 
who pays list prices for durables 
today? 








Does the wire rope 
you use earn this 


kind of 





Typical of many, one master mecffanic says, ‘We 
always use Hercules Red-Strand Wire rope, because 
we know we can trust it for long life and safe service 
... every time.’’ An inspector reports, ‘‘On a work test, 
we really abused Leschen rope. It more than satisfied 


our requirements.” | 


HERCULES Red~Strand deserves it 


Why is that so? Simply because higher-than-rated 
quality in Red-Strand wire répe means greater-than- 
expected safety and perfofmance. 

If you're not getting this kind of praise from your 
men, you should try Hergules Red-Strand. Do it, next 
time you need wire rop@. 
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4 LESCHEN 


WIRE ROPE 
AND SLINGS 


HERCULES” 
Red-Strand wire 
rope made by 
A. Leschen & Sons 
Rope Company, 
St. Lovis 12, 


Missouri 


In business only to 
moke wire rope 
... better wire 


rope... since 1857 
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USE UNBRAKO  SELF-LOCKING 
SOCKET SET SCREWS wherever 
ordinary cup point set screws 
are used ...on radios, televi- 
sion sets, electronic equipment. 
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On refrigerators, washing 
machines, and other house- 
hold appliances. 








fed 

UNBRAKO SELF-LOCKING SOCKET SET SCREWS feature the 
following advantages: knurled cup point that won't 
work loose; accurate hex socket for nonslip, positive 





drive; fully formed threads— Class 3 fit; heat treated 
alloy steel for strength; standard sizes—= 4 to 1'’—in 


On power mowers, power 
a full range of lengths. 


saws and other power tools. 


9 times out of 10 a standard UNBRAKO will do the job 


A special socket screw may not be necessary, a standard 
UNBRAKO usually does the same job—much cheaper. 
Your local industrial distributor stocks Standards. 
He gives immediate attention to your requirements, 
and such extras as special delivery to your plant. Write 
for UNBRAKO Standards. SPS, Jenkintown 31, Pa. 


UJ () socker SCREW DIVISION 
® 


Write for UNBRAKO Standards 








JENKINTOWN PENNSYLVANIA 
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FRONTIERS FOR MANAGEMENT 


KEYNOTE speaker at the recent Plant Maintenance conference in Cleve- 
land characterized maintenance as the “last frontier” where manufac- 
turers can cut costs. 


With due allowance for the enthusiasm and concern of anyone in respect to 
his own field, and with an appreciative bow for the inference that purchasing 

among other industrial functions—has arrived at its full flowering of effec- 
tiveness, we must nevertheless take issue with the “last frontier” philosophy. 
It would seem to us more accurate to state that management keeps finding new 
frontiers for the improvement of products and methods, and for cost-cutting 
opportunities and techniques. Surely no one is more keenly aware of this than 
is the purchasing agent, who stands at one of these frontiers. 


Management has found in the whole purchasing function a new frontier 
for more efficient selection, procurement, utilization and control of the ma- 
terials of manufacture and operation, and a means of coordinating its own 
over-all programs on the basis of the material factor—the largest single ele- 
ment of costs. 


Purchasing men have found in their own daily work new frontiers of re- 
sponsibility and opportunity, in which cost reduction and end profits loom 
as major objectives. They know that this frontier has scarcely been penetrated, 
and are bending their educational and research activities, individually and 
collectively, toward this goal. 


And purchasing men are constantly experiencing the fact that their work 
with the materials of production, maintenance, and operation opens new 
frontiers in those fields, where the materials are used—frontiers of standardi- 
zation, mechanization, conservation, application of new materials, product 
improvement, methods development, value analysis, engineering design, ma- 
terials control. 


The lesson of industrial history is that research never leads to the end of the 
road, but to ever broadening vistas. It is in these new frontiers that the hope of 
future progress lies. We hope never to see a “last frontier”. And we don’t 
expect to. 
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WITH MICROSCOPIC PRECISION 


On the flight deck of an airliner, or in the 
cockpit of a fighter, banks of instrument 
dials point out vital information to pilots 
and crews. These highly sensitive instru- 
ments require jewel-like ball bearings .. . 
many no larger than the head of a pin! 


In war or peace, New Departure maintains 
the finest facilities for precision bearing 
manufacture. With consummate skill and 
accuracy they are assembled, tested, in- 


Scientific methods at 
New Departure instru- 
ment bearing plants as- 
sure precision produc- 
tion. Only workers with 
gloved hands, tweezers 
or special holding de- 
vices touch bearings in 
this dust-free area. 


spected and packed under the most exact- 
ing requirements in special plants. 


Aircraft also depend upon New Departure 
ball bearings in a wide variety of other 
applications, ranging from props to jet 
engines. Throughout the plane they help 
fight friction, permitting higher speeds and 
reducing maintenance. In the air, and every- 
where, keep your eye on the BALL to be 
sure of your BEARINGS! 
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NEW DEPARTURE 


BALL BEARINGS 








NEW DEPARTURE DIVISION OF GENERAL MOTORS « BRISTOL, CONNECTICUT 
Also makers of the Famous New Departure Coaster Brake 
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This issue's important features 
summarized for the busy reader 


Purchasing for Maintenance is taking on 
a new importance with the increasing use 
of automatic machinery and controls, for 
with the coming of the “push button age” 
in plant and factory operation, the main- 
tenance of equipment actually becomes the 
basic factor in continuous and efficient 
production. The extension of mechanization to become 
automation is proceeding so rapidly that this situation 
is closer than many of us realize, and has in fact been 
attained in some industries. Problems arising from it 
had top attention at the recent Plant Maintenance show 
and conference. Key points in these deliberations are 
summarized in the article on page 71. 





One of the big hurdles that the purchasing agent has to 
surmount in effective subcontracting is to secure the 
supplier’s consent and cooperation with respect to Price 
Redetermination requirements. The article on page 87 
presents the experience and the practical suggestions of 
a procurement official who has been unusually success- 
ful in meeting this problem. 


The Five Percenter who peddles his real or 
supposed influence with governmental 
officials or agencies as the means of secur- 
ing defense contracts, has long been one 
of the unsavory characters on the Wash- 
ington scene and a blot on the whole pic- 
ture of government purchasing practice. 
A determined effort is now being made to eliminate him 
from that picture and to save the wasted millions in 
public funds that his activities have caused by adding 
this unnecessary factor in contract expenditures. The 
first step is to exclude him by defining the nature of 
legitimate sales effort and representation, and spelling 
out the allowable expenses in this phase of distribution. 
Turn to page 85 for up to date information. 





Successful purchasing seeds Understanding and Co- 
operation on the part of vendors, and successful selling 
needs an understanding and appreciation of modern 
purchasing practice, in order that the buyer and seller 
can work together more effectively and to mutual ad- 
vantage. This was the theme developed from two dif- 
ferent angles in a suppliers conference at a West Coast 








plant and a sales conference held by a progressive Mid- 
western manufacturer. The two meetings are reported 
on pages 90 and 109 respectively. There are some good 
ideas for all industrial concerns in the story of these 
meetings. 


Basic to nearly every assembly process is 
some sort of Fastening, whether it is a 
simple nailed or bolted joint, a welding 
procedure, or the application of modern 
plastic adhesives. The variety of fasten- oe 
ers available is practically unlimited, a | 
adaptable to all sorts of materials and 
conditions of use; the underlying engineering principles 
are relatively simple—so simple, in fact, that it is easy 
to overlook some of the essentials. The article on page 
96 provides a comprehensive of the basic factors to be 
considered, and tells how various types of fasteners 
meet specific requirements. You'll buy these items more 
intelligently and get better results by familiarizing your- 
self with this information. 


— 
———. 





This month’s Guest Editorial (page 69) is contributed by 
J. M. Austin, Vice President of N.A.P.A. for District 
8. Taking as his theme the type of Association effort 
that puts professional progress ahead of individual gain, 
but which benefits the individual even more soundly as 
a participant in the general advance, he projects that 
same philosophy to the level of national affairs, as the 
guiding principle for national progress. 


Redesign of Forms can lead to substantial savings in busi- 
ness procedures. That is the experience reported on 
page 92, in an article telling how one purchasing de- 
partment correlated the information and arrangement 
of data on its requisition and purchase order forms with 
some notable results in cost reduction. 


Are you making full use of these monthly departmental 
features compiled especially for the purchasing agent? 
The Washington Previews (page 13) keep you informed 
on current developments in governmental policy. An- 
other section is devoted to Office Equipment and Forms 
(page 177). Informative Trade Bulletins and Catalogs 
listed on page 19 are yours for the asking. New Products 
and Ideas are also reported (page 126). 








COMING—IN NEXT MONTH'S ISSUE 


Traffic Management — Time Saving Charts — Air Compressors 


Modern Purchasing Procedures — Customer Relations 
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Looking for Steel 7 


Here are some timely suggestions 


Steel stocks at your nearby Ryerson plant are improving 
steadily. However demand continues strong; so the steel 
you want may not always be on hand when you call. With 
this in mind, we offer the following suggestions which 
some of our customers have found helpful in making the 
most of available steel under today’s difficult conditions: 


1. When new products or models are still in 
the designing stage, a pre-check with your 
nearby Ryerson plant may enable you to adapt 
designs to the most readily available types 
and sizes of steel. Thus you may avoid dif- 
ficulty when ready for actual production. 


2. When ordering steel, tell us to what size 
or length you plan to process it. With this 
information to guide us we can often meet 
your requirements with selected shorts, even 
when we do not have uncut stocks of these 
items on hand. 


3. Let us know the end use, or properties 
needed in the finished product. Then, if the 


steel you specify is not in stock, our metal- 
lurgists can often suggest an alternate size or 
analysis which will do the job and is available. 


4. Give us a list of the steels you need, or will 
be needing in the near future. Keep us posted. 
We will check our incoming stocks daily against 
your requirements, let you know promptly 
when the steel you want becomes available. 


5. Visit the Ryerson plant nearest you. Get 
acquainted with the Ryerson men who spec- 
ialize in the types of steel you use. Discuss 
your steel problems with them. Learn—first 
hand—about Ryerson facilities and services. 
Such direct contact may prove worthwhile 
in many ways. 


These suggestions are prompted by a sincere desire to be 
of help to you. So whenever you need steel—call Ryer- 
son. We will always be glad to work closely with you. 


RYERSON STEEL 


Please mention PURCHASING Magazine when writing to advertisers. 
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Purchasing profession steers a sound course 





For the Common 


By Joseph M. Austin 


J. M. (““Joe’’) Austin 


is Assistant Director of Pur- 
chases for Oneida Ltd., pro- 
ducers of the famous “Com- 
munity Plate” silverware at 
Oneida, N.Y. He is currently 
serving as Vice President of 
the National Association of 
Purchasing Agents for Dis- 
trict 8, largest of the region- 


al divisions in point of membership, embracing the Baltimore, Buffalo, Carolinas-Virginia, 
Eastern New York, Elmira, Lehigh, New York, Philadelphia, Reading, Rochester, Syra- 
cuse, Washington, D.C., and Wilmington Associations. 


Joe did his college preparatory work at Peddie, and graduated from Colgate University 
in 1936. His entire business career has been with Oneida Ltd., starting with summer jobs 
during his school years. He joined the firm officially immediately following his graduation 
and spent the first two years acquiring some good all-round experience in the shipping and 
manufacturing departments. He was assigned to purchasing duties in 1938, and has been 
in that department ever since. 


He has been a member of the Syracuse and Central New York Purchasing Agents Associa 
tion since 1942, taking an important part in varied Association activities and serving suc- 


cessively as its President and National Director. He took office on the National Executive 
Committee last May. 


In addition to his purchasing responsibilities, he is actively engaged in civic affairs, in- 
cluding the schools, Boy Scouts, and local politics. His personal interests are many and 
varied. This husky six-footer is a better than average golfer and an avid fisherman. He is 
also interested in hunting. Gardening ranks high on his list of hobbies, and on quiet even- 
ings he finds relaxation in jigsaw and crossword puzzles. 


The Austins have three children: Jim, who is about to enter Uncle Sam’s armed services; 


Peter, a student in the local junior high school; and Deborah, who soon will enter Kinder- 
garten. 
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Good 


HOSE who have been watching 

the development of the science 
of industrial management in recent 
years have seen the profession of 
purchasing attain, like the older 
and more widely publicized profes- 
sions, the prominence and respon- 
sibility it so justly deserves. 

This new responsibility on the 
“Management Team” has not been 
gained by wishful thinking or po- 
litical maneuvering; nor was it done 
by ballot. Simple as it may sound, 
it was accomplished by progressive 
and intelligent thinking, by appli- 
cation and diligence on the part of 
alert, far-sighted men who were 
willing to share their knowledge and 
experience and to sacrifice personal 
gain for the benefit of their fellow 
workers in the buying field. 

Last November, at the polls, the 
people of our country indicated 
clearly and decisively the course 
they wished to follow as a nation; 
what they wanted most was a re- 
turn of personal rights, curtailment 
of socialistic trends, and release 
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from a majority of the current gov- 
ernmental controls. So it is with the 
buyers for American industry. In 
their collective thinking and re- 
sponsibility, they have selected for 
leadership men with vision, sound 
conservatism, and the ability to 
chart a free but progressive and in- 
telligent course. 

Just as the recent national elec- 
tions dictated a return to a more 
sober, honest and efficient approach 
to national problems, for the benefit 
of all, so it was with the thinking 
men in purchasing. They were de- 
termined to educate and furnish 
the maximum in value to the en- 
tire membership. The new faces in 
Washington hope to rebuild the na- 
tional economy on a firm foundation, 
without regard for their personal 
gain, while the new era in purchas- 
ing is guiding its efforts in the di- 
rection of better education to meet 
its responsibilities and a more in- 
telligent and effective approach to 


the daily problems that mutually 
confront all of us. 

In recent years, certainly all of 
us have seen positive evidence of 
progress in many directions. In fac- 
ing the future, we may look forward 
with hope to further progress in two 
specific areas, both of which direct- 
ly or indirectly become a part of our 
day-to-day living. 

In the one instance, we may af- 
ford to our children advantages far 
greater even than those which we 
enjoyed, because of an increased 
knowledge of the resources of Na- 
ture and of the many forces and 
phenomena which surround us. Sec- 
ondly, by the extension of educa- 
tion, science, and religion, it may 
reasonably be hoped that we shall be 
so stimulated and guided in our 
utilization of this knowledge that 
we shall better appreciate and en- 
joy our advantages and realize that 
there is much truth in the old 
proverb, “Where there is light, there 
is joy.” 


For example, the Atomic Age has 
ushered into our lives a new phe- 
nomenon that is almost unbeliev- 
able in its scope and its complexi- 
ties. The atoms of which matter is 
composed offer a challenge to the 
new generation which makes it dif- 
ficult to contemplate what may be 
the final outcome. We are humbly 
aware that we have only started 
to scratch the surface of these pos- 
sibilities, but along with it, an 
awakening has occurred that will 
benefit all classes of mankind. 

Obviously, developments such as 
these affect our activities in pur- 
chasing, and within the scope of our 
particular responsibility we must 
learn to deal with these new forces 
wisely, for the common good. 

The dawn of the new era has ar- 
rived. If all of us will face it with 
faith, courage, and _ conviction, 
neither the profession of purchasing 
nor this freedom loving country 
need be fearful or apprehensive. 


Industry Needs More Engineers 


ITHIN recent weeks, the Di- 
rector of Purchases for a large 
and well known midwestern manu- 
facturing company reported the dif- 
ficulty he has been having in re- 
cruiting men with engineering 
training for his department. He is 
keenly aware of the desirability, 
even the necessity, of having buy- 
ers equipped with the requisite 
technical background—in this in- 
stance, metallurgical and electrical 
engineers—and has _ incorporatéd 
this qualification in his job specifi- 
cations as a matter of company and 
departmental policy. But engineer- 
ing applicants are so scarce, and in 
such demand throughout the com- 
pany, that the personnel people 
almost always channel them into 
other departments, where the need 
is deemed to be even more urgent 
than in purchasing. 
This example is representative of 
a situation which ranks as one of 
the most critical shortages in our 
whole economy today. It is estimated 
that 45,000 engineers are currently 
needed for industry and for civilian- 
government activities alone; thou- 
sands more are needed as teachers 
to prepare future engineers. Against 
this need, consider the statement of 
T. A. Marshall, Jr., executive secre- 
tary of the Engineering Manpower 
Commission of the Engineers’ Joint 
Council: 
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“Of the 23,000 new engineer grad- 
uates expected in 1953, the ROTC 
will get 6,800, leaving only 16,200 
for industry, which needs some 30,- 
000 a year for many years to come. 
The future picture is even grimmer. 
In 1954, engineering graduates are 
expected to number only 19,000; 
22,000 in 1955; and less than 29,000 
in 1956, based on current college en- 
rollments. Thousands of these will 
also be taken by ROTC, and of the 
remaining number, an unknown 
percentage will be drafted. In the 
face of our own diminishing supply 
of trained technologists Russia is 
turning out an increasing number of 
new engineers every year.” 

The engineer is essential to the 
maintenance and progress of our 
civilization. It takes engineers to 
keep us going—to turn out the tech- 
nological necessities of life as we 
live it, and to make arms for the 
defense of life as we love it. And 
it takes engineers to keep us going 
ahead—researching, inventing, dis- 
covering, planning and developing 
for the future. When peace comes, 
the need will still be with us; for 
then the urgency of war will be 
replaced by the desires and demands 
of people everywhere for a more 
abundant life. 

Filling the void in engineering 
manpower is a long range program. 
For while there is a great future 


in engineering, the engineering pro- 
fession is open only to those who 
start preparing for it in high school 
or before. The effort must be ap- 
plied at the teen-age level, and 
among parents and guidance coun- 
sellors, to channel youth into engi- 
neering education. 

To this end, the Advertising 
Council, a non-profit organization 
which serves the public interest 
by marshalling the forces of ad- 
vertising to promote voluntary, in- 
dividual actions in solving national 
problems has launched a drive for 
more engineering students today, 
that we may have more engineering 
graduates in the years to come. 

Chester H. Lang, Vice President, 
General Electric Company, who is 
serving as volunteer coordinator of 
the Council’s program, says, “In- 
dustry is. tremendously interested 
in throwing its weight behind this 
drive. Young engineering and sci- 
entific graduates are particularly 
valuable to us because of their 
ability to adapt themselves to the 
vast new fields of atomic energy, 
jet propulsion, electronics, and won- 
der drug developments.” 

An informative booklet, “How 
Your Company Can Help Promote 
Engineering As a Career” can be 
procured without charge by ad- 
dressing The Advertising Council, 
25 West 45th St., New York 36, N. Y. 
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New emphasis on cost-saving opportunities 





Purchasing for Maintenance 
in the Push-Button Age 


HE new word in the vocabulary 
Tot plant equipment, operation and 
maintenance is “automation.” You 
had better get acquainted with it, 
and with all that the word implies, 
for it is a factor that is bound to 
become increasingly important in 
virtually all industrial fields within 
the next few years, perhaps sooner 
than we think. 

Automation is a logical extension 
of the process of mechanization that 
has characterized American industry 
since the turn of the century. That 
development, which has changed the 
whole nature of our economy with- 
in the space of three generations, is 
well known and accepted as a mat- 
ter of course. It is the basis of our 
whole system of mass production. 
In 1900, the average machinery in- 
vestment per worker was $2,000, 
with 1 hp. average power consump- 
tion per worker. Today, the average 
machinery investment per worker 
is well over $8,000, with 7 hp. aver- 
age power consumption per worker. 

Automation goes one step farther 
by making the mechanized opera- 
tions themselves automatic, substi- 
tuting central control devices for 
the individual machine operator. It 
is the technical term for the de- 
velopment which has been pop- 
ularly—and somewhat skeptically— 
referred to as the “push button fac- 
tory.” That skepticism is fast disap- 
pearing, for automation has already 
been successfully applied to many 
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Abstracts from the proceedings 
of the Plant Maintenance Show 





Tremendous interest was exhibited at the technical sessions of the Plant Main- 
tenance Show and conference. The forum type of presentation was used to 
bring out pertinent ideas and experience from many different kinds of industry 


sectors of industrial operation, and 
itis gaining momentum as engineer- 
ing research is increasingly directed 
toward this goal and as electronic 
and other new devices and controls 
become available for putting it into 
effect. 

The significance of this trend was 
repeatedly stressed in the addresses 
and conference discussions at the 
Plant Maintenance Show held in 
Cleveland, January 19-22, and was 
prominently reflected in the ex- 
hibits there, where some _ 7,000 
products were put on display by 
more than 300 manufacturers. The 
conference and show were jointly 
sponsored by the American Society 
of Mechanical Engineers and the 
the Society for the Advancement of 
Management. 


“Industry is on the threshold of 
a profound revolution in manufac- 
turing methods, in which production 
is becoming more automatic and 
maintenance is becoming more com- 
plicated,” declared L. C. Morrow, 
general chairman, in his opening ad- 
dress. “The so-called ‘automatic 
factory’ already has arrived in some 
industries, and the next ten years 
will see tremendous strides in every 
field of production. In using such 
equipment, the per unit cost of pro- 
duction will drop, but the cost of 
maintenance will rise. Maintenance, 
therefore, will have to be considered 
along with production in terms of 
unit cost, rather than treated as gen- 
eral overhead. As the machine itself 
becomes more automatic, the pro- 
duction worker will have less need 
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for highly developed skills, but the 
maintenance worker will have to 
acquire skills to match the compli- 
cations of the machine.” 

These general predictions were 
borne out in specific cases reported 
by other speakers. For example, 
Henry W. Shockley of E. I. du Pont 
de Nemours & Company cited plants 
in the chemical industry where use 
of automatic machinery has _in- 
creased so fast that there are now 
three maintenance men employed 
for every man who operates the 
machinery. Under such circum- 
stances, reduction in maintenance 
costs may be the difference between 
profit and loss, he said. 

In another instance, John Straky, 
plant engineer at the DeSoto Divi- 
sion, Chrysler Corporation, told of 
the Body Plant in his organization, 
where approximately eight miles of 
conveyor are in use. This installa- 
tion is made up of 56 separate con- 
veyors, with transfers between these 
conveyors being completely auto- 
matic, involving a complex elec- 
tronic control system. To maintain 
smooth operation, serving a large 
production area of approximately 
300,000 square feet, an extensive 
communication system is required 
between the central control panel 
and four maintenance _ stations 
located at key points in the area. 
With the electronic control system, 
the central control operator can iell 
where conveyor stoppages occur, 
and the nature of the stoppage. He 
relays this information to one of the 
four stations, to dispatch a service 
man to the point of trouble. In addi- 
tion, there are 70 telephone jacks 
along the conveyor route, at which 
the service men can plug in their 
head sets and communicate with the 
central panel and between the 
various conveyors. 

Projecting this trend and the far- 
reaching changes that it will entail, 
Walter A. Adams, maintenance en- 
gineer at J. M. Lehmann Company, 
Lyndhurst, N. J., said: “Stop to con- 
sider that the day a fully automatic 
plant is built, the maintenance de- 
partment will constitute the sole 
operating personnel of that plant 
and will bear the entire responsibil- 
ity for producing the company’s 
product. This seems like a stagger- 
ing thought. Yet, in some industries, 
large and small, such a plant is fore- 
seen for the predictable future. It 
is for this reason we must make 
every effort to develop and operate 
our maintenance departments and 
methods on the most efficient basis 
possible, if our companies are to re- 
main healthy and progressive.” 
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Value Analysis Applied to Plant Maintenance... . 
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Material cost in a maintenance paint job is viewed in its proper relation to cost of surface 
preparation and paint application, making up the total cost of the job. The surface prepara- 
tion cost is incurred regardless of the number of coats applied. Regular maintenance inspec- 
tion should be instituted immediately after application, with spot repair of initial failures to 
prevent deterioration of the surface and unnecessarily repeated costs of surface preparation. 


Developments such as these, while 
generally considered primarily from 
the technical angle, likewise affect 
the purchasing operation and re- 
sponsibility. Some of the more im- 
portant phases of this impact may 
be listed as follows: 

1. With automatic production op- 
erations, there will be increased 
need to watch the quality and 
uniformity of raw materia's to in- 
sure trouble-free production and 
acceptable end products, in lieu of 
the consteat compensating adjust- 
ments that are possible when skilled 
personal operators are manning the 
machines. 

2. Obviously, a tremendous pro- 
gram of new equipment purchasing 
is indicated to implement automa- 
tion. This will include highly com- 
plicated equipment, with which the 
purchasing agent must familiarize 
himself in order to do an intelligent 
job of procurement. Along with this 
comes new emphasis on the whole 
field of instrumentation and con- 
trols, which is distinctly of a com- 
petitive nature, calling for high 
degree of purchasing analysis and 
skill to achieve best results and 
maximum economy. Another corol- 
lary is the problem of procuring 
and stocking replacement parts es- 
sential to prompt maintenance and 


repair for uninterrupted production. 
With the increased investment in 
automatie machinery, shutdowns for 
lack of needed parts and supplies 
become even more expensive and 
less tolerable than before. 

3. There will be a substantial in- 
crease in expenditures for main- 
tenance items. This has already been 
pointed out in the comments of con- 
ference speakers cited above. Mech- 
anization in itself has greatly 
magnified the role of maintenance 
operations as a factor in over-all 
operating costs; it is estimated that 
maintenance now accounts for from 
8% to 15% of total operating cost 
in representative industries, amount- 
ing to a total annual expenditure of 
$13 billion, nearly double the figure 
of only five years ago. A large part 
of this expenditure is made up of 
purchases of equipment, materials 
and supplies for maintenance pur- 
poses, and the volume and import- 
ance of such purchasing is cor- 
respondingly increasing. The com- 
ing of automation will accelerate 
this trend. 

4. New emphasis will be placed 
on preventive maintenance, regular- 
ly scheduled in the same manner as 
production schedules. This modern 
policy has already demonstrated its 
effectiveness in saving millions of 
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(Charts presented in connection with a talk by R. S. Austin of American Cyanamid Company) 
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Ultimate value is measured in terms of effective protective coverage and durability. One 
of the greatest single causes of early paint failure is in applying the paint too thinly. For 
many aggressive chemical exposures a minimum paint thickness of 5 mils is required. Effec- 
tive modern pigmentation may be misleading in that it is easy to obtain good color coverage 
and hiding qualities with paint films too thin to give adequate protection of the base surface. 


dollars by avoiding costly break- 
downs and repairs, and by keeping 
equipment in top operating condi- 
tion over a prolonged productive 
life. Preventive maintenance is 
authentically credited with thus in- 
creasing the productive capacity of 
existing equipment by as much as 
9% to 10%. As maintenance opera- 
tions more and more assume the 
role of production operations, with 
automation, this factor will have 
even greater importance. This in- 
volves corresponding purchasing 


schedules. 


Cost Saving Theme 


All of this adds up to a theme 
that has long been familiar to pur- 
chasing men, and in which they are 
well qualified by position and by 
experience to make a major con- 
tribution to efficient and profitable 
management. For the significance of 
this development, as it affects pur- 
chasing, is measured not only in 
respect to its new magnitude and 
complexity. It presents new respon- 
sibilities and new opportunities for 
cost savings through better methods 
and better materials. Efficient main- 
tenance procedures, like efficient 
manufacturing operations, are im- 
plemented by the equipment and 
materials purchased for the purpose. 
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The cost saving theme was high- 
lighted in many of the exhibits at 
the Maintenance Show. This is the 
familiar “Purchase for Profit” theme 
that is basic in modern purchasing 
practice, looking to lower ultimate 
costs and higher ultimate value— 
spending to save. Here it is applied 
to a field that has too often been 
overlooked as being merely in- 
cidental to the primary function of 
production, and is only now attain- 
ing major stature and attention in 
its own right. 

The old concept of maintenance 
as a “necessary evil,” centering 
largely around repair functions, has 
persisted to some extent even into 
the era of mechanization. But it is 
completely outmoded as mechaniza- 
tion progresses into the realm of 
automation. 

“It is well known that during 
World War II, American manage- 
ment mastered the ability to stretch 
critical materials to meet the critical 
situation,” said George J. Martin, 
manager of the mechanical division, 
National Biscuit Company, in ad- 
dressing one of the round table 
sessions at the plant maintenance 
conference. “The time has now come 
when an equal mastery must be 
applied to develop the techniques 
for equally effective conservation 


and utilization of critical equipment 
and maintenance manpower. A con- 
certed effort on the part of Amer- 
ican industry to apply the principles 
of preventive maintenance will also 
help industry to produce products of 
more uniform quality without ex- 
cessive maintenance and tool costs, 
with uninterrupted production, and 
on reliable shipping schedules.” 

Even in the humbler “housekeep- 
ing” aspects of factory maintenance 
work, the same principles are gain- 
ing acceptance, and cost saving 
methods are receiving more’ serious 
attention. My 

“Housekeeping for industry is big 
business,” said A. D. Buschman, 
plant engineer for Perfection Stove 
Company, “and savings can run as 
high as 50%. Pushing a broom is 
such a commonplace job that it is 
easy to accept inefficient methods. 
A little study often opens the door 
to big savings. At Perfection Stove 
Company, we have made a 50% 
saving in housekeeping expense, 
yet we have a factory recognized as 
one of the neatest and cleanest in 
the area.” 


Purchasing Initiative 


Thus the responsibility of the pur- 
chasing department, and its part in 
helping to achieve the cost saving 
potentials in the growing field of 
plant maintenance programs, are 
clearly defined. They are exactly 
the same as the potentials and re- 
sponsibilities in respect to produc- 
tion materials and methods, where 
the potentials and the techniques 
of value analysis have been so ably 
and effectively developed for dram- 
atic savings in end-product cost. 

The familiar tools of purchasing 
procedure can similarly be used to 
good effect in respect to mainte- 
nance materials and methods—the 
evaluation of present practice, 
analysis of costs on the basis of re- 
sults desired, testing of new and al- 
ternate ways of accomplishing the 
same results or improving them, 


substitutions, standardization, and 
all the rest. 
As in the case of production 


materials and methods, purchasing’s 
contribution does not lie in taking 
over the prerogatives or functions 
of other departments, but is effected 
by working with and through those 
established channels. Instead of 
dealing with designers, engineers, 
and manufacturing executives, value 
analysis on maintenance activities 
will deal with the maintenance men. 
plant and mechanical engineers and 
administrators. 

Among the larger concerns, where 
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More than 7,000 maintenance items were on display in the prod- 
uct exhibit, covering a wide range of equipment, instruments, and 
supplies. At most of the booths, cost saving was the dominant theme 


maintenance responsibility is defi- 
nitely assigned and adequately 
staffed, and where a broad program 
or policy is generally in effect, much 
progress has already been made, 
and it is probably safe to assume 
that these cost saving factors are 
receiving serious consideration. Un- 
der those circumstances, purchasing 
still has its value-conscious and 
value-wise viewpoint to present, 
and its commercial approach to ma- 
terial needs to balance against the 
technical requirement or preference, 
through cooperative action with re- 
sponsible individuals or departments. 

But in many smaller organizations, 
where maintenance policies and 
methods are recognized and handled 
only as an adjunct to the primary 
responsibilities of general plant and 
production administration, there is 
a vast opportunity for constructive 
suggestions and action in which 
purchasing can well take the initia- 
‘tive. It is in a key position to 
initiate such a program, through its 
knowledge of current and recurring 
maintenance requirements on a 
plant-wide basis, since the purchas- 
ing department is the clearing house 
for all such needs—the only desk or 
office in the entire organization that 
sees the picture as a whole, so far 
as maintenance materials are con- 
cerned, in the regular performance 
of its own function. Further, it is 
in a key position because the daily 
contact with sales representatives 
brings to its attention the many im- 
proved materials, methods, and 
equipment available for such pur- 
poses, and because it has, as a part 
of its own responsibility, the con- 
sideration of those products in the 
light of company needs. The pur- 
chasing department would be delin- 
quent in its own responsibility if it 


74 


failed to pass this information along 
to those directly charged with the 
responsibility for maintenance; a 
positive policy looking toward cost 
savings in maintenance through such 
possibilities is merely the construc- 
tive application of purchasing know- 
how and responsibility for greater 
service to the company as a whole. 


Standardization 


For example, take the matter of 
standardization, a field in which pur- 
chasing has customarily taken the 
lead. Here is a common tool of good 
purchasing that has a direct bearing 
on efficient maintenance. 

Speaking at one of the round table 
discussion groups at the Plant 
Maintenance conference, Paul Wal- 
ter, superintendent of mechanical 
department, Republic Steel Corpora- 
tion, Canton, Ohio, had this to say: 

“Standardization of materials and 
procedures used in maintenance will 
yield worthwhile savings in a reduc- 
tion in lost production time and re- 


placement labor as well as_ in 
purchase, inventory and_ storage 
costs. 


“Attempts should be made to con- 
solidate or condense the various 
types of materials used for main- 
tenance. Two grades of carbon steels 
and one heat treated alloy stock in 
a minimum number of sizes will 
cover most of the requirements for 
steel. A few grades of steel and 
brass ordered to ASTM specifica- 
tions will cover all major casting 
requirements. Materials for special 
applications such as heat resistance, 
abrasion, and _ corrosion control 
should be given individual con- 
sideration. 

“Our plant has adopted, either in 
whole or in part, the various applic- 
able standards of the ASTM, ASA, 


ASME, AISE, AWS, and others, for 
such items as fits, tapers, finishes, 
bolts and screw threads. As a result, 
we have better interchangeability of 
parts; we are able to have work 
done by others who will be able to 
interpret correctly our require- 
ments; we have a definite standard 
to which we can hold suppliers; 
field repairs are greatly simplified 
by having assurance of proper fits; 
finishing costs are minimized by not 
exceeding surface requirements; and 
excessive welding man hours are 
avoided by adherence to drawing 
symbols. 


“Without sacrificing flexibility and 
efficiency of performance, the use 
of a minimum number of types or 
sizes of trucks, locomotives and 
other material handling equipment, 
as well as such items as gears, rolls, 
pinions, couplings, etc., will be defi- 
nite factors in reduced maintenance 
costs. This cost reduction will come 
as a result of the service man’s in- 
creased familiarity with fewer prod- 
ucts, fewer spare replacement units, 
and less storage and inventory costs. 


“Standardizations in other ma- 
terials such as lubricating oils and 
greases, paints, packings, etc., have 
simplified their application and made 
for good economy in maintenance 
as well.” 


A Timely Opportunity 


This, of course, is exactly the kind 
of thinking that progressive pur- 
chasing men have long promoted— 
partly from the standpoint of their 
own operations, but more import- 
antly because of its influence in re- 
ducing over-all costs—purchasing 
for profit. To find maintenance and 
operating officials embracing the 
same philosophy and _ techniques, 
spurred by the new requirements 
and the emphasis of the push-button 
age, augurs well for more effective 
cooperation as the common goal of 
cost savings is recognized by all. 

This is heartening news for buy- 
ers from a technical conference. At 
the same time, it opens new vistas 
of service and new channels of ef- 
fort for the purchasing men of in- 
dustry, who may also have been 
somewhat derelict in concentrating 
on product materials and production 
methods to the neglect of the lowlier 
maintenance aspects of their job. 

Here, then, is a field offering 
tremendous opportunities for profit- 
able buying in the $13 billion main- 
tenance market of today, and even 
greater opportunities and respon- 
sibilities as automation turns the 
spotlight on industry’s maintenance 
activities and problems. 
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What Are The Opportunities 
for STANDARDIZATION In Industry? 


Although the use of standards in modern industry is increasing 
steadily, there is still plenty of room for progress in the field. 
Leaders in the standards movement are working continuously 
to demonstrate its value in advancing production and sales and 
economy. Standardization programs and purchasing programs 
are naturally tied together. We are attempting to measure the 
progress industry has made in the standardization movement 
and the prospects for future improvement. 
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Q Do you find established engineer- Yes Pee 83% 
ing and commercial standards gener- 9 


ally available and adequate to meet a 
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® Is there a fixed responsibility in Yes 
your company, such as a formal com- ? 
mittee and program, for activ ely pro- ® 


moting standardization 
No 


































@ Does the purchasing department 
participate in your company’s stand- 
ardization activities 9 


8 Do you find genuine interest and 9 
cooperation among other departments 
in respect to standardization 


Have you found vendors generally 9? 


interested and cooperative in helping 
to establish a standardization program 


— WHAT THEY SAY 


\ large majority of the respondents indicate that vendors could 
help more effectively in promoting standardization in industry. 
Their suggestions on how this could be accomplished are numer- 
ous and diversified. 


The recommendation most often made is that vendors suggest 
standard or stock items to customers whenever they feel that these 
could adequately replace specials. The purchasing men say much 
could be accomplished along this line if suppliers would take the 
time and trouble to point out the production advantages and 
economies of standard items, and discourage the use of specials 
where they were not absolutely needed. A corollary suggestion 
made by a large number of purchasing agents is that suppliers 
try to work closely with customers’ purchasing departments, 
engineering departments, laboratories, etc. in educating them to 
the use of standards and in trying to meet their requirements. 
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The purchasing men are strongly in favor of suppliers becoming 
better acquainted with the standards and the needs of the industry 
they serve. They suggest that suppliers develop better research 
on standards, and improve their methods of presenting standardi- 
zation data to customers. They feel more companies can cooperate 
in standardization work being carried on by trade associations, 
industry groups, and educational institutions. 


Among numerous other suggestions: avoid back-door selling 
which tends to weaken standardization programs being followed 
by purchasing; promote ideas of standardization among trade 
unions; promote better record keeping (by vendors) of repeat 
orders; honestly maintain standards on own products. Several 
respondents said that purchasing men should be more aggressive 
in demanding more standardization from suppliers. 












Purchasing department tailored to fit conditions 
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RGANIZATION for purchasing 
follows no standard pattern. 
The basic principles and outlines 
are well recognized, but the effec- 
tiveness of any particular set-up 
depends largely on how well it is 
adjusted to the larger organization 
and operation of which it is a part. 
The traditional classifications of cen- 
tralized and decentralized purchas- 
ing are capable of infinite variations, 
both of type and of degree, to fit 
the variations of plant location, di- 
versified product, and divisional 
management responsibility. 
Perhaps a_ third classification 
should be added—integrated pur- 
chasing, applied to procurement for 
a group of firms having mutual in- 
terests, such as a parent concern 


and its subsidiaries or affiliates. Such 
a system has many advantages. 
Relatively small units acquire the 
services of a purchasing department 
which could normally be afforded 
only by a big business organization. 
Orders for identical materials and 
parts can be combined to gain the 
price advantages of quantity pur- 
chasing and the other benefits re- 
sulting from larger buying power. 
Competitive purchasing among the 
various units can be avoided, and 
many duplications of buying activi- 
ties can be eliminated. 

An outstanding example of firms 
that have made effective use of an 
integrated buying system is found in 
The Garrett Corporation and its af- 
filiates—AiResearch Manufacturing 
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-  ¢. (“Cliff”) Garrett started his business career as a 
lling Purchasing Agent for the Northrop Aircraft organization. He 
yes switched to the other side of the desk in 1936, when he decided 
rade to go into business for himself by founding the Garrett Supply 
oe Company, a jobbing concern which still bears his name. 

Being a top-notch organizer and salesman, as well as a com- 








petent buyer, he prospered in this new venture of serving his 
former colleagues in purchasing. In 1939, he invaded the industrial 
field by establishing AiResearch Manufacturing Company at Los 
Angeles, developing and producing aircraft components. The scope 
of this enterprise has expanded rapidly, resulting in the present 
organization of Garrett Corporation and Affiliates, in which the 
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original AiResearch is but one of several related units. Today, still 
in his mid-40’s. Garrett heads an industrial empire that grosses 
considerably more than $50 million annually. 

A part of Garrett's success may be attributed to his intimate 
first-hand knowledge of purchasing agents’ requirements and how 
to serve them most effectively. In part, it is due also to his recogni- 
tion of the importance of the purchasing operation in his own 
enterprises, as evidenced by the unique and effective purchasing 
organization described in this article. 

James B. Meyer, in charge of purchasing for Garrett Corporation, 
says of the Big Boss, “He's still our best buyer. He even knews what 
should be paid for a good day’s work.” 
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James B. Meyer 
Assistant Vice President—Purchasing 


Company of Los Angeles, AiRe- 
search Manufacturing Company of 
Arizona, and the Northill Company. 

Each of these affiliated concerns 
has a specific and independent func- 
tion and operation. AiResearch of 
Los Angeles specializes in the de- 
velopment of electronic equipment 
and other complicated units used in 
modern airplanes. AiResearch of 
Arizona either produces or will 
eventually produce the components 
thus developed. AiResearch Aviation 
Service Company performs repair 
and conversion operations on mili- 
tary and commercial aircraft; while 
Northill Company manufactures boat 
anchors. 


The Buying Organization 


Buying activities for all of these 
companies are under the direct 
supervision of James B. Meyer, As- 
sistant Vice President in charge of 
Purchasing. As indicated on the or- 
ganization chart herewith, his job 
primarily consists of coordinating 
the work of two Purchasing Agents, 
who are respectively responsible for 
purchasing in the two major areas 
in which the Corporation 
business. 

These Purchasing Agents are: 
Mack Crank, responsible for all buy- 
ing operations in the Los Angeles 
area; and Leslie H. Rhuart, respon- 
sible for all buying operations at 
Phoenix, Arizona. Each of these 
men has a staff of administrative as- 
sistants, buyers, and clerical per- 
sonnel. In addition, two purchasing 
department representatives in the 
eastern markets report to the Los 
Angeles purchasing office. 

Buying activities in both purchas- 
ing groups are highly specialized, 
according to a grouping of related 


does 
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items or products for procurement 
purposes. A senior buyer is respon- 
sible for the purchase of certain re- 
lated items, such as: electrical actu- 
ators and electronic controls; gas 
turbines and pneumatic starters; gas 
and cooling turbines, accessory 
drives, compressors, and _ drive 
shafts; air valves and cabin pressure 
controls; heat transfer and air con- 
ditioning units, castings and tooling; 
raw materials, etc. Each senior buyer 
normally has one or more buyers 
or assistants specializing in the pur- 
chase of specific items. 

The operations of the senior buy- 
ers are coordinated by Buyers-in- 
Charge, for the three major pur- 
chase classifications of Production 
Materials (raw. materials and pur- 
chased parts): Non-Product Ma- 
terials (supplies and equipment): 
and Subcontracting. 


Sources of Supply 

Purchasing policies have been 
largely determined by the fact that 
the companies in this organization 
are engaged in unusual types of 
work, on a limited output basis con- 
sistent with aircraft production re- 
quirements, and on specific orders. 
No finished products are carried as 
inventory. However, though produc- 
tion plans and schedules thus de- 
pend on sales contracts, which are 
to some extent unpredictable, this 
does not mean that there is no need 
to maintain an uninterrupted flow 
of materials and of production. 

Requisitions for necessary parts 
and materials are prepared by the 
various department heads as soon as 
possible after each sales contract is 
received, so that procurement can 
be expedited and the work of pro- 
duction departments scheduled in a 


Mack Crank 


Purchasing Agent—Los Angeles Area 


manner to maintain continuous pro- 
duction. 

With few exceptions, purchased 
items are bought directly from their 
manufacturers or from authorized 
representatives of the manufacturers. 
In most circumstances, vendors with 
local stocks or vendors in a position 
to render engineering services local- 
ly are preferred. 

“We try to maintain a minimum 
of two sources on most items,” 
Meyer says, “and more than two 
where the volume of business justi- 
fies a greater division. It must be 
borne in mind that on some types of 
purchases it is inadvisable to divide 
the volume due to technical con- 
siderations. In any event, a sufficient 
portion of the volume is allotted to 
a primary source to insure the lat- 
ter’s cooperation in solving critical 
problems.” 

All vendor contacts are made by 
the purchasing department, or with 
its consent. Engineers and other 
plant personnel are consulted only 
when buyers require specific tech- 
nical assistance. No capital ex- 
penditures are made without the 
approval of management in each 
case. 

In the establishment of supply 
sources, Meyer considers quality the 
prime consideration, but he feels 
that this must be tempered in most 
instances by the following factors: 

(a) Services rendered, especially 
with relation to the ability of a 
vendor to meet delivery require- 
ments. 


(b) Prices are determined by 
vendors’ quotations, terms, trans- 
portation charges, communication 
costs, etc. 


(c) The warranties, guarantees, 
and integrity of the vendor. 





Leslie H. Rhuart 


Purchasing Agent—Phoenix Area 
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Virtually all purchase orders are 
issued to firms shown on a pre- 
ferred list of vendors, which is 
periodically revised on the basis of 
experience. Reciprocal purchasing 
practices are shunned where any 
sacrifice of price, quality, or service 
will be required; however, customer 
products are ordered if no such 
sacrifice is necessary, or in the in- 
terest of developing good customer 
relations vital to the company’s in- 
terest. 

In establishing new sources of 
regular supply, buyers are instructed 
to obtain credit information and 
place trial orders with prospective 
vendors. Credit reports are requested 
if there is any reason to doubt the 
financial responsibility of a vendor 
at any time, and the obvious pur- 
pose of trial orders is to determine 
whether potential vendors can pro- 
vide merchandise of requisite qual- 
ity with reasonable promptness. 

Competitive bids are obtained 
whenever possible, and prices thus 
quoted are analyzed in terms of the 
vendors’ _ reliability, production 
capacity, location, past performance, 
etc., prior to the issuance of pur- 
chase orders. The policy of firm 
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bidding is required, all price quota- 
tions being considered final as of the 
date of their initial submission. 

No specialized expeditors are em- 
ployed, since it is believed that best 
results are obtained by making buy- 
ers responsible for the delivery of 
their respective orders. Orders 
placed in the Los Angeles and Phoe- 
nix areas are of course coordinated 
and expedited by buyers in each re- 
spective placement area, regardless 
of whether merchandise will be de- 
livered from Los Angeles to Phoenix 
or vice versa. Few orders are being 
placed outside these two areas at 
present. 


Emphasis on Courtesy 


Courtesy and ethical conduct are 
the cornerstone of good vendor re- 
lations, in Meyer’s estimation, and 
every member of his organization— 
from Purchasing Agent to clerk— 
is expected to observe some very 
definite rules in this connection. -For 
example, here are his instructions 
to personnel with regard to tele- 
phone calls: 


In making all outside telephone 
contacts, it is important that the 
individual stress his surname in 





order to facilitate incoming calls. 
It is the responsibility of each 
person to answer his own tele- 
phone whenever he is at his 
desk. However, if the party called 
is out of the office or on another 
line, the person nearest the tele- 
phone shall take the call. When 
this situation occurs, the follow- 
ing rules shall apply: 


(1) Always state the name of 
the person to whom the call is 
directed, ie., John Doe’s desk 
or office, whichever is applicable. 

(2) Explain why the call was 
not taken by the intended party 
(on another line, out of the office, 
etc.). Do not, under any cir- 
cumstances, ask the caller’s name 
before giving him this informa- 
tion, as it tends to give him the 
impression of stalling for time in 
order to determine whether or 
not the party called wishes to 
speak to him. 

(3) If the intended party is 
on another line, ask the caller 
if he wishes to wait or if he 
would care to leave a message. 
In the event he wishes to wait 
and the conversation extends 
over a few minutes, notify the 
caller that his party is still talk- 
ing. This courtesy should con- 
tinue until such time as the 
recipient can take the call. _ 

(4) If the intended party is 
out of the office, ask the caller 
if you can be of any assistance 
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The new $5,000,000 plant of AiResearch Manufacturing Company of Arizona, at 





or ae 


Phoenix, is finished in Arizona fieldstone with aluminum trim. 


or if he would care to leave a 
message. 

Meyer further insists that all cor- 
respondence from vendors be an- 
swered with maximum promptness 
and courtesy, although buyers are 
cautioned to disclose no information 
regarding price quotations or de- 
cisions that might violate a con- 
fidence or give a supplier any unfair 
advantage over his competitors. 

Salesmen are interviewed eight 
hours a day, five days a week, and 
those visitors with appointments 
naturally get preferred treatment. 
However, nobody is allowed to wait 
in the lobby for any great length of 
time. Salesmen lacking advance ap- 





Assembly lines at the Phoenix plant are housed in a windowless, dustproof, and 


pointments are asked to call again 
if they seek interviews with buyers 
who are not immediately available. 

All interviews are conducted at 
the buyers’ desks—never in the 
lobby—and buyers are expected to 
be especially careful not to encour- 
age salesmen to disclose confidential 
information regarding the operations 
of competitors. The latter point is 
emphasized for legal as well as 
ethical reasons, in view of current 
legislation about unfair competition. 

“No buyer,” Meyer adds, “may 
directly or indirectly accept exces- 
sive entertainment or gifts of sub- 
stantial value from a vendor or sales 
representative.” 


completely air conditioned factory area, providing the controlled conditions essential 
to close tolerance work. This photo was taken from the mezzanine deck where 


administrative offices are located, 
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Teamwork is encouraged in hand- 
ling all office activities, despite the 
fact that the personnel in this or- 
ganization have very clear-cut work 
assignments. For example, if a typ- 
ist or clerk assigned to an individual 
buyer is temporarily idle due to a 
normal fluctuation in the flow of of- 
fice paperwork, and if there is a 
possibility that the employee can 
be of use where the pressure of work 
is greater, the buyer is expected to 
release his assistant until he has a 
definite need for her services. 

Similarly, at the close of each 
day’s work, each buyer is expected 
to file a folder of unfinished business 
(containing his open requisitions, 
tooling orders, and correspondence) 
in the office of the Purchasing 
Agent, so that the P.A. can assign 
any pending item of work to an al- 
ternate buyer if illness or other 
reason causes the owner of the 
folder to be absent the following 
day. 

Letters, memoranda, telegraph 
messages, and other communications 
are written on corporate or com- 
pany letterheads (as appropriate in 
each circumstance) in conformity 
with a standardized procedure for 
dating, addressing, signing, etc. 
There is nothing unusual about the 
form of these communications, but 
uniform practice does greatly facili- 
tate filing and reference work. 


Requisitions, Orders, 
Adjustments 


Where a new product or service 
is required by Garrett Corporation 
or an affiliate, a “Request for 
Quotes” form is initiated by produc- 
tion engineering and production 
control personnel. Purpose of this 
form is to provide suitable data re- 
garding the quality and quantity of 
any item that may be required, so 
that the buyers can prepare “Re- 
quest for Quotations” forms for 
prospective vendors. Bids conse- 
quently received are recorded on the 
“Request for Quotes” form, and the 
latter is then submitted to a Pur- 
chasing Agent for approval. 

Any department head may origin- 
ate a purchase requisition, signing 
his name as the requestor. The re- 
quisition becomes valid if it is ap- 
proved at a suitable control point. 
Validated requisitions are submitted 
to the purchasing group, where each 
is date stamped, registered in a re- 
quisition control book, and routed 
as follows: 


(1) to Priorities and Allocations, 
for processing; 

(2) to Purchasing Agent, for ap- 
proval; 
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(3) to Buyer-in-Charge, for ap- 
proval; 

(4) to Buyer, for placement of a 
purchase order. 


Where parts are sent to a vendor 
for repairs, or where materials or 
parts are sent to a subcontractor for 
processing, the control point may 
prepare two copies of a requisition 
for Purchasing. This enables Pur- 
chasing to use the second copy as a 
shipping request by noting the as- 
signed purchase order number on 
the copy and returning it to the con- 
trol point, from which the specified 
items and information required for 
the issuance of shipping papers are 
sent to the shipping department. 

It is the individual buyer’s job to 
consider the dollar value of parts 
ordered or received over the mini- 
mum quantity specified on a requi- 
sition. Where the dollar value is 
excessive, the buyer is expected to 
stipulate a maximum number of 
parts acceptable—bearing in mind 
the fact that regular trade practice 
on some items such as castings, 
screw machine parts, etc., stipulate 
tolerances that necessitates the ac- 
ceptance of certain percentages over 
the minimum. 

If more pieces are received than 
are authorized by a purchase order, 
the receiving department is in- 
structed to convey all facts of the 
matter to the buyer concerned, at 
once, so that he can investigate and 
determine exactly what should be 
done about the excess materials or 
parts. Invoices are paid only if the 
quantity of parts received in each 
case is within the maximum author- 
ized by a purchase order, or if pay- 
ments for excess quantities are ap- 
proved by appropriate purchasing 
personnel. 

Special tooling which must be 
fabricated by outside sources is re- 
quisitioned by production engineer- 
ing on a special form. Where there 
is an urgent need for such jigs, fix- 
tures, molds, or dies, time can be 
saved by issuing a purchase order 
on the basis of a tool order request, 
without waiting for the latter to be 
processed through customary chan- 
nels. However, comparative quota- 
tions are always obtained before a 
purchase order of this type is 
validated. 

Every effort is made to allow suf- 
ficient lead time to assure the 
delivery of tools, materials, and 
parts on or before the date they 
will be needed. When this does not 
yield the desired results, shortage 
reports are issued by tool control 
or material planning departments 
and efforts are made by Purchasing 
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Final testing of duct temperature pickups, typical of the many small but intricate 
items produced by AiResearch for the aircraft industry. 


to obtain partial releases of overdue 
materials or parts from the vendors. 

As a rule, the minimum quantity 
specified on a purchase order is 
the quantity that must be obtained 
to meet actual production require- 
ments. Where difficulties due to 
spoilage make it impossible for a 
vendor to deliver a minimum quan- 
tity, the vendor is expected to con- 
tact the buyer who issued his 
order so that a replacement requisi- 
tion can be issued for additional 
materials after decisions have been 
made with regard to quantity and 
responsibility. In most cases, the 
vendor is not given the additional 
materials to meet the quantity re- 
quirements of his order in such 
instances of spoilage; he is expected 
to absorb the cost of material losses 
due to his own negligence. 

Where it is necessary to provide 
a vendor or prospective vendor with 
blueprints or significant proprietary 
information, company interests are 
protected by first writing him a let- 
ter which reads in part as follows: 


It is requested that you agree 
that the proprietary interest of 
the company in such material 
will be respected when the same 
is received, and that you recog- 
nize such information is trans- 
mitted in confidence and may not 
be disclosed to unauthorized in- 
dividuals. 

The use of this material is 
strictly limited to the purpose 
for which it will be transmitted. 
Rights to all ideas and features 
of novelty or invention described 
in the data supplied... . and all 
design, manufacturing, repro- 
duction, use, and sales rights re- 
garding the same are the proper- 
ty of and reserved to this com- 
pany. Unless authorized in writ- 


ing by this company, no permis- 
sion is granted to disclose, re- 
produce, or use such data for 
any purposes other than those 
for which the material is sup- 
plied. 

This letter is transmitted to 
you in duplicate. If you are in 
agreement, kindly retain the 
original for your files and return 

¢ the carbon to us, after having it 
properly executed by an author- 
ized individual, upon receipt of 
which we shall immediately for- 
ward the above described ma- 
tertel. . +s 


Cancellations 


Where purchase orders are can- 
celled, the buyers who issued the 
orders are expected to determine 
whether cancellation charges will 
be involved. Such charges are com- 
puted in terms of the total number 
of hours worked, total amount of 
labor, burden, material, and other 
percentage of general and admin- 
istrative expenses applied, percent- 
age of profit applied, and vendor’s 
scrap offer for cancelled materials. 

Itemized cost statements are re- 
quired where cancellation charges 
exceed $1,000. Cancellation charges 
for smaller amounts have been paid 
on a percentage-of-completion basis, 
if it was not practical to prepare 
itemized statements, but procedures 
of this type have been the exception, 
not the rule. 

All change notices involving can- 
cellations bear statements as to the 
reason for their issuance. Engineer- 
ing changes and deviations in 
government contract requirements 
account for most of them. Needless 
to say, no charges are allowed where 
a cancellation is due to the subcon- 
tractor’s own failure to perform. 
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Law doesn’t permit setting your own penalties 





Damages vs. Penalties 


in Purchase Agreements 


By Albert Woodruff Gray 


CONTRACT for the purchase 

of second hand grading and 
paving equipment from a San Fran- 
cisco firm, was made by a dealer 
in heavy road machinery in Okla- 
homa. Under this agreement $100,- 
000 was to be paid in thirty days, 
$50,000 in sixty days, and the bal- 
ance of $50,000 a hundred and twen- 
ty days from the making of, the 
agreement. 

While at the time this contract 
was made there was a ready de- 
mand’ for used equipment of this 
type, a marked price decline was 
imminent. Road contracts in the 
southwest were being completed 
and few new contracts made. 

Apprehensive of the effect of this 
situation on the resale of the ma- 
chinery, the seller included a stipu- 
lation in the agreement that both 
this sales contract and the bills of 
sale of the various items of ma- 
chinery be deposited with an Okla- 
homa City bank, to which the con- 
tract payments should be made 
and by whom the bills of sale should 
be delivered upon receipt of such 
payments. 

Further, the purchaser under this 
contract should deposit with the 
bank $5,000 payable to the seller 
as damages if the buyer failed to 
perform its obligations under this 
contract and make the payments 
agreed. 

When at the end of thirty days 
the first $100,000 became payable, 
the buyer, unable to make the pay- 
ment, was granted a thirty day ex- 
tension provided an additional $20,- 
000 was deposited, increasing the 
amount payable as liquidated dam- 
ages to the seller to $25,000. 

At the expiration of this thirty 


82 





THE LAW _ makes a clear distinction between damages 
incurred through breach of a contract and penalties that may 
be stipulated for failure to perform contract obligations. The 
first is valid; the second is unenforceable and void. A sum 
may be stated in a contract when the actual amount of dam- 
ages is uncertain or difficult to ascertain, in order to save 
the expense and effort of proving actual damages, but 
it must be reasonably in keeping with the facts of the 
situation—neither excessively high nor disproportionately too 
low. Nor will the courts permit such a provision to be applied 
to the total contract if the obligations have been substantial- 


ly fulfilled. Here are some decisions and precedents illustra- 


ting how the law of damages is interpreted. 





day extension for payment of the 
first $100,000, the purchaser made 
no payment but demanded the re- 
turn of the $25,000 deposit, con- 
tending that this contract clause 
for the deposit and payment of this 
sum to the seller was not a pro- 
vision for the payment of liquidated 
damages but for a penalty, and 
void. 


Can't Fix Penalty 


A man cannot agree to a penalty 
for a breach of contract—he cannot 
stipulate his own punishment. “Ven- 
geance is mine and I will repay” 


is the prerogative of the law, but 
not the individual. A famous 
Frenchman once said that every 
argument was the same word with 
two different meanings. The con- 
troversies over contract provisions 
for damages arise from that con- 
fusion, the same name for both 
damages and penalties—one valid, 
the other unenforceable and void. 

“The ablest judges,” said the New 
York Court of Appeals long ago, 
“have said that the law relative 
to liquidated damages has always 
been in a state of great uncertainty 
and that this has been occasioned 
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by judges endeavoring to make 
better contracts for parties than they 
have made for themselves. 
“Where there is a contract to 
pay money, the damages for its 
breach are fixed and liquidated by 
law and require no liquidation by 
the parties. An agreement to pay 
greater damages is therefore re- 
garded as a penalty. But when the 
damages resulting from the breach 
are uncertain in amount, as they 
are in all other cases, the parties 
have right to say how much shall 
be paid by way of compensation to 
the party injured and, when they 
have settled that compensation, 
neither a court of law nor a court 
of equity will diminish its amount 


by the Oklahoma court as the yard- 
stick for determining the validity 
of the buyer’s demand for the re- 
turn of the $25,000, whether the 
provision was for damages or for a 
penalty. 

“When it is certain that some 
damage will result from delay in 
the performance of a contract, when 
those damages are incapable of ex- 
act ascertainment or are based 
upon matters that are to a consid- 
erable degree uncertain, and when 
the amount stipulated is not on 
the face of the agreement out of 
all proportion to a probable loss,” 
concluded the court, “a contract 
to pay a sum certain for each day, 
week or other definite period of 
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unless it be so grossly dispropor- 
tionate to the actual injury that a 
man would start at the bare mention 
of it. 

“Where there is a manifest diffi- 
culty in ascertaining damages aris- 
ing from the breach of the contract, 
and the fair conclusion is that the 
amount is specified and agreed on 
for the purpose of saving the ex- 
pense or avoiding the difficulty of 
proving actual damages, the parties 
should be held to their bargain, 
especially where the amount fixed 
and liquidated is not far beyond 
what might probably be expected 
to arise from the breach of the 
contract.” 

This principle of law was used 
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delay beyond the time fixed by 
the contract for its fulfillment, is 
a valid and enforceable agreement 
for the measure of damages and is 
not a contract for a penalty.” 


Substantial Compliance 


However, the amount as well as 
the method of its computation must 
be reasonable. A contract for the 
purchase of terra cotta trimming 
to be used in the construction of a 
court house at Omaha, Nebraska, 
provided for delivery on or before 
a date named, with the clause, 
“Should the contractor fail to com- 
plete said work by and at said time 
he shall pay to the owner liquidated 


damages of $50 for each and every 
day of delay after the date named.” 

The delivery of a trifling portion 
of this terra cotta was delayed 160 
days. The owner, seeking to collect 
this penalty of $8,000 for the delay 
in the delivery of these few items, 
failed in his attempt. 

“The contract did not provide for 
liquidated damages,” asserted the 
Federal Appellate Court. “When 
the contract was to furnish almost 
innumerable articles, it cannot be 
assumed that the parties intend to 
stipulate the same damages for a 
total failure to deliver any part of 
the goods and for a failure to deliver 
a single one of the innumerable 
articles to be delivered. 

“Suppose the contract was to de- 
liver ten million brick and the con- 
tractor had substantially furnished 
that number but through inadver- 
tence the delivery was two or three 
bricks short of the ten million, 
would that subject the contractor 
to $50 a day for an indefinite time? 

“The contract here in question 
was 99 2/3% performed, and as be- 
tween holding that such was a sub- 
stantial compliance with the con- 
tract and holding that for the ab- 
sence of one-third of 1% in the 
materials furnished the contractor 
became liable for thousands of dol- 
lars, we should have no hesitancy 
and would hold that there was a 
substantial compliance with the 
contract.” 


oe 


Reasonable Damages 


In contrast with provisions of this 
character that violate all canons of 
fairness and just dealing, is an 
incident in which the stipulated 
damages were deducted by the gov- 
ernment from payments under a 
contract made with the United 
States Shipping Board by a Mary- 
land contracting firm for the scrap- 
ping and removal from their berth 
of five steamships. 

The damage stipulation was in 
part that the contractor would on 
or before the date named remove 
these five vessels and scrap and 
dismantle them to prevent their 
further use or operation as steamers 
Also the contractor should pay $100 
per day per vessel for each day 
the removal was delayed as well 
as for each day per vessel the de- 
molition was postponed. 

The aggregate delay was 85 days, 
for which the government deducted 
$8,500 from its contract payment. 
The contractor sued the United 
States for the recovery of this sum. 
Of the damage provisions in this 
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instance the Federal 
Court said, 

“The United States was, at the 
time of the contract, engaged in 
an effort to build up its merchant 
marine and it was deemed impor- 
tant that vessels should be destroyed 
within the time limit fixed by the 
contract. The government was en- 
gaged in an attempt in which the 
people and the public were greatly 
interested and was entirely within 
its rights in contracting as it did. 
Such contracts for liquidated dam- 
ages, when reasonable in their char- 


Appellate 


acter, are not to be regarded as 
penalties and may be enforced be- 
tween the parties. But agreements 
to pay fixed sums plainly without 
reasonable relation to any probable 
damage which may follow a breach, 
will not be enforced. 

“When the parties to a contract 
in which the damages to be ascer- 
tained, occurring out of the breach, 
are uncertain in amount, mutually 
agree that a certain sum shall be 
the damages in case of a failure to 
perform, and in language plainly 
expressing such an agreement, I 


Purchasing Notables Aid Air Force Procurement 


NIQUE in purchasing annals 

and practice is the Purchase 
Survey project by which Air Force 
procurement officers are assured 
that the companies with which ma- 
jor contracts are placed handle 
their own purchasing operations 
competently, in turn, thus placing 
an additional safeguard upon the 
wise expenditure of the vast public 
funds involved in the current de- 
fense program. Now in its third 
year, the Purchase Survey office 
has analyzed purchasing organiza- 
tion and methods in scores of lead- 
ing companies at work on Air Force 
contracts, and has made valuable 
recommendations to the benefit of 
industry itself as well as of the 
government. 

Obviously, to be effective, such 
a project must be staffed by men 
of wisdom and experience in pur- 
chasing—not only to do the job in 
hand, but also to win the confidence 
and cooperation of those with whcm 
they deal. This photograph of the 
staff now attached to the Purchase 
Survey office at the Headquarters, 
Air Materiel Command, in Dayton, 
Ohio, is impressive evidence of the 
calibre of purchasing talent per- 
forming this service. 

Seated (l. to r.): 

Lt. Donald P. Honig 

Miss Marilyn Weaver 

Lewis A. Jones, Consultant-in- 
Charge, Purchase Survey Office. 
Formerly General Purchasing Agent, 
General Cable Co.; Past President, 
N.A.P.A.; Shipman Medalist. 

Miss Irene Varga 

Julian G. Davies, Purchasing 
Agent, N. Slater Co.; Past Vice 
President, N.A.P.A.; Shipman Med- 
alist. 
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Standing (l. to r.): 
F, Albert Hayes, Vice President 


for Purchasing, Bigelow-Sanford 
Carpet Co.; Past President, N.A.P.A.; 
Shipman Medalist. 

George P. Brockway, retired 
Manager of Purchases, American 
Optical Co.; Past President, N.A.P.A. 

Lt. Col. Edward J. Connors 

Tracy C. Brownell, retired Gen- 
eral Purchasing Agent, Kings Coun- 
ty Lighting Co.; Past Chairman, 
Public Utility Buyers Group, 
N.A.P.A. 

Joseph C. Andrews, retired Vice 
President for Purchasing, American 
Hardware Corp.; Past Vice Presi- 
dent, N.A.P.A. 





know of no sound principle or rule 
applicable to the construction of 
contracts, that will enable a court 
of law to say that they intend some- 
thing else.” 


Percentage Stipulations 


These damage stipulations instead 
of providing for the payment of a 
specific sum in many instances com- 
pute the amount of damage for 
delay or other breach of contract 
by a percentage of the amount in- 
volved. The provision in a contract 

(Please turn to page 348) 





Emery R. Boggs 

E. H. Weaver, Manager of Pur- 
chases, Union Oil Company of Cali- 
fornia; Chairman National Commit- 
tee on Standardization, N.A.P.A. 

Roy F. Stiles, retired Director 
of Procurement for all purchase 
divisions of Stewart-Warner Corp. 

Maj. Clarence T. Sharpton 

Donald C. Metz, Director of Tech- 
nical Institute, Univ. of Dayton. 

William E. Campbell, fon-erly 
Director of Purchases, Frigidaire 
Div., General Motors Corp. 

Carl W. Gram, formerly Purchas- 
ing Agent, E. B. Badger & Sons Co. 

Robert D. Lyons 

Lt. Donald S. Perkins. 
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Exit of the five percenter 





Contacts tor Contracts 


. » » « Government purchasing agency moves 
to outlaw the “influence peddler” 
as a factor in contract awards 


By A. N. Wecksler 


ASHINGTON is making a re- 

newed and vigorous effort to 
slam the door on influence peddlers 
in the vast and complicated business 
of selling to Government procure- 
ment and contracting agencies. And 
it is not a case of locking the barn 
door after the horse has been stolen, 
for the problem is still with us and 
a large part of it is still ahead of 
us. True, the toll exacted by “five 
percenters” in the past may have 
been needless and high, adding 
wastefully to the selling cost of sup- 
pliers and to the net purchase prices 
paid by Uncle Sam. Yet the Gov- 
ernment is and will remain the 
largest single buyer in the world, 
and so long as this situation con- 
tinues to dominate marketing con- 
siderations the temptation to seek 
“contracts through contacts” must be 
recognized and dealt with. 

Basic question is how to differ- 
entiate between sellers of real mer- 
chandise and peddlers of influence. 
To shut the door on legitimate 
salesmen would be shutting Gov- 
ernment off from potential sources 
of supply and from possibilities of 
commercial advantage and progress. 
To let one and all ply their wares 
without reasonable restraint would 
be to encourage a “deep freeze and 
mink coat” era which could, at the 
very least, undermine legitimate 
competition and entail extravagant 
Costs with no corresponding gain in 
value. At worst, it could well strike 
at the very roots of ethical business 
practice. 

How, then, can the Government 
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selectively open its buying doors to 
all that is sound and right, and slam 
them tight against what is spurious 
and evil? Obviously, it cannot do so 
—completely. But, as all purchasing 
agents know, the profession of buy- 
ing has developed standards of prac- 
tice—a code which, if conscientious- 
ly followed, serves to weed out 
much of the sham and waste in 
selling, and has brought the science 
of industrial trading to a hard core 
of principle in respect to method 
and technique. 

It would be inaccurate and un- 
fair to state that the Government 
had neglected such steps in the past, 
and that its buying practices are 
inherently—or even generally—trife 
with graft and corruption. Much of 
what Government does in procure- 
ment reflects the best practices ob- 
served in industrial purchasing. 
Also, Government practices and 
standards have been adopted by 
private industry. 

But Government is a big buyer. 
Its purchases range from battleships 
to paper clips. And there are po- 
litical considerations in Govern- 
ment purchasing which are inevit- 
able in a government of checks and 
balances. The problem is one of 
accommodating the inevitable in 
Government to a rigorous need for 
a professional approach to the bulk 
of procurements. 

Conceding, then, that ours is a 
Government of men, the approach 
must be to define legitimate prac- 
tices and costs and to devise regu- 
lations that will keep the wielding 





of influence to the minimum. 
Whether even such a minimum is a 
necessary concomitant of public 
business will doubtless remain a 
subject of debate for the future, 
and it is probable that new regula- 
tions will be devised from time to 
time, geared to changes in the 
climate of political morality. 


The Door Is Open 


For the present, the General 
Services Administration (under 
which the bulk of governmental 
purchasing falls) has issued a new 
regulation, known as “Title 44— 
Public Property and Works, Part 
150—Covenant against Contingent 
Fees and Related Procedure”. The 
full legalistic title is mentioned in 
the event that the text is required 
by readers, in which case a copy 
can be obtained by writing to the 
General Services Administration, 
Washington 25, D. C. Also request a 
copy of the accompanying press re- 
lease, numbered GSA-192. 

Basically, the regulation sets forth 
definitions or tests which can be ap- 
plied by any Government purchas- 
ing agent to determine whether an 
agent of a prospective supplies, is a 
bona fide employe or sales agent of 
the principal, and therefore quali- 
fies as a proper sales representative 
—or whether he is a “five percenter”, 
proscribed by the covenant against 
acceptance of contingent fees. 

The new regulation states that 
any fee—whether it be called a 
commission, percentage, brokerage 
or contingent fee—comes under the 
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covenant if any portion of the fee 
is dependent upon success in obtain- 
ing the government contract or con- 
tracts involved. 

There are exceptions, in that bona 
fide employes and established com- 
mercial or selling agencies main- 
tained by the contractor. for secur- 
ing business, even though their com- 
pensation may be on a percentage 
or commission basis, are permitted 
to act as representatives of the con- 
tractors. 


Yardstick of Legitimacy 


The regulation sets up the follow- 
ing definition of a bona fide employe: 

“The term ‘bona fide employe’, for 
the purpose of the exception to the 
prohibition of the covenant, means an 
individual (including a corporate of- 
ficer) employed by a concern in good 
faith to devote his full time to such 
concern and no other concern, and 
over whom the concern has the right 
to exercise supervision and control as 
to time, place, and manner of per- 
formance of work. It is recognized that 
a concern, especially a small-business 
concern, may employ an_ individual 
who represents other concerns. 

“The hiring must contemplate some 
continuity and it may not be related 
only to the obtaining of one or more 
specific Government contracts. 

“An employe is not ‘bona fide’ who 
seeks to obtain any Government con- 
tracts or contracts for his employer 
through the use of improper influence 
or who holds himself out as being able 
to obtain any Government contracts or 
contracts through improper influence. 

“A person may be a bona fide em- 
ploye whether his compensation is on 
a fixed salary basis or, when customary 
in the trade, on a percentage, commis- 
sion or other contingent basis or a com- 
bination of the foregoing.” 

Definition of a bona fide estab- 
lished commercial or selling agency 
maintained by the contractor for the 
purpose of securing business is given 
as follows: 

“An agency or agent is not bona fide 
which seeks to obtain any Government 
contract or contracts for its principals 
through the use of improper influence 
or which holds itself out as being able 
to obtain any Government contract or 
contracts through improper influence. 

“In determining whether an agency 
is a bona fide established commercial 
or selling agency maintained by the 
contractor for the purpose of securing 
business, the factors set forth in this 
subparagraph shall be considered. They 
are necessarily incapable of exact meas- 
urement or precise definition, and it is 
neither possible nor desirable to pre- 
scribe the relative weight to be given 
any single factor as against any other 
factor or as against all other factors. 
The conclusion to be reached in a given 
case will depend upon a careful evalu- 
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ation of the agreement and other at- 
tendant facts and circumstances. 

“The fees charged should not be in- 
equitable and exorbitant in relation to 
the services actually rendered. That is, 
the compensation should be commensu- 
rate with the nature and extent of the 
services and should not be excessive 
as compared with the fees customarily 
allowed in the trade concerned for 
similar services related to commercial 
(non-Government) business. In eval- 
ulating reasonableness of the fee, there 
should be considered services of the 
agent other than actual solicitation, as 
for example, technical, consultant or 
managerial services, and assistance in 
the procurement of essential personnel, 
facilities, equipment, materials or sub- 








“Can you give me a special rate on quantity 
violations?” 





contractors for performance of the con- 
tract. 

“The selling agency should have ade- 
quate knowledge of the products and 
the business of the concern represented, 
as well as other qualifications necessary 
to sell the products or services on their 
merits. 

“There should ordinarily be a con- 
tinuity of relationship between the 
contractor and the agency. The fact 
that the agency has represented the 
contractor over a considerable period 
of time is a factor for favorable con- 
sideration. It is not intended, however, 
to disqualify newly established con- 
tractor-agent relationships where a 
continuing relationship is contemplated 
by the parties. 

“It should appear that the agency is 
an established concern. The agency 
should be either one which has been 
in business for a considerable period 


of time or a new agency which is a 
presently going concern and which js 
likely to continue in business as a com- 
mercial or selling agency in the future. 
The business of the agency should be 
conducted in the agency name and 
characterized by the customary indicia 
of the conduct of a regular business. 
“The fact that a selling agency con- 
fines its selling activities to the field of 
Government contracts does not, in and 
of itself, disqualify it under the 
covenant. The fact, however, that the 
selling agency is employed to secure 
business generally, that is, to repre- 
sent the concern in connection with 
sales to the Government as well as 
regular commercial sales to non-Gov- 
ernment activities, is a factor entitled 
to favorable consideration in evaluat- 
ing the case as one coming within the 
authorized exception. Arrangements 
confined, however, to obtaining Gov- 
ernment contracts, particularly those 
involving a selling agency organized 
immediately prior to or during periods 
of expanded procurement resulting 
from conditions of national emergency, 
must be closely scrutinized. 
“Contingent fees paid for ‘informa- 
tion’ leading to obtaining a Government 
contract or contracts are included in 
the prohibition and, accordingly, are 
in breach of the covenant unless the 
agent qualifies under the exception of 
a bona fide cmploye or a bona fide 
established commercial or _ selling 
agency maintained by the contractor 
for the purpose of securing business.” 


Loopholes Still Apparent 


There have been techniques used 
by influence peddlers which do not 
specifically come within the scope 
of the new regulations. It is safe to 
assume that the Government is fully 
aware of this, for it is fairly com- 
mon knowledge even outside of 
Government circles. Whether these 
other techniques will be permitted 
to remain—in which case they could 
well serve as an escape hatch for a 
new batch of influence peddlers—or 
whether the regulations will be fur- 
ther tightened to squeeze the last 
bit of influence out of the placing 
of Government contracts remains to 
be seen. 

As a matter of superficial reason, 
it is obvious that ethics cannot be 
legislated into effect, but Govern- 
ment regulations can control buying 
and selling practices to a consider- 
able extent, at least in respect to 
the more flagrant and _ harmful 
abuses. Putting it another way, such 
regulations can only supplement— 
not displace—eternal vigilance. The 
current regulation is evidence that 
Government purchasing authorities 
are on the alert to the dangers and 
the wastes inherent in the practices 
that are now outlawed. 
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When the subcontractor seems unwilling— 





By R. J. Flynn, 


ROBABLY one of the most dis- 

couraging moments in a buyer’s 
life today is when he gets a difficult 
job to subcontract under a Gov- 
ernment prime contract and, in- 
stead of being able to avoid or cut 
the red tape, he finds himself en- 
meshed in it by a requirement that 
all the subcontracts must contain a 
price redetermination clause. 

For example, let’s take the case of 
Jack L. He is a buyer of long ex- 
perience. He has labored through 
the chores of sorting the good ven- 
dors from the bad. And, because of 
circumstances, he has gone through 


You have to ‘SELL’ 
REDETERMINATION 


Manager, Range Finder Procurement Dept., Arma Corporation, Brooklyn, N.Y. 


the trials of educating many a poor 
vendor in the details of his own 
plant requirements until he knows 
that he can place work in that shop 
without a worry—or at least without 
more than normal worry. The work 
will pass inspection, and will be 
billed at a fair price. Most important, 
it will arrive on time, in accordance 
with the vendor’s promise. 

Then Jack gets word that he is 
about to be given a big job to sub- 
contract. He confidentially lines up 
his sources for quoting. It’s a big 
job, so he plans to place all the out- 
side work in his best shops. Then 





THE AUTHOR is an attorney who has acquired an intimate and 


practical grasp of purchasing problems in his capacity as contract 


advisor and subcontract procurement manager for one of America’s 


major prime contractors. He has personally experienced the head- 


aches and faced the arguments outlined in this article, and has come 


up with a successful answer. For the past eighteen months, he has 


been successfully “selling price redetermination to subcontractors, 


bringing about substantial cost savings for his company and still 


keeping the vendors happy. “At first we had a terrible job getting 


it into any contract,” he writes, “but now we encounter little difficulty, 


and the subcontractors who made the wildest screams in the beginning 


are coming back for more.” 
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when the work requisition comes 
through, he finds there is a note 
on it specifying that all subcontracts 
must be made subject to price re- 
determination. 

Having sent out his requests for 
quotes, he picks out the most likely 
vendor, with a good price and de- 
livery schedule, and calls him in. 
After discussing the job and ap- 
parently arriving at a mutually sat- 
isfactory agreement, he mentions the 
price redetermination. The vendor 
slowly shakes his head and lays the 
prints on Jack’s desk. 

“Sorry, Jack,” says the vendor. 
“We'd really like this job. We can 
do the work and we’re willing to 
meet competition in our quoting. 
But once we quote low and get the 
job, we want to be left alone to do 
the job on time and get on to some- 
thing else. We’re a small shop and 
we don’t carry a big staff of ac- 
countants. Those price redetermi- 
nations only lead to a lot of bicker- 
ing and hard feeling. We’d rather 
not have the job than go through 
all that.” 

“Oh, I think you’re exaggerating 
the problem,” says Jack. “We don’t 
go in for bickering ourselves. Look 
at how long we’ve done business to- 
gether. You’ve always found us 
reasonable and fair. This is no time 
to become afraid of us.” 

“I’m not afraid of you, Jack; I’m 
afraid of my people and your audi- 
tors. We know how much business 
we can do and how much we need 
to keep going. We know our costs 
and how much profit we have to 
make on a job like this. We can’t 
take the chance of having your au- 
ditors come in midway on the job 
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and telling us that instead of our 
regular profit, which has been care- 
fully calculated, we’re going to get 
2%, 4%, or 6% less. We’re not big 
enough to run the risk of any arbi- 
trary decisions, and we don’t want 
to be penalized for doing an efficient 
job.” 

Yes, Jack has heard all this be- 
fore, and he will hear it again. 
And let’s say that in this case he 
agrees with the vendor. After all, 
he does believe in firm bids and the 
sanctity of contracts, and he has 
confidence in the selected vendor. 
So he tells him he wishes there was 
something he could do about it, but 
there isn’t, and he gives the work 
to some one else—some one who 
needs the work and would take it 
subject to any conditions just to 
keep his shop busy. Then Jack 
spends the next few months worry- 
ing the job in. 

But, he had an easier way out. In- 
stead of agreeing and letting the 
vendor bow out, he could have sold 
him on the values of price redeter- 
mination. For it’s in there for a 
purpose; and it’s one of the rules 
of the game today. Further, with this 
stipulation becoming a more fre- 
quent requirement every day, the 
sooner he learns how to sell price re- 
determination, the better off he will 
be. 


What Is Price Redetermination? 


Just what does price redetermina- 
tion entail? Briefly, it almost 
amounts to a cost-plus contract 
within certain iron-bound limits. 
The work is given out in the normal 
manner—i.e., estimates, quotes de- 
livery schedules, etc——and the job 
is started. Then at a certain stage 
of the work, the vendor supplies the 
contractor with a statement of costs 
to date, broken down according to 
material, direct labor, and overhead. 
He also supplies his estimate to com- 
plete the job. 

The contractor will then audit 
the vendor’s books, checking time 
cards, segregating the direct labor 
from indirect, and sorting the al- 
lowable overhead costs from those 
disallowable. The allowable costs 
are usually those allowed under 
Section XV of the Armed Ser- 
vices Procurement Regulations. (Al- 
though Section XV was specifically 
written for “cost type” contracts 
and there has been some tendency 
to use Section VIII—the Termina- 
tion Regulation—the allowable costs 
under a redeterminable contract are 
generally those of Section XV.) 

Then negotiations take place, 
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based on the results of the audits 
by both parties, and a revised unit 
or contract price is determined. 

Most of the items of disallowable 
costs are fairly “cut and dried” and 
can be picked right out of the ven- 
dor’s records—e.g., interest on bor- 
rowings, advertising, travel expense 
not directly attributable to the con- 
tract. The trouble in redetermina- 
tion negotiations usually arises in 
the cases of selling expenses, be- 
cause in a small shop the sales 
executive, more often than not, 
usually spends much of his time 
on straight administrative work or 
handling production problems on 
the job. That is to say, in addition 
to making sales contacts, he acts 
as a clearing house for production 
problems, engineering changes, de- 
cisions on disputes over rejects by 
the customer, and a thousand and 
one other chores. 


Fair Profit Allowed 


The worst problem, from the ven- 
dor’s standpoint, however, is the 
allowable profit percentage after al- 
lowable costs have been ascertained. 
This is usually determined after a 
careful consideration of the difficulty 
of the work, the efficiency of the 
vendor, the quality of his work and 
his attention to delivery schedules. 
Other items given consideration are 
his usual profit, the profit allowed 
by a Renegotiation Board, and how 
closely the costs approximated esti- 
mates and competitive quotes. 

Generally, the biggest fear ex- 
pressed by any subcontractor in 
regard to price redetermination is 
the fear of arbitrary decisions, In 
such a case, the buyer’s first job is 
to point out the contract clause 
calling for settlement of disputes— 
whether it be called a “Disputes 
Article” whereby the Contracting 
Officer (if he has so agreed with 
the Prime Contractor) is designated 
as the person to settle all disputes, 
and from whom there is opportunity 
for additional appeal—or whether 
it is an Arbitration Clause, calling 
for all disputes to be settled by an 
arbitration board. Or, if no such 
clause is in the contract, it should 
be pointed out that if, assuming the 
worst, the final price cannot be 
determined by negotiation, then the 
subcontractor always has his legal 
right to resort to a court of law for 
a fair price and fair profit. 

In other words, it is incumbent 
upon the buyer to show the vendor 
that a redetermination proceeding 
is not a one-sided affair, but that 
both sides go in even.He might also 


point out that the vendor would 
probably stand a much better 
chance of getting his customary 
profit in a court of law than would 
the prime contractor in trying to 
reduce that usual profit to something 
lower. 

In short, the vendor must be 
convinced that, at worst, he is going 
to come out right where he would 
if the contract were not made sub- 
ject to redetermination, and that the 
acceptance of the order does not 
mean economic disaster for his 
company. 


Differs from Renegotiation 


The next most frequently heard 
argument is probably the toughest 
to beat down, namely, renegotiation 
vs. redetermination. Any sizable 
vendor, doing over $250,000 gross in 
Government business in any one 
year, is subject to renegotiation. He 
will therefore, very logically, argue 
thus: 

“Every year we file our renegotia- 
tion statement, and then we all sit 
down around a table, the. figures 
are gone over, and the Board de- 
termines what a fair profit should 
be. In renegotiation, however, if we 
make too much on one contract and 
too little on another, we’re allowed 
to balance one against the ther. 
They simply take our gross sales 
and our total costs, determine the 
profit and then see how much, if 
any, we have to give back to the 
Government. Under those circum- 
stances we’re glad to give it back. 
We're not anxious to make a lot of 
money out of the taxpayers. But 
why should we permit you to fix 
our profit on one contract and thus 
prevent us from balancing any 
overage against losses on others?” 

Well, why should they? There is 
no doubt that this is an extremely 
forceful argument. But there are 
good reasons why they should. 

The first thing to be pointed out 
is that nobody ever heard of a 
Renegotiation Board giving the ven- 
dor extra money to bring his profit 
up to what it should be, or to take 
up losses in profit due to increase 
in overhead or miscalculations in 
the original estimate. 

Yet most redetermination clauses 
contain a “limited upward, unlim- 
ited downward” provision whereby, 
depending on the type of the job, 
and upon showing good cause, the 
vendor may get an increase in 
price of 5%, 10%, or even 25%. In 
a straight fixed-price contract there 
is no relief if his material and labor 
costs go up. Nor is the prime con- 
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tractor particularly worried if the 
vendor suddenly comes up against 
unforeseen difficulties on the job 
that make his costs soar. But in a 
redeterminable contract, all these 
factors go towards increasing the 
contract price and reducing the 
vendor’s risk. 


Penalized for Efficiency? 


Another complaint usually is that 
under redetermination the vendor 
is penalized for efficiency. That is 
to say, if, after quoting low and 
getting the job, and while doing the 
work devises cost saving techniques, 
the extra profit he would have made 


through ingenuity is taken away 
from him. 

Against this argument, it must be 
immediately pointed out that noth- 
ing could be further from the fact. 
One of the very purposes of rede- 
termination is to grant the vendor 
a profit according to his merit. True, 
nobody is going to get a 100% profit 
because he did a perfect job. But 
lower costs mean lower prices, and 
lower prices mean efficiency. And 
the profit in price redetermination 
is primarily dependent on efficiency. 

But most of all, it should be ex- 
plained that redetermination usual- 
ly takes place upon completion of 
35% of the job. In other words, the 


price is determined at just about 
the point when the vendor has 
ironed out all the “bugs” in his 
production problems. From then on 
to completion of the job is when 
he benefits from his early experi- 
ence and, with the exception of 
rare cases where there might be a 
second redetermination, the vendor 
has the advantage of cost reducing 
techniques not covered by the nego- 
tiations at 35% or 40% completion. 


Mutual Confidence 
Lastly, there are many comple- 


mentary advantages to price rede- 
(Please turn to page 354) 


How Much Power Do You Get “FOR NOTHING” ? 


N too many power plants, the 

feed water heater is a device 
whose value is not fully appreciated. 
The idea seems to persist among 
many users that feed water heaters 
are “made to sell” mostly—that they 
are a “theoretical” addition to a 
plant rather than a practical addi- 
tion that can pay for itself many 
times over. 

The statement is commonly found 
in advertisements of such equip- 
ment that a feed water heater can 
save from 10% to 25% of your fuel 
usage, and the reader or prospective 
buyer habitually adds his grain of 
salt to discount this claim. He has 
become calloused to statements of 
this type and regards them as ex- 
aggerations of the benefits that he 
may reasonably expect to achieve. 

But they are not exaggerations 
when they refer to high grade feed 
water heaters. The job that the 
boiler has to do is, basically, to raise 
the temperature of water; that’s 
where the boiler horse power goes. 
If the water enters the boiler at a 
higher temperature, it follows that 
the required increase in degrees of 
temperature will not be so great, 
and there will be a corresponding 
Saving in the boiler horse power re- 
quired. And if this temperature in- 
crease of the feed water is accom- 
plished by utilizing the steam or 
other heat that would otherwise go 
to waste, the saving is a very real 
one indeed. 

This can be readily demonstrated 
by mathematics, and it works out 
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in practice according to the simple 
calculation. To set any remaining 
doubters right on this point, the 
writer has worked out the chart 
shown herewith. The two outside 
columns represent known data in 
any given case—the pounds of water 
heated per hour, and the tempera- 
ture increase afforded by the feed 
water heater. Simply lay a ruler or 
straightedge across the chart at the 
indicated points in these columns, 
and the point at which it crosses 
column B immediately gives you the 
boiler horse power saved by any 
high grade feed water heater. 

For example, if you use 2,000 
pounds of water per hour, and if a 
feed water heater will increase the 
temperature of the feed 150 degrees 
F, how many boiler horse power will 
the heater save? 

Connect the 2,000 (Column A) 
with the 150 (Column C), and Col- 
umn B shows the saving to be 9 
boiler horse power, as indicated by 
the dotted line drawn across the 
chart. 

In other words, the feed water 
heater virtually gives you nine boil- 
er horse power “for nothing”. Or, if 
your present boiler is a 60 hp. unit, 
and if you add the above heater, you 
can then get 69 hp. out of the boiler 
without burning any more fuel. 

There are additional factors as 
well. The chart does not show the 
additional saving due to keeping 
scale out of the boiler, which may 
amount to 25% in itself. That, also, 
should be considered. 


By W. F. Shaphorst, M.E. 
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The range of this chart, it should 
be noted, is great enough to handle 
the conditions in any ordinary small 
or large plant. 600 hp. saved is the 
maximum. 
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Understanding is the key to cooperation 





How Lear's Vendor Forum 


By Gilbert C. Close 


Meet the Purchasing Department! P. A. 
Tony Hamilton introduces the complete pur- 
chasing staff to the assembled vendors. 
When a seller's contact is limited to a 
single buyer, the broader scope of the pur- 
chasing function and responsibility may be 
missed. Vendors got a clearer view of just 
how they fit into the picture. 


EAMWORK is the basis of sound 
and mutually satisfactory cus- 
tomer-vendor relations—teamwork 
that visualizes the flow of materials 
and fabricated parts as a continu- 
ous, integrated process in the re- 
spective plants of producer and user, 
with a common interest and respon- 
sibility for quality, cost, and serv- 
ice, rather than as an isolated trans- 
action of purchase and sale. This 
was the theme of a Vendor’s Forum 
recentiy conducted by the LearCal 
Division of Lear, Incorporated, Los 
Angeles, one of the many progres- 
sive and forward looking organiza- 
tions that are turning to this tech- 
nique as a means of improving pur- 
chasing performance and cementing 
the ties that bind the buyer and 
seller in today’s complicated pro- 
duction process. 
The two-hour forum was held at 
a popular downtown club. Some 
250 salesmen and their immediate 
superiors attended. For once, the 
customer “stood treat” and did all 
the talking. Best indication of the 
forum’s success was that more than 
half of those in attendance re- 


mained several hours “over time” to 
inspect the Lear exhibits and to dis- 
cuss mutual problems with members 
of Lear management. 

Basic purpose of the meeting was 
to emphasize to the vendors their 
importance in the Lear production 
picture, and how such importance 
could be attained and _ retained 
through proper customer-vendor re- 
lations. In an opening address, Vice 
President George Otis summed up 
the situation in this manner: 

“You can stop our production if 
you fail to deliver, destroy our repu- 
tation with poor quality, or drive us 
out of competition with poor prices. 
On the other hand, you can make 
our production sing if you deliver, 
make our products good if you main- 
tain quality, and keep our prices 
competitive if your prices are right.” 

Other Lear speakers—including 
Anthony R. Hamilton, Purchasing 
Agent; Don Fairchilds, Advertising 
Director; William F. Pease, Material 
Manager; Fredrick J. Harrison, As- 
sistant Secretary and Factory Man- 
ager; Kenneth M. Miller, Manager 
of Commercial Engineering; and 
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Peter H. Stanton, Administrative 
Assistant—each stressed the impor- 
tance of good customer-vendor re- 
lations in conjunction with their par- 
ticular departments and duties. 

During his address, P. A. “Tony” 
Hamilton introduced the entire pur- 
chasing department staff and out- 
lined the duties of each. Then, after 
thanking those present for past co- 
operation and courtesies, he came 
straight to a vital issue. “Fellows,” 
he said, “we of Lear want you to 
know right now that our only in- 
terest in placing our business is to 
get the right quality, at the right 
price, delivered at the right time.” 
Thus in a few succinct phrases he 
summarized the factors that deter- 
mine the purchasing department's 
selection of vendors and that earn 
for potential sellers a place on the 
vendor list. 

Hamilton then described Lear’s 
“Vendor Rating Card” system, and 
how the information it supplies in- 
fluences the placement of orders. 
On this card, each vendor is rated 
according to: 


Vendor's Production and Service = 
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Improves Supplier Relations 


(1) Percentages of 
cepted; 


parts ac- 


(2) Percentage of parts rejected; 
(3) Vendor attitude; 

(4) Delivery reliability; and 

(5) Various comments. 


Hamilton warned the vendors that 
“good marks on their report cards” 
were vital to future business rela- 
tions. 

Don Fairchilds, Advertising Man- 
ager, described Lear’s vast sales or- 
ganization and the edvertising and 
publicity used to support it. Wil- 
liam F. Pease, Material Manager. 
again stressed the importance of the 
vendor in Lear operations. “You are 
our operation,’ Pease said. “Our 
production lines are in your plants 

. our materials are in your ware- 
houses . . . skilled personnel are on 
your payrolls . . . our delivery 
schedules are your delivery sched- 
ules. We have the market. We have 
the products. We know how to 
build them. But we don’t fabricate 
them; you fellows do.” 

In turn, Frederick J. Harrison, 
Factory Manager, and Kenneth M. 


A Satisfactory Procurement Program 
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Miller, Manager of Commercial 
Engineering, pointed out the re- 
sponsibility of the vendors in the 
maintenance of quality and prompt 
delivery schedules. 

P. H. Stanton, Contract Admin- 
istrator, described Lear’s promising 
future and the part cooperative 
vendors could play in its attainment. 
He described the new plant now 
building in Santa Monica, to en- 
compass an initial $0,000 sq. ft. of 
floor space, but later to expand to 
500,000 sq. ft. 

“Tll tell you why we need this 
new building,” Stanton said. “In 
1950, this division of Lear, Inc., 
wasn’t even in production. We were 
a research and development branch. 
Then started what some maga- 
zines have called the ‘Lear Miracle’. 
In 1951 we built $2 million worth 
of products. In 1952, $4 million in 
Lear equipment has been produced 
and sold. But you'll be most inter- 
ested in the next statistic; for 1953, 
our sales forecast calls for a total 
of over $10 million.” 

The psychology behind Lear’s 
“Vendors Forum” is plainly evi- 


Vendors are somewhat mystified, and visibly 
impressed, at seeing how their products fit 
into a complicated Lear assembly, shown 
and explained by Kenneth Miller. Such a 
demonstration dramatically stresses the need 
for complete coordination, Many of the 
vendors’ representatives remained several 
hours overtime to study the displays of 
electronic control equipment and discuss 
mutual problems with members of Lear man- 
agement. 


dent. The company has developed 
and is pursuing an expanding mar- 
ket for products of a highly techni- 
cal and critical nature. A major 
portion of the components used in 
these products are obtained from 
outside manufacturers, then as- 
sembled in the Lear shops. High 
product quality is a “must”. To ob- 
tain this quality, along with prompt 
delivery and fair prices, the com- 
pany’s skyrocketing sales poten- 
tial becomes a potent procurement 
aid, since vendors obviously share 
in the growing outlet for their prod- 
ucts. 

Mass propagation of this potency 
to the vendors and manufacturers’ 
representatives gave each a clear 
and equal insight to the situation 
and the opportunity, and an equal 
chance to evaluate future Lear busi- 
ness in the light of his own organi- 
zation and facilities. No punches 
were pulled, nor were any blows 
landed. The attitude throughout the 
meeting was one of frank appraisal 
of a situation and how those present 
could beneficially participate in the 
outcome. 
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2,000 hours less to do the same job 





By Dwight G. Baird 


HE importance of designing 

forms for most efficient procedure 
in typing and processing, including 
the correlation of related forms, is 
well illustrated by a couple of ex- 
amples furnished by Ford Motor 
Company of Canada, Ltd., Wind- 
sor, Ontario, showing some recent 
changes introduced in their pur- 
chasing system. 

In this company, purchase requisi- 
tions are made out on cards, by 
Production Planning and General 
Parts Supply, and are forwarded to 
the Purchasing Department. There, 
requisitions are approved and priced 
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Big Savings Effected 
By Redesign of Forms 





2,000 hours of typing time, equivalent to one full year’s work of one order typist, have been 
saved annually by thoughtful redesign of the purchase order and requisition forms. 


by the buyers, and sources are 
designated. Approved requisitions 
then are given to the typists, who 
copy the information on the pur- 
chase order forms. 

In the course of a work simplifi- 
cation program at this plant, a study 
of the forms used in this procedure 
was made. It was found that the 
purchase order then in use was so 
designed that tabular stops and 
automatic carriage return on the 
typewriters could not be used to 
best advantage in making out the 
order, and that the requisition card 
had to be turned over six times by 
the typist while typing each order, 


to get the information she needed in 
the order in which it was needed. 

As a result of this study, a new 
purchase order form was designed, 
having as much of the information 
as possible at the left-hand side 
and lined up to make use of four 
tabular stops to position all entries 
quickly and accurately. The requisi- 
tion card also was redesigned to fol- 
low closely the sequence of informa- 
tion in typing the new order. Now, 
only one turn of the requisition card, 
instead of the former six, is required 
to note and transcribe the needed 
information while typing a purchase 
order. 
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In the redesigned form, entries have been 


lined up so that four 
tabular stops do a complete job. 


In the purchase order form previously used, no attention was given 
to an arrangement that could take advantage of tabular stops and 
qutomatic carriage return on the typewriter. Each entry had to be 
separately positioned by the typist. To get the information in the 


sequence required, she had to turn over the requisition card six times 








on every order. 


The net result of these simple 
changes was a saving of more than 
2,000 hours of typing time per year, 
and the elimination of a great deal 
of unnecessary fatigue, eye strain, 
and typing errors. 

Then there was the procedure 
of preparing parts releases. Each 
month, 45 follow-up men release 
about 10,000 parts to be shipped by 
some 900 different vendors. In doing 
so, eleven headings must be com- 
pleted for each part, including ven- 
dor’s name and address, order num- 
ber, shipping destination, etc. When 
the follow-up men have written the 
rough copies of the releases in long- 
hand, they indicate the number of 
Copies required for each vendor and 
forward releases to the typing de- 
partment. 

Formerly, the typist inserted the 
required number of carbons, typed 
the release from the follow-up 
man’s longhand copy, typed an en- 
Vvelope for each vendor, and re- 
turned the releases to the follow-up 
men for checking, distribution of 
vendor copies, and filing. 

The first improvement of this pro- 
cedure was the introduction of an 
&xtra copy of the release, which is 
Mserted in the set to produce a work 
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sheet of all the non-variable in- 
formation, by means of a blackout 
and carbon paper. This work sheet 
is returned to the follow-up man 
and is retained by him until month- 
end. In issuing the next release to 
the same vendor, he has to fill in 
only the variable information, thus 
effecting a saving of about half of 
the handwriting, which was repeti- 
tive from month to month. 


Subsequently, additional improve- 
ments were made. The form was re- 
designed to fit into a window en- 
velope, thereby eliminating typing 
of the envelope. Later, the non- 
variable information was put on ad- 
dressograph plates and the items 
preprinted at a rate of 2,500 day. 

An over-all efficiency increase of 
about 65% was realized on this pro- 
cedure. 








In redesigning the 
purchase requisition 
card, information is 
given substantially 
in the sequence re- 
quired for typing the Sabeta 38: 
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Don’t get into a “vicious circle” 
§' 





Circles Can Ruin a Conference 


. Read this and you'll realize why some 
of your conferences turn into monologues, 
and how you can avoid this common hazard 


By Donald A. Laird, Ph. D. 
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HE person who “talks in circles” 

is not considered much of a con- 
versationalist. But have you stopped 
to think about the other circle that 
is more common when people get 
together to talk? 

Steel millionaire Charlie Schwab 
liked most everything except the 
vicious circle when people sat 
around like the merry-go-round 
that broke down. 

You have seen many groups grad- 
ually shift their chairs until they 
are sitting in a circle. Conversation 
then languishes because the person 
who most loves the sound of his 
own voice takes over, and the rest 
can do nothing but twiddle their 
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thumbs and wish the talker would 
run down. 

Ggod-natured Schwab had his 
own method for breaking such a 
vicious circle. He would move his 
chair around, with the back to the 
center of the circle, and begin to 
talk confidentially to the two or 
three people he faced in this new 
position. Disconcerting to the over- 
talker, but it did break up the 
circle. 

The experienced hostess tries to 
arrange chairs in small conversa- 
tional groups of three or four, parlor 
style, so a circle will not form. The 
frontier “sewing circle” arrange- 
ment is better suited for squirming 
and listening to gossip than for the 





give-and-take of genuine conversa- 
tion. 

When people are standing there 
is less likelihood of a vicious circle 
forming, although I have seen groups 
of twenty adults standing in a circle 
as if they were playing drop the 
handkerchief. Most of them were 
merely listeners, of course, not con- 
versationalists. And they did not 
seem to be having much fun out of 
it. : 

A vice president of an independent 
oil company started his career in the 
merchant marine, and has adopted 
some sea-going ideas for land use. 
To prevent vicious circles in his 
sizeable office, he has the uphol- 
stered chairs placed apparently at 
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random, but they are lashed to 
the floor with deck clamps, and can 
be moved only a few inches. 


Break Up the Circle 


Conference groups or large com- 
mittees have an inclination to line 
up in a circle, and listen to Sir 
Oracle. In which case it is not a 
meeting of minds. 

The methods of group dynamics 
are being followed more and more 
in business conferences, although 
the self-annointed oracles prefer a 
circle. In group dynamics the large 
group is divided into small groups 
of four to six or eight people. These 
smaller groups move to different 
locations, to talk over the problem. 
Being a small group, even the timid 
have a chance to take part in con- 
versation. Ideas which might other- 
wise remain buried are uncovered. 


group seated at a round table, which 
has no head or foot, no seats of the 
mighty, in case the meeting has to 
be at a table. With this seating plan, 
it is easier for a person to talk to 
all the others, no matter where he 
sits. He can look into the faces of 
each, from any position around the 
table. 

The leader has to be on guard, 
however, that whoever is speaking 
does not look mostly at the leader 
—then it becomes a vicious circle. 
Use strategy, or direct requests, to 
get them to talk to the person to 
the right, to the left, and not pri- 
marily to the big brass. 

Talk is usually freer, you know, 
when it is to neighbors than to 
superiors who arrange salary sched- 
ules. 

When a rectangular table has to 
be used, seasoned leaders prefer a 





MUCH OF MODERN BUSINESS is done by the conference 


method — an excellent idea that frequently falls short of its 


purpose through failure to follow some simple but fundamental 


psychological principles in seating arrangement. Here are some 


proven techniques that will help promote the real purpose of 


such meetings — the free interchange of ideas. 


THE AUTHOR is an eminent psychologist who has practiced 


his science as a successful consultant on the personnel and 
morale problems of industry. He has the knack of applying 


sound scientific knowledge, keen observation and analysis, in 


the down-to-earth terms of every-day human behavior. 





Each small group. selects a 
spokesman who reports their de- 
cisions or point of view at a general 
session following the small group 
conversations. 

This method mixes them up, and 
produces better results, since every- 
one has had an active part in the 
talks. Due to the hum of conversa- 
tion from various sections of the 
room, this is sometimes called the 
“buzz” method. 

When a conference has to be held 
around a table it is often one-sided, 
since the seating really comprises a 
Vicious circle, and the members 
stuffily stay put. 

Experienced conference leaders 

lieve it goes better to have the 
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wide table to a narrow one. Often 
several small tables are pushed to- 
gether to make a large square table. 

When a conference is held without 
the use of tables, leaders prefer to 
have the chairs placed in somewhat 
haphazard fashion, rather than in 
neat rows like a funeral parlor. The 
irregular arrangement may not look 
tidy, but it does seem to encourage 
an informal give-and-take of con- 
versation. Members are more likely 
to move around, to mix, when the 
haphazard plan is used. 

(You probably know that in the 
newer schools pupils’ desks are not 
screwed down in rows, like going 
to Jerusalem. The desks are easily 
moveable, and pupils can mix with 


various activity groups. Circulating 
helps education as well as conversa- 
tion.) 

The numerous women’s clubs 
could take a tip from these experi- 
ences in group dynamics, too. Wom- 
en’s clubs usually arrange members 
in a vicious circle if the group is 
small, or funeral parlor style if the 
group is larger. There would be 
more conversational life, and less 
domination by the talkative mem- 
ber, if geometry were neglected in 
the seating and a more hit-and-miss 
plan followed. 


The Pause that Helps 
Circulation 


When business meetings are held 
at a round table, or a wide table, 
or in funeral parlor seating, in- 
genious conference leaders often 
take advantage of half-hourly re- 
cesses to mix up the seating. 

The recess is called while con- 
versation is still going strong, per- 
haps right after a high point that 
electrified them—not because it is 
starting to drag. 

Then the problem is how to pre- 
vent them from resuming the same 
old seat after the recess. Some lead- 
ers use confederates to break up 
the inclination to sit tight in the 
former location on returning. The 
confederates scatter themselves 
here and there before the general 
group returns. This forces most of 
the others out of their lock-step 
and they have to take different lo- 
cations, beside new neighbors—it is 
the change of neighbors that is sig- 
nificant. This shift usually calls 
forth friendly bantering, and the 
after-recess part of the session gets 
under way in a changed atmosphere. 

Some conference leaders, when 
announcing a recess, flatly ask mem- 
bers to take different seats when 
they return. 

One particularly successful leader 
also moves the portable blackboard 
to a different side of the room 
during recess. 

At one conference a habit-bound 
chemist, who believed in mixing 
things up in the laboratory only, 
objected to taking a different seat. 
“Why,” he said, “I’ve always sat at 
that corner of the table—are you 
going to let just anybody take my 
seat.” 

“Now I have squatters rights in 
this corner,” said the assistant sales 
manager as he slipped into the 
chemist’s favorite location. The 
stuffiness was gone from the meet- 
ing. 

Mix them up to put new life into 
a conversation. 
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Factors of selection, service, and economy 





FASTENERS 


for every industrial use 


By Edwin L. Cady 


NDUSTRIAL fastening devices 

range from 100% welding to com- 
paratively weak adhesives, from 
high alloy specially heat treated 
bolts to common rivets and wire 
nails. There are thousands of types 
and sizes of fasteners simply be- 
cause there are tens of thousands of 
jointing problems. 

The type of fasteners for a given 
assembly may be specified by the 
product designer, the plant mainte- 
nance engineer, or the packaging 
engineer. Many are specified by 
codes such as the pressure vessel, 
railroad, and aircraft codes. Others 
are established by standards which, 
being followed by many large users 
as in the automobile industry, op- 
erate to reduce the price of fasteners 


KINDS OF LOADS 


Although the purchasing agent 
rarely has cognizance of design fac- 
tors to the point where he has to 
calculate the exact values of the 
loads imposed on fasteners (since 
this is a function and responsibility 
of engineering design), he still can 
add value to his work by visualiz- 
ing the kinds of loads that individual 
fasteners must bear. The reason for 
this is that some families of fasten- 
ers endure certain kinds of loads 
more readily than do others. 

Loads, first of all, comprise the 
basic tensile and shear types. Com- 
pression and torsion, two other 
basic loads, are infrequently applied 
to fasteners, though they may be 
borne by members of the assemblies 
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and the cost of applying them to the 
point where any deviation from 
such standards becomes relatively 
costly. 

Nevertheless, the purchasing 
agent must always be on the lookout 
for new or different kinds of fasten- 
ings that may simplify or improve 
assemblies or reduce costs. There 
is no such thing as a manufacturing 
plant that has achieved ideal solu- 
tions of all its fastener problems, 
and the purchasing agent is in a key 
position to detect opportunities for 
improved practice and to initiate 
the indicated changes. Sometimes 
his action will be in the form of a 
direct recommendation; frequently 
it will be a matter of deciding what 
sales engineers and specialists shall 
take the time of his own design and 


which the fasteners join. A third 
kind of basic load would commonly 
be called “stripping” or “splitting”, 
although the engineering term is 
“Progressive tensile” load. 

There are also complicating loads, 
the two most common being shock 
loads (such as sudden pulls or ham- 
mer blows) and vibration. But the 
complicating load always is applied 
to one or more of the basic ones. 


Tensile Loads 


Straight pull or tensile loads are 
easily borne by mechanical fasten- 
ers such as bolts or rivets, provided 
that the nuts or heads have holding 
strengths equal to the strengths of 
the shanks or shafts. One point to 


engineering personnel to discuss 
fastening methods. 

The available technical and sales 
literature on fasteners would fill a 
fair sized library. The list of makers 
and the number of sales engineers 
specializing in this industry are 
large. Yet selection from the exten- 
sive maze of types and sizes of fas- 
tening devices can be clarified if a 
sequence of factors is considered in 
conjunction with the basic require- 
ments of strength and the type of 
load or stress encountered in serv- 
ice. 

Primary in this sequence are the 
over-all factors of visibility, de- 
mountability, adjustability, and cor- 
rosion. First, however, let us con- 
sider the kinds of loads that are 
imposed on fasteners. 


be watched very carefully is that 
some types of mechanical fasteners 
that are attractive because of high 
speed in application and self-tight- 
ening, self-compensating features, 
can be loaded only in shear or very 
light tension. 

Tensile loads are hard tests for 
welding if the loads are heavy in 
proportion to the cross-sections of 
the weld zones. Welds can be made 
having more than 100% of the 
strength of the joined members, but 
the cost may be high. Further, ten- 
sile loads can be too heavy for braz- 
ing, soldering, or adhesives to en- 
dure, especially when complicating 
shock or vibrational loads are pres- 
ent. 


PuRCHASING 








Whe 
erted | 
shank 
tween 
shear. 
or bre 
if the 
failur 

Ma 
dure 
A sol 
instal 
endu 
sheal 
suffic 
be ni 
weld 

to m 

ers, 

spee 
tione 


tion 
so t 
load 
it a 
for 
uct. 
loo! 
sile 
to |] 


ma 
tie: 


th 


anaes A a G& ab 


SCUSS 


sales 
fill a 
ikers 
1eers 


‘ten- 


lire- 
e of 
erv- 


de- 
cor- 
‘on- 


but 


[NG 








When a straight pull load is ex- 
erted on a bolt, the load on the bolt 
shank is tensile but the load be- 
tween the threads and the nut is 
shear. Thus, if the shank stretches 
or breaks it is a tensile failure, but 
if the threads strip it is a shear 
failure. 

Many kinds of fasteners can en- 
dure shear loads better than tensile. 
A soldered joint which would break 
instantly if loaded in tensile may 
endure indefinitely if loaded in 
shear. A far less costly weld may 
suffice for shear loading than would 
be needed for tensile loading of the 
weld. And the same factor applies 
to many of the mechanical fasten- 
ers, especially to some of the high 
speed application varieties men- 
tioned above. 


Shear Loads 


For this reason, a high propor- 
tion of all assemblies are designed 
so that at least their more heavily 
loaded fasteners are loaded in shear. 
The purchasing agent should make 
it a point to know the application 
for which fasteners are requested, 
and how they are used in the prod- 
uct. In this way, he can be on the 
lookout for design changes which, 
by changing the loading from ten- 
sile to shear, might permit changing 
to lower cost fasteners. 

Design changes affecting fasteners 
may present cost saving opportuni- 
ties in other ways. For example, a 
change to shear loading at multiple 
fastening points acts to distribute 
the loads over larger areas of the 


joined members and thus reduces 
the tendency of the members them- 
selves to fail at the fastening points. 
This could permit the use of lower 
strength and lower cost materials in 
the members to be joined. 


Progressive Tensile Loads 


Stripping or splitting is the hard- 
est test of a weld; frequently it pre- 
sents an impossible condition for a 
joint made with solder or adhesives. 
The reason is that if the jointing 
material does not hold with com- 
plete firmness, then the entire ten- 
sile load—designed to be distributed 
over the total length of the joint— 
is progressively applied to one tiny 
area of it at a time, resulting in 
overload and failure. 

A mechanical fastener converts 
such a load into a tensile one. Thus 
the ability of a mechanical fastener 
to hold against stripping is that of 
its tensile holding ability, modified 
by the ability of the materials which 
are joined to withstand the stress. 

Weak materials such as thin sheet 
metals may spread at the bolt or 
rivet holes and pull off from the 
heads of small headed fasteners. 
Brittle materials may fracture at 
those holes. But wide headed fas- 
teners, or any fastening devices 
which spread the loads over wider 
areas may correct this. 


The Complicating Loads 


When placed under load, a fas- 
tener adjusts itself or “buckles down 
to its job”. The adjustment may 
mean movements so tiny as to be 


measurable only in millionths of an 
inch, or the movements may be 
much more perceptible. But, large 
or small, these movements occur. 

The movements take time. But a 
sudden load, such as a yank or a 
hammer blow, if applied in less than 
the required adjustment time, is a 
shock load that may fracture or 
weaken fasteners which are quite 
capable of withstanding many times 
the same amount of load if it were 
applied more gradually. 

If the load continually reverses its 
direction, then the adjustments of 
the load must as continually reverse 
themselves. This is a vibrational 
load. Since the adjustments involve 
movement, they can result in wear 
of the fasteners or of the joined ma- 
terials, with consequent loosening or 
other failures at the fastening points. 

Under any basic kind of load, 
then, the fasteners and the members 
or materials fastened must be able 
to take the complicating loads as 
well. Modern design practice tends 
either to decrease the shock loads 
and vibrations or else, for specific 
reasons, to increase them. Likewise, 
modern design tends to provide spe- 
cific members of the assembly which 
will dampen or absorb these loads 
without imposing them on the fas- 
teners. 

Lower cost fasteners—or mate- 
rials—may be used where the com- 
plicating loads have been reduced or 
eliminated. Types of fasteners which 
will protect the other members of an 
assembly by absorbing or cushion- 
ing shock and vibrational loads are 
available for many applications. 





Nails, Staples. applied by hammering 
or pushing. Hold by friction, which depends 
Ypon the resilience of the materials nailed. If 
clinched, hold also by shear; staples also ap- 
Ply shear grip at top. Many types and sizes. 
New uses in nailable plastics and concretes. 


es 





Common or Wood Screws. cut their 
own mating threads as they are driven; hold 
by shear grip of threaded sections, augmented 
by resilient friction. Many types and sizes. 
Gimlet pointed, with slotted or recessed heads 
for driving into material. New uses in nailable 
materials having too little resilience to hold 
nails. 


Drive Screws, Self Tapping 


Screws. Applied by hammering or twist- 
ing; cut their own mating threads in materials 
to be fastened, including metals which are 
not too hard. Hold by shear. Can generate 
bosses in thin sheet metals, which make strong 
threaded grips. Many types and sizes. 
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OTHER FACTORS OF DESIGN 


OT Dette 


The type and ‘amount of load 
which fasteners must withstand, as 
enumerated in the previous section, 
are basic factors to be considered in 
specifying the most suitable type 
and adequate strength of the fas- 
tening device to be used. However, 
this is only a starting point for effi- 
cient design and procurement. As 
suggested in the introductory para- 
graphs, there are other factors of 
design, application, and conditions 
of use that may have a far reaching 
effect on ultimate cost and economy. 


Visibility 


A fastening that is visible on two 
or more surfaces of an assembly al- 
most always is more costly than one 
which is visible on fewer sides, and 
the latter in turn is usually more 
costly than one which can be com- 
pletely concealed in the finished 
product. For example, a concealed 
weld has as its only requirement 
the necessary strength to provide a 
satisfactory joining, but a visible 
weld may entail the added costs of 
cleaning up for neatness and sub- 
sequent finishing. A _ visible bolt 
may need a high finish, whereas ap- 
pearance is not a factor in a con- 
cealed bolt. 

Where fastener visibility is re- 
quired or specified, check the rea- 
sons. Among these reasons may be: 

1. Acessibility—for original as- 
sembly, for field assembly of com- 
ponent units, for quick maintenance 


adjustment, for quick operating ad- 
justment, for demountability, or for 
quick and constant safety inspection 
or observation. 

2. Required by military or other 
rigid customer specification. 

Any of these are valid reasons, 
but aside from these, fastener visi- 
bility usually proves to be an out- 
moded habit or convenience of de- 
sign, perpetuated by custom and in- 
ertia. Compare an old model auto- 
mobile—or other machine which is 
subject to frequent design changes 
—against a new model, and the ex- 
tent to which fastener visibility has 
been advantageously reduced will 
be self-apparent. 

When the reasons for visibility 
are known, purchasing and engi- 
neering can work to eliminate or 
reduce this factor, or to find fasten- 
ing methods that may better serve 
any unavoidable purposes of visi- 
bility, with resulting cost economies. 


Demountability 
The problems of “in the field” de- 


mountability of assemblies, for 
maintenance and repair, have led to 
fairly widespread adoption of a new 
philosophy of service tactics—that 
of having the user ship an entire 
worn or faulty unit back to its 
maker and receive an entire good 
unit in its place. Under this plan, 
disassembling the unit in the field 
and servicing it there are forbidden. 

Field demountability imposes a 


number of additional factors affect- 
ing the selection of fasteners. They 
must be (1) accessible, (2) fool- 
proof, so far as that is possible, and 
(3) free from the requirement of 
special tools for their removal and 
replacement. On the other hahd, 
shop demountability can make use 
of efficient special tools, can assume 
that the workmen will know how 
to handle the device. and can plan 
the operation as a shop function. 

Purchasing is always on one end 
of this problem—that of buying 
equipment which may need to be 
demountable for servicing. Pur- 
chasing may also be on the other 
end—buying for a company that 
makes such equipment. And pur- 
chasing can be “in the middle” 
when its own plant has an extensive 
service shop capable of disassem- 
bling and reassembling both stand- 
ard and “trick” equipment. 

Local shops may be available, 
having specialized facilities for re- 
pairing electric motors, gear boxes, 
instruments, and other typical “send 
it back to the shop” items. Especial- 
ly at a time when everything is 
needed to be in constant service, 
and when deliveries of all kinds of 
equipment, parts, and work are 
slow, the tendency is to make use of 
any reasonably good local servicing 
facilities and thus keep the servicing 
work under the immediate cogni- 
zance of the interested purchasing 
and operating officers. 








Machine Screws, Cap Screws. 
Applied by twisting into tapped holes. Solid, 
slotted, recessed, or socket heads for driving. 
Hold by shear in threaded sections and pres- 
sure of head against surface of material. 
Dimensional accuracies, plus ability to with- 
stand extreme tightening stresses may be im- 
portant. Many types and sizes. 


Set Screws. Applied by advancing them 
through tapped holes for the purpose of hav- 
ing their points bear against solid objects, so 
that the points are loaded primarily in com- 
pression and secondarily in the shear imposed 
by the attempts of the objects to move in re- 
lation to the points. Shapes of the contact 
ends are important, depending largely upon 
the desirability or permissibility of penetrating 
or marring the objects held. 








Bolts and Nuts. Applied by inserting 
through prepared holes and fastened by twist- 
ing a nut onto the projecting threaded end; 
or nuts may be welded to unthreaded mem- 
bers or inserted in concrete structure and 
bolts twisted into them. Many types and sizes. 
Accuracy of fit within holes is often of neg 
lected importance. Head features which pre- 
vent bolt from turning when nut is twisted on 
or off are of many varieties and can often be 
valuable. Alloys or heat treatments that pre- 
vent bolt stretching can also be valuable. Types 
of nuts which solve installation and demount- 
ing problems by fitting into smaller spaces, 
provide greater accessibility for wrenches oF 
other tools, or hold themselves in position 
while the wrench is applied to the bolt head, 
should also be considered. 
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The purchasing agent can some- 
times specify the fasteners to be 
used on equipment which is to be 
locally demounted. Even more often, 
he can indicate equipment made 
with preferred types of fasteners 
that would facilitate such demount- 
ing. Some of the characteristics de- 
sirable in “preferred” fasteners 
would be: 

They should require the use of 
only standard tools (wrench, screw 
driver, etc.), and of only one tool at 
a time, in order that one hand of the 
mechanic may be free. 

They should have as few parts as 
possible, and no parts positioned so 
that they are likely to fall into 
places in the equipment where they 
will be difficult to fish out or inter- 
fere with subsequent operation of 
the equipment if they are not recov- 
ered. 

They should be standard so as to 
be readily replaceable if one is lost 
or damaged, and should be inter- 
changeable with other standard fas- 
teners in the purchaser’s plant. 

The time intervals between de- 
mountings for normal servicing, and 
the number of demountings expect- 
ed during the normal life of the 
equipment, should be studied. A 
fastener that would rate rather 
peorly from this standpoint on a de- 
vice that is disassembled every six 
months might be a very satisfactory 
one on equipment that is disassem- 
bled only every three years. Like- 
wise, many a device which has been 
so improved that service operations 

on it are now rare may still be using 


the same old high cost, quickly de- 
mountable fasteners that its former 
models needed. 


Adjustability : 
Adjustability is a feature that 
may be needed in a fastener in cer- 
tain types of applications—beeause 
the parts to be assembled are not 
completely alike, as in selective as- 
sembly; or because service or re- 
pair or special parts to be installed 
in the field have dimensions differ- 
ing enough to require adjustability 
in the fasteners; or because the fas- 
tener is used to position the parts, as 
in adjusting the tightness of a 
clutch; or because the parts joined 
are subject to operating wear or 
other dimensional changes; or be- 
cause the fastener itself is likely to 
wear or stretch or work loose in 
service. 

Where demountability is not a re- 
quirement, one of the main reasons 
for the modern advance of welding 
and brazing as fastening methods 
is to solve the costs and other prob- 
lems of fastener adjustability for 
selective assembly and to preclude 
the working loose of parts and fas- 
teners. This is an example of ad- 
justability in the original installa- 
tion and tends to eliminate the need 
for subsequent adjustments. 

Fasteners are available with 
spring members and other self-ad- 
justing, self-compensating features. 
Many of these are intended for use 
with high speed tools. Although they 
are not always to be found in local 
hardware stocks, 


some types are. 


used in such large quantities that, 
in specific sizes, they can be bought 
and used like any standard items. 

Where adjustability for position- 
ing of operating parts is required, 
modern design philosophy frequent- 
ly separates the dual function, hav- 
ing some parts to do the fastening 
and others do the adjusting, rather 
than assigning both functions to the 
fasteners. The working out of such 
designs may not be within the pur- 
view of the purchasing department, 
but preference for such assemblies 
may be advantageous in the prod- 
ucts that are bought as subassem- 
blies in the company’s product or 
for use in the company’s plant or 
shop. 


Corrosion 


Corrosion control is one of the 
most difficult of the engineering sci- 
ences. The purchasing agent may 
be a materials engineer in his own 
right or have qualified technical as- 
sistance on his own staff, and so be 
required to deal directly with corro- 
sion control problems in his selec- 
tion and purchase of materials and 
parts, or his part in it may be mere- 
ly to understand what the design 
and materials engineers are trying 
to accomplish so that he can help 
them do it. 

Corrosion control may be a defi- 
nite factor in regard to fasteners in 
order to protect the appearance of 
an assembly, to preserve the fea- 
tures of demountability and adjust- 
ability, to prevent direct corrosion 
loss of strength or other deteriora- 
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Nut Locking Devices are of several 
types, principally: (1) hold by thread friction; 
(2) hold by friction between nut and a 
fastened member; (3) hold by a separate 
member, such as a castellated nut with a 
cotter pin which passes through a hole in the 
bolt; (4) hold by a separate member applied 
'0 oF integral with the material fastened, as 
with a tongued washer or bendable boss 
which is forced against the face of the nut. 
Many combinations and variants are avail- 
able. Most common weaknesses are loosening 
by vibration, and inability to compensate for 
bolt stretching or for retreating of the mate- 
tials held, due to wear or shrinkage. Speed 
of application, and reduction of number of 
Parts necessary to carry in inventory can be 
portant. New uses arrive with new types 


offered a 





Rivets. Applied by passing through pre- 
pared holes, then peening or spreading 
one or both ends. Hold by shear. In most 
but not all cases, it is important to apply 
enough peening force so that the rivet shank 
is spread to fully fill the hole and to be under 
mild axial tension which holds the heads tight 
against the fastened materials. Many types 
and sizes. In many assemblies where de- 
mountability is not required, modern high 
speed rivets could replace bolts and other 
fasteners to advantage. 





Welding. Accomplished by the interfusion 
of metal bodies at contacting areas or along 
seams, by the use of heat either with or with- 
out the aid of pressure, and either with or 
without the use of additional weld metals. 
The heat may be applied electrically, by 
direct flame contact, or by indirect use of the 
heat from flames. Strength of the welded 
joint may be either greater or less than that 
of the metals welded. New uses are in 
welds of lower degrees of strength than for- 
merly were considered necessary, in the ac- 
complishment of higher degrees than were 
considered practical, in new types of weld 
metals, and in improved application methods 
and quality controls made possible by new 
typos of welding equipment. 
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of properties, or to guard 
against failures due to stress corro- 
sion. 

Some of the problems encoun. 
tered in this connection are the fol- 
lowing: A fastener may itself fail 
by corrosion. Or, if it is itself im- 
mune, it may still promote the 
galvanic corrosion of assemly mem- 
bers that are integral or contiguous 
with it. Or, if immune when exposed 


ULTIMATE COSTS 


No discussion of fasteners can be 
complete without consideration of 
the cost of applying them. The goal 
is lowest ultimate cost consistent 
with ultimate satisfactory service, 
and ultimate cost is incurred when 
the fastener is in place, not in the 
stock bin. Incidental reference to 
this factor has already been made 
in connection with high speed fas- 
teners and ready accessibility in 
product design. The subject deserves 
special emphasis as a final, and 
sometimes controlling factor of fas- 
tener selection. 

The economics of the problem is a 
matter of balancing the costs of the 
fasteners against the costs of appli- 
cation. A study of any high speed 
welding operation, for example, 
usually will reveal that well over 


to the required corrosive conditions 
by itself, it may become an actual 
“sacrificial” metal part when ex- 
posed in conjunction with the other 
members. 

A fastener also can be of such 
size, shape, position, or material as 
to make difficult the use of platings, 
paints, or other corrosion resistant 
surfacings. No fastener which is to 
be adjusted by wrenches or screw 


90% of the total cost is that of pre- 
paring the materials and getting 
them into proper “fit-up” position 
to be welded, and that the cost of 
the heat and supplies for making 
the weld is less than 10% of the to- 
tal. A comparable ratio will be 
found to apply to all other types of 
fasteners, including the mechanical 
ones. 

Costs of fastening can be reduced 
by using better machines and higher 
degrees of quality control for 
achieving the fit-ups. In fact, a his- 
tory of modern machine and product 
designing could be written in terms 
of increasing the cost of fit-ups in 
order to both increase the qualities 
and reduce the costs of fastenings. 

Visualization holds the answer to 
the selection of fasteners. By vis- 





drivers should have paint on any 
of the surfaces against which these 
tools will bear. 

The galvanic corrosion problems 
by which fasteners cause other as- 


sembly members to fail, or vice 
versa, apply with equal force to 
alloys selected for welding or braz- 
ing as to bolts, rivets, and other 
“mechanical” fasteners. 


ualizing the loads, the conditions of 
service, and the fit-up provisions 
which fasteners must meet, pur- 
chasing and purchase engineering 
eliminate whole families of fasten- 
ers from consideration for specific 
uses, brings other types and families 
into sharp focus, and sees clearly 
the economic paths through the 
maze of the almost infinite variety 
of fastener types and methods which 
are offered. 

The bright side of this situation is 
that the available variety provides 
fasteners best suited to any specific 
application, or need, however simple 
or complex. The problem is one of 
knowledge and selection, fittting the 
right type of fastener to the need 
for the best end results in service 
and in cost. 








Brazing. Joins metals by a film of braze 
metal such as brass, bronze, aluminum or 
silver, Uses generally lower temperatures 
than welding. Usually, but not necessarily, 
of lower strength degree than could be ob- 
tained by welding. New applications are 
where temperatures lower than welding ones 
are found beneficial, where new braze alloys 
are offered, and where improved dimensional 
control of parts to be joined makes brazing 
feasible. 





Soldering. Same process as brazing. 
“Hard soldering” usually is just another term 
for silver brazing, used for joining metals 
such as copper, silver, and gold, and alloys 
such as brass, German silver, gun metal, etc. 
“Soft soldering” is done with alloys of tin 
and lead as the additional metal, and is 
weaker than welding or brazing, but is done 
at beneficially lower temperatures and with 
simpler equipment. The solder used must have 
a lower melting point than that of the metals 
to be joined, but the fusing points should be as 
close as possible to effect a tenacious joint. 
Flux is used to protect the metals from oxida- 
tion and to dissolve the oxides formed. 





~So 


Adhesion ji; accomplished by interposing 
an adhesive between two surfaces, sometimes 
aided by the use of heat or pressure, oF 
both. Development of full strength is often o 
function of the time period during which the 
assembly is held under any necessary heat or 
pressure. There is a great variety of adhe 
sives, of animal, vegetable, or chemical origin, 
for special purposes and of varying degrees 
of strength. Many new adhesives have special 
uses, as in the manufacture of plywoods. In 
this “plastic age” the development of new 
adhesives is far outstripping their application 
to most profitable industrial uses. New de 
grees of strength, resistance to water and 
chemicals, resistance to vibration and fatigue, 
joint flexibility, and other matching of the 
properties of joints to those of the materials 
joined, are available. 
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PURCHASING’S L! too early to measure the precise effects of the new ad- 
Summary of m ration's decontrol pro gram. But whatever they turn out 

. » it's a sure bet that purchasing men will be among the 
me Oe OOM SS ns t. font Ohm i 
conditions — 7 , 

-ending of the Controlled Materials Plan seems to afford 
ippiest not aS despite the fact that its full 
its may not appear until some time in the second quar- 

» Steel users, for instance, now feel free to go ahead 

with production plans based on the assumption of greater 
y thin a few months. 

Price decontrol up to this point has been of relatively less 
concern to industry, but there is a lot of watchful waiting 
anticipation of the lifting of ceilings on some of the 

ant metals. Some steel prices will ro, go 
, t they'll be for certain special items on which pro- 
‘ers say they are now losing money. Walter S. Doxsey, 
I lent of the American Steel Warehouse Association said 
that t prices of steel products at either mill or dis- 
tor levels will not be raised when controls are ended, 
[ Vs lightly different picture in regard to copper. 
Now trolled, the price of scrap copper is higher than 
t > price of 2)3 cents a pound, This is one of 
t r the belief that copper will rise, when de=- 
rol occurs, to about 30 cents a pound. Imported cop- 
‘rom le is now selling considerably higher than that, 
Aluminum generally in good supply, and there is little 
l 1i of rong es but a few selective rises in the 
r f certain types. There's just too much lead and zinc 
t 4 price rises in those metals probable. Over- 
a 1 irs there will be no runaway in the prices of 
W , mntrol eventually boost your suppliers! costs 
rices to you? It's something to watch. Right 
¥, labor leaders are sears saa aren! quiet on new and spec= 
42 nands. It can be said that the steady drop in liv- 
r tly has somewhat taken the wind from their 
3allSe 's problematical at the moment how much the contin- 
i rol of consumer items will help to reverse that 
ti Le e real test on a new round of increases for labor 
Nill c 1 June, when a new automobile workers contract is 
out. Then the steel negotiations follow. And 
rSe 
RCHASING MAGAZINE ° 205 E. 42ND STREET ° NEW YORK 17, N. Y. 
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240 Federal Reserve Boord index 1935-39 100 a 
asia 
230 17 
Industrial Production 
——, 
220 —— ' 
210 —— "4 1 
200 iy, f- a 
190 Vd 
_t. Mar Apr May June July Aug Sept Oct Nov Dec Jan Feb 
52 22 
; Le 
YEAR % OF CHANGE IN 
rere AGO MONTH YEAR 
Industrial Production Index ........................ 1935-39100 236 (est.) 235 221 + 0.4 + 68 All 
Steel Production (Weekly) ..............c::00000 000 nettons 2,248 2,240 2,098 + 0.3 + 7. Far 
Electric Power Production (Weekly) ........ mil KWH 8,129 8,185 7,456 0.6 + 90 | Me 
Bituminous Coal Production (Weekly) ...... 000 nettons 8,545 9,500 10,585 10.0 —193 | tr 
Auto, Truck & Bus Output (Weekly) .......... units 139,172 130,847 95,410 + 64 +459 | te 
Petroleum Output (Daily Average) ............ 000 bbls. 6,427 6,468 6,265 0.6 + 26 | 
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50 Freight Carloadings 650 
0 ~ 600 
_|Mar Apr May June July Aug Sept Oct Nov Dec Jan Feb 
52 53 pe it 
YEAR % OF CHANGE IN 
ek Nelo eit YEAR 
Dept. Stores Sales Index (Fed. Res.) .......... 1935-39100 8 89 87 — ll + 1 S 
Commercial Failures (Dun & Bradstreet) ..... no. 159 163 134 — 24 +18.6 E 
PE PUI Sasi osecseccccsciccssccsssccsaescess cars 690,744 688,232 733,919 + 0.4 a 39 
Miscellaneous Carloadings .....................65 cars 371,485 369,000 369,800 + 0.7 + 00 ( 











PRICES 











ars 


50 
00 





1] 
18.6 
5.9 
0.5 

































































































































































Bureau of Labor Stotistics 1947-49 — 100 
125 , ome eed ee ere PSasebhetesces ees CEE: emer. Oa 
O0cce he cocccccedeccccsoecs ie ee. Metals & Metal Products 
120 
115 ET a ee Waqas as 
a eke: miei ese POW Structural Products 
. ———————— 
* Om} gg | ee All commodities 
05 | oo — — a | 
NL Farm Products 
100 ) i e 
Mor Apr May June July Aug Sept Oct Nov’ Dec Jan Feb 
52 ‘53 
Aue @) an i oN ©) a 
MATEST MONTH YEAR 
All Commodities (BLS) ..... .... 1947-49——100 109.9 109.6 113.0 + 0.3 — 2.7 
Farm Products ............. ... 1947-49-—100 99.8 99.2 110.0 + 0.6 — 93 
Metals & Metal Products . 1947-49—100 124.0 124.0 122.4 0 + 1.3 
Structural Products .....................sssseccsseceesees 1947-49—100 114.8 114.6 112.9 + ().2 + 1,7 
Steel Billets ( Pittsburgh ) . net ton $59.00 $59.00 $56.00 0 + 5.3 
Steel Scrap, heavy melting, Pitts . net ton 43.00 43.00 43.00 0 0 
Copper, electrolytic .......... Lseapaethinengeeiitent lb. 241 » 2414 241 2 0 0 
Rubber (rib-smoked sheets) ............000....0.0- lb. 27% 29 01, 5.0 45.5 
ree, Mee D kvccicnsscccsess . bu. 2.661, 2.721, 2.821, 2.2 — 5.7 
bil $ Federal Reserve Boord 
— * ale, 
30 a — < — — 
a os 
ee ee ee ee end eel Currency in Circulation 
28 
wee be 
| Federal Reserve Credit 
24 LTA gad a _, eder rve Credi 
22 eS a Pree ere a= et = aes . oe = ae Sime! eG 
Mar Apr May June July Aug Sept Oct Nov Dec Jan Feb 
52 ‘53 
% OF CHANGE IN 
LATEST MONTH YEAR 
oy Prices (Standard & Poor's) . 1926—100 203.6 207.5 191.5 1.9 + 6.3 
ank Clearings (New York) ........::c:cc0e00+000+: mil $ 6,280 8.641 7,348 27.3 —14.5 
Federal I CII i iisiiininkinucheicaneinbiinea mil $ 25,912 26,166 23,753 0.9 + 9.1] 
Currency in Circulation ...........s::c:cessessesseseee mil $ 29,776 29,88 28,425 0.3 + 4.7 











Commodity Price Level Up Slightly: 
Trend Not Expected to Continue 
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THE PULSE OF BUSINESS 


Despite a slight rise in the overall commodity price index recorded in January, the 
steady decline experienced up until then is expected to continue. The increase recorded 
in January was the first in the general wholesale price index since August, 1952. 
In the last half of the month, however, after the monthly data were gathered, the weekly 
wholesale price index took another slight dip as the result of price decreases for farm 


products and processed foods. 


Price movements of selected commodities are charted below. Figures are based on 


prices prevailing on or about the 15th of each month. 
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THE PULSE OF BUSINESS 



















































Sales, Inventories and New Orders 
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1951 1952 
Value of Manufacturers’ Sales 
Seasonally Adjusted November | December | September October | November | December 
(Millions of Dollars) 
All Manufacturing industries ..... 6.2... cece ee eee tenets 22,373 20,962 23,663 24,753 23,465 24,200 
Durable goods industries ........- 6-60 e eee eeees 10,710 9,745 11,510 11,968 11,676 11,952 
Primary metals ..... cc cccccccceseces 2,065 1,889 2,107 2,198 2,100 2,008 
Pee SHMEEEE 6g 6s cc ec ecicoweres 1,202 1,070 1,156 1,263 1,177 1,243 
Bloctvian! mnmeitimery ... nc cccessccresccecscces “a er 1,047 GS 1,256 1,205 1,238 1,303 
Machinery (except electrical) ...........-.-50555 ccc eesere 1,097 1,863 1,966 2,068 2,060 2,004 
Motor vehicles & equipment ............ - oie 1,534 1,295 1,831 1,842 1,826 1,887 
Transportation equipment (exc. motor vehicles) 614 615 749 812 923 878 
Furniture and fixtures ....... ccc cccccsecces 345 276 419 410 362 352 
Lumber products (exc. furniture) .... 2... 6-6 eee eee eee 593 537 629 678 596 758 
Stone, clay and glass products .......... 515 425 545 553 518 498 
Professional, scientific instruments ............. 237 245 245 277 255 330 
Other industries, incl. ordmance ...........++55- 561 531 607 663 623 692 
Nondurable goods industries .............- 11,663 11,217 12,154 12,785 11,789 12,247 
Food and kindred products ......... 3,197 3,116 3,246 3,452 3,191 3,321 
DOOOUUNED 2 ccc ct ccd aesseseseosseee 484 504 534 513 457 550 
PPT rer er Tee eee eee ee 287 281 324 327 309 349 
Textile-mill products ............+5. 1,082 1,122 1,137 1,188 1,084 1,120 
re ee eee ee ee eee 976 950 1.068 1,281 1,143 1,262 
Leather and products .............. 212 238 275 265 234 281 
Paper and allied products .............- 679 621 699 734 663 666 
Printing and publishing ................-.- 718 668 678 720 678 681 
Chemicals and allied products ....... vt 1,490 1,419 1,602 1,660 1,532 1,548 
Petroleum and coal products............ 2,097 1,937 2,109 2,181 2,059 2,031 
ET OUND baie ese ess etre eewedas 440 362 422 464 438 n.a. 
Book value of Manufacturers’ Inventories 
Seasonally Adjusted 
(Millions of Dollars) 
All Manufacturing industries .............. 42,692 43,039 43,224 43,415 43,578 43,630 
Durable goods industries ..............-. 22,337 22,884 23,292 23,615 23,835 24,133 
a 1 LPT rerer? TT ree eee 2,718 2,814 3,031 3,084 3,165 3,221 
NN SR Rt ei err 2,372 2,414 2,318 2,363 2,401 2,439 
SEN ID, sg cea Kecewen ae 2,799 2,927 3,031 3,039 3,032 3,084 
Machinery (exc. electrical) ...........2550050:. 5,131 5,292 5,274 5,275 5,287 5,333 
Motor vehicles & equipment .............. 2,730 2,733 2,636 2,735 2,853 2,873 
Transportation equipment (exc. motor vehicles) 1,897 1,950 2,343 2,472 2,455 2,480 
I coe sea An SOE OE RH OO OKO E EOS 573 549 534 533 543 521 
Lumber products (exc. furniture) ......... 2.5.65 50005 1,018 1,069 1,006 1,019 1,054 1,124 
Stone, clay and glass products ...........-....4.. 819 827 892 874 852 843 
Professional, scientific instruments ............ 749 757 764 778 785 789 
Other industries, incl. ordmance .............. 1,532 1,551 1,462 1,445 1,408 1,426 
Nondurable goods industries ............. 20,355 20,156 19,932 19,800 19,743 19,497 
Food and kindred products .............. 3,572 3,479 3,443 3,488 3,450 3,308 
PE chk Ch ethans cn ad eee aeans 1,247 1,233 1,268 1,222 1,202 1,179 
NS Saran 68 eld Aras wa Ke ee Dd e460 eR Ow Ewe a wOne 8 1,749 1,761 1,726 1,726 1,742 1,776 
PE ID ob vce eieiew seen ea eeeees 3,192 3,045 2,833 2,841 2,743 2,660 
PE oe Dk A aR s coe ek whe bed 62 Oso eK ERO RR ES 1,828 1,816 1,725 1,609 1,618 1,706 
ai oid ge Sh Bia ba BORA Od FLOM OOO 643 613 541 549 545 549 
Pasar and allied preducts ... wc. ccsccscecces 943 986 973 960 974 991 
Printing and publishing ............. 780 795 734 744 775 768 
Chemicals and allied products ............... 3,002 2,984 3,022 3,010 3,009 2,936 
Petroleum and coal products ................50000 eee 2,618 2,600 2,788 2,777 2,805 2,743 
EEE Ce re ee 782 843 877 874 879 n.a. 
. Manufacturers’ New Orders (Adjusted) 
sarin a apy vee Ww) a alee 4b: 016 6nd kOe OO 23,406 22,174 24,386 24,472 22,788 23,847 
I a elaine Lied Nie Sele WA BAe eee POO Oe odes 11,820 10,937 12,198 11,772 11,134 11,564 
SOE OOD SUNN vec cc ders weroncesensteens 11,586 11,237 12,187 12,700 11,654 12,284 
*estimated p — preliminary n.a. — not available 
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1949 1950 1951 1952 1953 


Total employment dropped during January but still 
remained above the 60 million mark. Non-agricul- 
tural employment was off, but higher than 1952. 


PERSONAL INCOME 


(billions of dollars) 


Economic Indicators 
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Source. U.S. Deportment of Commerce 


Continued rises in wages and salaries and gains in 
farm and non-farm proprietors’ incomes put per- 
sonal income $3 billion in November. 


AVERAGE WEEKLY EARNINGS AND HOURS 
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Source US. Department of Labor 


Hours worked stayed high and wages continued up- 
ward. Earnings of manufacturing workers are up 
an average of 12% in a year. 


CONSUMER CREDIT 
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1951 1952 1953 


Source. Federal! Reserve Boord 


Both total consumer credit and instalment credit con- 
tinued their upward trend. Rumors of Regulation W 
being reimposed have been discounted by officials. 


THE PULSE OF BUSINESS 


Straws in the Trade Wind 


SALES VOLUME UP = United States manufacturers boosted their billings to 
$276.5 in 1952, a rise of 3% over 1951. Sales of durable goods went 
to $132.8 billion, 5% above the previous year, with transportation 
equipment, other than motor vehicles, showing the most substantial rise, 
about 33%. Value of deliveries of metals and building materials de- 
clined in '52. Non-durable goods accounted for sales of $143.6 bil- 
lion last year. Retail sales soared to a new record high of $16) bil- 
lion, 4% above 1951's figure. Gasoline stations led the field with 
a 9% gain. 





EXPANSION FUNDS GAIN -— A record total of $9.7 billion 
States corporations for expansion in 1952. This was 25% greater than 
the 1951 figure and twice that of 1929. Of the total, $8.3 billion 


e th : 
was "new money" and the rest refinancing. $6.); billion was for plant 
and equipment. 


was raised by United 





MORE AUTO OUTPUT - More than 6.8 million cars and trucks will be produced in 
i953, in the opinion of General Motors executive HJ. Klingler. This 
would compare with the 1952 output of 5.2 million units. Other motor 
industry officials were cautious in commenting on the effect of the 
lifting of controls on production but their attitude was generally 
optimistic. 





OIL-COAL DISPUTE -— The coal industry's drive for Federal limits on residual 
oil imports is meeting with opposition from the National Oil Jobbers! 
Council. JOJC claims coal men are seeking a monopoly on the East 
Coast..ePhillips Petroleum Company has contracted with the Department 
of the Interior for research and development of new oil fields in 
the Katalla-Yakataga area of Alaska. The company is set to spend 
$1.2 million on the project by mid-1956...Meanwhile, domestic demand 
for residual heavy fuel oil dropped to 8.3 million barrels in Nov- 
ember, according to figures just released. This compares with 50.4 
million barrels in October, and over 51 million barrels in November, 


1951. 





MORE FREIGHT CARS - Production of freight cars continued to rise during Jan- 
uary, with 7,981 deliveries recorded, compared with 7,385 in December. 
Backlog as of February 1 was 77,41) cars. 





GROSS PRODUCT CLIMBS - Gross national product of the United States - which 
wt measures the total output of goods and services — advanced about 
5% in 1952, according to the Department of Commerce. Final figure 
on G.N.P. for the year was $36,300,000,000 as compared to the 1951 
total of $329,200,000,000. 





MORE ALUMINUM - Plans have been completed for delivery to this country of an 
additional 22,000 tons of Canadian aluminum during the second quar- 


ter. Total U.S. imports of aluminum from Canada are expected to 
reach 153,000 tons in 1953. 











For better selling--and better buying 





Coordinating Sales Policies 
with Modern Purchasing Practices 


A “shirt-sleeve session” at Reli 
able's sales conference hears W. 
F. Hays, Weatherhead Company 
purchasing agent, tell what to- 
day's buyer expects from the in- 
dustrial salesman. 


When President Harman W. Mc- 
Bride took charge at Reliable, the 
company had only four machines. 
Under his progressive and far- 
sighted leadership, technical and 
Production facilities have been 
greatly expanded, keeping pace 
with his policy of selective selling 
and service to the customer. 
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2) By Paul V. Farrell 
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ROGRESSIVE management, al- 
ready sold on the importance of 
competent purchasing to its own 
operation, is turning around and 
selling the idea to its own sales 
staffs. 

It’s a logical development, but it’s 
been a slow one. Many salesmen 
naturally feel that since the sale is 
the objective, the channels through 
which they get it are of no concern 
—at least, so long as they do not em- 
barrass the home office. In the pro- 
cess, they'll take the purchasing de- 
partment or leave it alone, accord- 
ing to each situation. 

The Reliable Spring & Wire Forms 
Company, of Cleveland, has a vig- 
orous new sales program that points 
a double-barreled policy toward 













overcoming this hit-or-miss type of 
doing business. Reliable aims at (1) 
obtaining a clearer understanding 
of good industrial purchasing prac- 
tice; and (2) shaping its sales and 
service efforts, both in the field and 
in the plant, to coordinate with 
modern buying techniques. 

The company’s young, forward- 
looking president, Harman W. Mc- 
Bride, outlined his approach to 
the significance of modern purchas- 
ing at a recent sales conference. 
“Our goal” he said, “is to increase 
our volume of the right kind of 
business from the right kind of cus- 
tomers. We want selective selling 
by our organization, and the way to 
get it is to help the purchasing agent 
to selective buying. We want to do 
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1. Salesman Stanton W. Ballard goes over customer's inquiry 


; : : vi 2. How can this spring be made most effectively and economi- 
and prints with cost engineer J. S. Pabijan, who spot checks cally? Mr. Pabijan and Mr. Ballard get the expert practical 
to see whether Reliable can quote advantageously and adds advice of assistant tool foreman Stephen Simko, factory 
cross reference notations on similar jobs previously quoted. 


manager Al Polenschat, and tool foreman John Danko. 


“ee Bp teress it 





Boa 


3. Back in the factory office, manager Polenschat discusses 


; t t } , 4. Production and delivery schedules may depend on the avail- 
tooling and production plans for the job with coiler foreman ability of special materials. Before making a definite promise 
Andrew Dovola and Mr, Danko. Mr. Ballard follows through, to the customer, Mr. Ballard checks with the purchasing de- 
for he may have to discuss the procedures with his customer. 


partment to see what extra time and costs may be involved. 





5. Estimator Chester Fabian, in the cost engineering depart- 
ment, now has complete details on the materials, tooling, and 
manufacturing operations on the job, and is ready to work out control manager. Precise information on scheduling and prog- 
the cost sheets which will be the basis of the quotation. ress is always available to keep the customer fully informed. 


6. The job is posted on the production board, and Mr. Ballard 
checks the status of the order with Tom Trainor, production 
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7. The job goes into production on schedule. Here is one 
section of the manufacturing area, showing a battery of mod- 
ern spring coilers on which the parts will be formed. Reliable’s 
equipment includes a wide range of standard and special ma- 


chines. 





8.-Ready for the finishing operation. Parts may be japanned, 
plated, or subjected to a variety of heat treating operations 
according to the specifications on the order and the purpose 
for which the part is designed, to give the required service. 


9. Rigid inspection and testing procedures are applied to every order that passes through the plant, as a means of controlling quality and 
production processes, and to insure that the end product will come up to required standards and properties. 


business with the scientific buyer— 
and do what we can to help him do 
a better job.” 

Reliable’s sales representatives, in 
a two-day session, got first-hand 
material to help them achieve the 
twin objective. From purchasing’s 
side, they listened first to W. F. 
Hays, purchasing agent for The 
Weatherhead Company, on what he 
—and other modern industrial pur- 
chasing men—look for when decid- 
ing on a source for springs. 

Beyond price, delivery, and qual- 
ity, he pointed out, purchasing 
wants those factors that “separate 
the men from the boys” when the 
buying decision is made. Among 
these he included the ability to 
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schedule substantial production to 
close tolerances in an orderly man- 
ner, handle complicated paper work 
including allocations, tests, reports, 
etc., provide design assistance, and 
submit quality control reports. He 
said a good source is expected to 
show evidence of competent super- 
vision and modern procedures, 
maintain equipment so as to avoid 
breakdowns, have good industrial 
relations, and show financial stabil- 
ity. Mr. Hays, who was an industrial 
salesman before entering purchas- 
ing, said there was no overestimat- 
ing the importance of having the 
salesman tie in his activities closely 
with the policies and procedures of 
the home office. 


Why these requirements are 
necessary, and how a purchasing 
department goes about evaluating 
vendors’ qualifications for meeting 
them was graphically portrayed for 
the sales group by the film “Indus- 
trial Purchasing” at a later session. 
The film, showing the “other side 
of the desk” in action, was intro- 
duced by Paul V. Farrell, associate 
editor of Purcnastnc. In presenting 
Mr. Farre!l, Mr. McBride declared 
that the film seemed to him to be 
the best possible introduction to 
modern purchasing practice the Re- 
liable salesmen could have, tying in 
perfectly with the objectives of the 
sales meeting. 


What Reliable has to offer the 
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Raw materials are important in spring manufacture. This is a section of Reliable’s 
wire stockroom. 


spring customer in service, and how 
the field men can work with the 
home plant to bring this service to 
its maximum efficiency, were fea- 
tured in the second part of the con- 
ference. Throughout, it was em- 
phasized that today’s professional 
buyers have definite reasons for 
wanting certain services, and it is 
the responsibility of the salesman to 
have up-to-date information on all 
aspects of the order. “We don’t want 
the back-slapping type of business,” 
the salesmen were told. “We want to 
train ourselves to deal with the 
scientific buyer.” 


Home Office Procedures 


The group personally, and closely, 
inspected the physical facilities of 
the plant, saw the different types of 
equipment available for various 
jobs, and were thoroughly briefed 
on the production scheduling me- 
thods and how they affected orders. 
They also saw the home office pro- 
cedures—receipt of orders, pricing, 
ete.—in actual operation. 

Following this plant inspection, 
each department head—from book- 
keeping to engineering—went thor- 
oughly over the activities of his 
section, relating them to each sales- 
man’s efforts in the field. In lively 
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round-table discussions that fol- 
lowed each presentation, the sales 
representatives commented frankly 
on the relative effectiveness of the 
various operations in improving cus- 
tomer service, and offered sugges- 
tions for change and improvement. 


Opportunities for Better Buying 


Perhaps the most significant ses- 
sion from the purchasing agent’s 
point of view was that devoted to 
spring engineering and design, par- 
ticularly the part covering possibili- 
ties for cost reduction that might be 
overlooked by the specifier. (Several 
of those in the group, incidentally, 
pointed out that spring buying in 
many companies is relegated to a 
position of minor importance, despite 
the fact that the spring so often 
plays a large part in maintaining 
the efficiency of the end product.) 

Ronald Pond, Reliable’s sales 
manager, opened the design and en- 
gineering session by listing a num- 
ber of examples of savings brought 
about by changes in design, indicat- 
ing how a well-informed salesman 
is in a position to suggest similar 
changes to a buyer. Among the 
points Mr. Pond made were these: 

A slight change in the direction, 
form, or length of a spur on a tor- 


sion spring sometimes can permit 
winding such a spring complete in 
one operation, with a consequent 
saving of from $3 to $5 a thousand; 
lengthening of a short spur or end 
of a torsion spring ‘or wire form 
can often eliminate a trimming op- 
eration with a similar saving; speci- 
fying loops or hooks of extension 
springs larger or smaller than the 
diameter of the spring or at 
specificed close-tolerance angles to 
each other also adds $3 to $5 more 
to the cost; nickel plating where 
cadmium or black japan finish would 
do just as well, will also raise costs. 
Commenting on Mr. Pond’s talk, 
Mr. McBride stressed that salesmen 
should cover engineering aspects of 
spring purchases thoroughly, so that 
purchasing agents can bring their 
engineering department representa- 
tives in for consultation prior to 
buying, if this seemed advisable. 


Bringing the Plant to the P. A. 


Backing up the whole program 
for better coordination of sales ef- 
forts with purchasing practices of 
actual and potential customers, Re- 
liable will publicize its policies and 
facilities in two ways. An advertis- 
ing campaign directed toward pur- 
chasing agents will emphasize the 
company’s desire and ability to tie 
in with scientific purchasing pro- 
cedure. A fully-illustrated book, en- 
titled “The Reliable Story”, detail- 
ing the regular and special facilities 
the company has for all types of 
spring jobs, will be carried by all 
salesmen to customers and prospects. 
The booklet is designed to provide 
the purchasing man who cannot ac- 
tually make a plant visit with a full 
and accurate description of the plant, 
its machines, and its capabilities. 

Sentiment among the salesmen at 
the close of the meeting was that it 
had been extremely informative and 
helpful. Men who have come in con- 
tact with a wide variety of purchas- 
ing people were frank in saying that 
although they often resort to “back 
door” selling tactics to try and make 
a sale, they would much rather deal 
with the type of purchasing depart- 
ment portrayed in the discussions 
and in the film “Industrial Purchas- 
ing”. The inference was clear that 
the purchasing agent who complains 
most loudly about being by-passed 
by the salesman, frequently has only 
himself to blame for this situation. 

“After all,” said one salesman, 
“our job is to sell, and we can do it 
best to the man who can buy intel- 
ligently. More and more, we are 
finding that the better our custom- 
ers are, the better their purchasing 
departments are. We like that.” 
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You can’t solve a problem by ignoring it 





The Problem of 
QUESTIONNAIRES 


THE QUERY: Have you ever had occasion to express yourself in regard to letters 


that 


come from 


market 


research organizations or from advertising agencies, 


stating that they have a client who wishes the following information from you, as 
a purchasing agent, in respect to certain materials—whom you buy from, how 
much, when, how, where, why, and at what price, ete. 

In many cases, the information requested in these letters is so detailed and 
voluminous that it would require putting on some extra help to compile it, or, 
at best, take time that we can ill afford to spare from our regular duties. Further- 
more, some of the information is of a nature that we consider as confidential, 
either from the standpoint of our own business or of our relationship with our 
sources of supply. Therefore, I usually consign them to the waste basket (except, 
of course, the one that comes from PURCHASING Magazine). 


Do you have any thoughts on what a fellow should do with this sort of inquiry? 


ES, we do have a few sugges- 

tions. We should have, since 
as indicated in our correspondent’s 
letter—we are among those who 
issue questionnaires from time to 
time, to develop certain types of 
information pertaining to the pur- 
chasing field. On the other hand. 
we're on the receiving end of a 
lot of such questionnaires, too, so 
that we are quite aware of the prob- 
lem raised and are sympathetic to- 
ward it. 

Our suggestion boils down to this: 
Use the rule of reason. That im- 
plies a selective rather than a rigid 
policy of dealing with question- 
naires. And remember that you 
have a right to expect those who 
send you these queries to use the 
rule of reason too. If they abuse 
the practice with surveys that are 
too frequent, too long or elaborate. 
too trivial, or that cannot be 
answered without disclosing or vio- 
lating business confidences, they are 
obviously not entitled to the same 
consideration given to an 


inquiry 
that is serious and legitimate in 
purpose, carefully and _ concisely 


phrased to permit its being answered 
with maximum economy of time 
and effort. There are effective, rec- 
ognized techniques for the com- 
pilation of questionnaires that get 
at the vital information in a 
well chosen words, and 


few 
that are 
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easy to answer with a few strokes 
of the pen. Those who use the 
method should know and use these 
techniques. 

There is, of course, no compulsion 
about replying to a questionnaire. 
Actually, a response of 50% is gen- 
erally regarded as phenomenal, 
which indicates that there are many 


who share our correspondent’s 
viewpoint and his waste-basket 
policy. Yet we believe that his 


simple over-all solution for meeting 
the problem by ignoring it is not 
the best nor the most constructive 
answer. And here’s why. 

The questionnaire is a useful tool 
—in many cases an essential tool, 
and the only one available—for 
market research and in the collec- 
tion of other business data requir- 
ing information from a broad cross 
section of the field surveyed. It is 
comparable to the interchange of 
information and experience that is 
the foundation of technical and 
business progress and that forms a 
major part of the activities of most 
trade and professional associations. 
In this case it identifies and cor- 
relates the customer or prospective 
customer with the producer or pros- 
pective supplier. 

Market research is an important 
factor in any well conceived sales 
program, It provides the information 
to guide product development, price 


and distribution policies, sales and 
advertising effort. By substituting 
facts in place of guesses and opin- 
ions, it eliminates a lot of wasted 
effort and expense, thus increasing 
the efficiency and reducing the cost 
of distribution. It points the way 
to simplification of product types 
and sizes, opens new market outlets, 
and otherwise tends to promote eco- 
nomical quantity manufacture. 

As has been pointed out many 
times, purchasing and sales are both 
a part of the inclusive process of 
distribution, so that whatever aids 
efficiency in marketing ultimately 
makes for more efficient purchasing 
opportunities as well. Thus the pur- 
chasing agent who aids in market 
research, to the extent of helping 
provide accurate data, helps him- 
self in the long run. Certainly it is 
to his advantage, and to the ad- 
vantage of all business, to have 
policies and practices based on com- 
plete and correct information. 

Now let’s see what happens when 
this information is withheld. 

In the first place, faifure to reply 
does not defeat nor discourage the 
researcher. He is accustomed to 
operate on the basis of averages, 
and merely increases his list to se- 
cure a sufficient number of replies 
to qualify as a “representative 
sample”. There is no reason to be- 

(Please turn to page 346) 
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How well is the telephone used in your office? 





Mind your 


Phone 


Manners! 


Illustrations by courtesy of the Southern 


Bell Telephone Company 


By David Markstein 





COMMUNICATION is one of the 
major problems and one of the useful, 
essential means of doing business. An 
enormous proportion of today’s bus- 
iness communication, within the or- 
ganization and with outside concerns, 
is done by telephone. The telephone 
is more than a convenient means of 
communicating words. For most effec- 
tive use, it should: 


. communicate ideas, clearly and 
accurately; 


. communicate personality; 


. . . communicate and create good 
will. 


Don’t take your telephone for granted. 
Learn to use it skilfully, like any other 
business tool. Here are some helpful 
suggestions on voice, manners of 
speech, and telephone courtesy. 
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OT long ago, I called up a drug 

store where I have been trad- 
ing for several years, and where 
my charge account is in good order, 
to order a miscellaneous lot of sta- 
ple necessities—a carton of cigar- 
ettes, a package of light bulbs, a 
tube of toothpaste, a pack of razor 
blades, etc. As I was reeling off my 
list, the clerk to whom I was talk- 
ing excused herself for a moment. 
Fully five minutes later, she came 
back on the wire and apologized 
to me with the explanation that 
she “had to wait on a customer.” 

I am still uncertain just why 
the person in the store was any 
more of a customer than I was on 
the telephone, but of this I am cer- 
tain: the telephone manners of 
nearly all businesses can be vastly 
improved. That holds true for the 
offices of purchasing agents, where 
orders are given, as well as for 
sales establishments where orders 
are taken. 

Many otherwise good business 
and public relations can be wrecked 
by the carelessness, callousness, 
impertinence, or plain bad manners 
of people who answer the ringing 
of Dr. Bell’s little invention. 

Take a practice that is fairly 


ANSWER THE TELEPHONE 
PROMPTLY 





common among the secretaries of 
many executives. Bill Smith, pur- 
chasing agent of the Whoozis Com- 
pany, wants to talk with Sam Jones, 
over at the Widget Works. He in- 
structs his secretary to get Mr. 
Jones on the telephone. Now switch 
the scene to the Widget Works, 
where Mr. Jones’ secretary picks 
up the telephone with faultless effi- 
ciency and answers, “Mr. Jones’ 
office, Miss Glim speaking.” 

Smith’s secretary asks to speak 
to Mr. Jones. “T’ll see if he’s in,” 
replies Jones’ girl Friday, glancing 
at the boss at his desk in the inner 
office. “Who’s calling?” 

At this point, what frequently 
develops is a tug-of-telephone-wire 
between two otherwise _ efficient 
young women, inspired by a mis- 
guided protective instinct and sense 
of importance, as to whose boss is 
going to be put on the wire first. 
In extreme cases, it may happen 
that Mr. Jones and Mr. Smith never 
do get to exchange their views, 
unless they are fortunate enough 
to meet each other on the street. 

But even in a less extreme event, 
one—and probably both—of the ex- 
ecutives concerned are going to be 
irritated at the obstinacy of the 
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other in not picking up his phone 


promptly. And that’s nothing to 
the dislike which can develop be- 
tween the two temporarily warring 
secretaries. Irritation of that sort 
is seldom confined to personalities; 
it usually extends to embrace the 
companies too. 

At best, such a system breeds 
inefficiency and waste of both time 
and temper. At worst, it brings 
about business animosities which 
benefit neither Smith nor Jones— 
nor the Widget Works nor the 
Whoozis Company. 

It is unfortunately true that cour- 
teous gentlemen who wouldn’t de- 
liberately be rude to the lowliest 
of their fellow beings, in person, 
often take the unconscious attitude 
that what happens on the telephone 
is an entirely different matter. It 
isn’t. 

What constitutes good telephone 
manners? The same sort of con- 
sideration for the other fellow that 
constitutes good manners anywhere. 
Here are a few “Do and Don’t” 
suggestions for making sure that 
your office observes the rules of 
common courtesy when the tele- 
phone bell jangles: 

Do identify the department and 
the person speaking. Your sec- 
retary will assist your callers if, 
in place of the ordinary gruff 
“Hello,” she gives out with some- 
thing like this: “Purchasing De- 
partment, Mr. Smith’s office, Miss 
Doakes speaking.” And, if you’d 
like to add the extra note of cour- 
tesy that makes people enjoy call- 
ing you, and that sets the stage for 
a cordial phone interview, have 
her preface that with a cheerful 
“Good morning” or “Good after- 
noon,” and end with the inquiry, 
“May I help you?” 


p= EXPLAIN DELAYS ——= 
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Don’t ask “Who is this?” before 
stating whether the person called 
is in or out. The thoughtful caller 
will identify himself. If he doesn’t, 
the question is “loaded” and may 
easily be interpreted as rudeness. 
How is the secretary going to use 
the information, anyway? Suppose, 
after getting the name, she reports 
that Mr. Blank is out. It’s pretty 
much like telling him, “Mr. Blank 
can’t be bothered by a crumb like 
you.” 

Do call the other party by name. 
It’s possible to find out his name 
without being discourteous. Most 
times, he will volunteer it. If he 
doesn’t, the secretary can always 
say—after noting whether Mr. P. A. 
is in, out, or occupied—“Mr. Blank 
will be with you in a moment, 
Mister. . .er. . .er. . .” The name 
will soon be forthcoming. Once it’s 
known, show callers the considera- 
tion of using their names. To no 
man is there any sweeter music 
in the world than that string of 
alphabetical characters that spell 
out the word by which he is known. 

Don’t use the telephone to pass 
the time of day. The customary 
“How have you been, Fred?” isn’t 
meant to invite a long discussion 
of the number and extent of your 
operations, or to discover whether 
your kids have chicken pox or 
whether the heat and the problems 
of business are making you an old 
man before your time. Nor is a 
business phone during business 
hours, the place to discuss next 
week’s fishing expedition. Sure, the 
telephone gets you into the other 
fellow’s office, ahead of your place 
in the line of waiting callers, and 
that fact in itself should make you 
considerate of his time. It’s quite 
possible that he may have a dozen 
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other calls to make, or men to see, 
or things to do. You’re holding 
him up, and maybe he’s too polite 
to say so. 

Do attend to every call, and finish 
it promptly. Don’t leave a tele- 
phone caller hanging helplessly at 
the other end of a few miles of 
wire while you dig through the 
files, or talk things over with some 
one at your desk, or go out for 
morning coffee. 

Don’t have your secretary call 
other executives, then demand that 
they pick up the receiver and wait 
before she will permit you to be 
buzzed. Simple courtesy demands 
that she notify you as soon as the 
connection is completed. 

Do return calls promptly. Often, 
information that callers seek isn’t 
immediately ready at the purchas- 
ing agent’s fingertips. “Ill look it 
up and call you right back, Pete” 
is a promise to do just that, not 
relegate Pete to the “file and for- 
get” folder. 

Strict attention to these rules of 
good manners can pay off hand- 
somely in getting more things done 
with greater speed; in gaining and 
keeping the good regard of more 
people—both personally and for your 
company; and, by no means least, 
in making every day more pleasant. 
For pleasantness breeds its like in 
the others with whom you talk via 
the little black instrument on your 
desk. And usually it’s just a matter 
of a few simple rules that soon be- 
come good habits. 

Just as there are rules for good 
manners, there are also rules for 
making your voice more easily au- 
dible on the telephone. The Bell 
companies get frequent requests 
from business firms for helpful in- 
formation on how to make telephone 


HANG UP GENTLY 
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conversations less liable to misun- 
derstanding. Here are some of the 
suggestions they offer. 

To be easily and accurately un- 
_derstood it is necessary, of course. 
to speak distinctly. You do this 
if you pronounce your words care- 
fully, giving proper form to every 
sound in every word. 

Just try this: Open your mouth 
slightly, and speak a few sentences 
with no more movement of the lips, 
jaws, and tongue than are abso- 
lutely necessary. You’ve heard 
people talk that way, and probably 
had trouble understanding them. 
They seem to have lazy lips, stiff 
jaws, sleepy tongues. Their words 
sound mumbled or “swallowed” in- 
stead of being nicely formed and 
directed outward to the listener. 
That effect is a hundred times 
worse over the telephone. (Inci- 
dentally, even in face-to-face con- 
versation, your facial expression 
will be much more interesting to 
others if your lips are mobile.) 

Many of us do get a bit careless 
and let our talking muscles get 
stiff. Like any other muscles, they 
need limbering up to be really 
useful. Exercises will help. In ad- 
dition, just thinking about your 
speech helps a lot. Reading aloud 
at home, and observing how other 
people speak, are.also good ways 
of becoming speech-conscious. 

Over the telephone it’s more im- 
portant to speak unhurriedly, as 
well as distinctly, than when face 
to face. This is because your lis- 
tener cannot have the help of watch- 
ing you, seeing your gestures and 
the changing expressions of your 
face. You save yourself and others 
a lot of time when you make your- 
self understood without having to 
repeat what you have said. 

Some people used to think they 


116 


SPEAK DIRECTLY 
INTO THE TRANSMITTER 


‘.. 


CORRECT POSITION g f 


B FAIR 


1/4 AS GOOD ASA 





\ POOR ’ 


_ 3 & 
e 


1/20 AS GOOD ASA 


had to talk fast over the telephone 
or their time would be up before 
they were through. It’s a_ habit 
that has persisted. But if you try 
to “talk a blue streak,” the chances 
are you won’t make yourself nearly 
as well understood, and will have 
to use up valuable time saying 
things over again. 

Telephone speech should be nei- 
ther too fast nor too slow. If too 
fast, words are jumbled, parts of 
words are lost to the ear, and bad 
sounding forms creep in. If too 
slow, the words sound disconnected 
and lose meaning and interest for 
the listener. Ordinarily, the very 
act of speaking clearly will tend 
to prevent your talking too fast. 

Your voice is carried most clearly 
by telephone when you speak di- 
rectly into the transmitter, with 
vour lips close to the mouthpiece. 
Otherwise, some of the sound that 
ought to reach the listener is dis- 
sipated and will stray elsewhere 
than into the instrument. For best 
telephone results, this is even more 
important than keeping the receiver 
to your ear. 

No shouting or loud talking is 
necessary if you are speaking into 
the telephone properly. In fact, too 
loud talking may actually cause a 
blurred sound and make it difficult 
for the listener to hear and under- 
stand. 

Finally, for most effective use 
of your telephone, the instrument 
should be located as conveniently 
as possible, to permit conversation 
with relaxed ease and a minimum 
of disturbances from physical causes. 

You wish to make your tele- 
phone voice a faithful projection 
of your personality, a messenger 
that conveys good will and gains 
a pleasant response. But ‘since you 
are not face to face with your 
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BE READY TO TALK WHEN 
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listener, there is a tendency to let 
the voice become mechanical and 
without expression. That defeats 
your purpose. For, unfortunately, 
your only means of making a good 
impression is a pleasing tone of 
voice, together with a clear and 
correct way of speaking. 

Your voice over the telephone is 
you. Though no smile or gesture 
can be seen at the other end of the 
wire, you can put a tone or “spar- 
kle” in your voice which will serve 
equally as well. A mechanical 
sounding voice is just as bad as 
an expressionless face. 

Summing up, the Bell Companies’ 
nine rules for more effective and 
more expressive telephone conver- 
sations are: 

1. For distinct enunciation, every 
word, every syllable, every sound, 
must be given its proper form and 
value. 

2. Think of the mouth chamber 
as a mold, in which the correct 
form must be given to every sound. 

3. Move your lips noticeably. 

4. The teeth should never be 
kept closed in speech. 

5. As your voice is the most 
direct expression of your inmost 
self, you should be careful, through 
your voice, to do yourself justice. 

6. You may know what you are 
saying, but others will not know 
unless you make it clear to them. 

7. Through practice, we can 
learn to speak more rapidly but 
still with perfect distinctness. 

8. Good speech is within the 
reach of everyone, through con- 
scientious practice. 

9. The courtesy of face-to-face 
conversation, where the smile plays 
such an important part, can be 
expressed over the telephone only 
through the tone of voice and a 
careful choice of words. 
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N-A-X HIGH-TENSILE, with its 50 percent greater strength 
than that of mild carbon steel, means that thinner sections 
can be used . . . resulting in lighter weight of products. 
Because it is an alloy steel, it possesses much greater resist- 
ance to corrosion with either painted or unpainted sur- 
faces. It has high fatigue and impact values, at normal and 
sub-temperatures, with the abrasion resistance of a medium 
high carbon steel . . . resulting in longer life of products. 





N-A-X HIGH-TENSILE has outstanding cold-forming prop- 
erties, and its response to welding, by any method, is 
excellent. Due to its inherently fine grain and higher hard- 
ness, it can be ground and polished to a high degree of 
lustre at lower cost than possible with mild carbon steel. 
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Keep up to date on judicial rulings 








Recent Court Decisions Modify 


Former Legal Interpretations 


By Leo T. Parker 


URING 1952 the higher courts 

rendered many new and out- 
standing decisions affecting purchas- 
ers. Several of these new decisions 
reverse the older law. I shall review 
these and relevant cases with ex- 
planations designed to assist readers 
to prepare to avoid expensive legal 
entanglements. 


Paper Is Deceiving 


Under ordinary circumstances a 
purchaser who neglects to read a 
contract is obligated by its terms. 
However, if through deception the 
purchaser fails to read a contract, 
he is not bound to fulfill the assumed 
obligations. 

For example, in Whitton v. Sparks, 
114 N.Y.S. 185, it was shown that 
a purchaser signed what was a re- 
ceipt on one side, but on the other 
side of the paper there was a con- 
tract which he did not read. 

In subsequent litigation, the 
higher court held the purchaser not 
obligated by the contract. The court 
said: 

“The purchaser should not be 
bound by the provisions on the back 
of the paper, the face of which 
looked like a receipt.” 


When "Puffing" Is Guarantee 


Modern higher courts consistently 
hold that if a seller tells an ex- 
perienced purchaser that the subject 
of the sale is in “number 1 condi- 
tion,’ or “you can’t do better”, or 
“you will be satisfied with this 
merchandise,” such statements are 
mere “puffing” and do not amount 
to a guarantee. Hence, the seller is 
not liable for “breach” of such state- 
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ments. On the other hand, if the 
prospective purchaser is not ex- 
perienced with the subject of the 
sale, these statements are held by 
the higher courts to be an expressed 
absolute guarantee for which breach 
the seller is fully liable. 

For example, in Logue v. Hill, 238 
S. W. (2d) 753, the testimony 
showed facts as follows: A man 
named Logue had never owned or 
operated a tractor. Therefore he 
knew nothing about tractors. A man 
named Hill attempted to sell Logue 
a used tractor and stated to Logue 


YOU CAN HAVE IT FOR $500 


4+ + 


The higher court held that as 
Logue had had no experience with 
tractors, the statement by Hill that 
the tractor was “in A-1 shape” was 
an absolute guarantee that the trac- 
tor would operate satisfactorily 
without necessity of immediate re- 
pairs. This court explained further 
that if Logue had had previous ex- 
perience with tractors, such a state- 
ment would have been’ mere 
“puffing” of the tractor, and would 
not have amounted to a_ legal 
guarantee. 

The court held that Hill breached 


ITS A DEAL 
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that the tractor was in “A-1 shape.” 
After Logue had used the tractor 
for approximately six months, he 
sued Hill for $1,400, the purchase 
price of the tractor and proved it 
was not in first class condition. The 
testimony showed that it had needed 
new rings, connecting rods, and 
other parts to be “in first class 
shape.” 











AT WHICH END OF THE PHONE WAS THIS CONTRACT MADE ? 
IT MAKES A DIFFERENCE IN COURT 


a valid guarantee. Therefore, under 
ordinary circumstances, Hill would 
have been compelled to take back 
the tractor and refund the full pur- 
chase price of $1,400, plus legal in- 
terest, to Logue. However, since 
Logue kept the tractor for six 
months before complaining or suing 
Hill, the higher court held that 
Logue must keep the tractor, and 
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he could recover from Hill only 
$240.35, the amount Logue paid for 
repairs. The court said: 

“Where the goods have been de- 
livered to the buyer, he cannot 
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rescind the sale . .. if he fails to 
notify the seller within a reasonable 
time of the election to rescind .. .” 


Where To File Suit 


Considerable discussion has arisen 
from time to time over the legal 
question: “Where must a purchaser 
file a suit on a contract?” 


For example, in Morris v. Harbor 
Boat Building Company, 247 Pac. 
(2d) 589, the testimony showed 
facts as follows: One Morris con- 
tracted to purchase a Harco 40 
Cruiser, with certain extras, at 
$30,215. 

Subsequently Morris filed suit and 
testified that the seller fraudulently 
represented that the boat would 
maintain a speed of 36 miles per 
hour and had a cruising range of 
250 miles when, in fact, the max- 
imum speed of the boat was 28.32 


DRAGGING YOUR ANCHOR, BUD ? 


ILL SUE THE MAKER 
OF THIS TUB 








IF A PRODUCT FAILS TO PERFORM AS PROMISED PURCHASER 
MAY CLAIM MISREPRESENTATION 


The answer is: In the state and 
county where the contract was made. 

For example, in Traders Oil Mill 
Company v. Arnold Brothers Gin 
Company, Inc., 225 S. W. (2d) 1011, 
the testimony showed facts as fol- 
lows: About the first of September 
the Arnold Company made a tele- 
phone call from Houston County to 
Traders in Fort Worth and made an 
oral contract by which the Traders 
Company bought certain cotton seed. 

Legal controversy arose between 
the Arnold Company and Traders 
Company over payment for the seed. 
The former filed a suit against the 
Traders Company in Houston 
County from where the telephone 
call was made. 

The higher court held that where 
a telephone offer is made in one 
county and accepted in another 
county, the contract is “made” in 
the county in which the offer was 
accepted. Therefore, the suit must be 
filed in Fort Worth where the con- 
tract was accepted. 


Damages For Misrepresentations 


According to a late higher court 
decision, if a jury decides that a 
seller misrepresented his merchan- 
dise, the purchaser may recover 
damages equal to the contract price 
minus the present value of the 
merchandise. 
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miles per hour and the average 
cruising range was only 175 miles. 

Although Morris failed to comply 
with the seller’s guarantee and did 
not return the defective parts, the 
higher court held that this evidence 
did not preclude Morris from re- 
covering damages for fraudulent 
representations as to the speed and 
cruising range of the cruiser, if he 
convinced the jury that the alleged 
fraudulent representations actually 
were made. 

The higher court explained that 
in cases where fraud is proved, the 
purchaser may recover the differ- 
ence between the contract price he 
paid to the seller and the actual 
value of the purchased merchandise 
or equipment. 


Blank Space 


According to a late higher court 
decision, a blank space in a con- 
tract does not invalidate the con- 
tract. 

For instance, in Wilson v. Bankers 
Investment Company, 47 So. (2d) 
779, the testimony showed facts as 
follows: One Foster bought an auto- 
mobile in Oklahoma and executed 
a chattel mortgage for the balance 
of the purchase price. This mortgage 
was assigned to the Bankers Invest- 
ment Company. Later the Okla- 
homa Tax Commission issued to 


Foster a certificate of title reciting 
that the car was subject to a lien of 
(blank space) in favor of Bankers 
Investment Company. 

Foster sold the automobile to one 
Wilson, assigning to him the certifi- 
cate containing the blank notation 
about the outstanding lien. Wilson 
had Foster take oath that there was 
no lien or mortgage on the car, and 
soon afterwards sold it to a man 
named White who had no knowledge 
of the lien on the car, since his cer- 
tificate of title had no notation re- 
garding the Bankers Investment 
Company’s lien. 

In subsequent litigation the coun- 
sel argued that since the blank 
space contained no amount, the 
notification of a lien: is invalid and 
therefore neither White nor Wilson 
was responsible. 

Nevertheless the higher court 
held that Wilson must pay to the 
Bankers Investment Company the 
full amount due on the mortgage, 
plus legal interest. The court said: 

“The lack of the exact amount 
and the statement that the accuracy 
of the information could not be 
guaranteed gave Wilson no excuse 
for making no inquiry of the liener 
about the amount unpaid.” 

Therefore, the law is established 
that if a seller’s contract contains 
a blank space, it is the buyer’s legal 
duty to demand the seller to proper- 
ly fill in the blank space. 


Must Pay Depreciation 


Recently a higher court rendered 
an unusual decision to the effect 
that if a purchaser innocently and 
in good faith purchases merchandise 
or equipment without receiving a 
good title, he must return mer- 
chandise to its true owner and also 
pay depreciated value during the 
period he used it. 

For example, in Onwiler v. Bur- 
trum, 236 S. W. (2d) 157, the 
testimony showed facts as follows: 
One Burtrum sold his automobile 
to an automobile dealer who gave 
Burtrum a bank check. Burtrum 
did not part with the certificate of 
title. The dealer sold the car to one 
Onwiler who did not obtain the cer- 
tificate of title, but relied upon the 
dealer’s promise to mail it to him 
when the dealer received it from 
Burtrum. 

Burtrum’s bank check was not 
paid by the bank on which it was 
drawn, and Burtrum sued Onwiler 
to recover possession of the auto- 
mobile. 

Onwiler argued that he had in 
good faith paid the dealer for the 
automobile which Burtrum had al- 
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lowed the dealer to have in his pos- 
session, and for this reason Bur- 
trum forfeited his right to claim 
ownership of the car. 

The higher court held that Bur- 
trum could take possession of the 
automobile from Onwiler, who must 
also pay Burtrum $850 depreciation 
on the automobile. 


Depositor Relies Upon Bank 


Recently a higher court laid down 
this law: Although a purchaser is 
negligent in the issuance of bank 
checks, or an unreasonable length 
of time expires before discovery of 
the forgeries, yet the purchaser owed 
no duty to the bank with reference 
to the endorsements. In other words, 
this late higher court held that the 
prime obligation of the bank is to 
be sure that the endorsements and 
signatures are genuine. 

For illustration, in National v. 
United, 142 Federal Reporter (2d) 
474, it was shown that certain checks 
were negligently issued on fraud- 
ulent vouchers. The names of the 
payees were forged by a dishonest 
employe. The testimony proved that 
the employer was negligent in not 
sooner discovering the fraud. How- 
ever, in every case the checks were 
cashed or deposited in banks and 
thereafter paid on demand by the 
employer on the faith of the bank’s 
guarantee of the endorsements. 

In view of this testimony the 
higher court held the bank liable to 
the employer, and said: 

“The primary obligation of the 
bank was to see to the genuineness 
of the endorsements continued 
throughout.” 


Title Showed Note Encumbrance 


According to a _ recent higher 
court, if a seller gives a purchaser 
of encumbered merchandise a clear 
certificate of title and possession of 
the merchandise, such seller may 
suffer financial loss if the purchaser 
of the encumbered merchandise sells 
it to an innocent buyer. 

For example, in Rice v. Smith, 74 
Atl. (2d) 535, the testimony showed 
that a seller sold merchandise under 
a conditional sales agreement to one 
Smith. Smith paid down a small pay- 
ment and signed the conditional con- 
tract which contained a clause that 
“Title to the merchandise shall not 
pass by delivery to the Buyer 
(Smith) but shall remain vested in 
and be the property of the Seller or 
Assigns until the purchase price has 
been fully paid.” 

Smith was permitted by the seller 
to obtain a certificate of title which 
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showed no lien or encumbrance. 
Soon afterward Smith sold it to the 
Betres Sales Service, which was an 
innocent purchaser for value, with- 
out notice of the conditional sales 
contract. 

The higher court held that the 
Betres Sales Service could keep the 
merchandise without any liability or 
payment to the original seller and 
said: 

“Furthermore, applying the uni- 
versally accepted princip!e that when 
one of two innocent persons must 
suffer through the fraud of a third 
person, the one who made it possible 
for the fraud to be perpetrated must 
bear the loss, it readily appears that 
the loss in this case shou'd be borne 
by the mortgagee who placed him 
in a position to perpetrate a fraud 
upon innocent purchasers without 
notice of the mortgage (conditional 
sales agreement)... .” 


Washington Law Protects 
Careless Sellers 


For many years the higher courts 
have held that a seller of mer- 
chandise has no recourse if he en- 
dorses a certificate of title or bill of 
sale in blank, and later an imposter 
defrauded the present possessor of 
the merchandise. In other words, 
this is the general law unless a very 
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the purchaser or not, shall divest 
the owner of his rights to such 
property or merchandise. 

The testimony showed that a 
seller of equipment gave a purchaser 
a certificate of title endorsed in 
blank. The purchaser gave the seller 
a bank check in the amount agreed 
upon. The seller deposited the check 
for collection and later learned that 
the check was a forgery, and the 
purchaser was an imposter. In the 
meantime, the purchaser sold the 
equipment to one Eckern, giving the 
name of George Carroll. Mr. Eckern 
noticed that there was no signature 
on the blank line and told the man 
he would not accept the instrument 
without such a signature, where- 
upon Carroll took the certificate of 
title away, forged the original sell- 
er’s name as legal owner, and re- 
turned with it. Thereupon, Eckern 
paid Carroll in cash. Later Eckern 
sold the equipment to one Olsen. 

When the original seller discov- 
ered that the check received as pay- 
ment from Carroll was forged, and 
learned that Olsen had the equip- 
ment in his possession he sued Ol- 
sen for possession. 

In view of the above mentioned 
state law the lower court held that 
Olsen, the innocent purchaser, must 
give up possession of the equipment 
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IF SPECIAL LEGISLATION SEEMS INEQUITABLE, THE COURT 
MUST STILL FOLLOW THE LAW AS WRITTEN 


unusual state law regulates the 
rights of innocent purchasers of 
merchandise. Such a law has been 
enacted in the State of Washington. 

For example, in Richardson v. 
Seattle-First National Bank, 229 Pac. 
(2d) 341, it was shown that a law 
of the State of Washington now 
provides that all property and 
merchandise obtained by larceny, 
robbery, or burglary shall be re- 
stored to the owners. The law 
further provides that no sale, 
whether in good faith on the part of 


to the original seller whose negli- 
gence in giving Carroll a blank bill 
of sale for a forged bank check 
resulted in the deception. However, 
the higher court said: 

“It is but the enforcement of the 
old and familiar rule that of two 
innocent persons, one of whom must 
suffer by the fraud of a third per- 
son, he who has put it in the power 
of such third person to commit 
the fraud must be the sufferer. 
Whether the result of the present 
case be considered equitable or not 
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The New Louisiana Purchase 


VERY day America crosses a frontier—the 

frontier of a new market. It is the market 
created by an ever growing population. Since 
Pearl Harbor, our population has increased 
2342 millions—more than all the people now 
living in the region west of the Mississippi once 
called the Louisiana purchase, that vast billion- 
acre area which provided us with geographical 
frontiers for a hundred years. 

During 1952, 8,500 babies were born daily, 
increasing our population by nearly 3,000,000 
people. New families and bigger families need 
more and bigger houses, more food, clothing, 
cars, roads, hospitals, churches, schools. Their 
needs call for continuing and increasing pro- 
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duction from farms and factories. 

There are those among us who say a decline 
in government spending will bring depression. 
But where is there room for depression when 
we add the population of another Minnesota or 
an Iowa to our nation each year—when the 
need for goods and services increases steadily? 
In fact, only by tapering off our vast programs 
of government spending can industry and 
business hope to provide sufficient goods to 
maintain our present standard of living and 
satisfy the demands of our ever growing 


population. 
Let no one tell you America has crossed its 


last frontier. 
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is a problem for the legislature and 
not the courts. Until the legis- 
lature sees fit to make such statu- 
tory changes, I am forced to the con- 
clusion that the decision is cor- 
rect.” 

Hence, this higher court clearly 
indicated that this unusual law of 
Washington should be amended, re- 
vised or repealed by the State 
Legislature. 

As above mentioned, no law of 
other states so protects a negligent 
seller. Hence, the higher courts gen- 
erally hold that a seller cannot re- 
possess merchandise from an inno- 
cent buyer, if the testimony shows 
that the seller carelessly gave an 
imposter a blank certificate of title. 
or otherwise enabled the imposte: 
to give an apparently good title to 
one who later purchased the mer- 
chandise in good faith. 


Purchaser Defaults 


Considerable discussion has arisen 
from time to time over the legal 
question: “Is a sale contract valid 
and enforceable by which the seller 
is given the right to take possession 
of merchandise from a_ purchaser, 
keep it and all prior payments made 
by the purchaser, if the purchaser 
misses one single installment pay- 
ment?” 

According to a late higher court 
decision the answer is, Yes. 

_ For instance, in Rutledge v. Uni- 
versal, 237 S.W. (2d) 469, the testi- 
mony disclosed that one Rutledge 


BUT IT'S THE SAME 100 BUCKS 


out notice or demand for perform- 
ance or legal process, enter any 
premises where the car may be 
found, take possession of it . . . and 
retain all payments as compensation 
for use of the car while in custom- 
er’s possession. The car may be sold 
with or without notice, at private 
or public sale (at which the holder 
may purchase) with or without hav- 
ing the car at the sale; the proceeds 
less all expenses shall be credited 
on the amount payable hereunder: 


customer shall pay any remaining 
balance as liquidated damages fo 
the breach of this contract and shal}! 


receive any surplus.” 

After making six monthly pay- 
ments the purchaser. became behind 
with his payments. Some days later 
the seller repossessed the equip- 
ment. 

In subsequent litigation the highe: 
court held that the seller was justi- 
fied in taking possession of the 
equipment and further that the pur- 
chaser must lose or forfeit the pay- 


ments he had made. This court 
said: 
“Where a vendor sells certain 


property, to be paid for in install- 
ments by the vendee, and enters into 
a written contract with the vendee, 
retaining the title to the property. 
with a stipulation in the contract 
that, if any of the installments are 
not paid, the vendor ‘shall have the 
right to take possession of said 
property without any legal process. 
and all payments made up to the 
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SOMETIMES ITS NOT WHAT YOU DO, BUT HOW YOU DO IT, THAT 
MAKES A THING LEGAL OR ILLEGAL 


bought certain equipment and sign- 
ed a conditional sales contract which 
contained this clause: “If the cus- 
tomer (purchaser) defaults on any 
obligation under this contract, the 
full balance shall without notice be- 
come due forthwith. . . . Customer 
(purchaser) agrees in any such case 
and the holder (seller) may, with- 
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time of default shall be applied as 
rental for said property and depre- 
ciation in value’ the contract is one 
of conditional sale. Where the ven- 
dee defaults as to some of the pay- 
ments, the vendor, as between him- 
self and the vendee, nevertheless 
has that right under the contract so 
far as mere possession of the prop- 





erty is concerned, to remove it with- 
out any legal process.” 

For comparison, see Ellis vy. 
Smithers, 206 Ark. 247. This court 
held that a seller has a lawful right 
to take possession of merchandise 
without legal action just so long as 
he did not use force, deception or 
fraud, if the conditional contract of 
sale so provides. 


What Is Monopoly? 


Recently some discussion has arisen 
over the answer to these questions: 
“Under what circumstances does a 
corporation violate the Sherman 
and Clayton anti-trust laws? What 
legal rule is usuable to determine 
whether or not a monopoly exists?” 

The higher courts hold in order 
that the government may take de- 
terring steps under the Sherman 
Anti-Trust Act, it is not essential 
that the result of a “combination” 
be a complete monopoly. In other 
words, it is sufficient if the testi- 
mony tends to deprive the public 
of the advantages which flow from 
free competition. 

For example, in United States v. 
Bess et al. 96 Fed. Supp, 304, the 
District Court of the United States 
held that a corporation violated the 
anti-trust laws where the testimony 
showed that it produces 65% of all 
the concrete block machines in the 
United States. This court said: 

“We conclude that the defendants 
have combined and conspired to re- 
strain and to monopolize interstate 
trade and commerce in concrete 
block machines in violation of Sec- 
tion 1 and 2 of the Sherman Act. . . 
When two closely related corpora- 
tions have 65% of the dollar value 
of any industry and the balance is 
divided between over 50 other 
manufacturers, with the nearest 
competitor having less than 8% of 
the whole, we believe that such a 
combination has to all intents and 
purposes a monopoly within the 
meaning of the law.” 

For comparison, see United States 
v. Reading Co. 96 F. Supp. 304. This 
court held that if a corporation pro- 
duces 331/3% of the total output of 
a commodity, this is sufficient to 
prove a monopoly. Also, see United 
States v. Lehigh, 96 F. Supp. 304. 


Usury Explained 


Considerable discussion has arisen 
from time to time over the legal 
question: When is a seller, dealer 
or finance company guilty of usury 
on installment sales? 

For illustration, in Gifford  v. 
State 229 S. W. (2d) 949, the testi- 

(Please turn to page 344) 
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Fort Howard Paper Towels are easier on your hands — 
| fli because they are Acid Free. Besides, Fort Howard Towels 
offer Controlled Wet Strength for towels that stay strong 
and firm when wet, without sacrificing softness or ab- 


sorbency . . . and Stabilized Absorbency for towels that 
retain uniform drying power regardless of towel age. 


D It’s this combination of unique features that make Fort 
Howard your most economical buy in paper towels — 
because one Fort Howard Towel does a better, faster 
job of drying than two or more inferior towels. 

Fort Howard Paper Towels are available in seventeen 


wa grades and folds, to fit any folded towel cabinet. They're 

| = e's always available, always high quality, always priced right! 

WS, For full information and samples, write Fort Howard 
eH | 


are acid free! > i Paper Company, Green Bay, Wisconsin or call your Fort 


Howard distributor salesman today! 
FORT HOWARD PAPER COMPANY, GREEN BAY, WISCONSIN 
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For 33 Years 
Manufacturers of Quality 
Towels, Toilet Tissue and 
Paper Napkins 


Fort Howard 
Towels Fit 
Any Folded 
Towel 

Cabinet 
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New Products 





OCTUPUS—AND A HALF: Baker-Raulang Company calls this new 4000-Ib. capac- 
ity fork truck the “Octupus”, but it handles half again as many jobs as the eight- 
footed mollusk. Among the things it can do: handle ordinary pallet loads; work as 
a side-shifting truck to spot loads in “tight” areas; haul and stack drums and paper 
rolls, using its clamps; dump, haul and stack tote-box loads; pick up a variety of 
pallet sizes after automatically adjusting for proper fork spacing; empty drum- 
loads of bulk material by hydraulically tilting drums in a vertical plane; lift bales 
of cotton and crude rubber with new attachment. 
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New Heaters For Large 
Industrial Areas 


Delivering large volumes of heated 
air for extensive areas is a problem 
met by an improved line of indus- 
trial heaters. These self-contained 
units, ranging from 100,000 to 2,500,- 
000 Btu/hr in heating capacity and 
from 2,000 to 25,000 cfm in air velo- 
city, may be floor, wall or ceiling 
mounted. They may be mounted in 
either upright or inverted position 
when wall-mounted. The line in- 
cludes a heavy-duty model specif- 
ically designed for steel, rubber, 
and paper mills. Accessories include 
filter boxes for built-in mechanical 
air cleaning. Manufacturer is West- 
inghouse Sturtevant Division, 200 
Readville St., Hyde Park, Boston 
36, Mass. 


Hydraulic Puller Is 
Remotely Controlled 


A remotely controlled hydraulic 
puller for both pulling and pushing 
is being manufactured by Temple- 
ton, Kenly Co., Chicago, Ill. Be- 
cause it can be remotely controlled, 
workmen can operate it from a safe 
location. A unique “center-hole” 
construction extends the application 
of the puller to pulling axles, shafts, 
etc., because a connecting rod can 
be attached to the object to be pulled 
and the rod drawn through the 
center of the device. The unit can 
also be used where lack of space 
prohibits the use of self-contained 
pullers or jacks. The puller is port- 
able and available in capacities from 
10 to 100 tons. 
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EFFICIENT... ECONOMICAL... ATTRACTIVE PACKAGING! 


The eight illustrations shown are examples of the many 
types of all-fibre, and metal end containers that can be 
furnished. 

STURDY CONSTRUCTION .... Unusually wide range of sizes. 

OPTIONAL ADDED PROTECTION ... Special liners which are 

moisture resistant and greaseproof ensure safety to various 

products. 

@ EXTERIOR TREATMENTS ... Labels and colored spiral wraps 
may be specified for attractive and distinctive packaging. 

@ MULTIPLE PACKING ADVANTAGES ... Cleveland Containers 
are delivered in high-test corrugated cartons . . . convenient 
to handle . . . space-saving. 

® The LARGE PRODUCTION CAPACITY of our conveniently located 
plants ensure prompt customer service . . . at LOW COST. 

® DETAILED INFORMATION IS_ AVAIL- 
ABLE on all types of Cleveland Con- 
tainers. Ask us for experienced sug- 
gestions, or write for special folder to 
help meet your needs. 


Why pay more? ... for the best Call Cleveland! 


Ue CLEVELAND CONTAINERG 






























Plain All-Fibre Can 

All-Fibre Jacket Can 

Metal End Slip-Cover Can 
Metal End Friction Plug Can 
Metal End Turn Sifter Top Can 
Metal End Screw Top Can 
Metal End Telescope Case 
Unit Pack Can 













6201 BARBERTON AVE. CLEVELAND 2, OHIO 

e All-Fibre Cans © Combination Metal and Paper Cans 

® Spirally Wound Tubes and Cores for all Purposes 
7 


7 * 
PLANTS AND SALES OFFICES: Cleveland, Detroit, Chicago, Plymouth, Wise, 
Jamesburg. N. J. Ogdensburg, N.Y. © ABRASIVE DIVISION ot Cleveland 
SALES OFFICES: Grand Central Terminal Bidg., New York City; Weshington 
Ges Light Bidg., Woshington, 0. C., West Hartford, Conn; Rochester, N.Y. 
Cleveland Contoiner Caneda, itd. Prescott, Ontario * Offices in Toronto and Montreal 
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INFORMATION 4 ROPE USERS 





UNCOIL 
ROPE 


HOW TO 








-" Ame coil pm Cut lashings 

Brand” pom on inside and 3, Grasp tag 
“4 id oe remove. Leave end and pull 
heal © wrapperaround 4 

placed tag end coll we how P- 


up. 


rope clean. 


4. This is correct. Wrapper and lashings 
have been removed to show clearly how 
first turn comes off the bottom of the 
coil. If uncoiled any other way, rope will 
kink and tangle. 








CHART FOR MATCHING 
ROPE TO BLOCK 


1000* 68S. ON EACH LEG OF SLING 








Size of Block 
(Length of shell 


Size of Rope 


1000° LBS. 








be inches) (Diameter) 
3” %m" 
4” "4" 
5” %e"-Ve ” 
6” 3/4," 
Y dod 1346"-7%/" 
8” Ya"e1" 
9” + nad 
10” 1%" 
12” 1 4” 





Size of Block 
(Length of shell 


Size of Rope 











in inches) (Diameter) 
14” 1 344" 
1 5” 1 yy, ” 
16” 1 Vn” 


yeonene) 


LBS. 





ALLOW FOR SLING ANGLES 





Wood Snatch Blocks 


Diagram shows how the load in- 











6” W%, a % ” 
8” 1”-1%” 
10” 1%” 
12” 144” 


creases at the sharper sling angles. 
The load at 90° is doubled at 30° 
and is four times greater at 15°. 
For maximum safety and economy 











USE THIS COUPON 
to get a free Weight 
and Strength Chart 
and a copy of the in- 
formative ‘American 
Brand” Cordage book- 


let, 


Name 


Company .. 
Address... 





never use slings of less than 45°. 


American Manufacturing Company, Brooklyn 22, N. Y. 


Rope © Twine © Oakum © Packing © Carpet and Electrical Yarns 
Branch Factory. St. Louis Cordage Mills, St. Louis 4, Mo. 
Sales Offices: Boston e« Chicago e Houston « New Orleans « Philadelphia ¢ San Francisco 


Se ae ena arenes enenen ee aneanam 
American Manufacturing Co., 
Noble & West Sts., Brooklyn 22, N. Y. 


eee eee eee ee eee ee 
CORO EHH REE ORE EEE HEE EEE EHH EHH Eee 
ee ee eee eee eee eee ee eee ee eee eee ee 2 2 
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“Broach Fit” Bushings End 
Cost, Production Problems © 


Many of the cost and producti 
problems associated with the use of 
conventional-type bushings are saig 
to be eliminated by recently intro. 
duced “broach fit” bushings of g 
radically new type. They provide 
for foolproof installations and pre. 
cision results in thousands of appli. 
cations where thin-walled, hardened 
steel bushings are required. The 
makers, Aeroquip Corp., of Jackson, 
Mich., claim that their low cost en. 
ables them to fit the needs wher 
bushings should be used but are not, 
because conventional types are too 
costly. The unique feature of this 
bushing is the broached outer sur- 
face which creates dozens of hard 
cutting edges, eliminating the need 
for expensive close tolerance hole 
making. 


Heavy-Duty Towing 
Tractor Is Streamlined 





Heavy industry will be interested 
in the 12,000 lb. towing tractor de- 
signed by Clark Equipment Co., In- 
dustrial Truck Division, Battle 
Creek, Mich. It is powered by a 6- 
cylinder Chrysler gasoline engine, 
developing 114 brake hp at 3,200 
rpm. The tractor has four speeds 
forward with a maximum of 163 
mph and one reverse speed at max- 
imum of 2.17 mph. An outstanding 
feature is the low silhouette of the 
tractor. It is 12” lower in overall 
height than comparable tractors. 
The operator is also seated 16” 
lower, which provides greater vis- 
ibility. Twin gas tanks, each with its 
own gage on the dashboard, have @ 
total capacity of 25 gal. and enable 
the tractor to operate 10 hours with- 
out refueling. 


Reversible Fans Will 
Cool Warm Areas 


Electrically reversible window 
fans will help a lot in the hot months 
ahead by pulling in cool night air or 
exhausting hot indoor air. In the 
16” and 20” reversible fans being in- 
troduced by Emerson Electric Mfg. 

(Please turn to page 132) 
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"On the ball” 





oe moder nization 


ty B 


for light 
machine drives 


Here’s one way to modernize a lineshaft. It’s 
easy, quick and effective. Belts are short. Ball 
Bearing Units are clean — grease lubricated. 
They require a minimum of servicing — lubri- 
cation, only about once a year. Less wear on the 
lineshaft assures more permanent alignment... 
longer service life. 


The lineshaft illustrated drives special race 
polishing machines. Shaft speed is about 300 
RPM... the load is light. Such a set-up is made 
possible by seven Fafnir Light Series 154” Ball 
Bearing Pillow Blocks. Each unit has the 
famous Fafnir Wide Inner Ring Ball Bearing 
with Self-Locking collar . . . easiest of all to 
install. 


If you are looking for ways to improve plant 
efficiency, invite your Authorized Fafnir Dis- 
tributor to offer his suggestions. Get acquainted 
with all the benefits of “on the ball” moderniz- 
ing of power transmission drives. The Fafnir 
Bearing Company, New Britain, Connecticut. 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE 
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OUR BAGS GOT 
THE SACK! 


“Now our tire chains 
reach the customer 
protected by bright, 
sturdy M.E. boxes. 
Dealers get them in 
perfect condition, give 
them better display, 
and customers like & 
their re-use value.” 





ROOM FOR 2 
MORE LATHES! 


“We store M.E. flats 
in 20% of the space 
required for set-up 
boxes—and assemble 
them only as needed. 
This made room for 
two turret lathes, while 
eliminating delays in 
packaging our re- 
placement parts.” 








ORDERS 
ARE EASIER! 


"M.E. cut our box 
needs to a few basic 
sizes—to package 
socket head screws 
and screw machine 
products in standard 
quantities. We get 
faster, more accu- 
rate order-filling and 
inventories . . . plus 
more attractive 
packages,” 


I) 


METAL EDGE—the engineered method—has solved diverse 
packaging problems in over 100 American industries. 


NATIONAL METAL EDGE BOX CO. 


PACKAGING « MATERIALS HANDLING « INVENTORY CONTROL 





12 14 Callowhill Street, Philadelphia 23, Pa. 










(Continued from page 130) i 


Co., St. Louis 21, Mo., direction of 
rotation is reversed at a flip of the 
switch. Both fans have a two-speed, 
current-saving capacitor motor ang” 
balanced blade that assure maximum 
air flow and quiet operation. Adjust. 
able panels permit installation ig” 
windows 291%” to 38” wide and 
mounting chains supplied with fangs 
permit installation in windows of 





smaller width dimensions. The 1§” 
fan delivers 2,000 cfm and the 2” 
fan delivers 3,200 cfm. 


Tilting Rotary Table 
Is Accurate, Versatile 





A 24” diameter tilting rotary 
table, with a high degree of accu- 
racy together with power rotation 
is announced by Pratt & Whitney, 
Division Niles-Bement-Pond Co., 
West Hartford 1, Conn. The power 
rotation is provided by a 3-phase 
1% hp shell-type motor that has 
been built into the table pivot. The 
table can be rotated through 360° 
in either direction, in any plane of 
arc, by the use of convenient push 
button controls. For fine adjust- 
ments, the table is rotated by the 
use of a hand wheel with a self- 
centering spinner knob. The table 
can be tilted from O through 90°. 
A rapid elevating wheel is provi- 
ded for fast positioning. 


Low-Cost Flexible Tubing 
Is Strong, Versatile 


Many industrial uses will be 
found for a new low cost flexible 
tubing says Flexible Tubing Corp., 
Guilford, Conn. Flexible thinks it 
will, for example, find its application 
for air handling, fume removal, 
dust collection. Made of a rust-re- 
sistant wire helix covered with 
high-count woven fabric coated with 
a tough resinous compound, it is 4 
light weight tubing with relatively 
smooth bore and negligible reduction 
of cross-sectional area in tight bends. 
It has good resistance to oils, gases, 
alkalis and abrasion. It also has good 
aging qualities and is flame resist- 
ant. It is available in diameters 
from 1” to 2%” in 1%” increments. 
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*Also furnished with Red Cover for acetylene 






am & Elevator Belting * Transmission Belting 





The new Thermoid line of molded hose cuts ... Powerflex ... now combine simplifica- 
handling time and storage costs 70°% or tion and versatility with Thermoid top 
more in a wide variety of industrial and quality construction. And Thermoid’s new 
commercial uses! Thermoid’s “Basic Five’: — standard color identification eliminates con- 
Versaflex .. . Versicon. . . Aquair. . . Utility fusion in storage and stock selection! 

















VERSAFLEX VERSICON AQUAIR UTILITY POWERFLEX 
Multi-purpose hose A true all-purpose hose Rugged, dependable Most practical hose Designed specifically 
built to withstand for virtually every hose for handling air, for air, water and illu- for super heated steam 
higher pressures. type of air, gas or water, welding gases. minating gases at at pressures from 100 
Recommended for liquid. Color code: Color code: Green*. pressures from 75 to to 200 psi. Color 
butane, propane, in- Brown. 125 psi. Color code: code: Black. 
secticides, etc. Color Black. 

code: Red. | | 





You can definitely simplify your buying, inventory, storage and stock selection with 
Thermoid’s color-coded ‘‘Basic Five’’. Get full information from your distributor or write 
direct for Hose Catalog No. 3680. It’s yours for the asking. 


hermol 


— woe eee 









 aggaee Mibeect 2 meapeet & Molded Hose 


Theemeold Company « Offices & a Tease. 
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we 
economical 
metal cutting 





Whatever your metal cutting prob- 
lem, VICTOR “Moly’® High Speed 
Power Blades will cut your initial 
blade cost 15%, and give you the ad- 
ditional economy of more efficient 
cutting. 

Quality makes VICTOR Blades in- 
dustry’s preference—top-quality, care- 
fully heat-treated steel, fabricated on 
specially designed equipment, to give 
you fast, economical cutting and long 
blade life. Send for the free VICTOR 
Metal Cutting Booklet which tells 
you how to pick ’em—Gold “Moly’”® 
High Speed or Silver Unbreakable 
High Speed. 


ECONOMICAL SERVICE 
from your 


VICTOR DistripuTOR 


VICTOR “Moly”® High Speed 
Power Blades are always sold 
through the recognized Industrial 
Distributor because he is closest to 
your problems. You know and have 
confidence in him, and he can give 
you delivery from stock where and 
when you want it. 


*" VIC 


SAW WORKS, INC. * MIDDLETOWN, N.Y., U.S.A. 


Makers of Hand and Power Hack Saw Blades, 
Frames and Metal Cutting Band Saw Blades 
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New All-Bolted 
Steel Framing System 


A new system of all-bolted steel 
framing for construction and main- 
tenance work has been introduced 
by Fiexa Steel Products, Inc., 1348- 
50 W. Washington Blvd., Chicago 7, 
Ill. The line includes a wide range 
of concrete inserts, pipe rollers and 
hangers, clamps and other fittings 
suitable for such diversified applica- 
tions as tunnel framing, the hang- 
ing of fluorescent lighting fixtures 
and other electrical equipment. To 
aid in modern framing construction, 
the company announces an engi- 
neering and design service for free 
consultation. 


New Lift Trucks For 
Inside-Outside Work 





Two gasoline-engine powered 
fork lift trucks of 8,000 and 6,000 
lb. capacity, respectively, have been 
released by Hyster Company, 2902 
N. E. Clackamas, Portland 8, Ore. 
Designed as outside trucks, they 
can be operated efficiently indoors 
as well. Special attention is given 
to operator comfort, ease of daily 
servicing, as well as safety. Among 
the many new mechanical features 
are a long-life clutch that can be 
completely removed or installed in 
less than an hour, and large heavy 
duty disc-type industrial brakes 
that eliminate many service and 
maintenance problems. Both trucks 
use powerful industrial engines 
suited to grueling lift: truck work. 


Nut Clip Fastener 


A new nut clip fastener that will 
speedily assemble heavier gage 
sheet metal panels has been an- 
nounced by Prestole Corp., Toledo, 
Ohio. It combines several features 
including: (1) assembly ease of a 
nut clip unit; (2) security and hold- 
ing power of a multiple thread 
fastener; (3) it provides ease in 
clipping fastener onto panel edge; 
(4) it acts as a lock washer when 
assembly is in a fixed position. 
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HODELL 


WELDED AND WELDLESS 


CHAIN 


for every purpose 








When you buy chain... be sure 
to buy from the quality line of 
Hodell Chain that includes 
types and sizes for every in- 
dustrial use. Hodell also man- 
ufactures many formed wire 
specialties and can make chain 
assemblies to your specifica- 
tions. Hodell welcomes the 
opportunity to quote on your 
requirements. Write for the 
Hodell Chain catalog, giving 
complete information. 


HODELL CHAIN COMPANY 
Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 




















PuRCHASING M 

















m a 


Ba 


Marcu, 1953 


oe td 


for good production schedules 


Ww 
This shape is punched, formed and cut 


to exact lengths in one continuous operation from 
cold rolled coils. Many separate operations 
and costly handling are thereby eliminated. 
You can depend upon Roll Formed Prod- 
ucts Company to help you maintain 
your high production schedules. 
Contact us for any quantity 
of simple or complex shapes 
in steel, aluminum, copper, 
brass or zinc. .. . Send blueprint 


for prompt quotation. 
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WIREBOUND BOXES and CRATES 
WOODEN BOXES and CRATES 
CORRUGATED FIBRE BOXES 


STARCH TRAYS - - - PALLETS 











IN A MISFIT CONTAINER? 


The wrong size of hat may look funny, but the 
wrong shipping container is no laughing mat- 
ter. More often than not, it is the cause of 
excessive shipping losses, damage claims and 
transportation charges. 


SUPERSTRONG laboratories are maintained 
for the design of perfectly balanced boxes 
and crates that will enable a product such as 


yours to be shipped safely, compactly and 
economically. 


Nearly a century of experience and dependa- 
bility recommends SUPERSTRONG as a 
source of known quality for your shipping 
container requirements. 


BEVERAGE CASES 





RATHBORNE, HAIR and RIDGWAY BOX 
940 WEST Ist PLACE 
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WOULD YOU SHIP YOUR PRODUCT 


CO. 
- CHICAGO 8, ILLINOIS 








D-C Reactor Safely M 
Current Up To 120,000 Amp, 


General Electric Co., Sche 

N. Y., has a new d-c current 
suring reactor which safely 
sures current up to 120,000 
Normal accuracy is plus-or~mings 
2%. Made in standard m 
1,000, 3,000, 5,000, 8,000 and 19 
amp, the new reactor is q 

up to 120,000 amp. on special order. 
It is designed for users of los 
amounts of d-c current such ag the 
electro-chemical, steel and alum. 
inum industries. The new device 
isolates the control from the ep. 
rent being measured. With the me 
actor, instrument leads are ener- 


gized at low voltages, reducing 
shock hazard. ; 


Test Gage Verifies Pressure 
Instruments’ Accuracy — 





Periodic checking of pressure in- 
struments with a reliable test gage 
can effectively save process fluid or 
otherwise reduce operating costs. 
The Foxboro Co., Foxboro, Mass. 
has a 6” model test gage for sucha | 
purpose. It not only serves in check- 
ing pressure controllers, recorders 
and indicators, but also furnishes a 
standard of accuracy for calibrating 
other pressure testing equipment. 
The 6” test gage is furnished in 
ranges of 0-30 Hg vac. up to 0- 
10,000 psig and is guaranteed accu- | 
rate within % of 1% of the total 
scale at any point throughout its 
range. Suitable tapered pipe male 
thread connections are provided. The 
measuring element is a full 270° 
Bourdon spring of steel or beryllium | 
copper. 





Boiler Water Treatment 
Ends Corrosion, Scale 


One of the most vexatious pro- | 
blems in the steam plant is the 
elimination of boiler scale and cor- 
rosion. A liquid called Borgana, eX- 
tracted from Red Cedar wood by 4 
complex process, is said to be ¢a- 


(Please turn to page 142) 
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CATERPILLAR 
MARINE DIESEL 


National Bearing Castings Help Cool “Cat” Engines 


National Bearing Division’s foundry skill 
permitted a new design in pump efficiency 
and compactness. 


This extremely compact 170 horsepower Marine 
Diesel Engine, with special coolant pump, is a 
new design in efficiency by Caterpillar Tractor 
Co., Peoria, Illinois, makers of famous “Cater- 
pillar” Diesel Engines, Tractors, Motor Graders, 
and Earthmoving Equipment. 

Unusual size restrictions were specified in the 
coolant pump housing. It had to be of tough, 
durable bronze, highly resistant to corrosion by 
raw sea water, and painstakingly cast as the hous- 
ing component for a very compact coolant pump, 
capable of delivering 100 gallons per minute. The 
housing easting design was unusually intricate, 
with wall thicknesses exactly 14" in some areas, 
432" in others. The mold for each casting re- 
quired 14 cores—all perfectly positioned, as the 





AMERICAN 


slightest misalignment would be ruinous. And, 
housings had to be cast to minimize machining. 

“Caterpillar” selected National Bearing Divi- 
sion to provide these special bronze pump hous- 
ings. We were chosen for proven ability to pro- 
duce top quality castings, our unique core 
facilities, and our experience in applying over 
50 years of specialization to customers’ problems. 

Our bronze pump housing castings met—and 
continue to meet — “Caterpillar’s” specifications 
for quality, tolerance, and minimum machining 
in every respect. 

If your product includes copper, bronze, or 
other copper-base castings, it will be worth your 
while to investigate National Bearing Division. 
We produce copper-base castings, large or small, 
with any degree of finish, to precision specifica- 
tions. And, because we are set up for production 
runs, we can probably save you dollars. 

Write to National Bearing Division for com- 
plete information and your copy of our catalog. 


NATIONAL BEARING DIVISION 





4940 Manchester Avenue « St. Louis 10, Mo. 
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Build “Sales Features” 


into your Products with 
g, SPECIAL 
< BOLTS 














¥ 
Bded bg 


@ Why limit the design of your products to ordinary 
fasteners? Special Circle ® bolts can often add sales 
appeal in improved design with greater strength. 
Equally important, you can figure on faster, 
easier assembly at lower unit cost. Call on 
our experience to gain plenty of 
practical advantages. 


@ In specifying and ordering standard 
fasteners, you will find our Catalog 
No. 51 very helpful. Write for 


your copy. 





PRODUCERS OF CI 
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pable of ending boiler wate 
troubles. The distributors of the 
product, Strong, Carlisle & Ham. 
mond Co., Cleveland 13, Ohio, state | 
that adding one quart of the lign; 

per 100 boiler hp per week, wilt'ar K 
fect complete boiler treatment ang | 
overcome one of the major opera. | 
tional problems common to al] types 
of steam boilers (under 400 psi), 

Borgana is claimed to be non-toxic 

to personnel, non-injurious to met. &. 
als or gaskets and generally nop. | 
contaminating. 














Weight Printer Scale 
Cuts Down Losses 


| 
1 
1 
I 
I 
; a 
A weight printer scale, which au- | 
tomatically prints load weight ona | | 
tape or ticket, is said to cut losses. .| ! 
It facilitates accurate record keeping > 
by eliminating opportunity for hu- (7; 
man error. If through inadvertence | | 4 
or accident, the weight printer is | | 
loaded beyond full capacity of the | | a 
dial chart, the scale will weigh and |! ‘§ 
print accurately up to the equiva- I 
lent of nineteen graduations beyond 
the last graduation on the chart. No 
special skill is required to operate |; 
the scale and no computations are || 
necessary. It is made by Detecto || 
Scale Co., Brooklyn, N. Y. ; 
| 
| 
| 
l 
| 
l 
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Manual Welding Gun 


A new manual inert-gas-shielded 
metal-are welding gun _ operates 
with currents up to 500 amp. Its ap- 
plication is for welding copper, 
bronzes, stainless steel, nickel and 
steel. The use of internal water cool- | 
ing in the gun and a water-cooled \ 
welding cable permit high current ~ 
capacity without sacrificing light- 
ness and flexibility of the gun. The 
manufacturer is Air Reduction, 60 
East 42nd St., New York 17, N.Y. 
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ear. @ Standard Oil Field Offices 
Po ai ‘\ 
a 
- \ Right i back yard’ 
Pa . Right in your own back yard: 
o* \ 

ar cS \ @ If your plant is in the Midwest, you can benefit from a service-distribu- 
o* NI pG \ tion set-up that is unique in the oil industry —there’s a Standard Oil office 
+ PN N Ps soci \ and warehouse practically right in your own back yard. The nearness of 

ort pw coq vice is “ \ that service-supply center holds important advantages for you. 
nr 4.4ca0™ op - \ Faster Deliveries. You needn't worry about production delays caused by 
ows * out mids s\ant \ late shipments of necessary lubricants and fuels. You can avoid the expense 
gant wt g YOUR * opt \ and trouble of stocking large quantities of lubricants and fuels within 

ate - pe ae serie ‘ your plant. 
ce ee of og geri . : A Complete Supply. Every lubricant and fuel necessary to the efficient 
/ se yo are ass ogre : wae \ operation of your plant will be carried in the warehouse at your nearby 
be 4 - 1 usb tsi \ Standard Oil service-supply center. You can always get the product you 
gro 4 OF © YO icants \ need when you need it. 
yubt pt sned 1 er ‘08 oP \ On-the-Spot Engineering Service. Your nearby Standard Oil service- 
ca) a ng 5 \ supply center is headquarters for a Standard Oil Lubrication Specialist who 
Eg yu eases \ is assigned to your plant. He is close at hand to give you help when you 
we cued ool yosica™ + need it. He has plenty of practical experience. He has been specially 
” ech ect 1 trained for his job in a Standard Oil Lubrication Engineering School. He 
geseor™ wwe you Z is backed by Standard Oil's extensive research and technical facilities. 
4 ma wer a To arrange for his visit, phone your nearby Standard Oil serv- 
provi oe” ice-supply center or write to: Standard Oil Company (Ind.), 
ag n 910 South Michigan Avenue, Chicago 80, IIL. 
oo 
ae 
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Attachment Leaves Tap Free 
For Thread Cutting Only 


The problem of taking the tapping 
load off the tap and leaving it free 
for thread cutting is solved by a new 
lead screw tapping attachment de. 
signed for use in a standard drill 
press. The manufacturer, Automa- 
tic Methods, Inc., Div. 244, New. 
ark, N. J., claims the “rolled thread” 
lead screw and adjustable split nyt 
in which it works, carries the driy- 
ing load, whether applied by an un- 
skilled operator or by other driving 
force. It thus takes the strain from 
the tap, except that required for 
actually cutting the thread. Taps are 
held in Jacobs Rubberflex collets 
for sizes from #0 to %4” and #10 
to 5/16”. Lead screws and nuts 
are in 20, 24, 28, 32, 36, 40, 44, 48 
56, 64, 72, and 80 pitches. 


Very Small Switch Assemblies 
Have Variety of Applications 





A new series of extremely small 
multiple rotary switch assemblies, 
originally designed for aircraft use, 
are adaptable to a wide variety of 
applications, says Micro of Free- 
port, Ill., a division of Minneapolis- 
Honeywell Regulator Co. Among 
some of these applications are: 
lighting control, X-ray and elec- 
tronic equipment and electric wind- 
shield wipers. One of the most pop- 
ular of the series is a ganged as- 
sembly of seven Micro “V3” type 
basic switches with  single-pole, 
double-throw contact arrangement. 
Each basic switch measures only 
13/32” x 5/8” x 1-3/32”, and the 
entire assembly measures 132” x 
1-5/8” x 3-3/4”. 


Board Provides Insulation 
And Attractive Appearance 


Insulation in low exposed ceilings 
where maximum attractiveness is 
desired can be effected with sanded 
form board. The board is manufac- 
tured by the Owens-Corning Fiber- 
glas Corp., Toledo, Ohio, from Fi- 
berglas preformed insulation. The 
sanded board combines the ad- 

(Please turn to page 146) 
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HE’LL GROW FROM THIS 


BEFORE YOUR WESTINGHOUSE 
FLUORESCENT LAMP BURNS OUT 


a a a ee ee ee ee ee ee ee ee ee ee ee I 


Yes, the standard Westinghouse Fluores- 
cent lamp burns many years in the average 
home ... for 3% years in an office or factory. 
This unsurpassed fluorescent lamp life span is achieved 
through Westinghouse research, engineering, and carefully con- 
trolled manufacturing techniques and processes. 
For details contact your Westinghouse lamp supplier or write to 
Westinghouse Lamp Division, Bloomfield, N. J. 


you CAN BE SURE...IF “> Westinghouse 
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AGE FENCE“: 


© AMERICA’S FIRST WIRE FENCE e 


¢ : tom ae | . | é 
\/\ Could you ame yourself if failure to safeguard 


property resulted in loss? After all, isn’t property protection a 
responsibility of all management? Security is a job for Page 
Chain Link Fence, available in heavily galvanized Copper- 
Bearing Steel, rust-immune Stainless Steel or corrosion-resist- 
ing Aluminum. But PAGE means more than a quality product. 
It is a complete fence service, performed by more than 100 
firms having technical training and fence erecting know-how, 
and conveniently located throughout the country. For illustrated 
data on Page Fence and name of experienced firm nearest you— 


Wrtte to PAGE FENCE ASSOCIATION in Monessen, Pa., 


Atlanta, Bridgeport, Chicago, Denver, Detroit, Los Angeles, Philadelphia, 
New York or San Francisco. 


PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 





TURN THE HEAT ON TOOLS AND DIES 
With Quick-Acting JOHNSON Furnaces 


Save time, save gas...heat treat carbon and 
high speed steel tools and dies with JOHNSON 
No. 130A. Two sizes offer wide temperature 
range. Powerful burners provide fast, uniform 
heat with time saving speed. Temperatures 
are easily controlled with accuracy. The 
counter-balanced door opens upwards. Firebox 
7” x 13” x 1614”. Complete with Carbofrax 
Hearth, G. E. Motor and Johnson Blower. 
Write for Complete Catalog. Johnson Gas 
Appliance Company, 003 E Avenue N.W., 
Cedar Rapids, Iowa. 


JOHNSON No. 130A Hi-Speed 
For temperatures 1400° to 2350° F. $295.00 


For temperatures 1800° to 2400° F. $325.00 
F.O.B. Factory 


Models also available in smaller firebox sizes. 


Since 1901 FURNACES FOR INDUSTRY. 





(Continued from page 144) 


vantages of the unsanded Fiberglas 
board—economy, fire safety, excel. 
lent noise absorption, etc.—with q° 
more pleasing appearance. The 
product becomes a permanent form 
for the roof deck. Standard size of” 
the board is 32” by 48” by 14" 
thick. The product presents ae 
smooth, sanded appearance as sand. _ 
ing removes any surface roughness, | 
provides a more attractive unpainted _ 
appearance and affords a_ surface 
adapted to painting. 


Overhead Carrier Weighs 
Loads Quickly, Easily 


A new overhead traveling carrier, 
equipped with a hydraulic cell scale, 
quickly weighs all loads in pounds 
or kilograms, all loads handled. The | 
hydraulic cell is operated by a lev- 
er to which is fastened the upper 
hoist block. Resulting pressure is 
transmitted from the cell to the” 
scale dial by hydraulic tubing. The 
motor-driven tramrail carrier has 
a travel speed of 300 fpm. The hoist 
has a speed of 38 fpm and a lift of 
36’. Both travel and hoisting motors 
are provided with variable-speed © 
controllers. Load capacity of the 
unit is three tons. It is built by 
Cleveland Tramrail Division, the) 
Cleveland Crane & Engineering Co, 7 
Wickliffe, Ohio. 


New Turret Lathe 
Tracing Attachment 


Jones & Lamson Machine Co, 
Springfield, Vt., has a completely) 
new turret lathe hydraulic tracing; 
attachment. It is designed for use om 
any of the company’s rams of TA 
saddle universal bar or chucking 
machine for general tracing, multi- 
step shaft, and contour work. The 
new attachment is powered by @ 
differential type cylinder. The tool 
carrying slide is mounted on a 45° 
angle with the spindle axis. In addi-? 
tion to tracing and taper-turning; 
the device also makes available all 
of the known facilities of a turret 
lathe, in effect, on a profiling lathe 
Thus any turret lathe operation 
accomplished without removing W© 
piece. 
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When ITE Circuit-Breaker Co. found it necessary to build their own 
rolling miil to get relatively small quantities of extremely accurate 
strip, they were confronted with the problem of securing compact 
drive units for the rolls, each pair of which must operate at different Iz 
speeds. They found as many others have, that from Master's broad ; " 
line Gearmotors they could select standard units which would give 
. them the RIGHT horsepower, the RIGHT shaft speed in one compact 
unit that they could use RIGHT where they wanted it. 

Probably you will never design a rolling mill. But the next time you 
need motor drives for your 
plant or product,remember  fQuUGHh problem... easy solution 
that Master Motors, available 
in thousands and thousands of types and ratings, give you a selection 
you can get nowhere else. - 

Open, enclosed, splash proof, fan-cooled, explosion proof. . . 
’ horizontal or vertical . . . for all phases, voltages and frequencies 

. in single speed, multi-speed and variable speed types . . . 

with or without flanges or other special features . . . with 5 types 


of gear reduction up to 432 to 1 ratio . . . with electric brakes 
om with mechanical variable i units . . . and for every type 
of mounting . . Master has them all and so can be completely — 


impartial in helpial you select the one best motor drive for YOU. 
Select the RIGHT power drive from Master's broad line and you 

can increase the saleability of your motor driven products . . . 

improve the economy and productivity of your plant equipment. 


. . . 
THE MASTER ELECTRIC COMPANY + DAYTON 1, OHIO 
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“MISSING LINKS” 
MATCHED 


Made with special dies so that. 


each half is pressure fitted. This 
eliminates play between the forg- 
ings, insures perfect fit when 
riveted into chain. There is no 
strain on the rivets. 


INTERLOCKING LUGS 


More costly to put in the dies, but 
they grip firmer and really do the 
work of taking the load. 


here's why 


"MISSING LINKS” 
REPAIR CHAINS BETTER 


A WREV WIT 
BECOMES ™ 


GiInNY i I 
c12 THAN eee y) 


a 


cod 


ORDINARY LINKS 


UNMATCHED 


When loose fitting links are put 
into a chain and the load is ap- 
plied, the rivets take most of the 
strain and tend to shear until the 
links set. This may later cause the 
link to open up under heavy load. 


ROUND LUGS 


Ordinary round lugs fitting into 
round holes don't have the hold- 
ing power, tend to shear or force 
out under strain. 


Laughlin "Missing Links" are made of carefully heat treated, high grade 
steel. They have features found in no other repair links, and are also sup- 
plied in an exclusive pear shaped design in sizes for 34” to 1!/g” chain. 








FOR SAFETY’S SAKE 


34 Fore St., Portland, Me. 
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Buy From Your Local Distributor 


He is in business to give you prompt, courteous ser- 
vice and to save you money, time and trouble. He's 
your one best source for industrial supplies. 


SAY 
LAUGHiIN CO. 









*T. M. Reg. 








Water-Type Machine 
Coolant Contains Wax 


A water-type coolant that con. 
tains wax is now available for 
metal-working machines using water 
soluble-coolants. Tests show that 
the new coolant has exceptional 
lubricating properties and minimizes 
heat at its source, characteristics 
that extend tool life. The wax-forti- 
fied water emulsion provides the 
same advantages that industry has 
experienced with the oil type cool- 
ant containing wax. The product is 
sold as a concentrate to be mixed 
with 20 parts of water before use. 
It is packaged in 30- and 50-gal 
drums by Industrial Products Dept. 
of S. C. Johnson & Son, Inc., Racine, 
Wis. 


Sharpening Attachment 
For Small End Mills 






= 
So 


Two end mill sharpening attach- 
ments, for use on the Nos. 5 and 
10N cutter and tool grinding ma- 
chines respectively, are being mar- 
keted by Brown & Sharpe Co., 
Providence 1, R.I. The peripheral 
and end teeth of straight shank end 
mills from 4%” to 3” dia. are quick- 
ly and easily sharpened using these 
attachments. Their sensitive, free 
turning spindles are of special ad- 
vantage when sharpening’ very 
small end mills having steep spiral 
peripheral teeth. In operation, the 
tooth being sharpened is held in 
contact with the tooth rest while 
feeding the cutter across the wheel 
by longitudinal table movement. A 
knurled diameter at the end of the 
draw-in bolt sensitively controls 
the work. 


Scrap Bundler 


Scrap disposal can be a money- 
making operation in many plants. 
A new machine handles scrap of @ 
stringy nature. The machine forms 
it into compact cylinders for easy 
handling, storing, shipping and re- 
melting according to the manufac- 

(Please turn to page 154) 
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Abraham Lincoln on deserving freedom 


Fred Conway 


Artist 


Those who deny freedom to others deserve it not for themselves, and, 


under a just God, cannot long retain it. (Letter to H. L. Pierce, April 6, 1859) 
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Container Corporation of America 
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Husky haulers on the steel highways 


Diesel-electric locomotives are mar- 
vels of speed and pulling power. A 
dozen years ago less than a thousand 
were in use. On America’s railroads 
today, some 19,000 diesel units are 
hauling more than half the nation’s 
passengers and freight. 


Powerful storage batteries are 
required to start these giants of the 
rails. In the passenger cars, other 
batteries provide power for lighting 
ind air-conditioning. And in every 
department of railway signaling and 
communications, storage batteries 


are vital equipment. For all of these 
important services, thousands of 
Exide Batteries are being used. 

There are Exide Batteries for every 
storage battery need. They supply 
motive power for battery-electric 





BATTERIES 


“Exide” Reg. Tradeemark U.S. Pat, OF”. 


industrial trucks and mine haulage 
units that help to speed production 
and cut handling costs. Exide 
Batteries are used extensively by 
telephone, telegraph and cable com- 
panies...radio and television stations 
... electric light and power plants. 


They perform many vital services 
on air-transport and government 
planes. . .on ocean liners, freighters, 
fishing craft and pleasure boats. 
And on millions of cars, trucks, trac- 
tors and buses they daily prove that 
“When it’s an Exide, you start.” 


1888...DEPENDABLE BATTERIES FOR 65 YEARS...1953 


THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 + Exide Batteries of Canada, Limited, Toronto 
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BATH TAP CHART 
Correctly Ground Chamfer 


VE TEE 


PEP r CEein 
ti | 








At work — the taps with chatter marks, 
Pete doesn’t give a damfer. 

He always specifies Bath Taps 

For a smooth, clean-cutting chamfer! 


At home — Pete cannot quite control 
Dull “chatter” by his Wife. 

The “waste material” she picks up 

Is shortening poor Pete's life! 


An important phase of Bath tap manufacture is chamfering — or, 
the grinding of the tapered outside diameter at the front end or 
point. The grinding is smooth when cutting away the crests of the 
first few threads — you'll find no chatter marks to pick up material 
or load. All Bath Taps are carefully checked at the plant for length 
of chamfer or number of threads specified. 


Taps will dull with everyday use — and it is well to keep these 
things in mind: 


Is the chamfer sharp? 
Is the chamfer the right length? 
Is the point diameter right for the size hole to be tapped? 


Only one thread should enter to get full benefit of the 
chamfer. Too small a diameter throws the burden of cutting 





on a few threads in the chamfered section. Result — a 
harder working tap, higher tap breakage and bad threads. 
nanan Git naas tee Start the job right — insist on Bath ground from the solid Taps 
atH ¢ — PROFIT BY THEIR and Gages — they’re made for precision and long wear. 
e ° PLUS — PERFORMANCE 
= 4 
. a 
° Pe PLUG AND RING THREAD GAGES @© GROUND THREAD TAPS e INTERNAL MICROMETERS 
. E: 
% > 
CesTe® 
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The Right Viewpoint 





When you're thinking about aluminum or magnesium castings, 
you need the services of an organization with the right viewpoint. 


We're referring, of course, to the right viewpoint toward the best 
possible use of these two light metals .. . ability to do the job;... 
service; ... adequate facilities for production; . . . experience. 


We here at Wellman like to think we have a combination of all 
these things . . . trained, interested personnel, three complete foun- 
dries and a modern pattern shop, almost a half century of experi- 
ence in solving casting problems. 


Why don’t you try us and see how we look from your viewpoint? 


® Well-Cast Aluminum and Magnesium Castings 


® Well-Made wood and metal patterns 





THE WELLMAN BRONZE & ALUMINUM CO. 


DEPT.17 12800 SHAKER BLVD., CLEVELAND 20, OHIO 





(Continued from page 150) 
turer. McLanahan & Stone Corp, 
Hollidaysburg, Pa. It will bundle 
steel, aluminum, brass, and lead— 
either in wire or strip form. It jg 
available in two models, one which 
forms a roll 18” dia, and 18” jp 
length, and the other which produces 
a roll 24” dia, and 24” in length 
A 10 hp gear motor is supplied with 
the first model and a 15 hp motor 
with the second. 


Compact Units Give 
Emergency Power 





In case of power failure in the 
regular source of supply, an inde- 
pendent reliable electric power 
plant is essential in most plants. 
An advanced type air-cooled, gaso- 
line-powered electric generating 
plant is announced by D. W. Onan 
& Sons Inc., Minneapolis, Minn, It 
has a highly efficient vacuum cool- 
ing system which employs a power- 
ful centrifugal blower which draws 
cold air through the generator and 
over the engine. It is now being 
produced in 5,000 and 10,000 watt 
capacities. The units, for standby 
emergency, surpass requirements 
because of their high output but 
still afford installation ease by rea- 
son of their compactness. 


Fast Grinding of Small Parts 
on Production Basis 


Fast precision traverse or plunge 
cylindrical grinding of small parts 
is made possible on a _ production 
basis by a new grinder specially de- 
veloped for the purpose. It is par- 
ticularly adaptable for economical 
grinding of small parts in the tool 
room and job shops, where work is 
usually in small or medium runs. 
The manufacturers, the Van Nor- 
man Co. of Springfield, Mass., have 
designed the base of the machine in 
the form of a recess to permit the 
operator of the machine to sit com- 
fortably at the machine, insuring 
maximum production throughout 
the day. All controls are conveni- 
ently grouped within easy reach 
from the operating position. 
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“land controls 
give you these features 
Motors and controls have been built much the same way for years. Motors required 
frequent lubrication . . . controls needed constant maintenance. But, you can get 
really modern equipment built to standards that match today’s speeded production 
requirements. 
the 


dee | “De-ion’’’ are quenching used on Life-Linestarters has proved the most efficient 


wer method of increasing contact life and interrupting capacity. Pictured on the left is the 


nts, , a me — 
yp. | exclusive Westinghouse “De-ion” Quencher at work. In 1/120 of a second, arcs are 
ting | confined, divided, extinguished—a basic to long contact life and equipment protection. 
nan It’s the last word in arc quenching. Combined with silver contacts, this ““De-ion”’ prin- 
a | ciple eliminates the need for constant contact maintenance. Contacts never need filing. 
5 
' 

ver> | , ’ ak alt 
aws | Pre-lubricated bearings on Life-Line motors have introduced new freedom from 
and motor maintenance. You eliminate bearing failures due to overlubrication, under lubri- 
= cation, and from entrance of dirt into bearings. Result is reduction of motor down time. 
wa nl wile 7 shie 
dby Certainly, the way to grease a modern motor is don’t. Results of over half a million 
ents Life-Line motors serving every phase of industry show motor failures cut in half! 
but It’s this kind of advanced features that puts Life-Line motors and Life-Linestarters 
om years ahead of conventional equipment. Get all the reasons why. Ask your Westinghouse 

representative for full details, or write Westinghouse Electric Corporation, P. O. 
4s Box 868, Pittsburgh 30, Pennsylvania. J-21693-A 
inge 
arts 
tion 
de- 
ar 
ical 






‘al you can BE SURE...1F its 
k is 


a Westinghouse 


° 
c 
~ 






6 






3 
s 


4 
lave 
e in 





om- 
out 
eni- 
ach 








ING 
. Marcu, 1953 Please mention PURCHASING Magazine when writing to advertisers. 157 












20 informative pages on 


LAMSON 


EXIBDUS 
SYSTEMS 


Protect plant equipment, person- 
nel, and product with an effective 
cleaning system. 

How to figure requirements, 
schematic layouts, dimension 
and application tables, installa- 
tion drawings and photos, and 
lots more! Your plant needs this 
catalog. 


We have a copy for you... just 
clip this coupon to your signed 
letterhead and mail. 


PLANTS AT WSS 
SYRACUSE, N. Y. 
SAN FRANCISCO aso 


| i \ 


LAMSON CORPORATION 
1703 Lamson St., Syracuse 1, N. Y. 


Gentlemen: 

Without any obligation on my part, please q 
send me my copy of the Lamson Exidust 
System Catalog. a 


Name ” Title 


Company ; ; 2 


Address 
City Zone State a 


Nem eee ee ed 
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Gaging Device Can Be 
Widely Adapted 





Pratt & Whitney, Division Niles- 
Bemont-Pond Company, West Hart- 
ford 1, Conn., has developed a ga- 
ging device, the air cartridge unit, 
that can be used in both single and 
multiple station fixture-type gages, 
much the same as dial indicators 
can be used. Practical applications 
include checking such factors as 
squareness, height, contour, concen- 
tricity, flatness, and depth. The unit 
consists of a plunger with contact 
point on one end and a stainless 
steel ball on the other end, operating 
with axial movement in the car- 
tridge body. Airflow through the 
cartridge is restricted by the ball on 
the plunger operating in a tapered 
hole in the body. A light contact 
of 3 oz. operates the unit. 


Master Comparator Gives 
High-Precision Performance 





Federal Products Corporation, 
1144 Eddy Street, Providence 1, R.I. 
announces the development of a 
horizontal master comparator for 
inside and outside dimensions said 
to provide the ultimate in practical 
high-precision dimensional compari- 
son. Federal states that its friction- 
free sensitivity assures repetitive 

(Please turn to page 160) 
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NEW CATALOG No. 718 


New catalog de- 
scribes HPL’s “know- 
how” which can save 
up to 80% of conven- 
tional tooling costs. 


Facilities for pro- 
ducing stampings in 
runs of 25 to 25,000 
pieces in various 
shapes and materi- 
als are described and 
shown. HPL is mak- 
ing this attractive 
four-page catalog 
available to produc- 
tion, purchasing and 
management per- 
sonnel to assist them 
with their stamping 
problems. Catalog 
No. 718 will be sent 
to you upon receipt 
of publication or let- 
terhead request. 


1120-HPL 


Manufacturing Co. 





CLEVELAND 28, OHIO 
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Molded by Carl N. Beetle Plastics Corp. 


20 rons OF GORROSION 


TAMED BY UNLINED EVAPORATOR TANK ONLY *%% INCHES THICK 


LAMINAC Resin 4119 takes boiling alum at pH 3! 


Needed: An evaporator tank with exceptional chemi- 
cal resistance to stand up under the corrosive attack of 
4,000 gallons of aluminum sulphate liquor boiling at 
240°F, acidity of pH 3. Former steel tanks, double-lined 
with lead and acid-resistant brick, were still subject 
to corrosion and consequent product contamination. 


Chosen: LAMINAC polyester resin 4119, reinforced with 
Fiberglas* mat, for its outstanding chemical resist- 
ance, great strength for weight, easy molding, excellent 
heat resistance, high dimensional stability. 


REMEMBER... Only in the large family of LAMINAC polyester 
resins will you find precisely the combination of service properties 
you need in superior degree. While chemical applications for this re) «@ 
versatile group of polyester resins are just beginning to be de- 

veloped, our staff of conveniently located Field Engineers will be 
glad to help you determine whether there is a LAMINAC Resin that 


can handle your corrosion problem. 


LAMINAC ® polyester resins . 


BEETLE ® yrea-formaldehyde molding compounds... 


MELMAC® melamine-formaldehyde molding compounds. s. 


Made under rigid controls to 
American Cyanamid’s high standards of quality. 


Please mention PURCHASING Magazine when writing to advertisers. 


Success: A corrosion-resistant tank that was easily 
molded—linings unnecessary. Cost, less than half the 
price of a conventional evaporator; weight, 2,200 lbs. 
—only one sixth as heavy as a metal tank. What an 
efficient and economical answer for various types of 
chemical processing equipment and containers! 


Specifications: Height—8’; Diameter—14.5’; Side 
wall thickness—*¢’’; Bottom thickness—!4"’; Cover 
thickness— 4"’; Stack diameter—30’’; Stack 
height—22’. 


*Trade-mark of 
Owens-Corning Fiberglas Corp. 

















AMERICAN Ganamid COMPANY 


PLASTICS DEPARTMENT 


33C Rockefeller Plaza, New York 20, N. Y. 
Chicago * Dallas * Los Angeles 











In Canada: North American Cyanamid Limited, 
Royal Bank Building, Toronto, Ontario, Canada 
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WE ANSWERED AN S.0.S. P.D.Q. 


because the Tigers 
flew the freight ! 


As told by C. K. Wilson V.P. 
Canning Machinery Division 


FOOD MACHINERY & CHEMICAL CORP. 


San Jose, Calif. 












THIS RUSH ORDER FOR 
VEGETABLE WASHER PARTS MUST 
BE PROCESSED AT ONCE. 


ry 
y) 


MR. WILSON’S OFFICE SAYS 

TO USE FLYING TIGER AIR FREIGHT. 
OUR CUSTOMER’S CANNING SCHEDULE 
DEPENDS ON FAST SHIPMENT. 
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Y 000 MACHINERY SURE WANTS THIS 


THE UTMOST IN SERVICE IS SOMETHING 
CARGO DELIVERED PDQ. 


FOOD MACHINERY TAKES PRIDE IN. WE WERE 
DOUBLY PLEASED WITH THE LOW RATES 
FOR SUCH SUPER-FAST SERVICE. 





DON’T WORRY. SAN FRANCISCO TO 
NEW YORK IS ONLY A SHORT 
AIR JUMP TO THE TIGERS. 


a Tiges Lana bh 
‘ e oe 





























MAIN ROUTE «-— ; 


nr Write for “THE AIR FREIGHT WAY TO 
CONNECTING ROUTE ~<=0= ~ 


LOWER COSTS AND BETTER SERVICE” 


OFFICES IN PRINCIPAL CITIES - GENERAL OFFICES: LOCKHEED AIR TERMINAL, BURBANK 8, CALIFORNIA - CABLE: FLYTIGER 
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accuracy that makes possible fine 
measurements to a higher degree 
than ever before. All amplification 
is accomplished by an electronic 
circuit. A constant pressure is ap- 
plied to the sides of the workpiece 
by each contact at every point of 
measurement. This pressure is ex- 
actly the same for every part in- 
spected. The operator has a selec- 
tion of 4 magnifications: 500 to 1, 
1,500 to 1, 5,000 to 1, and 15,000 to 
1—all on the same meter. 


New Welder Features 
Stepless Current Selection 





The Welding Department of Gen- 
eral Electric Company, Schenec- 
tady, N.Y., is introducing a rede- 
signed 300 amp a-c welding trans- 
former, featuring stepless current 
selection from 40 to 375 amp. The 
welder, designed for practically all 
industrial applications from light 
duty, low current sheet metal to 
heavier-duty, high current jobs, in- 
corporates an enlarged scale and 
finely threaded screw adjustment to 
facilitate easy current selections. It 
accommodates electrodes from 3/32” 
to %” dia. Power-factor correction 
capacitors assure low power costs. 
The welder is 36” high, 21” in diam- 
eter and weighs about 328 lbs. 


Leakproof Hydraulic Hose 
Coupling And Adapter Union 


A new hydraulic hose coupling 
and adapter union, used with hose 
as large as 1” and 114” I. D., is said 
to be absolutely leakproof when 
subjected to pressures of 5,000 psi 
and when drawn up hand tight. 
Coupling and adapter union pipe 
threads are required only to per- 
form the mechanical action of tight- 
ening parts. There are many ad- 
vantages of hand tightening, such 
as the speed with which couplings 
can be connected and disconnected. 
Rings can be easily replaced when 


(Please turn to page 162) 
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Superior 


TYPE A430 The luster of Superior 430 Stainless Strip Steel conveys 
. e F . “Me : 
more than sparkling beauty in the bathroom. Its brilliance 


STAINLESS STRIP speaks of triumph over rust and corrosion, where damp- 





ness and moisture abound. @ Superior 430 Stainless Strip 

a la at An Steel is your ideal choice for fixture fabrication. Its 

S I KEL work-ability is outstanding. Its brilliant luster, ease of 

' cleaning and strength in service are most desirable sales 
advantages. 








Do you have a tough moisture-corrosion problem? 


4 Our 430 Stainless is available in easy- 
Superior Steel : 


handling coils. Let us serve you! 
CORPORATION 
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This special fiber Pittsburgh 
Brush has removed excess solder 
from seam of can shown emerg- 
ing from cleaning machine —— at 
the American Can Company. 


‘‘Wouldn’t be without them!” say the men who use... 


Fower-driven Pittsburgh Brushes 


for longer life, better work! 


Last longer, much safer—cioth brushes formerly used at the American Can 
Co., Jersey City, to wipe excess solder from can seams lasted less than an 
hour, occasionally caught fire. Switching to special fiber Pittsburgh Brushes, 
American Can now gets better than 15 hours life per brush and the fire 
hazard has been eliminated. Supervisory personnel reports: ““We wouldn’t be 
without them!’ 


Last longer, do better job—tn producing wall and ceiling panels, at the Barclay 
Manufacturing Co., New York City, dust caused by routing ‘“‘mortar lines” settles 
on the panels, must be completely removed before panels can be bake-finished. 
Brushes originally used had a short life span, wore unevenly, and did so 
poor a job that many baked panels had to be completely refinished to pass 
inspection. Since even a ‘‘fairly good’’ brush would not do, Barclay searched 
for the “‘perfect’’ brush—and chose Pittsburgh! Result: Better work, and costly 
refinishing eliminated. 


Last longer, better constructed—The Windalume Corporation, Kenvil, N. J., 
manufacturers of aluminum windows, uses Pittsburgh wire brushes to remove 
burrs caused by milling. The wire bristles on the brushes used formerly broke 
off easily. Windalume replaced them with Pittsburgh Brushes because they are 
better constructed— and Pittsburgh Brushes last longer! 


WRITE TODAY FOR FREE BOOKLET! 


Write for a free copy of our booklet that shows, through actual 
case histories, how Pittsburgh can help cut your brushing costs. 
Address: PITTSBURGH PLATE GLASS COMPANY, Brush Div., Dept. 
W-2, 3221 Frederick Ave., Baltimore 29, Maryland. 


PITTSBURGH 


Fewer Vive 


BRUSHES + PAINTS + GLASS - 


PITTSBURGH PLATE 


CHEMICALS «+ PLASTICS « FIBER GLASS 


GLASS COMPANY 











(Continued from page 160) 
worn. Actually, if old ring is dam- 
aged, the “Dryseal” pipe thread 
permits continued operation until] 
old ring is replaced. Manufacturer: 
Eastman Mfg. Co., Manitowoc, Wis. 


Pedestal Tool Grinder 


BALL BEARING 
SPINDLE 


ADJUSTABLE 


, CONC EALEL 
SHIELDS 1 


LIGH 


anvustheur Ol 


SPARK 
GUARDS 
ADJUSTABLE 
U-SHAPEL 
RESTS 


HEAVY 
dala 2 
>UARDS 4 : V-BELT 


= vrive 


MOTOR 


PROTECTED es > 





Ease of operation and trouble free 
maintenance feature this tool grind- 
er according to South Bend Lathe 
Works, South Bend, Ind. It will 
solve some of the problems hitherto 
experienced with tool grinders. 
There is no bulky motor between 
the wheels. The wide open space 
around each grinding wheel permits 
faster operation because the work- 
er’s arm movements are never 
cramped. Since the motor is mounted 
in the pedestal, it is protected from 
abrasive dust. The grinder comes 
with either 8” grinding wheels and 
a % hp motor or with 10” wheels 
and a *%4 hp motor. 


“Magic Pivot” Gives Saw 
Extra-Deep Cut 


The “Maxaw,” a saw with an 84” 
blade, is claimed to make the deep- 
est cut at 45° of any saw in the 8” 
field. This is said to be due to the 
magic pivot principle—in which the 
pivot point of the saw blade has 
been placed closer to the saw shaft, 
giving deeper cutting capacity at 
45°. Depth of cut at 45° is 234” giv- 
ing plenty of blade to spare on all 
cuts in 2” dimension rough or over- 
size lumber. Waste weight has been 
eliminated as it weighs only 14 lb. 
compared with the usual 18 lb. for 
similar ‘saws in this size field. It is 
made by Cummins Chicago Corp., 
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how two 


companies 
cut packing 
costs 





Read this if you ship in cor- 
rugsted or fibre cartons! 
it tells how two well known manv- 
facturers cut packing costs . . . by 
thousands of dollars annually . . 
with International Carton-Stapling 
Machines. Here’s the story: 





*28,000 saved by Harrison 
Stee! Cabinet Co., manufacturers of 
kitchen wall, base and sink cabinets. 
Harrison improved working condi- 
tions . . . doubled production. 





$20,000 saved by Uarco, Inc., 
manufacturers of business forms. 
Closing 2,500 cartons formerly took 
48 man-hours . . . now it takes 12 
man-hours. 


40 models...from portable units 
to big multi-head automatic 
models. Write for details. 


INTERNATIONAL 
STAPLING MACHINES 


INTERNATIONAL STAPLE 
& MACHINE COMPANY 


804 E. Herrin St., Herrin, Illinois 
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Flexible Sisal Buff Works 
Well on Curved Surfaces 








Something new is available for 
polishing and buffing operations—a 
sisal buff. Each “finger” of this buff 
is extremely flexible, making the en- 
tire buff flexible—a feature unique 
to sisal buffs. This makes it par- 
ticularly adaptable to work involv- 
ing curved surfaces and recesses. 
Geo. R. Churchill Co., Inc., 7532 
Fayette St., North Quincy 71, Mass., 
fabricates specially processed, tight- 
ly twisted, first quality sisal twine 
into each buff finger so that only 
the raw ends of the sisal fibers are 
in contact with the work. Hence 
cutting compounds are readily 
picked up, resulting in faster cut- 
ting action. 


Jig-Saw Has Great Strength, 
High Degree of Line-Up 





A jig-saw with several distinctive 
improvements is in production by 
Boice-Crane Co., 953 Central Ave., 
Toledo 6, Ohio. It has a redesigned 
U-frame with larger diameter arcs 
and generously rounded edges. A 
larger mounting flange bolts the arm 
directly to the pad on the base. This, 
together with wider bolt spacing, 
results in greater strength and rigid- 
ity. Precision machining insures 
higher degree of lineup of all work- 
ing components without lineup ad- 
justments of any kind. The company 
says the new design eliminates any 
possibility of the arm shifting or 
bolts loosening due to vibration or 
rough handling. 
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The best'soft 
hammer your 


money can buy! 














JAW-HEAD 


Tough, resilient water buffalo 
faces deliver needed power, 
cushioned to protect fine finishes 
and delicate parts. Faces 
quickly and easily replaced. 
Safety-Flare handle gives com- 
fortable, non-slip grip. When 
you need a “‘soft’’ hammer, 





make sure it's a C/R RAWHIDE 
Jaw-Head. 
















FACES REPLACED 
IN SECONDS 
Merely loosen- 
ing a nut re- 
leases jaws for 
replacing faces. 
Tightening nut 
holds faces in 
vise-like grip. 


@ Available from leading 
industrial suppliers. Also 
C/R Rawhide mallets and 
Rawhide mauls. 


For further information write Dept. 22 


cnicaco byawhide MFG. CO. 


Chicago 22, Ill. 
Seal Mfg. Co Ltd 


1301 Elston Ave., 


In Canada: Super O 








Hamilton, Ontario 
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Revere Camera's shipping room says, “Blue Ribbon gives us an added margin of safety.” 


"Blue Ribbon Superstandard Gummed Tape 
cut our damage claims 15%” 


” ~ 


<iie #_° 


¥ 





says Revere Camera Company 


The 15% saving Revere Camera Company gained shows how 
Blue Ribbon Superstandard Gummed Tape pays off! Says 
Revere: 

“Revere Camera has earned a reputation for giving cus- 
tomers good service. Blue Ribbon is helping us build that 
reputation by getting our shipments through in A-1 condition. 
Since we shifted to this superstandard tape, we have cut our 
damage claims on taped cartons by 15% or more. The adhesive 
is far more positive acting, and the kraft is exceptionally 
strong.” 

Try this superbly engineered tape just one month. You'll 
see the economies! 


_ chandise better protection against 











NAME 


Hudson Pulp & Paper Corp., Dept. 27 
505 Park Avenue, New York 22, N.Y. 


Please send me your helpful booklet, 
“How to cut costs in your shipping room.” 


Did you know? 


ae —- 
cs By 





Only Gummed Tape 
reinforces 
your cartons 


Unlike other methods, Gummed 
Tape is more than just a closure, 
The adhesive welds extra thick- 
nesses of tough kroft to your 
carton—and reinforces it where 
most needed: at corners and 
seams. The tape becomes an 
integral part of your carton. 
Because Gummed Tape is a 
flexible closure, it helps your car- 
ton absorb shock without damage. 
Stresses are distributed evenly, 
too, instead of being concen- 
trated on a few isolated spots. 


Gummed Tape gives your mer- 


penetrating elements, too. It seals 
out smoke, dust, moisture, vermin. 
Your merchandise arrives at its 
destination as neat and spotless 
as when you packed it. 

By using Gummed Tape with 
your company name imprinted, 
you can guard your shipments 
against undetected pilferage. 


No other closure protects your 
shipments so many ways! 











SUPERSTANDARD GUMMED TAPE 


COMPANY 





Available plain or printed, in choice of widths, 


weights, lengths and colors STREET ADDRESS 





HUDSON PULP & PAPER CORP. 


city 





Dept.27, 505 Park Ave., 
New York 22, N. Y. 
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For DEPENDABILITY 





The Correct Fastener for the Job 


These Erie bolts have at least 
one thing in common—they are 
designed to hold against maxi- 
mum strains imposed by pres- 
sure, temperature, or corrosion. 
They differ’ in material, shape 
and threading as the job directs. 
For 38 years, we have geared 
our plant to manufacture these 
unusual high quality bolts to ex- 
acting specifications. |" 


This broad experience backed 
by a high desire to be of service 
to you is your assurance that 
Erie is ready to meet your 
special bolting requirements. 
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Representatives in Principal Cities. 
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Electrode Holder Gives 
Cool Operation, Long Life 


The Lincoln Electric Co., Cleve. 
land 17, Ohio, claims that its 499 
amp insulated electric holder, the 
Cooltong, will give longer service 
life and cooler cperation than js 
normal with holders of similar eg- 
pacity. In one test made, the holder 
remained cool enough to weld with 
bare hands when using 400 amp 
current. The holder handle is per- 
forated with large holes to provide 
super-ventilation and reduce heat- 
ing from induced current when 
welding with a-c. The nose is a 
special “sandwich” construction 
consisting of a copper core between 
four and six layers of laminated, 
glass impregnated, plastic cloth. This 
construction gives longer life as the 
copper core dissipates heat, prevent- 
ing deterioration of the insulation. 


Device Tests Tools 





Safe working conditions with 
such electric hand tools as drills, 
screw drivers, saws, grinders, etc., 
can be instantly determined by the 
tool tester introduced by Fendall 
Co., 4633 N. Western Ave., Chicago 
25, Ill. Simple finger tip controls 
give red and green flashing lights, 
indicating presence or absence of 
electrical defects in electric tools 
and extension cords. 


Also Noted... 


Independent Pneumatic Tool Co., 
Aurora, Ill., has a new %4” copper 
line electric drill, featuring pistol 
grip. It is small, lightweight, and 
streamlined for fast, easy operation, 
yet powerfully and sturdily built 
for long, rugged use. It weighs 2% 
lb and measures only 7%” in 
length. The drill is furnished with 
either geared chuck or keyless 
chuck is specified. 


A synthetic hard rubber com- 
pound, product of American Hard 
Rubber Co., 93 Worth St. New 
York, N. Y. facilitates the handling 
of many corrosive solutions. Trade 

(Please turn to page 170) 
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You expect the best value from G-E fluorescent lamps 





The electron flow that lights a fluorescent lamp is started by a 
special chemical mix held on tungsten filaments at each end of the 


lamp. How long the lamp lasts depends in part on how long the 


Extra twist squeezes more chemical clings to the filament. In most lamps, the filament is 
‘ twisted into a double coil,to hold a quantity of the mix in a firm grip. 
light from G-E slimline lamps 


General Electric goes a step further by giving the double coil 
a third twist — making a triple coil. Used in G-E slimline and 


other G-E instant-start lamps, the triple coil holds more mix, 


j and holds it more firmly. It gives you extra light for your money 
4 & because it makes the lamps last longer. This is another example 
. of why you can expect the best value from G-E fluorescent lamps. 


You can put your confidence in— 


GENERAL @@) ELECTRIC 
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CAN YOU SPOT THE 
90¢ DIFFERENCE ? 


The two boxes are almost identical. 
One is tied with wire. The other shows 
how Bostitch field men can cut costs— 
the lid of the box is fastened to the 
bottom with just four wire staples. 
By switching to Bostitch, this fruit 
packer was able to save 90c out of 
every dollar formerly spent for wire. 
(nd that’s not all. The packer fur- 
ther reports that his boxes look bet- 
ter, stack better, travel better. His 








shipping-room employees are a lot 
happier. And his customers say the 
boxes are easier to open and the fruit 
is less likely to be bruised. 

Whatever business you're in, what- 
ever your present method for closing 
cartons or fastening materials, you'll 
do well to check into the services 
Bostitch offers. You'll be surprised 
how many different fastening jobs 
Bostitch can help you with. 


AT THE END OF THE LINE, hoxes are securely fastened with Bostitch S2B wire 
stitchers. Bostitch makes 30 different machines for doing all kinds of shipping-room jobs. 
FREE BULLETIN describes 30 of the 800 


Bostitch models used for wrapping or 
packaging. Just mark and mail the coupon. 


THERE'S A BOSTITCH MAN NEAR YOU — 
300 field men in 123 cities in the U.S. and 
Canada. Bostitch service is always nearby. 
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BOSTITCH, 723 Mechanic Street, Westerly, R. L. 
Please send me a free copy of your bulletin on Bostitch stapling machines for 
shipping-room use. \ 
I am particularly interested in a better and faster metho:l for: | 
. — - ‘ P ! 
Assembling cartons ( Sealing corrugated wrappers Covering barrels | 
{_) Bottoming C) Repairing cartons for re-use Tagging | 
(_] Top-sealing C) Bag-sealing Other 
Name l 
| 
Company | 
Address . 
City Zone State ‘ | 
! 
FASTER ! 
ANO ! 

— . _ 
BOS | CH fastens it better, with wire 
1 
ALL TYPES OF MACHINES FOR APPLYING STAPLES | 
ALL TYPES OF STAPLES APPLIED BY MACHINES 1 
ele a nr a es wth sm ims die wb des tle si en a onda es we ea eee an 





Please mention PURCHASING Magazine when writing to advertisers. 





(Continued from page 168) 


named “Tempron” it has a base of 
nitrile synthetic rubber (Buna-N 
and has greater rigidity, and heat 
and chemical resistance than the 
nitrile rubber compounds hitherto 
available. It is available in the 
form of pipe, fittings, molded parts 
or sheets. 


American Optical Co., Safety 
Products Division, Southbridge, 
Mass., has developed features for 
goggles worn on jobs when there js 
extreme heat. Non-toxic, heat re- 
sistant and perspiration proof vinyl 
binding on side shields, eye bind- 
ers and bridges gives more com- 
fort and lasts longer than leather, 
Such vinyl-clad goggles can be 
washed or sterilized as often as 
necessary. 


A new chain breaking tool will 
disconnect any pitch roller chain 
manufactured, according to the 
specifications of the American 
Chain Manufacturers Assoc., from 
4” pitch up to and including %” 
pitch. The jaws are of Pearlitic 
malleable iron, heat treated. The 
pressing tip is of case hardened tool 
steel. The manufacturer is Boston 
Gear Works, Quincy, Mass. 


On-machine sharpening of single- 
point tungsten carbide tools is ef- 
fectively done with a new hand 
hone. User merely applies a few 
light strokes over tool edge taking 
care to ho!d hone flat against sur- 
face. The manufacturer, Chicago 
Wheel & Mfg. Co., 1101 W. Monroe 
St., Chicago, Ill., claims that appli- 
cation of hone at first signs of tool 
dullness lengthens “between grinds” 
tool life by 30%. 


A galvanized locknut for corro- 
sive locations has been developed 
by the Security Locknut Corp. 
North Ave., & 15th Ave., Melrose 
Park, Ill. It meets problems where 
alkali, salt water, or corrosive ele- 
ments play havoc with nuts and 
bolts. Made in sizes 34” to 15”, 
the nut has a square body and se- 
curely holds its position on the bolt. 


Many additional uses are possible 
in the handling of air, gases, or 
materials by pressure, suction, oF 
gravity flow by improved types of 
lightweight flexible hose. The 
American Ventilating Hose Co., 100 
Park Ave., New York has developed 
hose types which, because of their 
double-overlap construction, are 
said to have double the resistance 
to defects of the old types they 
replace. 
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we! I RESEARCH—Aimed at superior products, Central’s years of 
is’ | - exhaustive research on all types of pre-assembled lockwasher 
applications make possible the broadest use of the Sems 
, method of fastening. 
oF KNOW-HOwW—Central’s Sems come to you with proven 
ed pre-determined specifications for the correct ranges of 
P» spring action, recommended types of washers (external—in- 
- ternal—countersunk—large dome—ring diameter—helical— 
%, flat washers— Neoprene or fibre discs). 
nd QUALITY— Years of experience in fastener design and tool con- 
is trol, coupled with high speed precision production equipment, 
e- insures top quality. Central’s Sems with Phillips Recessed, 
It. standard slotted, clutch heads obtainable with every type of 
, pre-assembled washer, will reduce your costs. 
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jijme GROUND FLAT STOCK — 





HOLE SAWS — 


olsen the 


AMERICAN SAW 
& MFG. COMPANY 


SPRINGFIELD, MASS. 
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Clogging of industrial oil burners 
is a vexatious problem in many 
plants. A fuel addition agent that 
prevents screen and filter clogging 
of oil burners is now available. It 
takes care of the problem in three 
ways: (1) by inhibiting the forma- 
tion of fuel oil sludge; (2) by pre- 
venting deposition of sluge already 
present; (3) by reducing rust. Write 
to Monsanto Chemical Co., St. Louis 
4, Mo. 


Magnus Chemical Co., Inc., Gar- 
wood, N. J. is marketing a water- 
less hand cleaner. Primarily for use 
where water is not convenient or 
available, this product is, neverthe- 
less, water-soluble. It rinses thor- 
oughly, leaving dirty hands clean 
with no oily residue. It removes 
grease, paint, tar, grime and inks. 
Containing no alkali, it will not ir- 
ritate or dry out the skin. 


Continuous drilling of concrete, 
stone, brick and other masonry 
materials, as well as copper, brass 
and other soft metals is possible 
with a masonry drill made by Holub 
Industries Inc., Sycamore, Ill. Stall- 
ing of the drill is prevented by a 
proper combination of oval flutes, 
narrow lands and fast spiral which 
removes dust from the hole as fast 








HAND 
CLEANERS 


Skilled hands are a valuable 
asset to management, as well 


as it is formed. 


Hazards of overloaded and shorted 
electrical circuits are sharply re- 
duced by a new type electric plug, 
made by Noma Electric Corp., 55 
W. 13th Street, New York 11, N. Y. 
The plug contains two easily 
placeable safety 
“blow” when the wire of the plug 
leaving 
the rest of the circuit undisturbed. 


fuses 


A new core blower will blow and 
draw eight cores in a box with a 
5% second machine cycle, which is 
a substantial speed-up over the pro- 
duction of present machines. It has nothing but better and better soap for 


which is accomplished by the use 
of a_ hydraulically 


as an important responsibility 
of it. Mione Hand Cleaners can 
insure that asset by helping to 
share the responsibility for 
keeping skilled hands in prime 
working condition. 

WORKERS like the quick-lathering, gentle- 
scrubbing, easy-rinsing action of Mione. 


And its very definite skin conditioning 
value. 


MANAGEMENT likes the safe, sanitary, 
efficient, trouble-free Mione features, plus 
its economy per pound, low cost per 
scrub-up, and the basic economy of 
skilled hands always at top productivity. 
YOUR SUPPLIER of washroom needs can 
give you full particulars about Mione so 
that you, too, can benefit from the know- 
how gained from 40 years of making 


the hands. 


WRITE US FOR THE NAME OF THE 


controlled air MIONE SUPPLIER IN YOUR AREA 














timer. This makes the operation of 
the machine simple enough for 
unskilled labor operation. Wm. 
Demmler & Bros., Kewanee, IIL, 
make it. 


Metal Carbide Corp., Youngstown, 
Ohio, is marketing a new non-cut- 
ting metal of extremely high density 
which resists the penetration of 
radioactive rays. Comprised chiefly 
of tungsten, it has a specific gravity 
in excess of 17.5 GMS/CC or 50% 
greater than lead. It is produced in 
sizes up to 25” OD x 40” long and 
in weights exceeding 1,000 lb. 
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mode by Myrtle Desk 
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Printing Costs Reduced 








Company Cuts Costs 35% With 
Own Reproduction Department 


Lim Purchasing Department of 
Willys-Overland Motors, Inc., To- 
ledo, Ohio, has effected a saving of 
35% in the cost of printing office 
forms, letters and promotion mate- 
rial through the organization of a 
Reproduction Department that han- 
dles most of this work within the 
company. 

The Reproduction Department 
prints 18,000,000 impressions each 
year on 14,000 jobs turned out on 
four multiliths, two mimeographs, 
two Ditto Machines, an Ozalid, a 
Photo copy and a complete plate 
and camera department. 

Savings in the cost of printing of- 
fice forms also averaged 35% since 
the department was set up. One of 
the chief economies has been real- 
ized in the printing of the company’s 
parts price list. It is made up four 
times a year and involves 600 plates 
each time, adding up to a grand to- 
tal of 600,000 impressions on the 
press. 

Various reproduction methods 
were tested in an effort to bring 
costs down to the lowest possible 
point while doing a top-notch job. 
Finally, it was found that the high- 
est degree of satisfaction could be 
obtained from the use of Plastiplates, 
made by Remington Rand. 

William A. Luff, Reproduction 
Supervisor, found that copy is easily 
typed onto these plastic plates, with 
the usual problems of proofreading 
and correcting reduced to a mini- 
mum. The plates, which are made 
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Example of art work that can be reproduced on Plastiplates is displayed by model holding 


blank stencil and finished product. 


of various weights of flexible plastic, 
are inexpensively made and run off 
on photo-offset presses at high 
speed. Clarity is maintained to the 
end of even long runs, and in most 
cases it is possible to save the plates 
for re-runs after wiping them clean 
and filing them. 

Successful as it has been, the use 
of Plastiplates for the Willys-Over- 


land parts price list naturally led to 
other applications. 

The Reproduction Department 
now handles letters, business forms, 
bulletins, financial statements, ad- 
vertising copy, booklets, pamphlets 
and catalogs. 

The Reproduction Department op- 
erates as part of the Purchasing De- 
partment with all work done through 
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better things go irto 


Super-refined imported graphite « super 


refined Bavarian clay « super- 
rare waxes e Super-pencil 
craftsmanship 
by Venus 





VENUS 


that's 
why better 
things come out 


« Clearer, blacker lines 
¢« smoother, effortless writing 
e greater economy —59,000 words 
e even texture, no hard spots, no soft spots 
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PNalemmlele) a. al-) Gm Actal ek 
does with these superior 
materials: the lead 

mm alelaale) 4-101) 4-10 me oh andar 
rey-} 4-10) ¢-10 Ole) i le) lel-1 Mm agele et 
that insures uniformity 

of graphite and clay 
giving you a smootn 
flawless line—and it 
pressure-proofed sealed 
in the wood for extra 
strength. For premiun 
performance and long 
range economy, see .your 
forolaaiaal-1geir-) m3 e-belelalsi4 

for the longer-writing, 
smoother-writing premium 
pencil, the Super Velvet 


Nrite for sarmple on your 
ympany tetterhead 

American Pencil Company, ¢ 

Hoboken, New Jersey . 

makers of famous 

Venus Pencils and Pen: 
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requisitions submitted to the Pur- 
chasing Department. Purchasing 
considers each requisition separately 
and determines whether the job 
should be done within the company 
and if so, what process should be 
used. Decisions are made on the 
basis of the type of job to be done, 
its purpose, quantity, facilities re- 
quired to handle it and, of course, 
the comparative costs of having it 
done by an outside service and by 
the company’s own Reproduction 
Department. Where the answers to 
these questions are doubtful, Mr. 
Luff is consulted. 

A vital part of the department’s 
operation involves the transcription 
section, where copy is prepared. 
This includes a staff of 18 typists, 
stenographers and secretaries under 
the supervision of Miss Mary Quinn. 
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Plastiplate reproduc- 
tion job being run on 
multigraph in Willys- 
Overland Reproduc- 
tion department. 


Below, William Luff, 
Reproduction Super- 
visor for Willys- 
Overland. 
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You can make the production of records 
COMPLETELY automatic and accurate—but it 
depends on continuous forms made to feed, 
align and register freely . . . wholly by means 


of the pinfeed platen on business machines. 


Standard’s top quality forms and devices 
simplify the writing process. They 


make a big difference in paperwork costs. 


So does the service behind their application. 
System Analysis checks the forms procedure 
for improvements, Form Design assures 

the most efficient, economical form. 
Mechanical Service, too, is always available. 
Standard's Representative makes it spell 


Paperwork Simpification for you. 


Phone our office in your city or 
write The Standard Register Company, 
102 Campbell St., Dayton 1, Ohio. 


Standard Register 


BUSINESS FORMS 


4S Paperwork Simplification 
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IN THE BEST PLANNED OFFICES Ws LINE OF COURSE 





Plan For setter PERSONNEL... 


You will find that the best type of office personnel 
is attracted by office appearance and office efficiency. You 
can plan for better personnel . . . you can get the most out 
of your office space and achieve maximum efficiency and 
unmatched appearance through the use of the 
CRESTLINE Office-Plan-Rule. 


Send for your CRESTLINE Office-Plan-Rule today. Experi- 

_ ment with it yourself. You will be pleased to find how you 
may be able to improve your office layout, add personnel and 

increase efficiency in the space you now have. Your 

offices will look better and your person- 

nel will work better when you use 

the planned efficiency possible with 

CRESTLINE Steel Office Furniture. 












FREE: Use this 
coupon to receive 
your CRESTLINE 
Office-Plan-Rule and 


the latest CRESTLINE Catalogues. 
eoeevrev0e0eff 02 eee ee ee eee es & 6 


SECURITY STEEL EQUIPMENT CORP. 

20 MIDDLESEX ROAD, AVENEL, NEW JERSEY 
Please send me the CRESTLINE Office-Plan-Rule and the 
two CRESTLINE Catalogues without obligation. 

Name 








Firm— 
Address. 
City Zone 








State 
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Diebold, Inc. Announces 
Branch Personnel Changes 
Robert H. Baldwin, assistant 

branch manager of the Detroit 
branch of Diebold, Inc., has 
named manager of Diebold’s Pitts. 
burgh branch. He replaces H. M 
Anderson, who has been placed jp 
charge of Diebold’s sales of Flofilm 
equipment. 

C. E. Erickson, fermer Chicag 
branch manager for Diebold, has 
been named regional bank manager 
with supervision of sales in the 
central area of the United States 
E. F. Collins has been named Chi- 
cago branch manager in charge of 
office systems sales. 

-. 
Bert Morris Desk Top 
Catalog Available 

Copies of the Bert Morris Company 
1953 catalog of matched desk top 
equipment is available upon request 
of the company at 8651 West Third 
St., Los Angeles 48, Calif. Included 
in the catalog are complete descrip- 
tions and prices of Morris desk 
top lines, including pen sets, memo 
pad holders, phone rests, ash trays, 
book ends, lettertrays, electric pencil 
sharpeners and rubber stamp racks. 


- if 7 
R. J. Ross-Evanson Joins 
Victor Adding Machine Co. 


R. J. Ross-Evanson has joined 
the sales division of the Victor 
Adding Machine Company, Chicago, 


Ill., as a special assistant in sales | 


and research. Mr. Ross-Evanson 
will do liaison work between the 
sales and research divisions. He will 


make surveys and tests for new | 


products and study the need for 
new machine applications and uses. 


cm 
New Paralleling Drafting 
Board Now Available 


A new model and an improved 
design of low priced paralleling 
drafting board has been announced 
by The Bradford Bailey Company, 
Elizabeth, N. J. 

On the back of the board, new 
rubber desk grips provide the ad- 
vantage of holding the board on any 
desk in a horizontal or angular 
position without slipping. A new 
transparent plastic indicator meas- 
ures each parallel movement of the 
rule in fractions of an inch. A new 
double finger-hole is provided at the 
bottom of the improved board so it 
may easily be carried to the job for 
field work. A new drawing board 


measuring 15” x 19” has been added 


to the line. 
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“We purchase regularly 


What Purchasing Executives say 


about the methods described in this new book 











about 75,000 items. 
Three girls maintain the 
Kardex history records on all 


, 


these items.’ 











",.. clerical production 


3? 


has been stepped way up. 


“These purchasing systems enable us 
to foresee and forestall emergencies 
long before they become critical.” 






“Demand for one 
product increased 
by 40 times 
within 2 months 
... but we were 
able to function 
without additional 
personnel or 
overtime. ” 








Here, in a clearly illustrated 20 page booklet, are 
described truly modern purchasing methods — 
methods which get time-eating routine work done 
fast, and so give the purchasing executive the time 
he needs for far-sighted, coordinated planning. 
Here are many tested ways to reach this objective. 
Use the coupon; send today for your free copy. 
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Management Controls Library, Room 1769 
315 Fourth Avenue, New York 10 


Yes, I would like a copy of “Purchasing Procedures,” X1202. 


NAME 
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5 separate forms /.~ 
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S typings 


> separate forms 

three typings . . . three opera- 
tions where one operation would 
do it all. Just another instance 
of waste in office paperwork, 
but an opportunity for effect- 
ing substantial savings. 


Similar opportunities may exist 
this very moment in your own 


ments in your present form 
office—through changes in the y P ; 


style, design or handling of 
forms that will accomplish the 
preparation of necessary rec- 
ords in less time, at less ex- 
pense to you. 


Why not investigate the possi- 
bilities of making improve- 


procedures? Let us prepare for 
you a free portfolio of specimen 
forms from our Forms Library. 
It will contain actual samples 
of forms produced for firms 
with similar record problems 
and will be a valuable addition 
to your idea file. 


Just fill out and mail the coupon. 


219 7th Street, Hoboken, New Jersey 
We would like to receive a folder of sample continuous 


| forms for 
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AUTOGRAPHIC REGISTER COMPANY 
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Art Steel Sales Introduces 
New Universal Counter Line 


Steelmaster universal counter jn. 
stallations which can be built to 
meet the specialized needs of all 
customers have been introduced by 
Art Steel Sales Corporation, New 
York 63, N.Y. All units are made 
of top grade furniture steel, where 
applicable, electrically welded for 
greater strength, and are available 
in grey or green. 

The line includes a counter top 
made to any desired length, corner 
units with a 90 deg. diagonal turn, 
and two different styles of gates, 
Also available are a wide variety 
of storage cabinets, filing cabinets 
and card cabinets. 


. YT .# 


John W. Sheppard Elected 
C. E. Sheppard President 





Fabian Bachrach 
John W. Sheppard 


John W. Sheppard, executive vice 
president of The C. E. Sheppard 
Company, 44-01 21st Street, Long 
Island City 1, N. Y., has been elected 
president of the company. He suc- 
ceeds Charles E. Sheppard, founder 
and former president, who becomes 
chairman of the board. Other 
changes include Max H. Kruger, ad- 
vanced from vice president to vice 
president and secretary, and Frank- 
lin H. Wheat, from controller to 
controller and assistant secretary. 


a ne: 


William Pugh Promoted 
By Remington Rand Ine. 


William F. Pugh has been named 
sales manager of manual accounting 
devices, Remington Rand Inc., New 
York City. Mr. Pugh joined Reming- 
ton Rand in 1940 as a systems ac- 
count representative in Newark, 
N.J. In 1942 he left for temporary 
assignment by the United States 
Navy with one of the largest air- 
craft manufacturers where he was 
instrumental in designing and in- 
stalling cost accounting and pro- 
duction purchase control records. 
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Not when you use STEEL AGE 


Tabaleiting Tray Files-/ 


lr YOU handle tabulating cards in your office, you'll be amazed how 
much time and work you can save with these Stee/ Age Tabulating Tray Files. 
SU rrcilstumer\ me timo tticcemeltiarteleMmetualcemerarlmcomencmela) aels 
table, for fast, efficient checking, tabulating and filing. If you 
have a tabulating card handling problem in your office, why not 
call your Stee/ Age dealer today for more information on this 
work-saving, money-saving file pioneered by Stee/ Age. 


mee WS 


Sieel Age 


CORR Y-JA Mm Bet ow ON MFG. C Gene ., ae = 
BRANCH OFFICES: Boston -« New York « Philadelphia + Atlanta + Chicago + Los Angeles + 
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Tip from 
America’s Top Secretaries 


"The scale edge is 
such a time-saver 
...Micrometric is 
the only kind of 
carbon paper we use" 
...Says BESSIE LAKE, 
Secretary to 
Charles J. Zimmerman 
Managing Director 
of the Life Insurance 
Agency Management 
Association 
Hartford, Conn. 





Successful secretaries pick 
Webster's MultiKopy Micrometric 
Carbon Paper again and again-—— 
because its famous numbered scale 
for measured typing ends guess— 
work on spacing letters and pre- 
vents "running over." The scale 
edge measures the paper for you-— 
tells at a glance how many lines 
of typing space remain on any page. 


You'll find that Webster's makes 
your work go faster——saves you 
from many tiresome and costly re— 
typing jobs. Impressions from each 
long-lasting sheet are sharp and 
clean. The uncoated scale edge 
makes removal of carbon paper 
clean and easy. 


Leading secretarial schools are 
recommending Webster's Micro— 
metric. Try it yourself. See how 


this quality carbon paper can help you cut down typing time and 
improve the appearance of your work. 


F.S. WEBSTER COMPANY 


7 Amherst Street, Cambridge 42, Mass. 
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Thomas A. Edison, Ine, 
Opens New Syracuse Office 


Thomas A. Edison, Incorporated. 
West Orange, N.J., is opening a new 
district office in Syracuse, N.Y. 
under the management of Joseph 
R. Lister. Mr. Lister, who has been 
associated with the company since 
1947, formerly was area manager 
in the Philadelphia district. 


y vy y 


All-in-One Desk 





The Uno-All-In-One desk office 
system, illustrated, is being mar- 
keted by the Art Steel Sales Corp, 
170 West 233rd Street, New York, 
N. Y. The system permits almost 
unlimited office combinations, fune- 
tions and services. There are 19 in- 
terchangeable units that fit into the 
desk, and all sections, partitions and 
panels are made of steel, electrical- 
ly welded. File units, card cabinets 
and other units are available. 


. - # 


Eight New Appointments 
By Royal Typewriter Co. 


A series of eight managerial ap- 
pointments have been announced 
by Royal Typewriter Company, Inc., 
New York City. 

R. H. Greenlee now heads the 
Pittsburgh Office of Royal, filling 
the vacancy created by E. G. Dodge’s 
retirement. Mr. Greenlee formerly 
was district manager at Atlanta. 

Succeeding Mr. Greenlee in 
Atlanta is G. W. Newman, who has 
headed Royal operations in Evans- 
ville since 1938. E. B. Wronski suc- 
ceeds Mr. Newman at Evansville. 
Mr. Wronski joined the company in 
1946 and formerly was district man- 
ager in Royal’s New Haven district. 

C. L. Toms, who formerly man- 
aged Royal’s Charlotte operations, 
has been named New Haven district 
manager. D. A. Coursey, formerly 
district manager of the company’s 
Richmond office, has been named 
district manager of the Cleveland 
office succeeding M. C. Hill, who 
has retired. 
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) M. A. Kenney succeeds Mr. Cour- , 
e sey at Richmond. He formerly was 
ated Tulsa manager. J. O. Hokenson, 
ne formerly typewriter salesman in 
NY. Kansas City, has been named Rich- 
oni mond manager. 
_ H. F. Madden takes over the man- 
ri agerial duties in Birmingham, com- 
oa ing from the company’s Canadian 
operation, Royal Typewriter Com- 
pany, Ltd.. where he was general 
| sales manager. 
i ae 
New Ventura Fan Has * sharp 
“Velocity Boosters” . 
A new ventura fan with “Velocity WS Your 
Boosters,” said to throw three times 
the amount of air with five times 
the penetration of ordinary fans, secretary ? 
has been developed by the Le John 
Manufacturing Company, MHunt- 
ington, W. Va. Called the Tri-Phoon ca 
Direct-Aire, the fan snaps into doz- Does she keep her pencil points 
ens of positions and delivers the 2K “Apsco Sharp”? The APSCO 
air-flow in any desired direction. Premier Deluxe Portable makes 
rffice “Velocity Boosters” are specially it easy when she has it 
nar- designed directional veins or fins her desk. For the first 
orp. that actually “straighten out” the oe on her desk. For the firs 
‘ork. | air-flow. > . time a completely portable, 
most | In hassock position the fan is 24” 5 rubber based, beautiful 
une- high. In the swing-up position, it sharpener that can be used 
) in- is 43” high. It operates on 115 volts, on any desk top without 
y d 16 , Pocek : 
_ — sina i marring the surface. Because 
sail ~~ sharp points are always 
nets within easy reach it adds up 
f T : to extra “efficiency” time. 
R E D) | X a The many APSCO Patented 
J features guarantee a perfect 
BUSI N FSS FO RMS point every time without 
| pencil waste. Yes indeed, 
it’s a sharp secretary that 
ee CARBON INTERLEAVED insists on APSCO SHARPENERS. 
nced Continuous or Single Sets ue 
Inc, | Invoices * wee” Slips Remember the APSCO Trade — 
j Shipping Records ° ccounting ‘ 8 2 : 
eis! ond Ceheleter Gocthhersine Mark identifies the world’s 
a Machine Forms * Any Form for finest pencil sharpeners. 
lling Any Business Purpose : 
ige’s | 
erly 
“ | | NEW LOW PRICES ON 
in ome ; 
el RediFixt ; 
suc- = 
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vo! | TAX FORMS | | 
trict. : 
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Cfandard Aluminum 
Cheet Holderc 





Boorum & Pease Standard Aluminum Sheet 
Holders are specifically designed to take the 
beating that Gas, Electric and Water Company 
meter men give their checking books. That means 
they’re tough enough for any job. They grip sheets 
like a bulldog. No rings needed. 


Ro? 


“GRIP-LOCK®”, illustrated, must be held open 
to insert sheets — 44” capacity. 
“STA-OPEN®” stays open until you clamp 


it down — 42” capacity. 


Both are made of heavy-gauge finished 
aluminum with rugged spring mechanism. 
Ask your stationer for the sizes 
that fit your needs. 


BROOKLYN 1, N.Y. 
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FOR EVERY RECORD—A WAY TO KEEP IT 





Remington Rand Appointment 


Thomas G, Povey has been named 
assistant sales manager of the ver. 
tical department of Remington 
Rand Inc., New York City. Mr 
Povey joined the company in 1948 
and in 1950 won the Remington 
Rand nomination for the Dartnel] 
Series Master Salesman’s Award. 
In 1951 he earned a Century Club 
trip and captured second honors ip 
his branch office’s Distinguished 
Salesman’s Award. 


Tv y q 


New Large Size Mikafilm 
Binders By Cooks’ Inc. 


New binders containing an ex- 
ceptionally large number of crystal 
clear Mikafilm “window sleeve” 
protector sheets for the display and 
protection of photos, sales data, 
catalog information, technical draw- 
ings and other materials have been 





introduced by Cook’s Inc., Camden, 
N. J. Binders are available with 
either double multo-ring or twin- 
wire arrangement to hold up to 60 
window sleeves. Each sleeve holds 
two inserts back to back, making a 
total of 120 exhibits. Photos and 
other exhibits slide readily into the 
sleeves and are held there by mag- 
netic attraction. The new Ful-Vu 
large capacity binders are supplied 
in sheet sizes of 10” x 8”, 11” x 
810” and 14” x 11”. 


= & 


A. B. Dick Company Develops 
Two New Legal Stencils 


A. B. Dick Company, 5700 W. 
Touhy Avenue, Chicago 31, II, has 
announced the development of two 
new stencils especially designed for 
the duplication of legal documents. 
By using these stencils it is possible 
to produce as many copies as needed 
from one typing and _ proofreading 
and, by duplicating on plain paper, 
eliminate the use of expensive legal 
document paper. 

One of the new stencils has 2 
double line die-impressed about 
1 2/5 inches from the left edge. The 
other, besides the line, has line 
numbers, double spaced, die-im- 
pressed into it. These lines and 
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numbers reproduce upon the copies | \ 
ent when the stencil is run upon the etter 
med mimeograph, doing away with the 
ver- necessity of using special document 


igton paper. 


us Mexaivy Hamed Hartford Work. b Oupat In Owv Office” 













= Factory Manager For Royal — 

Vard, | ; . ° ° ° ° . 

Club Carl McKelvy, assistant to the says Mrs. Lucille Wilson, District Office Manager 
rs in president of the Royal Typewriter 


shed | Company, Inc., New York, N. Y., American Airlines, Inc. 
| has been named factory manager. 
| Mr. McKelvy will assume the man- 

agement of the company’s Hart- 


ford, Conn. plants from Henry Hart, 


MODEL 15F 

n vice president, who is on leave of 

absence. | The COSCO SECRETARIAL 
Mr. McKelvy was appointed as- 
ex- sistant to the president in 1951. He 
ystal | joined the company in 1946 as a 
neve” | clerk in the cashier’s office of the 
rand | Dallas. Texas, branch after his dis- 
data, charge as a captain from the U. S. 
raw- | Air Forces, in which he served for 
been | four years. After an intensive train- 


ing period at the Dallas plant, Mr. 
McKelvy was appointed cashier 
there in 1947. Subsequently he was 
assistant to the sales policy and re- 
search manager in New York, act- 
ing manager at Dallas and special 
representative of the comptroller’s 
staff at the Hartford factory. Before 
assuming his new duties as factory 
nden, manager, Mr. McKelvy had recently 
with been supervising the production of 


The COSCO SECRETARIAL 
Designed by Seating Engineers 
to Reduce Fatigue— 

















twin- Royal’s defense contracts. Increase Efficiency 
to 60 : 
hold Businessmen are learning that 
, ods Tek oe fatigue, work-lag and absenteeism 
ing a . drop when correct seating is given 
and Avery V-Line Includes 10 consideration. That's why so many 
: 7 © ; 
o the Self-Adhesive Labels are choosing this COSCO Secretar- 
ial for... Typists, Switchboard Oper- 
re Ten different types of self-ad- ators, Sec retaries am d Clerks. 
Pe hesive labels that stick without Here's a posture chair you can 
. . ¢ ) rays tf it ) vy, 4 
pile moistening make up the new Avery adjust 4 w ~ to fit your body, and 
11” x ‘ é : your idea of comfort...in a matter 
V-Line of the Avery Adhesive Label of seconds—with no tools. And you 
Corporation, Monrovia, Calif. The si - on a foam-rubber-cushioned, sad- 
packets, each containing only one ‘shaped seat that's luxuriously 
type of label, are quickly accessible *$31.00 in Florida, Texas and 11 Western States. (Zone 2) — fortable 
: Re TM te j tur all teel construction, one- 
ops | Dulling a tab at the top. The 10] (| _ sh, 20 Sty cto wan piece “ORMFLO™ base ond 
H types are air mail and special de- — “y ($28.50 in Zone 2) = bon ia ized, baked-on enamel finish 
s livery, circular red, green, yellow t=. . — re its long life an i lasting beauty. 
: W. and white labels, and four different } Right: 18TA Executive chair. You ¢ - » ch ose from 4 ae 
i7ec . [ | Tilting seat, with arms, form L colors of du >, Du Pont ‘‘Fabrilite 
has sizes of white rectangular labels. base. $47.50 ($49.50 in Se ag ull detail 
| Zone 2) ipholstery “Fe full details, mail 
wo coupon toaay 
j a y 5 7 Other models also available ' : 
> 
7 Please attach Coupon to your letterhead 
nents. Diebold Names W. H 
sible To Head @ We on HAMILTON MANUFACTURING POSSE Senne renee aeaer Em " 
oil 0 Head Central Area CORPORATION 1 COSCO ofice chairs 
° Hamilton Manufacturing Corporation 
ading Walter H. Dautel has ‘med COLUMBUS, INDIANA Dept. P=8, Columbus, indiana 
paper, regional sales manager of mie central i Yes, | would like the name of my nearest dealer and = 4 
_ legal area branches of Diebold, Inc., Can- ' ne eae oe COSCO office chairs. | am particularly 
ton, Ohio. Mr. Dautel will supervise ( yf lic .; (1) Secretarial chairs (1 Executive chairs [) Side chairs ; 
has 2 activities in Diebold branches lo- eit vik G ; ' 
° ‘ m 7 
about cated in Canton, Ohio, Dallas, Texas, . 4 : 
>, The Houston, Texas, Indianapolis, Ind., : By - 
; line Kansas City, Mo., Milwaukee, Wis., 1 Addre ‘ 
- New Orleans. La.. St. Louis, Mo.,| BETTER SEATING means BETTER WORK puS i orn 
; and and Toledo, Ohio. scat chien bitideniedencie intial cae ay 
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The PEN 
that FILLS 
ITSELF 


A new kind of desk pen— 
with the fountain in the base instead 
of the pen. Pen instantly fills 
itself every time you return 
it to the socket. 










Finger grip never touches 


TO SELECT OR REPLACE 
ink. No chance for ink te 


-.. HERE'S ALL YOU DO 


Ask your stationer 
for a demonstration 





Only a few of the 
ye more popular point 
styles shown 


Yt ok 


“444” DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 





COPYRIGHT 1953, 
THE ESTERBROOK 
PEN COMPANY 


THE ESTERBROOK PEN COMPANY OF CANADA, LTD., 92 FLEET ST., EAST; TORONTO, ONTARIO 
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Clarin Mfg. Co. Designs 
New Tablet Arm Chair 


A new tablet arm chair that folds 
has been designed by Clarin Mfg. 
Company, 4640 West Harrison 
Street, Chicago 44, Ill. The tablet 
arm, which is an integral part of the 
chair, can be readily adjusted tp 
several positions and folded up 
completely against the front of the 





chair when it is folded. It is de- 
signed for sales conferences, staff 
meetings, emergency seating and 
various other uses in business offices 
and industrial organizations. 

The new tablet arm chair is made 
of reinforced steel frame, plywood 
seat and wooden arm, and when it 
is folded measures only three inches 
in thickness. It is available in a 
variety of colors. 


"2 


Three New Appointments By 
Remington Rand Inc. 


Joe Crabtree has been named 
manager of the industrial accounts 
records department of Remington 
Rand Inc., New York City. Mr. 
Crabtree, who replaced E. V. John- 
son, joined Remington Rand in 1950. 
Harold S. Scarth, who has been with 
the company since 1924, has been 
appointed to the staff of the indus- 
trial accounts records department. 

Curtis B. Shugart, who joined 
Remington Rand in 1949 as an ac- 
count representative, has been 
named assistant in the visible rec- 
ords department. 


s + £ 


Cuts Typewriter Noise 


The Ritchie sound absorbing type- 
writer cushion has special air cham- 
ber corner pedestals which increase 
the height of typewriters giving new 
life to undersized desks while reduc- 
ing noise, preventing slipping and 
eliminating office fatigue. Illustrative 
material about the cushions are 
available from the Safeguard Cor- 
poration, Lansdale, Pa. 
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A METALLURGICAL LAB — CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


It’s easy to custom build a laboratory, toolroom, gage 
room or assembly line with standard HALLOWELL Steel 
Shop Equipment. Just lay it out as you want it—then order 
standard, ready-made units from your local HALLOWELL 


distributor. Let us send you complete information. SPS, 
Jenkintown 31, Pa. 


Che Hftwit Year - A START FOR THE FUTURE . Continuous Unit Bench 4. Wall Cabinets 
2. Individual Unit Benches 5. Cabinet Bench 
. Tool Cabinet 6. Stools and Chairs 1 


CEYOTTAT) SHOP EQUIPMENT DIVISION % 


& 


JENKINTOWN PENNSYLVANIA 
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AMONG THE Associations 





Convention Committees Named 


The National Association of Pur- 
chasing Agents has announced the 
appointment of committee chairmen 


Earle M. Jorgensen Company, ladies 
entertainment; S. H. Bellue, Hughes 
Aircraft Company, Inform-A-Show 





W. T. Reynolds 


for its 38th annual convention, May 
24-27 at the Hotel Statler, Los An- 
geles, Calif. 

W. T. Reynolds, Los Angeles 
Transit Lines, is general convention 
chairman, and E. H. Weaver, Union 
Oil Company of California, is con- 
vention program chairman. 

Other committee chairmen in- 
clude: F. D. Lortscher, Signal Oil 
& Gas Company, and V. D. Waters, 
Utility Trailer Mfg. Company, vice 
chairmen; O. W. Gaudern, The Fluor 
Corporation, Ltd., secretary con- 
troller; F. T. Henry, Arden Farms, 
Inc., banquet chairman; H. C. Drake, 
Belridge Oil Company, early birds 
dinner chairman; I. L. Izor, Don Lee 
Broadcasting System, general en- 
tertainment chairman; W. A. Steiner, 
192 
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E. H. Weaver 


chairman; W. B. Stanford, Phelps 
Dodge Copper Prod. Corporation, 
press and publicity chairman; S. 
McFadden, Department of Water & 
Power, City of Los Angeles, recep- 
tion chairman, and P. Rypinski, 
Square D Company, service chair- 
man. 
7 ¥ F 


Twin City Association Names 
Officers, Directors For 1953 


Officers and directors of the Twin 
City Association of Purchasing 
Agents for 1953 have been an- 
nounced by the association. 

R. J. Malone is president; N. A. 
Westhoff, vice president; Frank S. 
Ryan, secretary-treasurer, and C, A. 
Vinci, national director. Local di- 


sti | 





rectors include Maynard Tweed, 
Howard Woolsey, S. C. Brennom 
and Ray Van Cleve. 

Principal speaker at the Associa- 
tion’s February 11 meeting in the 
Radisson Hotel, Minneapolis, was 
Richard Slauer, manager of Syl- 
vania Electric’s Applications Labo- 
ratory in Salem, Mass. Mr. Slauer 
discussed “Horizons in Lighting,” 
and accompanied his talk with sev- 
eral spectacular lighting displays. 

“Industrial Purchasing,” sound 
color film sponsored by PuRCHASING 
magazine was shown at the meeting. 


. v ¢ 


Value of Purchase Manual Told 
To Erie Purchasing Agents 


C. Warner McVicar, assistant vice 
president of purchases for Rockwell 
Manufacturing Company, Pitts- 
burgh, Pa., was the featured speaker 
at a recent meeting of the Purchas- 
ing Agents’ Association of Erie, Pa. 
Mr. McVicar discussed “The Value 
of a Purchase Manual To Purchas- 
ing and Management.” 


oe - ¢ 


Four Ohio Associations Hold 
Joint Meeting In Springfield 


The Purchasing Agents’ Associa- 
tions of Columbus, Cincinnati, Day- 
ton and Springfield, Ohio, recently 
met in a joint session at the Spring- 
field Country Club. George H. Por- 
ter, III, vice president of the sixth 
district of the National Association 
of Purchasing Agents, was an hon- 
ored guest. 

Rees Edgar Tulloss, president 
emeritus of Wittenberg College, was 
the speaker. 
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HOW TO 


QUEEZE MORE DOLLARS 


OUT OF YOUR PRODUCTION BUDGET 


~~, 








~ 
~ 








/ The Gould 

/ “Thirty"— 
| America’s Finest 
j Industrial 
| Truck Battery 








There are two sure ways to make your production dollars go farther: 
1) Power your industrial trucks with Gould “Thirty” Batteries; 
2) Maintain all your batteries, regardless of make, with the Gould Plus- 
Performance Plan described at the left. 

Here is complete assurance of maximum battery performance 











THE GOULD PLUS-PERFORMANCE PLAN— 


A library of technical information that tells throughout longest possible service life. For real materials handling economy, 
you how to select, charge, maintain and k ° . . . . 

Tkckien tn enntiien of tended bal take advantage of this cost-cutting combination . . . write for full 

teries. It's free. Write Gould Battery informa- information on Gould “Thirty” Batteries and the Plus-Performance Plan, 


tion Headquarters. 


GOULD 
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Industria! Barferves 


GOULD-NATIONAL BATTERIES, INC., TRENTON 7, N. J, 


Always Use Gould-National Automobile and Truck Batteries 











More than 100 members of the Purchasing Agents’ Association of St. Louis pause during visit to Lincoln Mercury plant in Robertson, Mo., Jan- 
uary 20. After a luncheon, the members had an opportunity to see the new 1953 Mercury automobile being assembled. 


Busy Schedule for St. Louis Association 


The St. Louis Purchasing Agents’ As- 
sociation has had a busy schedule for 
the past month. 

On January 20 more than 100 mem- 
bers were guests of the Lincoln Mer- 
cury Division of Ford Motor Company 
in Robertson, Mo. Following a luncheon, 
the members went on a tour of the 
plant and observed the assembly line 
turning out 1953 cars. The plant visit 
was arranged by C. P. Broom of Sligo 


Incorporated and G. C. Zeller of Lin- 
coln Mercury. 

The St. Louis Products Display 
Show, sponsored by the Association, 
was held February 5 and 6 in the Jef- 
ferson Hotel. More than 70 companies 
displayed their products at the show. 

A joint luncheon was held February 
5 with representatives of the Associa- 
tion and the Engineers’ Club taking 
part in a discussion on “Cooperation 


Between the Purchasing Agent and | 
Engineer.” 
Another joint luncheon was _ held 
February 6 with the Sales Mangers’ 
Bureau. A. W. Soell and H. Duffy spoke 
on the subject “Purchasing and Sales 

Can Cooperate For Profit.” 

The annual Executive Night banquet 
February 6 was attended by nearly 600 
purchasing agents and executives from 
their firms. 


Nearly 600 purchasing agents and executives from their companies attended the annual Executive Night banquet held February 6, during the 
St. Louis Products Display Shéw in the Jefferson Hotel. The event topped off a successful show in which 70 manufacturers participated. 
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in WIRE ROPE, too, extra strength 
demands the RIGHT KIND of muscle 


Towering as high as eight feet on his hind legs, the 


Kodiak or Alaskan Brown Bear ranks as the most power- 


ful animal of North America. Rugged muscle develop- 
ment makes him the feared and deadly fighter that he is. 

In wire rope, too, the right kind of muscle is essential 
to ward off the destructive effects of abrasion, corrosion, 


bending fatigue, load strain and shock stress. 


THE COLORADO FUEL AND IRON CORPORATION —Abiiene (Tex.) * Denver * Houston * Odessa (Tex.) © Phoenix Salt Lake City « Tulsa 


That’s why in Wickwire Rope we make sure—through 
complete quality control—that you always get the right 
construction and lay of the rope...the right grade of 
steel and size of wire for long-lasting resistance to the 
rigors of your particular service 

See your Wickwire Rope distributor or contact our 


nearest sales office. 


THE CALIFORNIA WIRE CLOTH CORPORATION — Los Angeles * Ookland © Portland + Son Francisco * Seattle * Spokane 


WICKWIRE SPENCER STEEL DIVISION—Boston © Buffalo * Chattanooga * Chicago * Detroit « Emlenton (Pa.) * New York © Philadelphia 


A YELLOW TRIANGLE 
ON THE REEL IDENTIFIES 
WICKWIRE ROPE 


CF 


PRODUCT OF 
THE COLORADO FUEL AND IRON CORPORATION 


WICKWIRE SPENCER STEEL DIVISION 
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Jack S. Reaves, left, newly-elected president of the Purchasing Agents’ Association 
of Florida, accepts gavel from Robert N. Garden, retiring president, at annual two- 
day meeting in Jacksonville. Looking on are Howard Letzring, first vice president, 


and C. T. Myrick, secretary-treasurer. 


Fla. Association Elects Reaves 
President At Two-Day Meeting 


Jack S. Reaves was elected presi- 
dent of the Purchasing Agents’ As- 
sociation of Florida at the annual 
meeting held in the George Wash- 
ington Hotel, Jacksonville. Other 
1953 are Howard Letz- 
ring, vice president; Frank 
Myers, vice _ president; 
Charles Myrick, secretary-treasur- 
er; Robert N. Garden, national di- 
rector. Directors are George W. 
Austin, William G. 
Spellman, J. O. Allen, Marvin Hen- 
derson and Truman Bean. 

The two-day meeting got under- 
way with a discussion by R. E. 
Wilkerson on “Office Equipment & 
Supplies for Industry.” Charles 
Tinsley spoke on “Industrial Rub- 


officers for 
first 
second 


Sparks, Roger 


ber—Its Construction and _ Its 
Usage.” 
“Industrial Lubrication was the 


topic presented by B. H. Robson, 
sales engineer for the Standard Oil 
Company. Hal E. Alexander dis- 
“Industrial Paints For The 


cussed 


Southland,” and Harlan E. Cross, 
district chairman of N.A.P.A.’s 
Standardization Committee, spoke 


on “Standardization in Industry.” 
Mr. Cross cited actual examples of 
the national trend toward standard- 
ization. 

W.S. Flinn, vice president, Dis- 
trict Seven, N.A.P.A., spoke on “Our 
Responsibility to the Purchasing 
Profession.” The speakers were in- 
troduced by O. L. Williamson, gen- 
eral chairman of the meeting, and 
Charles V. Doolittle. 


10) 


President Reaves, who is Pur- 
chasing Agent at the University of 


Florida, discussed “Education in In- 


dustrial Purschasing,” and outlined 
the short course proposed at the 
University. The sound color film 


“Industrial Purchasing,” sponsored 
by PurcHASING magazine, was shown 
at the meeting. 

Frank C. Fish spoke on “Purchas- 
ing Problems In the Paper Indus- 
try,” giving a down-to-earth talk on 
purchasing problems in the building 
of a kraft paper plant and the part 
played by the industrial 
in meeting these problems. 


supplier 


Stanley M. Goodman of Allegheny 
Ludlum Steel Honored By 200 
Friends At Testimonial 


Stanley M. Goodman, district 
manager of sales of the Syracuse 
office of Allegheny Ludlum Steel 
Corporation, was honored recently 
at a testimonial given by 200 of his 
associates, friends and customers, 
The dinner was sponsored by the 


Purchasing Agents’ Association of 
Syracuse and Central New York, 


the Amigos Club of Syracuse, the 
Steel Salesmen of Syracuse, and 
United Commercial Travelers. 

These organizations, of which Mr. 
Goodman has been a charter mem- 
ber for many years, expressed their 
gratitude for his untiring effort, 
work and time. 

Formerly Purchasing Agent of the 
Durston Gear Corporation, Syra- 
cuse, Mr. Goodman resigned in 1934 
to represent Superior Steel Corpo- 
ration in New York State. He joined 
the sales department of Allegheny 
Ludlum Steel Corporation in 1936 
and later was made district manager 
of the Syracuse office. He served 
many years as secretary of the Pur- 
chasing Agents’ Association of Syra- 
and Central New York. He 
was founder and first editor of the 
Central New York Purchaser. 

In the early 30’s he directed the 
membership campaign for the Pur- 
chasing Agents’ Association of Syra- 
cuse, and was awarded a_ plaque 
at the National Association of Pur- 
chasing Agents’ convention in 
Cleveland, Ohio, for the largest 
membership gain of any association 
in the United States. 


cuse 





Stanley M. Goodman, second from right, laughs happily during testimonial dinner 
given him by more than 200 friends. Enjoying the evening's fun with him are, left 
to right: Russel M. Allen, vice president in charge of sales, Allegheny Ludlum Steel 
Company, E. J. Jennings, president of the Amigos Club of Syracuse, and William 
J. Adamson, general manager of sales, Allegheny Ludlum. 
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WHEN YOU SPECIFY SET SCREWS, REMEMBER .. 










HOLDING POWER 


happens here ! 














Yj LOCKING ACTION 


Y > so here! 


To do its job a set screw must hold firmly against both 


| 


Lie LS 


f 


. \ 


rotation and sideway motion, and it depends entirely on the point 


for this holding action. 


Allen O screws hold better because they have the strength to permit 
firmer tightening, and because the points 


are designed only to produce maximum holding power. 


Allen design does not compromise the holding power of the point 
in an attempt to make it perform a locking 
function too. Allen Oscrews require no locking action at 


the point, because of their high uniform accuracy of fit, pitch 





diameter and perfect thread lead. This 
provides maximum thread contact 
with ample friction to lock the screw 
in position during use and re-use 


under extreme vibrating stress. 


THE BWY word IN SOCKET screws IS ALLEN 


CCeeeeeeereeeeeeseeseseseeeseeeeeeeeeseeeseeeeseeeees eeereeee 


MANUFACTURIN yu. S.A 


2, Connecticut. 








Hartford 





Allen-Type crews oven! 


ly Allen-Mace. 
— Presson 
Allen Heed om“ 
this black and silver 8 
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Aut HANDS ARE “SKILLED HANDS” 


ANSUL DRY CHEMICAL 


FIRE EXTINGUISHING 
EQUIPMENT 


With Ansul Extinguishers near-expert results 


WITH 





Send for File 
No. 841. You 
will receive a 
variety of help- 
ful printed 
matter. Included is our latest 
catalog which describes Ansul 
Extinguishers of all sizes — 
from the small Ansul Model 4 
to Ansul Piped Systems and 
— 2000 lb. Stationary 
)nits. 





OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES 
IN THE U. S. A., CANADA AND OTHER COUNTRIES 
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are obtained by inexperienced operators. In fact, 


all Ansul Extinguishers are designed to provide 


a maximum of extinguishing effectiveness in 


the hands of inexperienced personnel. 


This feature, plus benefits listed below, account 
for the outstanding preference for Ansul Equip- 
ment by fire protection men in all phases of 
American industry. 


1. 


Water-tight construc- 
tion throughout. 


. Easy on-the-spot Re- 


charging (No tools 
needed. ) 


. Quick, positive punc- 


ture operation. 


. Special cartridge guard 


protects cartridge ... 
rugged construction 
throughout. 





5. Ansul “PLUS-FIFTY” 


Dry Chemical used ex- 
clusively. 


Corrosion resistant con- 
struction throughout. 


. Greater fire-stopping 


power. 


. Field tested by thou- 


sands of satisfied cus- 
tomers. 





ANSUL 


Chemical Company 


FIRE EQUIPMENT DIVISION * MARINETTE, WISCONSIN 


MANUFACTURERS OF DRY CHEMICAL FIRE EXTINGUISHERS, INDUSTRIAL CHEMICALS, SPECIAL CHEMICALS, 
REFRIGERANTS AND REFRIGERATION PRODUCTS © DISTRIBUTORS OF DU PONT “FREON” REFRIGERANTS 








Over 200 Attend Annual Guest 
Night of Trenton P.A. Club 


More than 200 members and 
guests attended the 10th annual 
guest night of the Purchasing 


Agents’ Club of Trenton, N. J., held 
recently in the Stacy-Trent Hotel, 
The guest speaker was Al Wistert, 
former All-American star who is 
captain of the Philadelphia Eagles, 

The program was arranged by 
program chairman Don Wald, as- 
sisted by Fred Weiant, Myles Turey, 
Norman White and Jack Kramer, 
Fred Strock, Jr., president, was mas- 
ter of ceremonies. 


i Ale 


York Association Hears Talks 
By Connolly and Green 


Frank Connolly, president of John 
W. Masury and Son, Inc., Baltimore, 
spoke on “The Face of the Clock 
and Purchasing” at a recent meeting 
of the York Purchasing Agents’ As- 
sociation held in the assembly room 
of the Manufacturers’ Association, 
York, Pa. 

Mr. Connolly, who is a native 
Yorker, also showed a film in con- 
junction with his talk. 

Frank Green, representative of 
the legal department of the Radio 
Corporation of America, spoke on 
“The Legal Aspects of Purchasing” 
at the Association’s February 4 
meeting. 

. ¥ ¢ 


Alabama Association Holds 
Seller-Buyer Dinner Feb. 19 


The sixth annual seller-buyer 
dinner of the Purchasing Agents 
Association of Alabama was held 
February 19 at the Thomas Jeffer- 
son Hotel, Birmingham. 

The affair began with a cocktail 
and social hour at 6 p.m., followed 
by dinner at 7 p.m. A floor show 
followed the introduction of guests. 

At the January meeting in the 
Thomas Jefferson Hotel, members 
of the Alabama Association saw a 
sound motion picture entitled, “The 
Manufacture of Cast Iron Pressure 
Pipe,” shown by Frank B. Shannon, 
Purchasing Agent, American Cast 
Iron Pipe Company. 

The photography of the film was 
done in the course of regular pro- 
duction and laboratory practice at 
three of the company’s plants. The 
film included scenes of Talbot strip 
tests, Ring Crushing tests, Beam 
tests, Impact tests and full-length 
Bursting tests, concluding with 4 
showing of modern methods of 
stacking pipe for shipment in gon- 
dola cars or trucks. 
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BLENDING IN A WELDED CORNER is a job you can do faster and better with a 
Norton BFR semi-flexible wheel. 


F 





CLEANING OUT FINS of a compressor casting is a hard job made easy — when 
you use a Norton BD rigid hub wheel. 
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NEW!... The Norton BF Wheel 
For Light Finishing 


Meet the Jatest Norton dev elopment 
for your lighter finishing jobs. Basic- 
ally, the new BF wheel is built like the 
BFR wheel but is designed especially 


for periphery grinding. You'll find its 


flexibility in the softer grades (G and I) 
ideal for blending and smoothing 
curved surfaces and corners. The hard- 
est grade (K) is more rigid — best for 
light welds and sharp edge applica- 
tions. In all grades it tends to finish as 
it cuts. 

Like the BFR and BD wheels, the 
new BF wheel cuts fast and free and has 
a high safety factor. Like them, too, it 
features versatility, covering a range of 
usefulness that includes finishing stain- 
less steel welds, deburring metal parts 
such as stampings and removing gates 
and fins from molded plastics. Let the 
new BF wheel add “The Touch of 
Gold” to many of your own light-duty 
grinding jobs. 











Smoothing welds in a fabricated cone — 
semi-flexible BFR 





Notching risers on gray iron castings — 
either type 


Here’s your 


“TY GG UF GOLD" 


team for more 
economical 
ortable 
orinding 


You get the real cost-cutting, value-adding 
**Touch of Gold”, in job after job, with these 
Norton Reinforced Hub Wheels. 


They’re the long popular Norton BD rigid 
and the newer Norton BFR semi-flexible — 
the most useful pair of hub wheels ever built. 
They’re lighter and easier to handle than 
cup wheels, longer lasting than coated abra- 
sive discs, and more versatile than either. 


Faster, Safer. Mace of aluminum oxide and 
silicon carbide abrasives, resinoid bonded 
both the BFR and BD cut fast and cool. And 
for tops in safety they’re reinforced with 
Nylon webbing. Even should breakage occur, 
this strong web keeps pieces from bios off 
until the machine can pi stopped. 


Wide Job Range. Whiere finish is most im- 
portant, use the semi-flexible BFR wheel. 
Where stock removal is the main factor, 
you'll prefer the heavier duty, rigid BD 
wheel. ‘Together, they make a grinding team 
that will help you turn out better products 
easier and faster — adding the oll boost- 
ing ‘Touch of Gold” to countless every-day 
grinding jobs. 


Get your Norton distributor 
to demonstrate 


these versatile Norton wheels in your shop. 
He'll be glad to help you on any grinding 
problem and, if necessary, he’ ll call in a 
Norton Abrasive Engineer. Or write to 
Norton Company, Worcester 6, Mass. for a 
copy of descriptive folder #225. Distributors 
in all principal cities. Export: Norton Behr- 
Manning Overseas Incorporated, Worcester 


6, Mass. 


NORTON 


ABRASIVES 


Glaking better products 
to make other products better 
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BUSINESS IN MOTION 





During the past twenty years the stature 
of the purchasing agent has risen tremen- 
dously. This is due in part to the fact that 
top management has come to realize that 
buying is not just a “how much” prob- 
lem, but is a management function. To- 
day the industrial buyer is generally 
recognized as a vital part of the company 
team, consisting of sales, engineering, 
production, and purchasing. He sits in on 
planning sessions. Sales, for example, 
wants a new model, or even a new prod- 
uct. Engineering discusses the design 
features that are wanted, and contributes 
its own imagination. Production makes 
close estimates as to costs of fabricat- 
ing and assembling the 
various parts, says 
when it should be pos- 
sible to begin ship- 
ment, and in what 
volume. Purchasing 
knows sources of sup- 
ply, how reliable they 
are, how plentiful ma- 
terials are, and what 
they cost. The com- 
pany buyer may re- 
port that one sug- 
gested material is in 
short supply, or another is a bit high in 
price, and may recommend a few changes 
with the object of speeding production 
without affecting quality. All these mat- 
ters are debated by the four groups, be- 
cause the problems of all are intimately 
related. 

There is another reason for the high 
standing of today’s purchasing agent. It 
lies in his wide business background. 
Often he has had sales experience. In the 
more technical industries, such as the 
chemical, electrical, electronic and metal 
fabrication businesses, he is also quite 
likely to have an engineering background. 
Thus he can talk on even terms not only 
with his own people, but with salesmen 
and engineers from suppliers. He looks 
upon the latter for information about 
their materials, and learns from them by 
studying with them the fabrication prob- 
lems in his plant. He may even visit the 
factories from which he may buy, in 





order to obtain first-hand information, 
and to cement good relations with the 
people to whom he must look for close 
compliance with specifications. In doing 
so, he not only protects his own interests. 
and expands his knowledge, but creates 
and maintains good will for his company. 

The salesman for a supplier naturally 
makes the purchasing department his first 
objective. That has always been true of 
Revere salesmen, and still is. These com- 
ments of ours about the modern purchas- 
ing man derive from our experience with 
him. We find him eager to learn all he can. 
When he asks for a bid on hundreds of 
thousands of pounds of, say brass rod or 
strip, he will quite 
likely tell what the 
metal is to be used for 
and how it will be fab- 
ricated. If there is a 
question in his mind 
or that of the Revere 
salesmen, interviews 
with engineering and 
production are ar- 
ranged. This often re- 
sults in surprising 
economies. In one in- 
stance, the buyer pro- 
duced a blueprint and asked if the part 
could not be made more economically 
from an extruded shape, to reduce ma- 
chining and scrap. It could, and now is, 
at a substantial saving. In another case, 
the purchasing agent said he felt he had 
to stock too many different sizes and 
gauges, many of them differing only 
slightly. The Revere Technical Advisory 
Service studied the matter, and made 
recommendations for standardization that 
cut the inventory by about 30%. 

It is perfectly clear to us that today’s 
purchasing contributes greatly to product 
improvement, cost reduction, and mass 
production. Thereby it favorably affects 
the national economy, and helps raise the 
standard of living and of employment. 

In its long history Revere has wit- 
nessed the industrial revolution, indeed 
has helped bring it about. We salute the 
purchasing agents of the United States 
for the vital part they have played. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 


Executive Offices: 230 Park Avenue, New York 17, N.Y. 
SEE REVERE’S “‘MEET THE PRESS'’ ON NBC TELEVISION, SUNDAYS 
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New York Association Hears 
Talk On “Tomorrow’s Highways” 


Walter F. Winters, chief engineer 
of The Asphalt Institute, recently 
addressed the Purchasing Agents’ 
Association of New York at a meet- 
ing in the Builders’ Exchange Club, 
New York City. Mr. Winters spoke 
on “Tomorrow’s Highways,” telling 
how great road projects are initiated 
and how forward-looking are plans 
for expansion. 

At the same meeting a sound and 
color motion picture entitled “Ma- 
terials Handling For the New Jersey 
Turnpike,” was shown. 

Just prior to the meeting a forum 
was held on Robinson-Patman Act 
problems, conducted by Neil C. Head 
of Cahill, Gordon, Zachry & Reindel. 
Mr. Head discussed the buyer’s re- 
sponsibility and the present attitude 
of the Federal Trade Commission 
toward the buyer. 


. ¥ £ 


Toledo Association Hears 
About Effects Of Atom Bombings 


Fire Chief Arnold Papenhagen of 
Toledo, Ohio, told members of the 
Toledo Purchasing Agents’ Ass'n 
about the atom bombing of the 
Japanese cities of Hiroshima and 
Nagasaki, in a speech at a meeting 
held in the Toledo Yacht Club. 
Chief Papenhagen introduced his 
talk with an Army film showing 
the extent of damage caused by 
the bombings and gave a graphic 
picture of the potentialities of the 
hydrogen and nitrogen bombs. 

Representatives of the New York 
Central and Santa Fe railroads 
showed a color film at the meeting, 
explaining the routes and _high- 
lights of the proposed trip to the 
National Convention in Los An- 
geles, May 24-27. 

New members approved at the 
meeting were Robert LaVoy, Co- 
lumbia Burner Company; Thomas 
Knott, J. R. Wright Printing Com- 
pany, and Joseph Capoun, Colum- 
bia Burner Company. 

_ os ee 


Denver Association Views 
“Industrial Purchasing” Film 


“Industrial Purchasing,” the 
sound color film sponsored by PuR- 
CHASING magazine, was shown at @ 
recent meeting of the Purchasing 
Agents’ Association of Denver, held 
in the Brown Palace Hotel, Denver, 
Colo. 

After the meeting, J. S. Gabriel of 
the Denver & Rio Grande Western 
Railway, spoke on the purchasing 
operation in his company. 
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bings You wouldn’t intentionally slow down your 
en of production lines with inefficient tools or use the 
po wrong machine for the job at hand. Isn’t it equally 
the logical to make sure that every fastening job is done 
_ and with a fastener that is “just right’? 
-etin . 
Chall Differences in hardness and thickness of the tapped 
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STAMPINGS 


y: ~~ ONE PIECE 


OR ONE MILLION 





Our impartial use of three basic 
methods gives you economy re 
gardless of length of run. 


Most parts can be made by all three 
methods. But only one is most econom- 
ical. The right decision is a technical one, 
based on over-all quantity, contour di: 
mensions, tolerances and materials. 


YOUR SUPPLIER SHOULD 
KNOW ALL THREE METHODS 


SHORT BUN 


ODUCTION 


machine *. 
cur . 


. 


TOOL AND LasoR8 


cos? oF 





' 0 100 1,000 
NUMBER OF PIECES 


10,000 100,000 


This logarithmic chart shows 
the effect of these factors on the 
specific part illustrated. From 1 
to 65 parts, our own Machine-Cut 
Method with no die cost whatso- 
ever is most economical. At 65 
parts, the Short-Run Method using 
economical blanking dies and 
stock punches is best. At 7,000 
units, the standard Production 
Method with standard dies is most 
satisfactory. 


For more information, use coupon on opposite page 


SYAW PINGS 
OUVISION 


© LAMINATED o 
















|O COMPANY, INC. O 








2403 Union Street, Glenbrook, Conn: 
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Western Metal Exposition In 
Los Angeles March 23-27 


The Western Metal Exposition 
will be held March 23-27 in the 
Pan-Pacific Auditorium, Los An- 
geles; Calif. The show will be spon- 
sored by technical groups represent- 
ing the metals, engineering, pur- 
chasing, ceramic and plastic fields. 

y— ££ ¢ 


Christensen Speaks At N. Calif. 
Executives’ Night, February 19 
H. W. Christensen, president of 
the National Association of Pur- 
chasing Agents, was the principal 
speaker at the Executives’ Night 
party of the Purchasing Agents’ As- 
sociation of Northern California, 
February 19, at the Hotel St. 
Francis, San Francisco. 
"Fs 


St. Louis Association Holds 
Products Display Show 

The St. Louis Products Display 
Show was held at the Jefferson 
Hotel, St. Louis, Mo., February 
5-6, under the sponsorship of the 
Purchasing Agents’ Association of 
St. Louis. More than 70 local com- 
panies participated in the exhibits 
at the show. 

A luncheon meeting of the Pur- 
chasing Agents’ Association and the 
Engineers’ Club of St. Louis was 
held February 5. Featured speakers 
were J. J. Ritterskamp, Purchasing 
Agent and instructor at Washington 
University, and J. K. Hyatt, chief 
engineer of Anheuser Busch, Inc. 
They discussed “Cooperation Be- 
tween the Purchasing Agent and 
the Engineer.” 

Another joint meeting was held 
February 6, with the Purchasing 
Agents’ Association and Sales Man- 
agers’ Bureau—St. Louis Chamber 
of Commerce, taking part. 

A. W. Soell, Purchasing Agent 
of Gaylord Container Corporation, 
and H. Duffy, sales manager of S. G. 
Adams Company, discussed “Pur- 
chasing and Sales Can Cooperate 
For Profit.” 

Tf oof 


Dayton Association Announces 
Meeting Plans For 1953 


The Purchasing Agents’ Associa- 
tion of Dayton 
plans for 1953. 

On March 12 the Association will 
serve as host for the annual joint 
meeting with the Production Con- 
trol Managers Association in the 
Miami Hotel. Ted Thompson, pro- 
gram chairman, is preparing the 
program for this meeting. 


has announced its 
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The second Member-Product Ex- 
hibit will be sponsored by the 
Association April 9 at the Miami 
Hotel. Harold A. Nemecek is serv- 
ing as chairman. 

The Cincinnati Milling Machine 
Company, Cincinnati, Ohio, will be 
host to the Association May 14 for 
a field trip and plant visitation. 

Harold Tiemeyer is serving as 
chairman of the picnic and golf 
party to be held June 11. 

In January, the Dayton Associa- 
tion participated in a joint meeting 
with the Cincinnati, Columbus and 
Springfield Purchasing Agents’ As- 
sociations, held in Springfield. The 
Dayton Association chartered a 
luxury cruiser to transport 36 of its 





BRING YOUR SHIM PROBLEMS 


TO “SHIM HEADQUARTERS” 


“books like 
solid metal!” 






ONLY LAMINATED SHIM COMPANY 
OFFERS YOU ALL FIVE SOLUTIONS: 


SIMPLY PEELS FOR ADJUSTMENT 


































THE , Made up of from 3 to 63 layers of .002 
members to the meeting. LAMINUM ® = or .003 inch brass or steel, metallically 
Honored guest at the joint meet- SHIM bonded together over their entire sur- 
faces. No dirt between layers. Peels 
ing was George H. Porter, III, Sixth with penknife. 
District vice president, N.A.P.A., 
who outlined plans for the national "just spot- FOR QUICK, ASSEMBLY LINE USE 
| convention to be held in Los An- aa soldered on The laminations of the LaMiso. Shim 
| — geles, May 24-27. THE oh the edges (in brass only) are temporarily joined 
Dr. Rees Edgar Tulloss, president LAMISOL f i by spot-soldering on the edges. Gauges 
| ‘ SHIM ¢ and number of laminations within one 
emeritus, Wittenberg College, spoke a. shim are unlimited. 
| on “Whether Government Should a 
Serve As A Referee and Arbiter of ——— 
| All The People, or Whether Gov- - ssi a to FOR SUPER SPEED, THIN GAUGE SITUATIONS 
ernment Should Serve As A Cham- THE Ap S together” oe gemfeyne een 
i f One Segment of the People ° ‘ toge er firmly, yet is easily removed, 
—* . ning aeaiy — LAMITAB . Different metals can be used in the 
At the Expense of the Group. SHIM SO) onsie thins. 
The Dayton Association held its ~~ & ~% —Y 
annual Ladies Party at the Miami 
a ny" <a pesty. ps POR UNLIMITED FLEXIBILITY 
e direction of H. E. Brown, drew “et ” —— . 
a large attendance for filet mignon ~~ Qi 2 scala Soliton rg 9 pen tae ar + 
dinner, dancing and entertainment. LOOSE LEAF \ BAA Usually sets including several different 
Committee members included Gene — GO? gauges are made up. 
Hack, Mrs. Margaret Yoder, Miss ~~ Vas 
Thora Waltemath, Don Delscamp 
and Irvin Grillmeier. swell for hand READY FOR EASY we wawew WASTE 
PACKAGED cutting simple Thin gauge 6” x 100” rolls feed 
, eZ paws shims” om gh a slots. Heavier gauges 
in flat envelopes. Available from your 
Rhode Island Association Hears STOCK Industrial Distributor. 


How To Eliminate Paper Work 


“How To Eliminate Paper Work” 
was the subject of a talk given by 
Herbert Layport, Director of Pur- 
chasing, Wyman-Gordon Company, 











*T.M. Applied For) 


SHIM HEADQUARTERS SINCE 1913 


Check Our Stampings Division 
For Your Stamped Parts Requirements 


at a meeting of the Rhode Island 
Purchasing Agents’ Association in 
the Narragansett Hotel, Providence 











© COMPANY, INC. O 
“= USE COUPON for more information 


MAIL TODAY! 
LAMINATED SHIM COMPANY, INC. 
2403 UNION STREET, GLENBROOK, CONN. 
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Talk On Welded Tubing Given 
At Youngstown Ass’n Meeting 


F. W. Sexauer, manager of tube 























sales, Brainard Steel Division. Please send me more information on: 
Sharon Steel Corporation, recently C) SHIMs C) StAMPHERS C) sor 
addressed the Youngstown District () We'd like to discuss ovr problem with one of your Sales Engineers. 
Purchasing Agents’ Association at NAME : Cee ae 
a meeting in the Youngstown Club. 
Mr. Sexauer also showed a film en- Commas? Ta ee 
titled “The Leading Role,” which STREET * 
showe ; STS sa 

\ d how mechanical welded ie anti — 
tubing is produced. 
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1 ay corr REMARKS What's your tubing problem? | © 
Are competitors gaining an edge while you 
iron out design or fabrication kinks? Are 
unexpected tubing failures eating into 
profits? Skilled Bundy engineers can help “ 
solve that design or fabrication problem; save | 
time, materials, money. And dependable ae 
Bundyweld Tubing will help eliminate those 2 
annoying, sometimes costly, failures. 










today for catalog or for help on 
your tubing idea or problem. 


wrRitéE BUNDY TUBING CO., DETROIT 14, aie. 
Se y=)! 








erage 


Leakproof Lightweight 

High thermal conductivity Machines easily 
High bursting point Takes plastic coating 
High endurance limit Scale-free 
Extra-strong Bright and clean 
Shock-resistant No inside bead 
Ductile Uniform I[.D., O.D. 
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WHY BUNDYWELD !1S BETTER TUBING ‘i 


NOTE the exclusive 
patented Bundyweld 
beveled edges, which 
afford a smoother joint, 
absence of bead and 





Bundyweld starts as continuously rolled passed througha fur- Bundyweld, double- less chance for any 
a single strip of twice around later- nace. Copper coat- walled and brazed leakage 
copper-coated steel. ally into a tube of ing fuses with steel. through 360° of wall oe 

Teen 6 ssa uniformthickness,and Result... contact. 


Bundy Tubing Distributors and Representatives: Cambridge 42, Mass.: Austin-Hastings Co., Inc., 226 Binney St. . Chattanooge 2, Tenn.: Peirson-Deakins Co., 823-824 
Chattanooga Bank Bidg. @ Chicago 32, Ill: Lapham-Hickey Co., 3333 W. 47th Place @ Elizabeth, New Jersey: A.B. Murray Co., Inc., Post Office Box 476 @ Philadelphia 3, Penn.: 
Rutan & Co., 1717 Sansom St. . San Francisco 10, Calif.: Pacific Metals Co., Ltd., 3100 19th St. . Seattle 4, Wash.: Eagle Metals Co., 4755 First Ave. South 
Toronto 5, Ontario, Canada: Alloy Metal Sales, Ltd., 181 Fleet St., E. © Bundyweld nickel and Monel tubing is sold by distributors of nickel and nickel alloys in principal cities. 
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What exactly do you specify when you order 
solder: Composition? Form? Quantity? 


These are necessary details, of course. 


But you really expect to get certain extras be- 
sides ... extras that will stamp the solder you buy 
“top quality.” And when you order Dutch Boy* 
solder from National, you get these extras. 


For example, in “Dutch Boy” solder you get on- 
the-button formulation. You get prompt, smooth 
melting and efficient “wetting.” You get the proper 
plastic range for every application. And you get 
pre-tested performance. 


And measured in performance, measured in 
results, every “Dutch Boy” solder gives you a uni- 
formly strong, tight, lasting joint time after time. 


For something extra when you buy solder, 
specify “Dutch Boy”... made by the leader in lead 
and lead alloys. 


A good soldering job calls for a good flux. In 
the NALCO* line there’s the right flux for every 
soldering need. 


Solder 
with a NATIONAL reputation 
LEAD COMPANY \E 


New York 6; Atlanta; Baltimore 3; Buffalo 3; Chicago 8; “a- 
Cincinnati 3; Cleveland 13; Dallas 2; Philadelphia 25; 
Pittsburgh 12; St. Louis 1; New England: National Lead 

Co. of Mass., Boston 6; Pacific Coast: Morris P. Kirk ® Son, 

Inc., Los Angeles 23, Emeryville 8 (Calif.), Portland 10, «neg U.s8 
Seattle 4; Canada: Canada Metal Co., Ltd., Toronto 8, py: o 
Montreal, Winnipeg, Vancouver 
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Let Us Send You This 
New Condensed Catalog 


The NEW Howe Scale Con- 
densed Catalog showing a 
complete line of industrial 
scales and hand trucks is 
yours for the asking. Includes 
data on the new Howe 
Weightograph and the new 
Howe Tape-Drive Dial Scale 
line for improved weighing 
operations. Send for 
copy today. 


your 


RUTLAND, VERMONT 





Dept. P3 Rutland, Vermont 


d me: 
HOWE “CONDENSED SCALE CATALOG NO. nO 


HOWE HAND TRUCK CATALOG NO. 15-B 
Name a sell 


Title 
Company cate 
Address ini TOE 
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Metropolitan Assistants Mark 15th 
Anniversary With Membership Drive 


The Metropolitan Purchasers As- 
sistants Club, believed to be the only 
purchasing organization of its type 
in the country, is currently marking 
its 15th with a 
membership drive. 

Founded in 
benefits of 


anniversary strong 
1937 to provide the 
group cooperation for 
members of the purchasing profes- 
sion in the Metropolitan New York 
area, the club has distinguished it- 
self by its educational efforts on be- 
half of its members. Membership 
is open to persons actively employed 
in purchasing and stores work, and 
persons who graduates of a 
course in purchasing and stores spon- 
sored or approved by the N.A.P.A. 

Original purposes of the club- 
still in active force—reflect its ideals 
and some of its practical 


are 


accom- 
plishments. Younger men in pur- 
chasing have able to obtain 
benefits of organization, to visit 
leading industrial plants and offices, 
and to hear talks and addresses by 
leading members of purchasing pro- 
fession in particular, and outstand- 
ing members of the business com- 
munity in general. 

Among the outstanding speakers 
who have appeared at club meetings 
are John Splain, Commissioner of 
Purchase for the City of New York: 
Edward M. Krech, Director of Pur- 
chases, J. M. Huber Corp.; F. Albert 
Hayes, Vice President-Purchasing, 
Bigelow-Sanford Carpet Company; 
Joseph W. Nicholson, City Purchas- 
ing Agent of Milwaukee; Stuart F. 
Heinritz, Editor of Purchasing. 

Many of the charter members of 
the organization, and that 


been 


others 


followed them, have risen to top 
positions in the purchasing field. 

Some of the charter members of 
the club, and their present positions, 
are as follows: 

Royal Beaudine, formerly a buyer, 
now Assistant Purchasing Agent, 
Dairymen’s League Cooperative 
Assn.; C. W. Goodman, a buyer, now 
Assistant Manager of Purchases, 
Union Carbide & Carbon Co.; Ben- 
jamin A. Karpen, a buyer, now As- 


sistant Purchasing Agent, Federal 
Telephone & Radio Corp.; H. D, 
Mead, a buyer, now Purchasing 


Agent, Puro Filter Corp. of America: 
Charles Panzica, a buyer, now Pur- 
chasing Agent, Barrett Division, Al- 
lied Chemical & Dye Corp.; J. A. 
Reynolds, a buyer, now Purchasing 
Agent, Manning, Maxwell & Moore 
Corp.; J. Ralph Walker, assistant 
purchasing agent, now Purchasing 
Agent, Fairchild Engine & Airplane 
Corp. 

Typical of the club’s interest in 
advancing the education of its mem- 
bers is the recent establishment of 
the “George E. Henry Memorial 
Scholarship”, which will enable one 
member a year to enroll in a pur- 
chasing course at a local college. 
Active members may apply for the 
award, which is dedicated to the 
memory of the late George E. Henry, 
Associate Editor of Purchasing. 

Purchasing men _ interested in 
joining the club may write to G. J. 
Riviera, Aluminum Company of 
America, Edgewater, N. J.. presi- 
dent, or Robert H. Miller, Westing- 
house Electric Corp., Jersey City, 
N. J., secretary. 





Left to right: George Stapleton, editor of the club bulletin; Salvatore De Nave, 
vice-president; }. G. Riviera, president, and Harold Hill, treasurer. 
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a SHEET and PLATE to meet your specifications 
, Supplied as flat sheet, plate, coil sheet, circles in a ments. In addition, Kaiser Aluminum engineers will 
” complete range of alloys, sizes and tempers. Spe- be glad to work closely with you to select proper 
. , cialty sheets also produced to fill volume require- alloys or to help improve production methods. 
0 
esi- . . . 
ing- To SUPPLY you and thousands of other fabricators with Aluminum sales office. Located in principal cities. See 
rity, aluminum in the forms in which it can be used most our catalog in Sweet’s Product Design File or write for 
economically, Kaiser Aluminum produces a broad line copy. Kaiser Aluminum & Chemical Sales, Inc., Oak- 
of basic and semi-finished mill products. land 12, California. 

More than 85 per cent of Kaiser Aluminum’s total Other Kaiser Aluminum products include: Industrial 
production is sold in the form of these mill products for {oll end electzical conductes. Kaleer Aluminum elec 
fabrication by customers. It’s the highest percentage in s ‘ : 
he taste supplies household, freezer and broiler foil for home 

geet uses, Shade Screening and Siding for the building 

Kaiser Aluminum has earned an unsurpassed reputa- industry and corrugated Roofing Sheet for farm and 
tion for promptness, dependability, and helpful service industrial buildings. 

i providing these products. 

Included among Kaiser Aluminum service facilities MAIL COUPON FOR FREE HANDBOOK 
are: the Sales Engineering Department, the Develop- ee aad 
ment Division, and the Metallurgical Research Divi- 4 Send now for the new Sheet end Plete Handbook: 7 

; 2 ? 8 2 F | 152 pages. A “must” for every fabricator of | 
sion—all invaluable sources of experienced assistance | aluminum. | 
and technical data to users of Kaiser Aluminum. KAISER ALUMINUM & CHEMICAL SALES, INC., 

For complete information, call or write any Kaiser j; 363 KAISER BLDG., OAKLAND 12, CALIFORNIA | 

| Please rush my free copy of “Sheet and Plate Product Information.” 
| 
C mp eo ' Name = ee See 
rh M 1 PER RRA ee ee ee ee 
Koiser Aluminum | = : 
We UCIWHE AY ILE | ' Pe Dee a aad | 
| ee | 
setting the pace —in growth, quality and service ee EO e 
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MICRO switch Says “no orinding” 
unless protecting shield 





is over the wheel 


ERE’S a safety use of a MICRO 
H precision switch for almost 
any plant, protecting eyes and face 
of grinding wheel operators from 


flying particles, 


Plexiglass shield is linked to the 
plunger actuator of the MICRO 
switch which only closes the power 
circuit when the shield is in the 
“down” position. 


This application ofa MICRO switch 
to a universal plant problem is just 
one of hundreds of uses that plant 
engineers, electricians and operat- 
ing men are finding for these 
versatile switches. 


MICR 


MAKERS OF PRECISION SWITCHES 
FREEPORT, ILLINOIS 


As limits, safeties and interlocks, 
they make existing equipment 
safer, more efficient and more pro- 
ductive. They are available for 
bottom and side mounting and 
with actuators to take any kind of 
actuating motion. 


Ask for them at your local author- 
ized MICRO distributor. You will 
find him under “switches, electric” 
in your classified telephone book. 
MICRO field engineers are located 
in principal cities, too, to assist in 
the solution of complex switch prob- 
lems. Call your nearest MICRO 
branch office. 


A DIVISION OF 
MINNEAPOLIS-HONEYWELL REGULATOR COMPANY 
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Washington Conditions Discussed ae 
At Meeting Of Syracuse Ass'n 


Post-inauguration conditions jp 
Washington, D. C. were discussed 
by Harold K. Howe, lobbyist, lee. 
turer and writer, at a recent meet. 
ing of the Purchasing Agents Assgo- 
ciation of Syracuse and Central 
New York. 

Mr. Howe, who has represented 
several large companies in Washing. 
ton in the past 12 years, presented 
a down-to-earth discussion of the 
Washington picture and conducted 
a question and answer period fol- 
lowing his formal talk. He is cure 
rently manager of the Washington 
office of the American Institute of 
Laundering and is executive secre-— 
tary of the Lawn Mowers Institute, 
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North Central Ohio Ass’n Hears 
Talk On Scrap Industry 


Members of the Purchasing 
Agents’ Association of North Cen- 
tral Ohio recently heard a talk 
on the scrap industry by Irv. Ben- 7 
nett, president of the I. A. Barnett 
Company, at a meeting in the Fair-— 
Way Club, Galion, Ohio. 

One of the most interesting 
points brought out by Mr. Bennett 
was that scrap companies conduct 
their businesses in a manner just © 
the reverse of the way purchasing 
agents operate. Scrap men sell their 
scrap at a set price and must then © 
buy in order to satisfy their commit- — 
ments. He also pointed out that, 
rather than giving a discount to large — 
quantity buyers, they customarily 
get a higher price for larger quan- 
tities. 

Mr. Bennett traced the growth of © 
the scrap industry from a door-to- 
door canvasser to a wide spread in- 
dustry involving many millions of — 
dollars and having a great influence 
on many manufacturing companies. 
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TenneVa Association Holds 
Annual Ladies Night Feb. 19 


The annual ladies night of the 
TenneVa Association of Purchasing 
Agents was held February 19 at the 
Ridgefield Country Club, Kingsport, 
Tenn. A full program of entertain- 
ment, prizes and dinner was pro- 
vided by Ed Shaulis, chairman of 
the arrangements committee. 

A special full length sound movie 
on the “Story of DuPont” was shown 
at a recent regular meeting at the 
Country Club, Bristol, Tenn. Just 
prior to the meeting members vis- 
ited the Bristol plant of the Monroe 
Calculating Machine Company. 
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CONTINENTAL Makes Both 
to Suit Your Requirements 
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ented above has a ground form, while the cutter 
F the below has an unground form. Both are easily 
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sharpened by grinding the faces of the teeth. 


If limits are within plus or minus .001”, if the 
form has several angles or radii, or if the job 
requires c fine surface finish, then we recom- 
mend the ground form. The grinding opera- 
tion corrects any distortion caused by heat- 
treatment, insuring an accurate form and a 
true-running cutter for a good work finish. 
However, if tolerances are not too close and 
the form is not too intricate, you can save 
money by using unground form-relief cutters. 
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air- | Continental, being a division of Ex-Cell-O, 
supplies the tools used by Ex-Cell-O for the 
volume production of precision parts for air- 


craft and other industries. This work provides 
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just | an exceptional opportunity to try out various 
- tool designs and materials and to determine 
hen definitely the best tools for today’s produc- 


tion needs. 
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rge These facts can mean real savings to you. 
ily Call in your Ex-Cell-O representative or con- 


Me tact Continental in Detroit today for infor- 
* *\ mation on Production-Proved Cutting Tools. 








: TOOL 


In this group of special Continental tools are 
ground and unground form-relieved cutters, 


G DETROIT 32, MICHIGAN flat form tools, an offset carbide tipped tool 
and a double-end carbide tipped spot-facer. 
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Purchasing Agents’ Associa- 
Dayton has 
1953 


announced its 


plans for 


On March 12 the Association will 
serve as host for the annual joint 
meeting with the Production Con- 
trol Managers Association in the 
Miami Hotel. Ted Thompson, pro- 
gram chairman, is preparing the 





program for this meeting 
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Purchasing-Sales Executives 
Dinner In New York, Feb. 








George Renard, executive se 
tary-treasurer of the National As 
iation of Purchasing Agents. 
the principal speaker at the ] 
annual Purchasing-Sales Execu 
linner February 17 in the H 
Commodore, New York City. Fr 
\ Lovejoy sales executive 
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Talk On Welded Tubing Giver 


At Vaunocstown Reelin Macting 


F. W. Sexauer, manager of nm 
sales, Brainard Steel Divisi' 
Sharon Steel Corporation, recently 
addressed the Youngstown District 
Purchasing Agents’ Association at 
a meeting in the Youngstown Club. 
Mr. Sexauer also showed a film en- 
titled “The Leading Role,” which 
showed how mechanical welded 
tubing is produced. 
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Reynolds CUTS YOUR SCRAP LOSS 
AND SCRAP HANDLING COSTS 


The aluminum blanks on the conveyor 
at left are ready to go to a washing 
machine manufacturer. The scrap be- 
ide the press is remelted immediately 
right at the Reynolds plant. Thus 


Reynolds Aluminum Fabricating 
Service aves vou the manufacturer 

an average of 30% scrap loss and 
ilso §=6eliminate crap handling ex 
pense on your part in sorting, storing 


nd shipping 


ili om mean ‘ oyrone ct - ,19 
Ht SHIM HEADQUARTERS SINCE 1919 
fi) 


Check Our Stampings Division 
For Your Stamped Parts Requirements 
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REMARKS What's your tubing problem? | 
ag competitors gaining an edge while you ; 
iron out design or fabrication kinks? Are 
unexpected tubing failures eating into Be 
profits? Skilled Bundy engineers can help Fong 
solve that design or fabrication problem; save | 
time, materials, money. And dependable 
Bundyweld Tubing will help eliminate those 
annoying, sometimes costly, failures. 














today for catalog or for help on 
your tubing idea or problem. 


BUNDY TUBING CO., DETROIT 14, MICH. 








BES 





Leakproof Lightweight 

High thermal conductivity Machines easily 
High bursting point Takes plastic coating 
High endurance limit Scale-free 
Extra-strong Bright and clean 
Shock-resistant No inside bead 
Ductile Uniform 1.D., O.D. 








WHY BUNDYWELD IS BETTER TUBING 






NOTE the exclusive 
patented Bundyweld 
beveled edges, which 
efford a smoother joint, 
absence of bead and 


siz ial up a 





By 1046 0.0.4 | 
5 


undyweld starts as continuously rolled passed throughafur- Bundyweld, double- 


less chance for any 
ngle strip of twice around later- nace. Copper coat- walled and brazed leakage 
opper-coated steel. ally into a tube of ing fuses with steel. through 360° of wall ge. 
Then it’s... uniformthickness,and Result .. . contact. 
Sony” vbing Distributors and Representatives: Cambridge 42, Mass.: Austin-Hastings Co., Inc. 226 Binney St. . Chattanooge 2, Tenn.: Peirson-Deakins Co., 823- 824 
hattar coge Bank Bidg. @ Chicago 32, lil: Lapham-Hickey Co. 3333 W. 47th Place Elizabeth, New Jersey: A.B. Murray ~ Inc., Post Office Box 476 @ Philadelphia 3, Penn 
tan & Co., 1717 Sansom St. . San Francisco 10, Calif: Pacific Metals Co. Ltd., 3100 19th St. e le 4, Wash.: Eagle Metals Co., 4755 First Ave. South 


Toronto 5, Ontorio, Caneda: Alloy Metal Sales, Ltd., 181 Fleet St. E. e Bundyweld nickel and Monel tubing is sold by distributors of nicke! and nickel alloys in principal cities. 
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What exactly do you specify when you order 
solder: Composition? Form? Quantity? 


These are necessary details, of course. 


But you really expect to get certain extras be- 
sides ... extras that will stamp the solder you buy 


“top quality.” And when you order Dutch Boy* 
Get solder from National, you get these extras. 


something extra 


For example, in “Dutch Boy” solder you get on- 
the-button formulation. You get prompt, smooth 
melting and efficient “wetting.” You get the proper 
plastic range for every application. And you get 
pre-tested performance. 


when you buy 


And measured in performance, measured in 
results, every “Dutch Boy” solder gives you a uni- 


formly strong, tight, lasting joint time after time. 

8 o e r For something extra when you buy solder, 
specify “Dutch Boy”... made by the leader in lead 
and lead alloys. 


A good soldering job calls for a good flux. In 
the NALCO* line there’s the right flux for every 
soldering need. 


Solder 
with a NATIONAL reputation 
LEAD COMPANY 


New York 6; Atlanta; Baltimore 3; Buffalo 3; Chicago 8; 
Cincinnati 3; Cleveland 13; Dallas 2; Philadelphia 25; 
Pittsburgh 12; St. Louis 1; New England: National Lead 
Co. of Mass., Boston 6; Pacific Coast: Morris P. Kirk ® Son, 
Inc., Los Angeles 23, Emeryville 8 (Calif.), Portland 10, «neg Us 
Seattle 4; Canada: Canada Metal Co., Ltd., Toronto 8, 

Montreal, Winnipeg, Vancouver 





Pat. Of 


Marcu, 1953 Please mention PURCHASING Magazine when writing to advertisers. 207 











Let Us Send You This 
New Condensed Catalog 


The NEW Howe Scale Con- 
densed Catalog showing a 
complete line of industrial 
scales and hand trucks is 
yours for the asking. Includes 
data on the new Howe 
Weightograph and the new 
Howe Tape-Drive Dial Scale 
line for improved weighing 
operations. Send for your 
copy today. 


RUTLAND, VERMONT 





Dept. P3 Rutland, Vermont 


Please send SENSED SCALE CATALOG NO. 11 Oo 


CON 
WOWE HAND TRUCK CATALOG NO. 15-8 
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Metropolitan Assistants Mark 15th 
Anniversary With Membership Drive 


The Metropolitan Purchasers As- 
sistants Club, believed to be the only 
purchasing organization of its type 
in the country, is currently marking 
its 15th anniversary with a strong 
membership drive. 

Founded in 1937 to provide the 
benefits of group cooperation for 
members of the purchasing profes- 
sion in the Metropolitan New York 
area, the club has distinguished it- 
self by its educational efforts on be- 
half of its members. Membership 
is open to persons actively employed 
in purchasing and stores work, and 
persons who are graduates of a 
course in purchasing and stores spon- 
sored or approved by the N.A-P.A. 

Original purposes of the club— 
still in active force—reflect its ideals 
and some of its practical accom- 
plishments. Younger men in pur- 
chasing have been able to obtain 
benefits of organization, to visit 
leading industrial plants and offices, 
and to hear talks and addresses by 
leading members of purchasing pro- 
fession in particular, and outstand- 
ing members of the business com- 
munity in general. 

Among the outstanding speakers 
who have appeared at club meetings 
are John Splain, Commissioner of 
Purchase for the City of New York; 
Edward M. Krech, Director of Pur- 
chases, J. M. Huber Corp.; F. Albert 
Hayes, Vice President-Purchasing, 
Bigelow-Sanford Carpet Company; 
Joseph W. Nicholson, City Purchas- 
ing Agent of Milwaukee; Stuart F. 
Heinritz, Editor of Purchasing. 

Many of the charter members of 
the organization, and others that 


followed them, have risen to top 
positions in the purchasing field. 

Some of the charter members of 
the club, and their present positions, 
are as follows: 

Royal Beaudine, formerly a buyer, 
now Assistant Purchasing Agent, 
Dairymen’s League Cooperative 
Assn.; C. W. Goodman, a buyer, now 
Assistant Manager of Purchases, 
Union Carbide & Carbon Co.; Ben- 
jamin A. Karpen, a buyer, now As- 
sistant Purchasing Agent, Federal 
Telephone & Radio Corp.; H. D. 
Mead, a buyer, now Purchasing 
Agent, Puro Filter Corp. of America; 
Charles Panzica, a buyer, now Pur- 
chasing Agent, Barrett Division, Al- 
lied Chemical & Dye Corp.; J. A. 
Reynolds, a buyer, now Purchasing 
Agent, Manning, Maxwell & Moore 
Corp.; J. Ralph Walker, assistant 
purchasing agent, now Purchasing 
Agent, Fairchild Engine & Airplane 
Corp. 

Typical of the club’s interest in 
advancing the education of its mem- 
bers is the recent establishment of 
the “George E. Henry Memorial 
Scholarship”, which will enable one 
member a year to enroll in a pur- 
chasing course at a local college. 
Active members may apply for the 
award, which is dedicated to the 
memory of the late George E. Henry, 
Associate Editor of Purchasing. 

Purchasing men _ interested in 
joining the club may write to G. J. 
Riviera, Aluminum Company of 
America, Edgewater, N. J., presi- 
dent, or Robert H. Miller, Westing- 
house Electric Corp., Jersey City, 
N. J., secretary. 





Left to right: George Stapleton, editor of the club bulletin; Salvatore De Nave, 
vice-president; J. G. Riviera, president, and Harold Hill, treasurer. 
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SQUARE D FEED-IN DUCT 2” 


is the most efficient way to transmit large 
amounts of power. It provides the lowest known 
voltage drop—only 1.8 volts per 1000 amperes 


per 100 feet. 


Exclusive design requires no ventilation 
—permits a totally enclosed, compact, dust-ex- 
cluding enclosure. Rigid construction provides 
high resistance to heavy electrical stresses. @ 


SQUARE D PLUG-IN DUCT ¢ 


provides flexible power distribution for branch 
circuits. Machinery can be rearranged quickly 
at minimum cost. Plug-in units can be at- 
tached at frequent intervals along the length 
of the duct, providing power where it's needed, 


when it’s needed. 


ee 


NEW JOINT DESIGN. Feed-in Duct joint 
design saves installation time and reduces 
maintenance cost. Duct ends are identical 
—vunnecessary to select mating ends before 
positioning or hanging duct sections. 
Outward-facing, pre-installed bolts permit 
rapid assembly and easy maintenance. 


ASK YOUR ELECTRICAL DISTRIBUTOR FOR 
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ROUND BUS BARS for Plug-in Duct 
provide greater mechanical strength and 
resistance to short-circuit stresses. Circuit 
breaker or fusible type plug-in units are easily 
installed at 2-foot intervals along both sides 
of the duct. Plug-in stabs grip the round bus 
bors with exceptionally high pressure. 


FLEXIBLE CONNECTORS of 
laminated copper join bus bors be- 
tween sections —permit proper align- 
ment, insure tight joints and provide 
for expansion and contraction at 
Plug-in duct joints. All bolt heads face 
outward for greater accessibility. 


SQUARE D PRODUCTS 


1903 - 50 YEARS OF DESIGN LEADERSHIP + 1953 








x 











Extruded Shapes 


Available in solid, rod, bar, semi-hollow 
ind hollow shapes in all standard al- 
loys. Also available in tubing. 


Pig, Ingot and Billets 


Kaiser Aluminum produces Pig, Ingot 
and Extrusion Billets in a range of al- 
oys and sizes to meet your specific re- 
quirements. 





KAISER ALUMINUM PRODUCTS | 1 















. 
Wire 
Supplied as round drawn wire, hexagonal wire, rivet 
wire, welding wire, screen wire, EC wire, redraw wire. 
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Rod and Bar 


= 


Available in a wide range of alloys in rolled 

and cold finished rod and bar, screw ma- 

chine stock, hexagonal bar, redraw rod, 

EC redraw rod, rivet rod and round forg- ' 
ing stock. 

















for you...the 
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SHEET and PLATE to meet your specifications 


Supplied as flat sheet, plate, coil sheet, circles in a 
complete range of alloys, sizes and tempers. Spe- 
cialty sheets also produced to fill volume require- 


To SUPPLY you and thousands of other fabricators with 
aluminum in the forms in which it can be used most 
economically, Kaiser Aluminum produces a broad line 
of basic and semi-finished mill products. 


More than 85 per cent of Kaiser Aluminum’s total 
production is sold in the form of these mill products for 


fabrication by customers. It’s the highest percentage in 
the industry. 


Kaiser Aluminum has earned an unsurpassed reputa- 
tion for promptness, dependability, and helpful service 
in providing these products. 


Included among Kaiser Aluminum service facilities 
are: the Sales Engineering Department, the Develop- 
ment Division, and the Metallurgical Research Divi- 
sion—all invaluable sources of experienced assistance 
and technical data to users of Kaiser Aluminum. 


For complete information, call or write any Kaiser 


aiser Aluminum 


setting the pace—in growth, quality and service 
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nation’s fabricators 





ments. In addition, Kaiser Aluminum engineers will 
be glad to work closely with you to select proper 
alloys or to help improve production methods. 


Aluminum sales office. Located in principal cities. See 
our catalog in Sweet’s Product Design File or write for 


copy. Kaiser Aluminum & Chemical Sales, Inc., Oak- 
land 12, California. 


Other Kaiser Aluminum products include: Industrial 
foil and electrical conductor. Kaiser Aluminum also 
supplies household, freezer and broiler foil for home 
uses, Shade Screening and Siding for the building 
industry and corrugated Roofing Sheet for farm and 
industrial buildings. 


MAIL COUPON FOR FREE HANDBOOK 


f- ——=-Send now for the new Sheet and Plate Handbook.-"""""" 
152 pages. A “must” for every fabricator of 
aluminum. 


KAISER ALUMINUM & CHEMICAL SALES, INC., 
363 KAISER BLDG., OAKLAND 12, CALIFORNIA 


Please rush my free copy of “Sheet and Plate Product Information.” 
Name 
Firm 
Address 
City State 
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MICRO switch Says ‘no orinding” 
unless protecting shield 





is over the wheel 


~~ a safety use of a MICRO 

precision switch for almost 
iny plant, protecting eyes and face 
of grinding wheel operators from 


flying particles. 


Plexiglass shield is linked to the 
plunger actuator of the MICRO 
switch which only closes the power 
circuit when the shield is in the 
“down” position. 


his application ofa MICRO switch 
to a universal plant problem is just 
one of hundreds of uses that plant 
engineers, electricians and operat- 
ing men are finding for these 
versatile switches, 


MICRO 


MAKERS OF PRECISION SWITCHES 
FREEPORT, ILLINOIS 
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As limits, safeties and interlocks, 
they make existing equipment 
safer, more efficient and more pro- 
ductive. They are available for 
bottom and side mounting and 
with actuators to take any kind of 


actuating motion. 


Ask for them at your local author- 
ized MICRO distributor. You will 
find him under “‘switches, electric” 
in your classified telephone book. 
MICRO field engineers are located 
in principal cities, too, to assist in 
the solution of complex switch prob- 
lems. Call your nearest MICRO 
branch office. 


A DIVISION OF 
MINNEAPOLIS-HONEYWELL REGULATOR COMPANY 
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Washington Conditions Discussed 
At Meeting Of Syracuse Ass’n 


Post-inauguration conditions in 
Washington, D. C. were discussed 
by Harold K. Howe, lobbyist, lec- 
turer and writer, at a recent meet- 
ing of the Purchasing Agents Asso- 
ciation of Syracuse and Central 
New York. 

Mr. Howe, who has represented 
several large companies in Washing- 
ton in the past 12 years, presented 
a down-to-earth discussion of the 
Washington picture and conducted 
a question and answer period fol- 
lowing his formal talk. He is cur- 
rently manager of the Washington 
office of the American Institute of 
Laundering and is executive secre- 
tary of the Lawn Mowers Institute. 
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North Central Ohio Ass’n Hears 
Talk On Scrap Industry 


Members of the Purchasing 
Agents’ Association of North Cen- 
tral Ohio recently heard a talk 
on the scrap industry by Irv. Ben- 
nett, president of the I. A. Barnett 
Company, at a meeting in the Fair- 
Way Club, Galion, Ohio. 

One of the most interesting 
points brought out by Mr. Bennett 
was that scrap companies conduct 
their businesses in a manner just 
the reverse of the way purchasing 
agents operate. Scrap men sell their 
scrap at a set price and must then 
buy in order to satisfy their commit- 
ments. He also pointed out that, 
rather than giving a discount to large 
quantity buyers, they customarily 
get a higher price for larger quan- 
tities. 

Mr. Bennett traced the growth of 
the scrap industry from a door-to- 
door canvasser to a wide spread in- 
dustry involving many millions of 
dollars and having a great influence 
on many manufacturing companies. 
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TenneVa Association Holds 
Annual Ladies Night Feb. 19 


The annual ladies night of the 
TenneVa Association of Purchasing 
Agents was held February 19 at the 
Ridgefield Country Club, Kingsport, 
Tenn. A full program of entertain- 
ment, prizes and dinner was pro- 
vided by Ed Shaulis, chairman of 
the arrangements committee. 

A special full length sound movie 
on the “Story of DuPont” was shown 
at a recent regular meeting at the 
Country Club, Bristol, Tenn. Just 
prior to the meeting members vis- 
ited the Bristol plant of the Monroe 
Calculating Machine Company. 
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TOOL 


DIVISION OF EX-CELL-O CORPORATION 
DETROIT 32, MICHIGAN 


WORKS 


CONTINENTAL Makes Both 
to Suit Your Requirements 


The form-relieved milling cutter at the left 
above has a ground form, while the cutter 
below has an unground form. Both are easily 
sharpened by grinding the faces of the teeth. 


If limits are within plus or minus .001”, if the 
form has several angles or radii, or if the job 
requires a fine surface finish, then we recom- 
mend the ground form. The grinding opera- 
tion corrects any distortion caused by heat- 
treatment, insuring an accurate form and a 
true-running cutter for a good work finish. 
However, if tolerances are not too close and 
the form is not too intricate, you can save 
money by using unground form-relief cutters. 


Continental, being a division of Ex-Cell-O, 
supplies the tools used by Ex-Cell-O for the 
volume production of precision parts for air- 
craft and other industries. This work provides 
an exceptional opportunity to try out various 
tool designs and materials and to determine 
definitely the best tools for today’s produc- 
tion needs. 


These facts can mean real savings to you. 
Call in your Ex-Cell-O representative or con- 


a tact Continental in Detroit today for infor- 


mation on Production-Proved Cutting Tools. 


\ 


OA 


In this group of special Continental tools are 
ground and unground form-relieved cutters, 
fiat form tools, an offset carbide tipped tool 
and a double-end carbide tipped spot-facer. 








“| buy with confidence 
when | buy from Vinco. 
SO CAN YOU.” 





When spline gages, gear 
pumps, close or loose toler- 
ance gears, formed wheel 
dressers, mass produced 
parts, or precision measur- 
ing equipment are needed, 
purchasing agents from 
coast to coast know they 
can depend on Vinco to 
deliver as specified. And 
now, with the acquisition of 
Industrial Stamping & Mfg. 
Co., purchasing agents can 
procure stampings and plat- 
ing work that meet Vinco’s 
standard of quality. 


VINCO CORPORATION 


9119 Schaefer Hwy. 
Detroit 28, Mich. 


Formed Wheel Dressers, Auto- 
motive Cam Checkers, Optical 
Dividing Heads, Precisiondexes 


SPLINE 
GAGES 











AVINCO 





THE TRADEMARK OF DEPENDABILITY 


Please mention PURCHASING Magazine when writing to advertisers. 


MILLIONTHS OF AN 
INCH FOR SALE 











Renard Principal Speaker At 
Purchasing-Sales Executives 
Dinner In New York, Feb. 17 
George Renard, executive secre 
tary-treasurer of the National Asso 
ciation of Purchasing Agents, was 
the principal speaker’ at the 33rd 
annual Purchasing-Sales Executiv» 
dinner February 17 in the Hotel 
Commodore, New York City. Fran 
W. Lovejoy, sales executive of 
Socony-Vacuum Oil Company, also 
spoke. Mr. Lovejoy, who is a past 
president of the Sales Executives 
Club of New York, was introduced 
by Robert A. Whitney, president of 
the National Sales Executives Club. 
M. D. MacBurney, vice president 
of the Purchasing Agents’ Associa- 
tion of New York, was general 
chairman of the dinner committee. 
Full details of the affair will be given 
in the April issue of PurcHastna. 
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Panel On Relations Between 
Purchasing Agents, Salesmen 


At interesting discussion on the 
subject “The Purchasing Agent and 
the Salesman. How can we be of 
most assistance to each other?”, 
highlighted the February 11 meeting 
of the Purchasing Agents’ Associa- 
tion of Buffalo, N. Y., in the Hotel 
Sheraton. 

Jack Rutherford, conference com- 
mittee chairman, was panel chair- 
man. The salesmen were _ repre- 
sented by Ralph D. Myrick and Her- 
man Seelbach, Jr., members of the 
firm Ralph D. Myrick and Associ- 
ates, sales analysts. The purchasing 
agents were represented on the 
panel by Art Kinney of Wickwire- 
Spencer and Russ Sharp of U. S. 
Rubber Reclaiming. 

The panel members answered all 
questions submitted to them and 
the evening’s discussion presented a 
lively session for those attending. 


Soar 


P.A.’s Part In Accident 
Prevention Told At Meeting 


“A Purchasing Agents’ part in an 
overall accident prevention pro- 
gram,” was the subject of a panel 
discussion held at a meeting of the 
Purchasing Agents’ Association of 
Washington in the Central Y.M.C.A. 
Seattle. 

Speakers at the meeting included 
J. T. Bradshaw, safety engineer and 
general claim agent, Puget Sound 
Power and Light Company and, Al 
Walters, safety supervisor of thd 
same company. 

A film entitled “Miracle in Para: 
dise Valley” was also shown. 
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ee Few products have ever achieved the leadership that has been conceded 
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eal to the Marsh “Mastergauge.” But instead of allowing the ‘““Mastergauge 
sing to coast on its laurels we have kept right on making it better. An example 
the of this is the ” ” 
vire- new Marchalloy case 
J. $. : , ; 
The recently developed case is accurately formed in steel of boiler plate 
d all thickness; then heavily copper-clad so that it has the corrosion resistance SOCKET, TUBE 
and of a solid copper case with the strength of steel. AND END-PIECE 
a , : aati 
ny Such a case is four times as strong and one-third lighter than con- FUSED METS ONE Cit 
, ventional cast iron cases, It is finished in a newly developed, corrosion- Just as welded piping is more sound than 
‘ . ‘ ° + hanical joining, the fusi f 
resistant satin-black enamel that makes it as attractive as it is durable. red Rae orga ond eniains ae 
The new case is fitted with Marsh safety blow-out plug — another integral unit is the most dependable 
ng ‘ aie : f pressure gauge construction ever known. 
in an typical Marsh advancement. Ask for information covering gauges Welding these dissimilar parts to- 
; f 1 aes gether is a tricky problem — fully solved 
od OF all services, by a special process which produces 
pane “ ” 
xf the tHe “Conoweld” ruse 
on of The photo of an actual section through 
Pa. A the socket shows the perfect fusion. 
significant pressure gauge development 
sluded in recent years. 
or and “THe stanpaud 
Sound “i i 42 ; accuracy” 
nd, Al , 
yf the MARSH INSTRUMENT CO. Soles affiliate of Jas. P. Marsh Corporation 
Dept. 31, Skokie, Ill. Export Dept., 3501 Howard St., Skokie, Ill. 
Para: 
be MANUFACTURERS OF THERMOMETERS ® WATER REGULATING VALVES © SOLENOID VALVES @® HEATING SPECIALTIES 
ASING Marcu, 1953 Please mention PURCHASING Magazine when writing to advertisers. 215 











SEVEN Wa 








yS yOu Save 


WITH REYNOLDS FABRICATING FACILITIES 





These photographs are representative of the 
tremendous Reynolds fabricating facilities . . . 
facilities that make possible seven basic 
economies to every manufacturer who uses 
Reynolds Aluminum Fabricating Service. 

Not shown in these photographs, are two 
equally important advantages that Reynolds 
offers manufacturers. One, quality and produc- 
tion control from mine to finished product. Two, 
experienced design and engineering service. 

You'll see proof of the latter advantages— 


along with proof of the seven basic economies 
pointed out in the photo captions—in each alu- 
minum blank, roll formed shape, completed 
part or final assembly you get from Reynolds. 

For your present needs or for development 
work on future models, contact your nearest 
Reynolds office listed under “Aluminum” in 
your classified telephone directory or write for 
your copy of the new “Complete Facilities” 
catalog to Reynolds Metals Company, Parts 
Division, 2056 South Ninth St., Louisville 1, Ky. 








Reynolds REDUCES YOUR RAW 
MATERIAL INVENTORY 


You get pounds of parts instead 

pounds of metal when you use 
Reynolds Aluminum Fabricating 
Service. Like the automobile manu- 
facturer who will receive the extruded 
aluminum window frames above, 
you can save, too, by cutting out 
that costly part of your metal inven- 
tory that does not go into finished 
parts. Over 30 Reynolds plants in 18 
tates are at your service! 





BLANKING e 





Reynolds RELEASES YOUR 
VALUABLE FLOOR SPACE 


Pictured above are just a few of 
6,000 different parts for a single plane 
in production at Reynolds plants at 
one time during World War II. Imag- 
ine the floor space required for this 
production. Imagine the floor space 
you can save in your plant—space you 
can put to profitable use—when you 
call on Reynolds Aluminum Fabri- 
cating Service to turn out aluminum 
parts for your products. 


STAMPING - 


DRAWING - 


Reynolds ADDS TO YOUR CAPACITY 
WITHOUT INCREASING COSTS 


Here, in the photograph above, alu- 
minum TV antenna is being formed 
on one of the seventeen Reynolds roll 
forming machines. The great variety 
of Reynolds specialized equipment 
enables you to obtain the economy of 
the machines best suited to your pur- 
pose, without making the tremendous 
capital investment in equipment and 
added plan‘ capacity which would 
otherwise be required. 


RIVETING 


PURCHASING 





EYNOLDS ALUMINUM 


EMBOSSING -> 
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Reynolds CUTS YOUR MATERIAL 
HANDLING COSTS 


The aluminum pallets above will re- 
duce material handling costs in many 
plants . . . and the manufacturer of 
these pallets is also reducing his 
material handling costs by getting 
pounds of parts, not pounds of metal, 
from Reynolds Aluminum Fabricat- 
ing Service. Reynolds also takes the 
problems of scheduling, material sup- 
ply, labor and machine availability 
off his—and your—hands! 











Reynolds OFFERS YOU DELAYED 
MATERIAL BILLING 


You receive 100% of your aluminum 
in finished parts when you use 
Reynolds Aluminum Fabricating 
Service. And, as these parts are gen- 
erally billed after assembly into fin- 
ished products, no investment is tied 
up in raw metal. These quality parts, 
like the shells of the aluminum cook- 
ers being buffed above, are available 
in a wide choice of finishes including 
color-anodized. 


Reynolds CUTS YOUR SCRAP LOSS 
AND SCRAP HANDLING COSTS 


The aluminum blanks on the conveyor 
at left are ready to go to a washing 
machine manufacturer. The scrap be- 
side the press is remelted immediately 
right at the Reynolds plant. Thus 
Reynolds Aluminum Fabricating 
Service saves you—the manufacturer 
—an average of 30% scrap loss and 
also eliminates scrap handling ex- 
pense on your part in sorting, storing 
and shipping. 





Reynolds ELIMINATES YOUR 
REJECT COSTS 





Reynolds Aluminum Fabricating 
Service does away with your machine 
and labor production losses and in- 
spection expense in rejects, because 
you pay only for finished, inspected 
parts. The conveyor line above, where 
refrigerator door trays are carefully 
inspected before packing and ship- 
ping, is just one of the many exam- 
ples of Reynolds quality control from 
mine to finished product. 


FABRICATING SERVICE 


ROLL SHAPING + TUBE 


Marcu, 1953 


BENDING + WELDING 


e FINISHING 


Please mention PURCHASING Magazine when writing to advertisers. 








Here’s a laminate with 
high insulation resistance 



















































































It’s the New 


G-E 11541 TEXTOLITE* 
Industrial Laminate 





* 
© 




















It offers outstanding characteristics! G-E 11541 
has high insulation resistance and retains maximum sta- 
bility under humid conditions. /t can be readily hot 
punched and fabricated without losing its basic properties, 
and will provide long service under difficult conditions. 


























It’s brand new! This versatile G-E Textolite indus- 
trial laminate has just been placed on the market—after 
intensive development and testing by G-E engineers. Now 
you can develop even better performance characteristics 
in the equipment you manufacture—by using G-E 11541 
Industrial Laminate. 





























It's amazingly versatile! G-E 11541 is a paper-base 
phenolic laminate available in a variety of sizes and thick- 
nesses. It has excellent electrical properties, which make 
it suitable for a wide variety of applications. ° 












For full details and samples, get in touch with your 
nearest fabricator or assembly manufacturer, today. Or 
write: General Electric, Section 327-1A, Chemical Divi- 
sion, Pittsfield, Massachusetts. 
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Cincinnati Ass’n Holds Annual 
Members, Assistants, Night 


The annual Members, Assistants 
and Buyers Night of the Cincinnati 
Association of Purchasing Agents 
was held February 10 in the Hotel 
Sheraton-Gibson. The program con- 
sisted of a forum and discussion 
of purchasing function of inventory 
control and purchasing reports to 
management, including what man- 
agement wants to know and what 
you want management to know. 

The sound color film “Industrial 
Purchasing,” sponsored by PUR- 
CHASING magazine, was shown at 
the meeting. 
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Washington Association Enjoys 
Mid-Winter Party February 21 


The mid-winter party of the Pur- 
chasing Agents’ Association of 
Washington was held February 21 in 
the Rainier Club, Seattle. Cocktails 
were served from 7 to 8 p.m., fol- 
lowed by a buffet dinner. Dancing 
continued from 9 p.m. to midnight 
and bingo was conducted from 9 to 
11 p.m. 

The annual Tacoma meeting of 
the Washington Association in the 
Winthrop Hotel, February 12, fea- 
tured a speech on “Air Defense” 
by Brig. General T. Alan Bennett, 
Commanding General 25th Air Div., 
U.S. Air Force, McChord Air Force 
Base. 

On the day of the meeting mem- 
bers visited McNeil Penitentiary 
and participated in bowling in the 
afternoon. 

On February 25, the Association 
took part in a plant visitation at 
Langendorf Bakery. 
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53 Economic Outlook Discussed 
At Dallas Association Meetings 

Harrison Wood, director of public 
relations, Red Ball Motor Freight, 
discussed “Predictions For 1953” at 
the February 12 meeting of the 
Purchasing Agents Association of 
Dallas, held in the Melrose Hotel, 
Dallas, Texas. 

At the February 26 meeting, Dr. 
W. H. Irons, vice president of the 


Federal Reserve Bank, spoke on 
“The Economic Outlook.” 
PURCHASING magazine’s sound 


color film “Industrial Purchasing” 
was shown for members 2i’a recent 
meeting. 

A. M. Blevins, Dresser Equipment 
Company, Ideco Division, and Inter- 
national Dresser Equipment Com- 
pany, has been accepted for mem- 
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We thrive on 
tough gear problems 


More and more gear users rely on The 
Cincinnati Gear Company for their special 
gear needs, because they've found that we 
have the “know-how” to produce the right gears 
for their foughest requirements every time! And this 
“know-how” is backed up by the most modern pro- 


Precision 
Miter Gears 
for Aircraft 
Landing Gear 


SPUR 


duction equipment, complete heat treating facilities, WORM 

one of the largest shave cutter stocks, electronic in- INTERNAL 
spection when required . . . everything our expert ores con. 
craftsmen need to produce top-quality custom gears 

consistently, economically. HELICAL 
Filling different, unusual custom gear orders is an HERRINGBONE 


every-day occurrence for us. Whatever your custom 
gear requirements may be, we can fill them to your 
complete satisfaction. Write, wire, or call today for 
full information, *Reg. U. S. Pat. Off. 


*CONIFLEX BEVEL 
SPLINE SHAFT 














WILL Yes—with friendship and esteem, for a long time, 
YOUR NAM E if you place your name and business on a Gifts 
Quality Plastic Product. The cost is small—the value 

high. You have a wide selection of items to choose 

BE from, ranging from $3.00 per 1,000 to $10.00 


per item 


REMEMBERED 


Nationa) Premium 


> Exposition 
EFA April 20-23 incl. 
Zz CONRAD- 
HILTON, 
CHICAGO 
Mail the coupon below for ideas on how 
you can increase sales today and build 
year ‘round good will! For personal service— 
there’s a nearby advertising specialty jobber who 
distributes Gits products for advertising and premium use, 


Call him today (or write us for his name). 


oar eisai nila deine cea tidatapidteasnaliabi day intiemmcmp came cm tein teen eam ene came das aa ee oa 


@ Please send sample information and prices on following items and quantities: 


plain C) imprinted ; 
rrr etn rae 5 OS cca SHOE HORN 
seid .../One-hand’ KNIFE ... .+sSMALL POINT ERASER | 
.. Soo RAZOR-NIFE and Chain ...... -Quik-Sharp” Knife Sharpener | 
i eben en ee re? ee a weir’ Historical Banks 
eal STIR-STICKS ‘lll Complete Line I 
ee: TOOTHPICK DISPENSER | 
J ww veeee PAR-KIT Coin Holder DR A Ba aiais ond Wath e 6 ¥b.00 sit , | ey 
vebialad MATCH PAC Firm ee PR aNE | 
i WIS ae Ain oe aye eee anes t Cee eh Eh ented bins b cen mheee es. i 
1 EE PhS a in 6 th eins ekg eh a eke 4S te Oh 
GITS MOLDING CORP. RP Nek Gacenecdgtcses ee ee | 
I 4600 W. HURON ST., CHICAGO 44 P253 i 


[ 
i 
| 
| 
| 
! 
| 
| 
! 
l 
| 
l 
| 
i 
| 
| 
| 

| 
I 

| 
| 

| 

| 

! 

| 

| 

! 

! 

| 

! 

! 

| 

| 

l 

| 
' 















White Tells uleveland Ass’n 
Production Boost Saved Steel 
Industry From Nationalization 


Charles M. White, president of 
Republic Steel Corporation, recent- 
ly told the Purchasing Agents’ As- 
sociation of Cleveland that only “the 
fundamenta! soundness of our 
American economy saved the 
steel industry from nationalization 
through the last 20 years.” 

Speaking at the annual “Execu- 
tives’ Night” dinner of the Associa- 
tion at the Hotel Cleveland, Mr. 
White admitted that the industry 
“has its neck out a mile” on its re- 
cent expansion program, It was done, 
he said, not because of sensible, 
long-range planning, but “because 
had we not done so the government 
would have entered the steel busi- 
ness.” 

“The end result could only be 
nationalization,” he said. “Once ac- 
complished, the nationalization of 
other basic industries would have 
been easy and logical steps.” 

Credited with forestalling na- 
tionalization of the industry was the 
increase in capacity from 82,000,- 
000 ingot tons in 1940 to 118,000,000 
at the beginning of this year. Ca- 
pacity expansion in the steel indus- 
try will continue through this year 
with 121,000,000 ingot tons as the 
figure by next January 1, Mr. White 
said. 

W. E. Gombert, chairman of the 
Association’s program committee, 
introduced Mr. White. Dale Kim- 
mell, president of the group, pre- 
sided over the meeting. 


Cs; F 


Educational Buyers Convention 
Set For Chicago, May 6-8 


The annual convention of the Na- 
tional Association of Educational 
Buyers will be held May 6-8 in Chi- 
cago, Ill. Some of the subjects to 
be discussed at the convention are 
dining room management, govern- 
ment housing loan program, records 
and procedures and purchasing of 
textiles. 

Another money-saving feature of 
the meeting will be a talk on salvage 
on the campus by C. A. Rosenbrook 
of Michigan State College. Others 
scheduled to take part in the pro- 
gram are Carl M. Peterson of 
Massachusetts Institute of Tech- 
nology; Wainwright Martin of Hen- 
drix College; C. F. McElhinney of 
the University of Houston, and 
Granville Thompson of the U. S. 
Office of Education in Washington. 

Henry Doten is convention chair- 
man. 
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- | Designed for leak-proof closure... 





“" with Linear O-Rings 


as A unique characteristic of Mudco O-Ring Butterfly Valves is their 
= ability to provide tight, non-leaking shut-off in industrial, chemical 
and oil field service. This feature is made possible by the use of 
LINEAR O-Rings. The butterfly (disk) is fitted with a precision- 
made LinEAR O-Ring that seals firmly against the valve body. 





n The higher the pressure, the tighter the seal becomes—as the 
O-Ring is squeezed against the valve wall. 
‘al As the disk is turned, the O-Ring wipes away all solid material or 
“_ debris . . . assures perfect closing every time. The O-Ring is the 
ra only wearing part, and it’s made of tough oil and acid-resisting 
re synthetic rubber, especially selected by LINEAR for this application. 
n- The O-Ring is operating satisfactorily in a great many different 
-ds types of service and stays in top condition handling clean fluid even 
of after 75,000 open-and-close cycles. When repair is finally necessary, 
simply renewing the O-Ring makes the valve as good as new. 
of 
ge If you, too, have a product design problem that calls for reducing 
ok wear, obtaining a simpler or more efficient seal, or reducing manu- 
ers facturing cost through better packings—call on LINEAR for pre- 
“O- cision-moulded goods that set a high standard for Industry. 
of 
*h- 
pe “PERFECTLY ENGINEERED PACKINGS” 
ind F i 
S. iti . \ 
on.. jm AY 
ir- 


LINEAR, Inc., STATE ROAD & LEVICK ST., PHILA. 35, PA 
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Here's a TOOL STEEL STOCK LIST 
that’s really Zaat, Corcitoaw Liytendlalle|! 








There’s an A-L Tool 
Steel to do 
each job best 


The Allegheny Ludlum 
Tool Steel family includes 
37 principal types, cov- 
ering the high speed, hot 
work, shock resisting, 
cold die, and carbon and 
low alloy steel fields. Let 
us help you find the best 
answer to any problem 
that occurs in your pro- 
duction or use of cutting 
and forming tools. 


ADDRESS DEPT. P-39 


L 








Please mention PURCHASING Magazine when writing to adve:tisers. 


This 72-page catalog lists the stocks 
of A-L High Speed and Tool Steels 
which are constantly maintained in 
each of 18 warehouses, located at 
convenient points from coast to coast. 
In compact, easy-to-follow style, the 
book gives a complete stock picture, 
nationwide, of the 15 most widely 
used types of these steels—each in a 
full range of standard shapes and sizes 
—and also includes data on stocks 
of drill rod, tool bits and Carmet 
carbide metal blanks and tools. 


For complete MODERN Tooling, call 





Allegheny Ludlum t=: 


It may be that your requirements 
call for mill shipments. If so, you can 
rely on us to schedule material for you 
without delay. But—if you depend 
entirely or in part upon ordering High 
Speed and Tool Steels in smaller lots 
—and want to know where you can 
get them quickly—you'll find A-L’s 
book of “Warehouse Stocks” mighty 
handy to have in your desk. @ Write 
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replace with 


Delco Motors ‘~ 























When conditions are the most severe, 
Delco motors prove their worth. The high 
standards that guide their design, 
engineering and construction insure the 
extra endurance that minimizes servic- 
ing and down-time. 

Delco replacement motors are avail- 
able fast, from your local Delco motor 
distributor. 


THERE'S A DELCO 
FOR PRACTICALLY ANY 
INDUSTRIAL APPLICATION 
Open and enclosed motors up to 100 h.p. 
for standard foot mountings. NEMA C&D 


flange-mounted motors up to 30 h.p. 
Explosion-proof motors up to 20 h.p. 


DELCO Axx 
PRODUCTS 


Division of General Motors Corporation, Dayton, Ohio 


A GENERAL MOTORS PRODUCT Rep A UNITED MOTORS LINE 


DISTRIBUTED BY WHOLESALERS EVERYWHERE 











THESE FEATURES KEEP DELCO MOTORS 
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Water-Tight Conduit ® Positive Lubrication. ® Delcote insulation. @ Positioned Bearings. © Dynamically Bal- © Corrosive-Resistant 
Box. Protects ® Lengthens bearing * Permanently flexible, ° Maintain shoft © anced Rotor and * Cast tron Frame. 
against moisture. >: life. e moisture-proof, wear © alignment. Shaft Assembly. * More solid, more 
e e resistant. . @ Reduces vibration. : rugged. 
2 * . a 






SALES OFFICES: Atlanta + Chicago * Cincinnati + Cleveland + Dallas + Detroit + Hartford + Philadelphic + 


Lovis « Son Francisco 
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Here’s a laminate with 
high insulation resistance 


— It’s the New 
a G-E 11541 TEXTOLITE* 


Industrial Laminate 


It offers outstanding characteristics! G-E 11541 
has high insulation resistance and retains maximum sta- 
bility under humid conditions. /t can be readily hot 
punched and fabricated without losing its basic properties, 
and will provide long service under difficult conditions. 


It's brand new! This versatile G-E Textolite indus- 
trial laminate has just been placed on the market—after 
intensive development and testing by G-E engineers. Now 
you can develop even better performance characteristics 
in the equipment you manufacture—by using G-E 11541 
Industrial Laminate. 


It's amazingly versatile! G-E 11541 is a paper-base 
phenolic laminate available in a variety of sizes and thick- 
nesses. It has excellent electrical properties, which make 
it suitable for a wide variety of applications. 


For full details and samples, get in touch with your 
nearest fabricator or assembly manufacturer, today. Or 
write: General Electric, Section 327-1A, Chemical Divi- 


sion, Pittsfield, Massachusetts. eReg. U.S. Pat. Of. 
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Cincinnati Ass’n Holds Ann 
Members, Assistants, Night 


The annual Members, Assistants” 
and Buyers Night of the Cincinnatj’ 
Association of Purchasing Agents 
was held February 10 in the Hote” 
Sheraton-Gibson. The program con. | 
sisted of a forum and discussiog 
of purchasing function of inventory] 
control and purchasing reports (9 
management, including what mam ™ 
agement wants to know and what 
you want management to know. 

The sound color film “Industrial” 
Purchasing,” sponsored by PUR} 
CHASING magazine, was shown 
the meeting. 


> & F 


Washington Association Enjoys 
Mid-Winter Party February 21 

The mid-winter party of the Pur- ~ 
chasing Agents’ Association of © 
Washington was held February 21 in 7 
the Rainier Club, Seattle. Cocktails 7 
were served from 7 to 8 p.m., fole 7 
lowed by a buffet dinner. Dancing 7 
continued from 9 p.m. to midnight 7 
and bingo was conducted from 9 to 7 
11 p.m. a 

The annual Tacoma meeting of ~ 
the Washington Association in the ~ 
Winthrop Hotel, February 12, fea- — 
tured a speech on “Air Defense” 
by Brig. General T. Alan Bennett, 
Commanding General 25th Air Div, 
U.S. Air Force, McChord Air Force 
Base. 

On the day of the meeting mem- 
bers visited McNeil Penitentiary 
and participated in bowling in the 
afternoon. 

On February 25, the Association 
took part in a plant visitation at 
Langendorf Bakery. 


Ma 


*53 Economic Outlook Discussed 
At Dallas Association Meetings 


Harrison Wood, director of public 
relations, Red Ball Motor Freight, 
discussed “Predictions For 1953” at 
the February 12 meeting of the 
Purchasing Agents Association of 
Dallas, held in the Melrose Hotel, 
Dallas, Texas. 

At the February 26 meeting, Dr. 
W. H. Irons, vice president of the 
Federal Reserve Bank, spoke on 
“The Economic Outlook.” 

PURCHASING magazine’s sound 
color film “Industrial Purchasing” 
was shown for members at a recent 
meeting. 

A. M. Blevins, Dresser Equipment 
Company, Ideco Division, and Inter- 
national Dresser Equipment Com- 
pany, has been accepted for mem- 


bership in the Dallas Association. 
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White Tells uleveland Ass'n 
Production Boost Saved Stee 
Industry From Nationalizatioy 
Charles M. White, president ¢ 
Republic Steel Corporation, recent. 
ly told the Purchasing Agents’ As. 
sociation of Cleveland that only “the 






We thrive on 


tough gear problems 


More and more gear users rely on The 


’ . Precision fundamental soundness of oy 
Cincinnati Gear Company for their special // Maer Geers American economy saved _ the 
gear needs, because they've found that we / | nat for Aircraft steel industry from nationalization, 
have the “know-how” to produce the right gears ww through the last 20 years.” 

for their toughest requirements every time! And this Speaking at the annual “Execy. 
“know-how” is backed up by the most modern pro- SPUR tives’ Night” dinner of the Associa. 
duction equipment, complete heat treating facilities, WORM tion at the Hotel Cleveland, Mr 
one of the largest shave cutter stocks, electronic in- INTERNAL White admitted that the industry 


spection when required . . . everything our expert “has its neck out a mile” on its re. 
craftsmen need to produce top-quality custom gears — or ype a a was = 

istently, economically. HELICAL e said, not because of sensible 
es i ¥ long-range planning, but “becaug 


SPIRAL BEVEL 


Filling different, unusual custom gear orders is an HERRINGBONE had we not done so the government 

every-day occurrence for us. Whatever your custom *CONIFLEX BEVEL would have entered the steel bus- 
geor requirements may be, we can fill them to your SPLINE SHAFT ness.” 

complete satisfaction. Write, wire, or call today for “The end result could only be 

full information. #Reg. U.S. Pat. Off. nationalization,” he said. “Once ac- 

complished, the nationalization of 

al ; other basic industries would have 


ll been easy and logical steps.” 
et Credited with forestalling na- 


tionalization of the industry was the 

increase in capacity from 82,000- 

000 ingot tons in 1940 to 118,000,000 

at the beginning of this year. Ca- 

pacity expansion in the steel indus- 

try will continue through this year 

with 121,000,000 ingot tons as the 

figure by next January 1, Mr. White 
Yes—with friendship and esteem, for a long time, said. 

YOUR NAM if you place your name and business on. a Gits W. E. Gombert, chairman of the 

3 Quality Plastic Product. The cost is small—the value Association’s program committee, 

high. You have a wide selection-of items to choose introduced Mr. White. Dale Kim- 

BE from, ranging from $3.00 per 1,000 to $10.00 mell, president of the group, pre- 
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Educational Buyers Convention 
Set For Chicago, May 6-8 


The annual convention of the Na- 
tional Association of Educational 
Buyers will be held May 6-8 in Chi- 
cago, Ill. Some of the subjects to 

be discussed at the convention are 
BOOTH 128-29 


National Premium dining room management, govern- 
Exposition 
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Peo and procedures and purchasing of 
' CHICAGO textiles. 
' Mail the coupon below for ideas on how Another money-saving feature of 
: you can mere sales today and build the meeting will be a talk on salvage 
“ year ‘round good will! for personal service— 
_ thace! $ a nearby etvestioing specialty jobber who on the campus by c. A. Rosenbrook 
distributes Gits products for advertising ane premium use. . . Oth 
Call him today (or write us for his name). of Michigan State College. ers 
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@ Please send sample — and prices on ee items and quantities: i gram are Carl M. Peterson of 
Z Cl imprint 
| -sssee.GITS FLASHLIGHTS ’ aoe SHOE_ HORN | Massachusetts Institute of Tech- 
pociteess sone hand’ KNUE. es oo oe Laoag A nology; Wainwright Martin of Hen- 
ceecnes an ain aos vik-Sharp nife Sharpener mgs . 
A sensed LETTER OPENER - -- Historical Banks drix College; C. F. McElhinney of 
RIT STIR-STI "TTI TGomplete Li Wien 14 
Seaside TOOTHPICK DISPENSER ie Sigceoeat the University of Houston, and 
| oe ae oe Holder Name Oe eee TONE ee | Granville Thompson of the U. S. 
PLLILIEIKEY HOLDER neal Opin’ Gna et oS | Office of Education in Washington. 
| GITS MOLDING CORP. ON ee Zone... Giute...... | Henry Doten is convention chair- 
BE SS, TET, man. 
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Whi with Linear O-Rings 


of the 
nittee, = ‘ ‘ , 
Kime A unique characteristic of Mudco O-Ring Butterfly Valves is their 
, pre- | ability to provide tight, non-leaking shut-off in industrial, chemical 
and oil field service. This feature is made possible by the use of 
LINEAR O-Rings. The butterfly (disk) is fitted with a precision- 
' made LINEAR O-Ring that seals firmly against the valve body. 
ition The higher the pressure, the tighter the seal becomes—as the 
8 i O-Ring is squeezed against the valve wall. 

ge As the disk is turned, the O-Ring wipes away all solid material or 
» Chi- debris . . . assures perfect closing every time. The O-Ring is the 
cts to only wearing part, and it’s made of tough oil and acid-resisting 
mn are synthetic rubber, especially selected by LrNEAR for this application. 
yvern- The O-Ring is operating satisfactorily in a great many different 
ecords types of service and stays in top condition handling clean fluid even 
ing of after 75,000 open-and-close cycles. When repair is finally necessary, 
simply renewing the O-Ring makes the valve as good as new. 














ure of 
alvage If you, too, have a product design problem that calls for reducing 
brook wear, obtaining a simpler or more efficient seal, or reducing manu- 
thers facturing cost through better packings—call on LINEAR for pre- 
or cision-moulded goods that set a high standard for Industry. 
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Here's a TOOL STEEL STOCK LIST 
that’s really Zee, Concito ani genilalde! 








There’s an A-L Tool 
Steel to do 
each job best 


The Allegheny Ludlum 
Tool Steel family includes 
37 principal types, cov- 
ering the high speed, hot 
work, shock resisting, 
cold die, and carbon and 
low alloy steel fields. Let 
us help you find the best 
answer to any problem 
that occurs in your pro- 
duction or use of cutting 
and forming tools. 


ADDRESS DEPT. P-39 


= 
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This 72-page catalog lists the stocks 
of A-L High Speed and Tool Steels 
which are constantly maintained in 
each of 18 warehouses, located at 
convenient points from coast to coast. 
In compact, easy-to-follow style, the 
book gives a complete stock picture, 
nationwide, of the 15 most widely 
used types of these steels—each in a 
full range of standard shapes and sizes 
—and also includes data on stocks 
of drill rod, tool bits and Carmet 
carbide metal blanks and tools. 


It may be that your requirements 
call for mill shipments. If so, you cao 
rely on us to schedule material for you 
without delay. But—if you depend 
entirely or in part upon ordering High 
Speed and Tool Steels in smaller lots 
—and want to know where you cao 
get them quickly—you’ll find A-L's 
book of “Warehouse Stocks” mighty 
handy to have in your desk. @ Write 


For complete MODERN Tooling, call 





Allegheny Ludlum 


Please mention PURCHASING Magazine when writing to advertisers. 


f} 
¢ 


wad 3529 


PuRCHASING 











2 —E———— es lll rltltC(<CiSCtC 


eee ween 
Gsm Oe CEPA OHOCOOOPEC CC ORO SCH H OS 
eee ee a ee 
.* ** 
. eee 
- . 
° ** 
"i el a eS A Re 
*-. 


e . 
oe co SOHMAESTSOCCE TDS 9596 2 ReDHs, 
Pt Th dias hi SY | I OT en ee 
ga ee ee” Ee eee eee 
A ee lll ee re Oe 
ee 
. 
ae? 
.* 
. 
e@ 
g® 
. 


replace with 


_ Delco Motors 























When conditions are the most severe, 
Delco motors prove their worth. The high 
standards that guide their design, 
engineering and construction insure the 
extra endurance that minimizes servic- 
ing and down-time. 


Delco replacement motors are avail- 
able fast, from your local Delco motor 
distributor. 
THERE'S A DEL 
FOR PRACTICALLY AN‘ 
INDUSTRIAL APPLICATI 


Open and enclosed motors up to 100 h.p. 
for standard foot mountings. NEMA C&D 
flange-mounted motors up to 30 h.p. 
| Explosion-proof motors up to 20 h.p. 





DELCO Aum 
= PRODUCTS 














r you Division of General Motors Corporation, Dayton, Ohio 
pend 
High A GENERAL MOTORS PRODUCT Bap + ome MOTORS LINE 
r lots DISTRIBUTED BY WHOLESALERS EVERYWHERE 
1 can 
A-L’s THESE FEATURES 
ighty ° > . . 
W rite : - : : 
7 . ° . 
a s sy - 
« rs ® . 
* a ° . 
a . e * 
* e ° 
7 . ° . 
» > e 
* « ° + 
a ° e . 
* . e ry 
Water-Tight Conduit ® Positive Lubrication. ® Delcote insulation. e@ Positioned Bearings. © Dynamically Bal- © Corrosive-Resistant 
Box. Protects ® Lengthens bearing *Permanently flexible, ©@ Maintain shaft © anced Rotor and © Cast tron Frame. 
against moisture. = life. r moisture-proof, wear e alignment. > Shaft Assembly. More solid, more 
4 - resistant. 4 @ Reduces vibration. ° rugged. 
> . o » 


SALES OFFICES: Atlanta * Chicago * Cincinnati + Cleveland + Dallas + Detroit + Hartford + Philadelphia + St. Lovis + Son Francisco 
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Several Interesting Speakers 
At Rock River Valley Meetings | 


Several interesting meetings were 
reported recently by the Purchasing 
Agents’ Association of Rock River 
Valley. 

Phillip McKenna, president of 
McKenna Metal, Inc., was a recent 
speaker, discussing the subject, 
“The Necessity For The Gold Stand. 
ard For Economic Calculation.” 
Colored slides covering a trip to 
Europe by one of the Association 
members were shown to members 
and the Rev. Reginald White spoke 
on “The Marks of a Wise Man.” 

Keith Q. Kellicutt, representative 
of the Material Container Division 
of the Forest Products Laboratory 
in Madison, Wis., presented a paper 
entitled “Basic Design Data For The 
Use of Fiberboard In Shipping Con- 
tainers.” R. E. L. Harmon, special 
representative of the Association of 
American Railroads, Freight Loss 
and Damage Prevention Section, 
conducted a discussion on packaging 
problems. 

The color film “Industrial Pur- 
chasing” was shown to members at 
the annual “Past Presidents’ Night.” 

New members enrolled by the 
Association include: Donald M. An- 
derson, Free Sewing Machine Com- 
pany; Donald R. Bookland, Sund- 
strand Machine Tool Company; 
Charles H. Ferwerda, Besly Welles 
Corporation; Raymond P. Lex, 
Meckum Engineering, Inc., and Eric 
Theden, Sundstrand Machine Tool 
Company. 

New transfer members include: 
Tom Larson, Woodward Governor 
Company; Raymond E. Beldt, Bur- 
gess Battery Company; Donald L. 
Wilmer, Pullman Standard Car Mfg. 
Company, and John G. Fair, Mod- 
ern Metal Products Company. 
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AMERICA’S FINEST INDUSTRIAL District 2 To Hold Seventh 
PACKAGING LABORATORY Annual Conference Sept. 23-24 


itis here where more efficient containers are born. The seventh annual Southwest 
We will be glad to study your problem and design 


a container that best meets your specific needs. Purchasing Agents Conference of 
Write for complete details. Associations in District 2, N.A.P.A. 


will be held on September 23 and 

BOX COMPANY 24 in Tulsa, Okla. Headquarters will 

d GENERAL OFFICES: 1843 Miner St., Des Plaines, Ill. be at the Mayo Hotel. W. L. James, 
DISTRICT OFFICES AND FACTORIES: Cincinnati, Denville, N. J., Purchasing Agent of the Stanolind 


( kKkekek* j Detroit, East St. Louis, Kansas City, Louisville, Milwaukee, , Oil and Gas Company, has been 


Sheboygan, Winchendon. General Box Company of Mississippi, named general chairman, He is 4 
Meridian, Miss. Continental Box Company, Inc. Houston, Dallas former vice president of District 


2 and was program chairman of 

INEERED SHIPPING CONTAINERS FOR EVERY SHIPPING NEED the first conference in the district 
ENGINEERED S$ held in Tulsa in October, 1947. Reg- 
© Wirebound Crates and Boxes @¢ Generalift Pallet Boxes © Generalite Beverage Cases istration and hotel reservation 
® Corrugated Boxes : , 
blanks will be ready for distribu- 
tion soon after July 1, 


® Cleated Corrugated and Watkins-Type Boxes ¢ All-Bound Boxes 
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nt of 

recent 

ibject, 

Stand. 

ition,” 

3p to f Your business, in mass production of parts or finished 

lation ’ P P 

mbers assemblies, is the problem of generating close tolerance 

spoke sizes, of producing high surface finishes, of removing stock. 

rill You t The business of CARBORUNDUM is the exclusive ability to 

vision e recommend and furnish you the specific type of abrasive 

‘atory product which will give you highest quality at lowest cost, 

- on every operation you perform. 

Cw Take snagging, for instance. With abrasives there are at 

pecial gging, 

on of least 9 different ways to remove stock at high rates. That 

Loss means the odds are 9 to 1 there’s a better, lower cost way 

an than the one you're using now. How can you be sure? By 
. asking CARBORUNDUM...for CARBORUNDUM alone has a com- 

Pur- plete, branded line of grinding wheels and abrasive belts and 

Ts at tumbling and polishing grains...and only CARBORUNDUM 

— can recommend without bias, on the sole basis of what's 


An- best for you. 


we based on Or suppose you're manufacturing shears... you must 


elle remove scale with tumbling nuggets— finish with abrasive 
belts— sharpen with grinding wheels — polish with abrasive 


Lex, e 
Eric 9 | rasive grain. CARBORUNDUM alone can give you ome-source control of 
Tool abrasive quality, on every type of abrasive you use... quality 


that’s constant, identical, dependable—thus economical. 

















ude: | , 
id Several ways to do one operation? Call in CARBORUNDUM. 
ur- ' 
d L. Several processes on one part? Call in CARBORUNDUM. 
Mtg. Either way, you win. 
flod- 
’ ’ 

Call your CARBORUNDUM Salesman or Distributor today ! 
th He’s your best bet for complete stocks, prompt delivery...and best of all, experienced 
+24 counsel on every new development in the entire field of abrasives. He's in the yellow pages 
—_ under “Abrasives” or “Grinding Wheels.’ Phone him today—it’s to your profit! 
> of Ready now—your free copy of the new big COATED ABRASIVE SELECTOR catalog...containing detailed recommenda 
+ tions for both machine and hand sanding operations on tough and soft metals, glass, plastic, wood. Phone for it ‘odor: x 
and 
will 
mes, 
lind 
een 
is a 
trict 
1 of 
trict . * ¢ 
teg- 
bo he ONLY f brasive prod eed 
m- |... the source ror abrasive product you n 
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Get this FREE Handbook 


THIS HANDY REFERENCE BOOK answers many questions that 
affect your production, your profits .. . questions like these: 


» 


> 
. 
> 
» 
s 


> 


How to remove buffing compounds and pigmented drawing 
compounds? 


Why clean ferrous and non-ferrous metals in separate tanks? 
Can you electroclean brass without tarnishing? 


Can you clean steel and condition it for painting for less than 
20 cents per 1,000 square feet? 


How to remove rust and oil at the same time? 


What's the best way to clean parts too large for tank or 
machine? 


Must you dry steel parts before anti-rusting? 


Judge Kessinger Speaks 
Central Michigan Ass’n M 


A panel based on the any 
“Cutting Costs By Analyzing Vj 
ues” preceded the February 17 
ning meeting of the Purchag 
Agents’ Association of Cent 
Michigan held in Dine’s Te 
Room, Lansing, Mich. 

The sound colored fikm “Industgf 
Purchasing”, sponsored by Py 
CHASING magazine, was featured 
the evening meeting. 

At a previous meeting membey 
heard two commodity talks by B 
Burgess of Rikerd Lumber Cor 
pany, and C. Floyd Smale of Woh 
verine Chevrolet. A 20-minute cok 
ored sound movie entitled “The 
of the Mileage Masters,” was shown 


, ow OF 


Pittsburgh Association Holds 
Purchasing-Sales Joint Meeting 


The annual joint meeting of the 
Purchasing Agents’ Association off 
Pittsburgh and the Sales Executives 
Club was featured by a talk on “The 
Leadership of the Free,” by Judge 
Harold C. Kessinger. The meeting 
was held in the Hotel William Penn) 
Pittsburgh. 

Judge Kessinger delivered they 
main address at the annual conven=) 
tion in Atlantic City last year. 


'¢ #¥ 


Montreal Association Holds — 
Annual Curling Bonspeil 
The Purchasing Agents’ Associa- 
tion of Montreal held its annual 
curling Bonspeil February 10 at the 
Heather Curling Club, Westmount) 
The curling was conducted through- 
out the afternoon, followed by din=) 

ner. 
Y - y 


New England Association Hears 
Talk By Sales Manager 


“A Sales Manager Speaks to Pro=_ 
fessional Purchasing” was the title] 
of a talk given by F. Glenn Rink, 
eastern sales manager, Scott Paper” 
Company, at the February 9 meet- 


Chances are this booklet will answer your questions, too. If you 
don’t have a copy, ask your Oakite Technical Service Repre- 


sentative, or write Oakite Products, Inc., 54 Rector St., 
N.Y. 6, N. Y. 


ing of the New England Purchasing © 
Agents’ Association in the Hotel” 
Vendome, Boston, Mass. 

At the afternoon meeting the same 
day, Richard M. Kimball, The Fox- 
‘Ng boro Company, led a discussion on © 
“The Value Analysis Program” 
dealt with in the booklet on that 
subject which was prepared by the 
Development Committee on Intra- 
company Activities of the N.AP.A, 
of which Mr. Kimball is now chair- 
man. 
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Get more production with 








TOUGH » RUGGED - DURABLE 
GROUND FOR UNIFORM HARDNESS 


You'll find the Same 
Superior Qualities in 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 2 + Son Francisco 5 + Los Angeles 58 Li, t LIT 
DISTRIBUTORS EVERYWHERE 
£. P. Barrys, Ltd., London W. 3, England ere ready te serve you! 


FU! AAI 











Sic "WOOD HANDLE 


WHEELBARROWS 


No. D4W — for 
handling sand and 
other dry mate- 
rials. 14 ga. tray. 
Max. cap. 4 cu. ft. 





Wheel Your Materials ... at LOW COST! 


You'll like these new, lightweight, easy-wheeling Sterlings, designed for faster 
material transport service. Famous Sterling balanced construction puts 80° of the 
load on the wheel... only 20° on operator. Equipped with long wood handles, 
formed to fit operator's hands. Steel channel legs and reinforcements are just the 
right height. Means less stoop for operator and greater leg clearance. Steel wheel, 
roller bearing wheel with pneumatic tire or zero pressure cushion type wheel, can 
be furnished. Write for new Wheelbarrow Catalog. 


Look for this Mark of 
STERLING WHEELBARROW €0., Milwaukee 14, Wis. (Se STERLING Quality 
1 = 











HEELBARROWS 








MALLEABLE IRON CASTINGS 
that you can depend upon! 


The right connection—for the malleable 
iron parts you need—can be a source of 
satisfaction to you. 





Many, many leading makers of durable 
goods use Moline Iron Works Malleable 
Iron Castings to uphold the quality of 
their products. 


Good service, quality control and reason- 
able prices are three reasons why your 
connection with Moline Iron Works can 
be both a pleasant and profitable one. 
We invite your specifications for quota- 
tion. 


The parts shown here are 
representative of our produc- 
tion for automotive, farm 
implement, appliance and rail- 
road customers. 





MOLINE IRON WORKS 


. ; | 
Moline, Illinois, U. S. A. | seventy YEARS oF ee 
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California Municipal Group 
Held Conference January 29-31 


The 36th Conference of the Cali- 
fornia State, County and Municipal 
Purchasing Agents’ Association was 
held January 29-31 at the Casa del 
Rey, Santa Cruz. 

Principal speakers at the opening 
day luncheon were James Clark 
McGuire, chairman of the Govern- 
mental, Educational and _Institu- 
tional Buyers’ Group of the Nation- 
al Association of Purchasing Agents, 
and H. W. Christensen, president 
of N.A.P.A. Group forum sessions 
were held during the first afternoon 
session. 

David L. Weil, Purchasing Agent, 
City of Ontario, presided over the 
education committee program on the 
morning of January 30, and Thomas 
N. Lord, Purchasing Agent, City of 
Huntington Park, presided over the 
civil defense program. 

A progress report on the written 
history of the association was given 
at the luncheon meeting by Walter 
Tretheway. 

In the afternoon the city group 
held a group forum session on “Cen- 
tralized Purchasing, Cash Discounts, 
Stores Operation.” The county 
group discussed “Commodity Rec- 
ords, Legal Problems, Stores Opera- 
tion,” and the state, school, utility 
and hospital group discussed “Es- 
calator Clauses, Avoiding Sales Tax 
on Freight, Inventory Control.” 

Closing day discussions covered 
“Excise Tax Exemption,” and “Sal- 
vage Is Your Job.” 


, Ft F 


North, South Groups Of 
Tri-State Ass’n Hear Talks 


The north group of the Tri-State 
Purchasing Agents’ Association 
heard Dr. C. D. Ervin, American 
Cyanamid Company speak on “Won- 
der Drugs” at its meeting February 
10 in the Chancellor Hotel, Parkers- 
burg, W. Va. At its meeting Febru- 
ary 18 at the Charleston, W. Va. air- 
port, the south group conducted a 
round table discussion on “What 
Is a Contract?” 

. F ¥ 


District Attorney Addresses 
Reading, Pa, Association 


Members of the Reading Purchas- 
ing Agents’ Association heard Henry 
M. Koch, district attorney, speak on 
“My First Year As District Attor- 
ney,” at a meeting in the Iris. Club, 
Wyomissing, Pa. 

Five-minute booster talks were 
given by Russell Anderson and J. J. 
Tighe. 
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@ I-T-E 100-ampere “F’’ 
frame circuit breaker in 
Nema Type 1-A sheet 
steel enclosure. Three- 
position operating handle 


ritten 
given 
Valter 


3roup 





‘Cen- indicates at a glance 
unts, whether circuit breaker 
ae is ON, TRIPPED, Or OFF. 
wien No specialized personnel 
pera- 

‘ity required to restore ser- 
itility ' 

“Es- vice. Anyone can reset 
; Tax circuit breaker to restore 
service in seconds. 
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I-T-E CIRCUIT BREAKER COMPANY e 19TH & HAMILTON STREETS ¢ PHILADELPHIA 30, PA. 
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FIRST STEP 
TO LOWER 
MAINTENANCE 

COSTS 


The Right Fuller 
Floor Brush 
for Your Floors 


BIGGEST SELECTION — Over 170 different floor brushes. From 12” 
widths that clean conveniently around machines, to 36” widths that 
make quick work of large floor areas. Brushes with specially blended 
centers of tough fibers for moving heavy refuse, and soft outer fila- 
ments for getting the fine dust. Brushes soft enough to bring out the 
gleam of a highly-polished, mirror-like floor . . . brushes rugged 
and tough enough to dig into scum, grease and acid on rough concrete 
floors and keep coming back for more. Brushes with triple-dense 
filler permanently gripped in a steel back that will never warp, crack 
or split. In short, Fuller floor brushes can save you money ... 
because in the Fuller line you'll find the right brush for the job. 


SERVICE — Technical assistance by a cleaning specialist — the Fuller 
Industrial Representative ... plus fast deliveries from regional 
warehouses. 


ALSO SPECIAL FLOOR BRUSHES — If you require special floor brushes 
we can build them to your specifications. 








To make sure you have the right floor brush 
for quick work on every job, send for new, 
illustrated catalog. Write to Industrial Divi- 
sion, The Fuller Brush Company, today. 


INDUSTRIAL DIVISION 


BRUSH CO. 


3554 MAIN STREET @ HARTFORD 2, CONN. 





Power driven brushes, Factory & Institutional cleaning tools, Waxes & Detergents 


bh 
we 








Miller Elected Philadelphia 
Association President 


Allen E. Miller has been elected 
president of the Purchasing Agenty 
Association of Philadelphia, suc. 
ceeding A. H. Reynolds, Jr., who 
has been named national director, 
Other officers for 1953 are Donald R 
Taylor, first vice president; Ernest 
J. Keyser, second vice president: 
Earle H. Henderson, secretary- 
treasurer. 

Directors include L. S. Atkinson, 
K. W. Green, Earle H. Henderson, 
Hugh Kenworthy, Ernest J. Keyser, 
Allen E. Miller, A. H. Reynolds, Jr, 
Victor C. Sandham, Jr., Donald R. 
Taylor, Albert W. Zackey and Har- 
old M. Zimmermann. 


a: F ¥ 


Dallas Association Members 
Enjoy Interesting Meetings 


Several particularly interesting 
programs have been presented re- 
cently by the Purchasing Agents’ 
Association of Dallas, Texas. At the 
February 26 meeting members heard 
Dr. W. H. Irons, vice president, Fed- 
eral Reserve Bank, for the third 
time. 

On February 11, Harrison Wood, 
public relations director for the 
Henry English motor freight lines, 
addressed the group. The color 
movie, “Industrial Purchasing.” 
sponsored by PurRcHASING magazine, 
was shown to members recently. 


> 2 <= 


Educational Committee Sets 
Up New Castle Ass’n Meeting 


A meeting prepared by the Edu- 
cational Committee was held re- 
cently by the Purchasing Agents’ 
Association of New Castle in the 
Castleton Hotel, New Castle, Pa. 
L. W. Hopkins, sales manager, 
American Chain & Cable Company, 
Inc., Reading, was the principal 
speaker. 

A sound motion picture tel.irg 
the story of the production of mal- 
leable iron was shown at the meet- 
ing. The film, entitled “This Moving 
World,” was furnished by the Mal- 
leable Founders Society, Cleveland, 
Ohio. 


* £ € 
British Columbia Association 
Hears Talk On Research Work 


A discussion of the work done by 
the British Columbia Research 
Council was given by Dr. W. G. 
Shrum, head of the Department of 


(Please turn to page 236) 
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YCl/C4 Wherever Quality Counts... 


GENERAL CHEMICAL’S 


Anhydrous Sodium Sulfate 


(in bags or bulk) 





IN TEXTILE DYEING—As a level- 
ing agent in the bath; also in ex- 


hausting the bath. FOR PURITY—General Chemical’s Anhydrous Sodium Sul- 
fate consistently assays in excess of 99.5% NagSOx,. 


COLOR—FExtremely clean, white, free-flowing powder. 





IN DYE MANUFACTURE — 
i hr Bais py hee SOLUBILITY —Dissolves readily, and is practically free from 


undesirable impurities. 


EFFICIENCY—Produces clear solutions; helps prevent con- 
tamination of dyes or colors. 





FOR SYNTHETIC DETERGENTS— 
As a diluent or filler. 


For your requirements... 





MANUFACTURE OF DRUGS & phone or write me 


PHARMACEUTICALS nearest General Chemical 





office listed below 


(Chemical 








GENERAL CHEMICAL DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


Offices: Albany * Adcanta * Baltimore * Birmingham ¢* Boston * Bridgeport * Buffalo 

Charlowe * Chicago * Cleveland * Denver * Detroit * Greenville (Miss.) * Houston 

Jacksonville * Kalamazoo * Los Angeles * Minneapolis * New York ¢* Philadelphia 

IN RAYON SPINNING BATHS Pittsburgh ©* Providence * San Francisco © Seattle ¢ St. Louis * Yakima (Wash.) 
In Wisconsin: General Chemical Company, Inc., Milwaukee 

in Canada: The Nichols Chemical C y, Limited * Montreal * Toronto * Vancouver 


4 
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Skilled hands prove it 


Biniogs COMBINATION WRENCHES—drop forged 
by experts from Billings Vitalloy® steel— exemplify the 
highest standards. Open ends give fast, easy ‘‘spin-on” 
of nuts and bolts while the box ends provide a solid grip 
for two-fisted pressures needed to set ‘em down tight. 
Accurately machined openings, clearly marked—polished 
heads and heavy chrome finish plus Billings skill in 
drop forging, make Billings Combination Wrenches 
the tools craftsmen use with confidence and pride. 


Other Billings Vitalloy 
Forged Wrenches 


Available through 
BILLINGS 
Industrial Distributors. 









THE BILLINGS & SPENCER CO. HARTFORD 1, CONN. U.S.A. 


INDUSTRIAL FORGINGS SINCE 1869 








(Continued from page 234) 


Physics, University of B. C., at a 
meeting of the Purchasing Agents’ 
Association of British Columbia jp 
the Hotel Vancouver. 

Dr. Shrum pointed out that the 
work of the Council is subsidized to 
the extent of $25,000 per year by the 
National Research Council. It deals 
with the elimination and reduction 
of industrial smokes, odors and 
noises and the study of Teredos and 
ways and means of lowering the 
30% sawdust waste of sawing logs 
into lumber. 


te ee 


New Orleans Association Hears 
Talk On Standardization 


“Standardization—A means Of 
Cost Reduction and Waste Elimina- 
tion in Industry,” was the subject 
of a talk given by Harlan E. Cross 
at the February meeting of the Pur- 
chasing Agents’ Association of New 
Orleans in the St. Charles Hotel. 
Mr. Cross, who is Chairman, 
Standardization, Seventh District, 
N.A.P.A., is a member of the board 
of directors and a past president of 
the Purchasing Agents’ Association 
of Alabama. 

Robert Elsasser, New Orleans As- 
sociation economist, also addressed 
the meeting. 


'- 3 ¥ 


Public Utility Buyers Group 
Meets In New Orleans 


The Public Utility Buyers Group, 
N.A.P.A., has scheduled its 22nd 
Annual Midwinter Conference for 
March 9-10, at the Roosevelt Hotel, 
New Orleans, La. Preliminary pro- 
gram announcements promise a 
meeting that will maintain the tra- 
ditionally high standards of this an- 
nual meeting, with qualified speak- 
ers bringing up-to-date information 
on aluminum, copper, steel, pipe, 
equipment, and line materials, as 
well as other topics of interest to 
the utility industries. An exception- 
ally fine program of entertainment 
has also been arranged for the 
ladies who will visit “America’s 
most interesting city” in connection 
with the conference. 

J. R. Carmichael of the Georgia 
Power Company, Atlanta, is chair- 
man of the group and in general 
charge of program. J. J. Morse of 
New Orleans Public Service, Inc., is 
chairman of the local arrangements 
committee. 
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reconditioning in the field 
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INDUSTRIAL buyers 


have learned to depend on ANTI- 
CORROSIVE for fast, dependable 


Dy, 


_— 


service on all types of stainless 
steel fastenings. Draw on our IN 
—_ Stock inventory of more than 
7,000 items and sizes and a pro- 


duction capacity geared to pro- 


fale . wai fr = — 


bale au fbf arf 


duce precision fastenings in 


. 


large or small quantities, from 


e644 


huge 7%” hexagon head bolts to 


/ 


tiny +0-80 machine screw nuts. 


Write for Catalog 53P today. 















tOfrosive metal products co., inc. 
a  eastleton-on-hudson, new york 
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Mac Markowitz Elected To Head 
Radio, Television P.A. Group 


Mac Markowitz of Emerson Radio 
& Phonograph Corporation has been 
elected president of Purchasing 
Agents of the Radio and Television 
Industry. Others elected for 1953 
were Phil Optner of Mark Simpson 
Mfg. Company, vice president; Sam 
Oser, Tech Master Products, secre- 
tary, and Abe _ Schneiderman, 
Olympic Radio & Television, Inc, 
treasurer. 


: f 


Purchasing Agents Invited To 
Western Metal Exposition 


A special invitation has been is- 
sued to purchasing agents to attend 
the Western Metal Exposition and 
Congress in Los Angeles, Calif, 
March 23-27, sponsored by the 
American Society for Metals and 
other technical societies. Purchasing 
agents have been invited so they 
may become acquainted with new 
developreents in metals and metal 
products, processes and equipment. 

The Congress will be held in the 
new Los Angeles Statler Hotel and 
the Exposition in the Pan-Pacific 
Auditorium in Los Angeles. The 
Purchasing Agents’ Association of 
Los Angeles is one of several tech- 
nical-professional societies joining 
with ASM in sponsoring the con- 
gress and exposition. 

In addition to ASM technical ses- 
sions, the congress will also feature 
special programs by the American 
Society of Safety Engineers, Amer- 
ican Society for Testing Materials, 
American Welding Society, Amer- 
ican Institute of Mining and Metal- 
lurgical Engineers, American Foun- 
drymen’s Society and Society for 
Non-Destructive Testing. 


Ss ¢ Ff 


M. E. Carlisle Addresses 
Pittsburgh Advertising Group 


M. E. Carlisle, General Purchas- 
ing Agent of Pittsburgh Plate Glass 
Company, was a recent speaker at 
a meeting of the Industrial Adver- 
tising Council, Pittsburgh Chapter, 
NIAA. Speaking on “Everybody 
Buys Advertising,” Mr. Carlisle 
mellowed the membership with a 
multiplicity of amusing stories be- 
fore swinging into the meat of his 
talk. 

Pointing out that the straight- 
forward, “believable” ads are much 
more useful to buyers like himself, 
Mr. Carlisle said that industrial ad- 
vertising is good now but could be 
improved in this connection. 
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To 
n is- ¥ 
ttend ; 
and : 
valif., 
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and Here's precision grinding history in the making—a grinding belt. The work in this case was 15-ft. 
asing new centerless grinding machine which applies the rounded stainless steel tubes. Tubes were weighed 
they great stock removal qualities of BEHR-MANNING before and after grinding, disclosing the startling 
al METALITE Belts. The 9-in. wide grinding belt is result of | Ib. per minute in weight of stock 
naa lubricated with cutting oil, and runs over a 20-in. removed. 
n the diameter steel contact wheel which weighs about 
| and 350 Ibs. Surface speed of the belt is from 3500 to It is significant that in the test run of twelve tubes, 
acific 10,000 f.p.m. the original belt removed as much stock during the 
The last pass of the twelfth tube as at the first pass of 
= 2 The workpiece is revolved and fed across the grind- the first tube. The almost incredible production 
‘ining ing belt by a SPEED-WET METALITE regulating speed was obtained largely on (I) the ability of the 
con- belt operating over a flat steel platen. The regu- resin anchoring of the abrasive grains to stand up 
lator belt is 34-in. wider than the grinding belt, to to the work in spite of the very heavy pressure 
| ses- start rotation of the work before it reaches the involved; (2) the hardness of the grains, maintaining 
ae their cutting edges undiminished after much work; 
mar and (3) the belt's cool-cutting qualities, further 
rials, helped by the action of the cutting oil. 
\mer- 
letal- The process is applicable to any bar or tubular 
*oun- stock. The machine was built by Production Ma- 
y for chine Co., Greenfield, Mass. 
THIS WILL EXPEDITE YOUR WORK 
1S lf you want to find out, check with your nearby 
BEHR-MANNING Field Engineer about it —or 
up about any other grinding or polishing problem 
-chas- you may have. For general information read 
Glass “Blueprints for Production" —a review of new 
t methods which may easily save you money. Write 
aaa Behr-Manning Corp., Troy, N. Y., Dept. PU3 
apter, For Export: Norton Behr-Manning Overseas Inc., New Rochelle, N. Y., 
ybody GRINDING BELT AND CONTACT WHEEL HOUSING WITH COVER aban 
arlisle SWUNG BACK. NOTE HYDRAULIC BELT TENSION DEVICE. In Canada: Behr-Manning (Canada) Ltd., Brantford. 
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The Rubber Heat Pod is patented by 
Lomac Process Compony,. Erie, Pa. 


This electrically heated rubber pad has reduced 
the time required for re-soling shoes in the famous Lamac 
Press by as much as 75%. 

Continental made this improvement possible because it was able to 
develop a rubber compound that withstands the sustained heat gener- 
ated by the electrical heating element. Continental also solved the equally 
difficult problem of positioning this heating element so that it would not 
shift and “‘short”’ itself when the pad was molded. 

The success of this development is another example of the specialized 
assistance in rubber which Continental offers to design and production 


engineers. 






LET US SEND YOU THIS CATALOG 


This new engineering catalog lists hundreds of 
standard grommets, bushings, rings and extruded 
shapes. It will be a valuable addition to your 
working file. Send for your copy today or... 


See our Catalog in Sweet's File for Product Designers 


MANUFACTURERS SINCE 1903 


CONTINENTAL 


RUBBER WORKS 


1983 LIBERTY STREET + ERIE 6, PENNSYLVANIA 


BRAWN Gees 


Baltimore, Md Cleveland, Ohio Kansas City, Mo 


Boston, Mass Dayton, Ohio Los Angeles, Calif Rochester, N.Y 


Buffalo, N. Y Detroit, Mich Memphis, Tenn t. Louis, Mo 


Chicago, Ill Hartford, Conn New York, N.Y Son Francisco, Calif 


Cincinnati, Ohio Indionapolis, ind 


Philadelphia, Pa 


Syracuse, N.Y 
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Exposition to Feature 
Magnesium Products, Fabrication 


A comprehensive list of exhibits 
showing a wide variety of produets 
made from or with magnesium ang 
diversified fabricating techniques 
will be on display at the Interna. 
tional Magnesium Exposition to be 
held at the Washington National 
Guard Armory, March 31, April ] 
and 2. The exposition, sponsored 
by the Magnesium Association, 12 
East 42nd Street, New York If, 
N.Y., will have a large number of 
domestic and foreign exhibitors ag 
well as the full participation of the 
various military agencies of | this 
country. 

The Armed Forces exhibits which 
will occupy a space of some 23,00 
sq ft will emphasize the wide use 
of light-weight magnesium military 
equipment. Among the interesting 
military items to be shown are the 
navy Skyrocket jet fighter plane, 
the S-55 Sikorsky helicopter, the 
all-magnesium M-33 Ordnance fire 
control control system trailer, the 
magnesium arctic shelter, and the 
Air Force XP-56 Flying wing—the 
first all magnesium plane. 

Of special interest will be the 
exhibit of industrial and consume: 
preducts by numerous manufactur- 
ers in this country: extension lad- 
ders, step ladders, griddles, chairs, 
automotive parts, business machines, 
hand trucks and a large variety of 
other light-weight products. There 
will also be actual demonstration of 
manufacturing processes for mag- 
nesium by several companies. 

e - 


Federal Electric Manufactures 
10,000,000th Circuit Breaker 


Federal Electric Products Com- 
pany celebrated the manufacture of 
the 10,000,000th Stab-Lok circuit 
breaker January 12 at its Newark, 
N. J. plant. The 10,000,000th Stab- 
Lok was mounted on a plastic base 
bearing an engraved plate comme- 
morating the event and presented to 
T. M. Cole, president, by L. W. Cole, 
chairman of the board. 

The Stab-Lok circuit breaker was 
first sold two and one-half years 
ago. It is used in place of fuses and 
consists of a switching mechanism 
and a thermal-magnetic overload 
device. When circuits are overloaded 
the bi-metal functions to trip the 
breaker and throw the handle to the 
“Off” position. It can be reset by 
moving the handle to the “On” 
position. 

The breaker is capable of inter- 
rupting 5,000 amperes and operat- 
ing at least 10,000 times. 
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=| Cities Service Cutting Oils Proved 


‘iety of 
There 


=| The Very Best By Micrometer Test! 


tures 
aker 


Com- 
ture of 
circuit 
lewark, 
1 Stab- 
ic base 
omme- | 
nted to | He & 
7. Cole, CUTTER MEASURED WITH MICROMETER. As a final tes! before and after milling. The cutting oil that came out tops was Cities Service. 


Automatic Pencil Sharpener measures each cutter with a ate . z a ’ s - 
micrometer. All tests proved that Cities Service cutting oil I'd also like to point out that the Cities Service Engineering staff co- 


- ras was absolutely tops for this really tough job. . = . 
ak. operated fully by offering helpful advice and excellent service.” 
years 





ONLY .005 INCHES BURR OR BUILD-UP ALLOWED IN FIFTY- 
HOUR OPERATION CUTTING GROOVE IN B1112 STEEL! 


Says Mr. C. J. Kostrzewa, Plant Superintendent: “Cutting oil requirements in 
our Automatic Pencil Sharpener Division are tough. To find the right coolant, 
we called for, and tested, samples from various companies. Over a period of 
testing time, we used graphs, charts and tables, keeping a running record 
on all coolants. As a final test, we measured the cutter with a micrometer 






Why not discuss your lubrication problems with a Cities Service 
lubrication engineer? Write Cities Service Oil Company, Dept. 
C31, Sixty Wall Tower, New York 5, New York—or contact your 


nearest Cities Service office. 
) inter- soact SPECIFICATIONS REQUIRE FINEST CUTTING OIL 


yperat- CO Sharpeners offer many more features than other A 


brands. To produce their top quality product, Spengler- r UALITY PETROLE UM PRODU cTs 


Loomis relies on top-quality lubrication products... 
Cities Service Products, famous throughout industry. 
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Unusual Care... 





Muscovy duck has 

adopted 6 pups on Illinois 
farm. Duck sits on puppies, 

leaving nest only long enough 

Ey for pups to be fed by their mother. : = 


eert ‘ + = pele 
OT TO NS AF a MEY 


. ‘= 









for Unusual Care on Long-Distance Moves 


Go the MAYFLOWER Way! 


> Unusual care is what you want... and what you get when you move 
personnel the safe, easy Mayflower Way. In long-distance moving that 
means extra-protection, extra-precaution, extra attention to every detail. 
Mayflower has standardized into its service—and in many cases pioneered 
—more major refinements in long-distance 
moving than any other carrier. For example, 
the Mayflower Movers’ School is the first and 
foremost of its kind. Every Mayflower mover 
must be “graduated” with satisfactory marks 
from this thorough and intensive training 
school before he is permitted to take the road. 
That’s why it will pay you to call your local 
Mayflower representative whenever you have 
personnel to move. 





Every Mayflower mover receives thorough 
training in Mayflower Movers’ School 


AERO MAYFLOWER TRANSIT COMPANY - Indianapolis 


Mayflower’s organization of selected warehouse agents provides on-the-spot 
representation at the most points in the United States and Canada. Your local 
Mayflower agent is listed in the classified section of your telephone directory. 
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New Rubber Use In 
1952 Near 1950 Record 


Consumption of new rubber dur. 


ing the year 1952 amounted to 
1,258,336 long tons, just 221 long 
tons short of the all time record 
high of 1,258,557 long tons con. 
sumed during 1950 and 3.75% above 
the 1951 consumption of 1,212,919 
long tons, according to the report 
of the Rubber Manufacturers Asso- 
ciation, Inc. 

During 1952 natural rubber con- 
sumption amounted to 453,102 long 
tons, a decline of .20% from the 
454,015 long tons consumed during 
1951, while the consumption of syn- 
thetic rubbers increased 6.11% to 
805,234 long tons from the 758,897 
long tons used during the previous 
period. Consumption of reclaimed 
rubber during the year was esti- 
mated at 280,468 long tons, 18.97% 
below the previous year’s usage of 
346,121 long tons. 

Consumption of natural rubber 
during December increased 7.49% 
to 44,447 long tons from the 41,34 
long tons used during November. 
Use of synthetic rubber amounted 
to 69,893 long tons, an increase of 
5.61% from the previous month's 
total of 66,179 long tons. 

Consumption of reclaimed rubber 
by the industry was estimated at 
25,075 long tons, 11.02% above the 
22.587 long tons used during No- 
vember. 


,-F F¢ 


Westinghouse Executive Sees 
Business Getting “Even Break” 


Businessmen will be “more than 
happy to settle for an even break, 
from the new administration, James 
H. Jewell, vice president in charge 
of sales for Westinghouse Electric 
Corporation, told the Trenton, N. J. 
Rotary Club recently. 

Stating that businessmen will ex- 
pect no favors from the new admin- 
istration, Mr. Jewell said that 
“since many of the advisers of the 
new president are businessmen, I 
think business can expect equitable 
treatment from the national govern- 
ment for the next four years.” 

The Westinghouse executive ex- 
pressed doubt that the new admin- 
istration would be able to make any 
significant changes during just. the 
next 12 months “under a semi-war 
economy studded with long-range 
commitments.” He predicted that 
defense production would not reach 
its peak as originally expected by 
mid-1953 because of the recent pro- 
duction stretch-out, but would be 
“very high throughout 1953.” 
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YOUR STEEL QUESTIONS HAVE 3 






etallurgy 


me 


Cost 





Production 











REPUBLIC 3-DIMENSION METALLURGICAL SERVICE 


LOOKS AT ALL THREE - whatever you make ... or plan to 


make . . . these 3 questions dictate your decision on steel grades. When 
leading fabricators, small or large, have any question about the right answer, 
they call in a Republic Field Metallurgist. They know that his final recom- 
mendations on alloys, machining, and heat-treating procedures will include 
the opinions of the other two members of the Republic 3-Dimension Metal- 
lurgical Service team... a Mill Metallurgist and a Laboratory Metallurgist. 


Your metallurgist and production manager may be stumped by a steel 
problem. Or may want confirmation of steel grades or heat treatment. Ask 
your Republic salesman to call in Republic’s 3-Dimension Metallurgical 
Service. It is yours to use. 





WRITE FOR this booklet of 
case histories on “Republic 
Alloy Steels, and How to 


Get the Most Out of Them.” REPU BLIC STEEL CORPO RATION 


Alloy Steel Division « Massillon, Ohio 


GENERAL OFFICES * CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N. ¥. 











3-DIMENSION 
Metallurgical Service 











har | 
baie SA 


Other Republic Products include Carbon and Stainless Steels—Sheets, Strip, Plates, Pipe, Bars, Wire, Pig Iron, Bolts and Nuts, Tubing 
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Dial Comparator 





This is smallest in the Ames’ line of 
high quality dial comparators and it is ideal for desk or bench use in 
the fine inspection of small precision parts. It is light in weight, but 

its broad base makes it very stable. The capacity approximates that 
of the regularly supplied Ames No. 202 Dial Indicator which has 
a dial numbered 0-100, graduated in .001“ and witha .250” range. 
Should your job requirements differ, you can have the No. 2 
with any Ames “Hundred Series” Dial Indicator. Send for 
Ames Catalog No. 58 covering the entire line of Ames 
4 Top Quality measuring instruments or, better still, 
send complete details of your Quality 
Control problem. Ames will suggest 
a solution — no obligation, 
of course. 






Ames Caliper = 
Gauge No. 12B 








A L Ames Dial 

mes Long Ames Dial Comparator 

R D : 
Indicator : “ry a ie Send today for your 
No. 2822 ‘ 


free copy of Catalog No. 58 


ee” B.C. AMER ya a 


am 4 Ma 


Mfgr. of Micrometer Dial Gauges e Micrometer Dial Indicators- 





248 Please mention PURCHASING Magazine when writing to advertisers. 








Stassen Names Bruce Henderso, 
To Foreign-Aid Study Group 


Bruce D. Henderson, Gener 
Manager, Purchases and Tr 
Westinghouse Electric Corporation, 
Pittsburgh, has been appointed by 
Mutual Security Director Harold 
Stassen to a group of business meq 
and financiers who are making 
on-the-spot surveys of American 
foreign-aid programs. 





Bruce D. Henderson 


Mr. Henderson is a member of the 
team that is now visiting Germany. 
Besides examining the status and 
effectiveness of the programs, each 
of the fourteen teams will report 
about the middle of March on the 
effectiveness of the United States 
organization and personnel and the 
working relationships with recipi- 
ent governments. 

Other members of the team on 
which Mr. Henderson is serving 
are: Reuben Buck Robertson, Jr, 
President, Champion Paper & Fibre 
Co., Hamilton, O.; Matthew L. De- 
vine, Cresap, McCormick & Paget, 
Chicago, Ill.; Jefferson Ward Keen- 
er, Vice President, B. F. Goodrich 
Co., Akron, O.; Charles Emerson 
Marshall, Vice President, Texas In- 
dustries, Inc., Dallas, Tex.; and 
Walter W. Tangeman, Executive 
Vice President, Cincinnati Milling 
Machine Co., Cincinnati, O. 

The entire group is headed by 
Clarence Francis, Chairman of the 
Board of General Foods Corp., New 
York, N. Y., who is assisted in co- 
ordinating the project by Edwin T. 
Gibson of Columbia University’s 
Graduate School of Business. 


, #9 


New Goodrich Process Makes 
Cold Rubber 50 Times Faster 
Development of a new, lower-cost 
process which makes “cold rubber 
50 times faster than current methods 
(Please turn to page 250) 
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VERSATILE SILICONES MAKE 
GOOD TRAVELING COMPANIONS 


Amazing properties of latest General Electric silicones 
help keep things moving in the transportation industry 


Where the scorching desert sun transforms automotive finishes into 
virtual “hot plates,” G-E silicones in waxes and polishes protect 
the life and color of the paint. These, and other, G-E silicone prod- 
ucts maintain their properties despite extreme heat or cold. 

In all areas of the transportation field, automotive, aviation, rail- 
road, and marine—and in many other industries—G-E silicone 
tubber, silicone fluids, and silicone resins have proven indispen- 
sable for many applications. 

These are just some of the products of G-E chemical research— 
research that serves all industry. Just mail the coupon for a copy 
of “The Silicone Story’; or for more details on any G-E chemical 
development, write: General Electric Company, Chemical Division, 
Section 1300-1E,Pittsfield, Mass. 

PLASTICS COMPOUNDS AND RESINS « SILICONES 


INSULATING MATERIALS * COATING RESINS 
PLASTICS LAMINATING, MOLDING AND EXTRUDING 











HELL ON ICE— G-E silicone rubber ducting connects 


metal tubing which carries hot air to de-icing systems in 
the F-86 Sabre Jet. High heat-resistance of G-E silicone 
rubber (to 500 F) provides a safety factor particularly 
important to aircraft. This rubber also resists extreme 
cold (—85 F) without cracking. 


oe eee EC SE 7 
| Genera! Electric Company 

| Chemical Division 

| Section 1300-1 E 

| Pittsfield, Mass. 

Please send me my free copy of The Silicone Story. 

| Name 

| 

| Firm S 

| 

| Street a - 

. City Zone State 
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GENERAL ELECTRIC 
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How to 
save 
money 
on 


steel 
shelving 











DeLuxe shelving costs you 
less. DeLuxe precision 
shelving has fewer parts, 
uses 80% less bolts and is 
the only shelving available 
that is 100% adjustable. 
It’s quicker, less costly to 
install—easier to adjust. 


Wherever you are, a DeLuxe 
factory representative is 
available to give you a 
complete engineering, 
planning and layout service 
without obligation. 


Write for a free catalog now, 
while your mind is on shelving. 


GLI 





DeLuxe Metal Furniture Co. 
309 Struthers St., Warren, Pa. 
For over 25 Years Manufacturers of: 


Storage Shelving « Library Shelving 
Storage Cabinets « Shop Equipment 
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(Continued from page 248) 

has been announced by The B. F. 
Goodrich Company. The process, 
still in the pilot plant stage, pro- 
duces high quality cold rubber in 
15 to 20 minutes as compared to 
the 10 to 12 hours now required 
with present production methods. 
With the new method, rubber is 
made in stainless steel pipes rather 
than in expensive pressure vessels 
employed in present government- 
owned rubber producing plants. 

The small size and simplicity of 
construction for the new process 
eliminates the need for much ex- 
pensive equipment and reduces the 
size of the buildings required to 
house the rubber-producing opera- 
tions. Goodrich engineers estimate 
that the cost of buildings and equip- 
ment for the process of rubber 
making could be reduced at least 50 
per cent by the new process. 


: +2 


Holo-Krome Introduces 
Net-Pricing System 


The Holo-Krome Screw Corpora- 
tion of Hartford, Conn., has adopted 
a policy of invoicing its industrial 
distributors at net prices. It is ex- 
pected that Holo-Krome’s distrib- 
utors will, in turn, use the new sys- 
tem in invoicing industrial con- 
sumers of the firm’s products. 

The principal advantage of net 
pricing lies in the saving of time and 
effort. It completely eliminates the 
“nuisance arithmetic” which in- 
variably goes with calculating net 
prices by subtracting discounts 
from list prices. Under the new sys- 
tem these discounts are already de- 
ducted from the Holo-Krome list 
prices and the resulting net prices 
are invoiced to the customer. 

, ¢ ¥ 


1953 Metal Finishing 
Guidebook-Directory Out 


The 21st annual Metal Finishing 
guidebook-directory devoted ex- 
clusively to metallic surface treat- 
ments has been published by Finish- 
ing Publications, Inc., Westwood, 
N.J. 

The contents include chapters on 
Plant Engineering, Mechanical Sur- 
face Preparation, Plating Solutions 
and Operating Data, Special Plating 
Procedures, Control-Analysis-Test- 
ing, Tables and Data Sheets. 

Also included are a Directory of 
Suppliers, Manufacturers, Products 
and Trade Names, Metal Finishing 
Consultants, Schools Teaching Elec- 
troplating, Engineering Societies in 
the Engineering Field and a Select- 
ed List of Reference Books. 





Solderless Lugs 


Completely redesigned—lighter and 
stronger—solid copper body and 
tongue for highest conductivity, heavy 
hex-head screw, extra thick thread 
plate. Available in 5 sizes for wire 
sizes from No. 14 to 500 MCM 
Write for Bulletin. 














DEVIL'S PUTTY 


FOR 
CLEANER CASTINGS 


DEVIL’S PUTTY .. . a new graphite 
impregnated plastic refractory for: steel and 
gray iron ladle linings; making up spouts 
and runners; linings for ferrous and non- 
ferrous metal melting furnaces and similar 
applications. 

DEVIL'S PUTTY reduces refractory in- 
clusions, thus producing cleaner castings; 
withstands severe thermal shock without 
“sluffing off’; contains chemically treated 
graphite that will not burn out of the mix, 
which aids surface lubrication and permits 
sleaner and faster pours. Molten metal has 
no sticking tendency to DEVIL’S PUTTY 
lining, so, slag rises quickly to top for 
easy skimming. 

Write for useful literature ... and the 
name of your nearest Botfleld Distributor. 





REFRACTORIES CO. 
789 S. Swanson St. Philadelphia 47, Pa. 
in Canada, Canadian Botfield Refractor- 
ies Co., Ltd., 171 Eastern Avenue Toronto 
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INDUSTRIAL SAFETY FOOTWEAR 
COMPENSATION CLAIMS! 








Yellow toe caps for identification 
There’s a “T 


no matter how specialized your work. And “U 


. 5.” boot for almost every job you do— 
. 5.” has “engineered” 


its industrial footwear line to give you comfort, fit and maximum 





yrotection everytime! Special “U.S.” Features: You'll want to 
| | Birt Se 


work in. U. S. NEOPRENE RUBBER is compounded Po 


= aad Steel toes for safety. ‘ Y 
especially to withstand the harmful effects of chemicals, oils, and 
. Cushioned insoles for comfort. 


acids. STEEL TOES built for safety when handling loads. BAR-FLEX = ai 








LS 








SOLES with cleats prevent sag under your weight—give arch SSS SSS 


support and foot comfort for all-day standing! 








me 






2g Te tee 


. Bee SRS aN ee Goce Sa 
J € 
oH 


ROYAL 


FOOTWEAR ) 


STEEL TOES WITHSTAND 2,000 POUNDS PRESSURE 
This tough steel guard engineered by “U. S.”’ has pro- 








tected many feet from injury. 


U.S. ROYAL WORK SHOES —The 


boot that’s built like a fine shoe. 





Made of tough tempered rubber. 
Special “U.S.”’ features. Steel arch 
shanks and Shockproof Insoles for 
standing comfort. Also available in 
plain toes. 


The white, non-marking sole 
helps keep dairy floors spotless. 
BAR-FLEX soles insure foot com- 
fort and arch support, 


NEW NEOPRENE DAIRY BOOTS 
— Of handsome maroon rubber, 


“NEW HIGH-CUT RUBBERS — 


The high-cut rubbers that pull 
on, and fit close. Extra height 
gives extra protection. Avail- 
able in acid and oil resisting 
““Shockproof”’ Cushion Insoles. NEOPRENE rubber, - tough 

tempered rubber. Anti-slip soles. 


R U B B ECE R Cc eG. @ PA SY 


ROCKEFELLER CENTER, NEW YORK 


these 12-inch high boots are 
easy-on-and-off; have snug-leg 
comfort, strap top. Gray anti- 
slip cleated soles and heels for 
safety. For standing comfort, 
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Ohis és 
the way [ 4 
Save Money gs 


Universal Bronze 


One customer writes: “I always 
check over the size list of UNIVERSAL 
BRONZE Bars in the Johnson Catalog 
before ordering. No use machining away 
bronze when I can get the right machined 
diameter from stock. That saves me money 
two ways—I buy no more metal than I 
need—and I cut machine set-ups and 
machine time.” Johnson UNIVERSAL 
BRONZE is completely machine finished 
inside diameter, outside diameter, and 
ends. There are 349 different combinations 
of sizes in cored bars, and 33 sizes of 
solid bars. 


You probably have more applications in 
your plant for UNIVERSAL BRONZE than 


Y, 
Wy j 
you realize. Other manufacturers use it ; 
for trolley wheels, sheaves, rollers, 
guides, spark-proof pinions, special 
pipe fittings, and air tool tips, as well 
as for bushings, bearings, thrust plates 
and washers. Since you can buy it in 


nearly any size you require, you will save 
much machining time. Its free-machining 
properties make further savings. Investi- 
gate Johnson UNIVERSAL BRONZE — ask 
your local Johnson distributor. 


JOHNSON BRONZE COMPANY 
450 South Mill Street * New Castle, Pa. 


JOHNSON .°) 
Sleeve - <P 


OTHER BEARING TYPES: 


Standard Stock Size GP Bearings » Electric Motor 
Bearings * Graphited Bearings ° Self-Lubri- 
cating Powder Metallurgy Bearings * Babbitt Metal 
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Major Business Regulations 
Expire During 83rd Congress 


The new Congress is facing ex. 
pirations or time limits of more 
than 20 present laws which exert a 
major influence on business opera. 
tions, according to a survey by Com. 
merce Clearing House, national re. 
porting authority on business lay. 

The attention of Congress will be 
directed to the continuance, amend- 
ment, or termination of these major 
business regulatory measures: 

March 31, 1953—Time limit for 
suspension of certain import duties 
on lead and zinc. 

April 1, 1953—Termination of 
various emergency powers of Presj- 
dent. 

Termination of Presidential pow- 
ers to propose plans for Govern- 
mental reorganizations. 

April 30, 1953—Wage, Price and 
Rent controls terminate. 

June 12, 1953—Reciprocal Trade 
Agreements Act expires. 

June 30, 1953—Excess Profits Tax 
expires. 

Export control authority of Pres- 
ident ends. 

End of Government priorities and 
allocations, requisition, expansion of 
production capacity and real estate 
controls. 

Time limit for free importation of 
metal scrap. 

Time limit for use of federal funds 
to construct schools in defense 
areas. 

Disposal of surplus property with- 
out advertising ends. 

Sept. 30, 1953—Time limit for ac- 
quisition of new vessels from mer- 
chant marine construction reserve 
funds. “ 

Dec. 31, 1953—Renegotiation au- 
thority on defense contracts ends. 

Corporation income tax increase 
of 1951 terminates. 

Individual income tax increase of 
1951 terminates. 

March 31, 1954—Rubber Act ex- 
pires. (Preliminary report on dis- 
posal program for government- 
owned rubber plants is due in Con- 
gress on March 31, 1953. Presiden- 
tial recommendation for disposal 
legislation is due April 15, 1953). 

April 1, 1954—12¢ tax increase on 
diesel fuel expires. 

June 30, 1954—Federal Reserve 
banks’ authority to buy directly 
from the Treasury direct obliga- 
tions of the U. S. terminates. 

RFC (Reconstruction Finance 
Corporation) lending authority ends. 

Dec. 31, 1954—Authority of Sec- 
retary of Interior over amendatory 
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SWITCHBOARDS 
front-connected 





Like all ( Switchboards, these space-saving 
boards are built from standard, pre-assembled 
units than fit readily together to form one com- 


plete assembly. 





Designed for floor mounting against wall, 
they are constructed of standardized unit type 
sectional enclosures with integral pull boxes 


at top and bottom. 


Switching units are either Shutlbrak or 


The @® Switchboard, Front-Connected illustrated here Klampswitchfuz, plug-in design, permitting 
is 54” x 96” x 14%2” and contains two (2) 60 Amp., . id . 
one (1) 100 Amp., two (2) 200 Amp., and one (1) 400 ready interchangeability and replacement with- 
Amp. 3 P. Shutibrak Switches; also space for two (2) 100 
Amp. and two (2) 200 Amp. future switches. out the use of tools. 


@ Switchboards, Front-Connected are 
available in the following types and capacities: 


SHUTLBRAK — 30 to 1200 amperes, 250 





volts AC or DC and 600 volts AC. Rotary type Want to know more about these light and 

operating handles furnished on 30 to 200 eee : - 29 

aneeee capacities. Straight handles on all power distribution units? Your nearest A 

others. 

KLAMPSWITCHFUZ — 30 to 600 amperes, representative, listed in Sweets, will be glad 

250 volts AC or DC. . . . 

SNUFARC — 30 to 200 amperes. 600 volts AC. to give you complete information. 
Frank eCdam Electric Co. 
STAN aim CCITIC LO F£ a 

Our 6lst 
P.O. BOX 357 ST. LOUIS 73, MISSOURI Year 

Mahers of BUSDUCT * PANELBOARDS © SWITCHBOARDS © SERVICE aah 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER PAs sip cee 


Marcu, 1953 Please mention PURCHASING Magazine when writing to advertisers. 255 











HEXAGONS, OCTAGONS 


FLATS, 


OVER ONE HUNDRED YEARS OF CONTINUOUS SERVICE. ROUNDS, SQUARES, 





140 Sidney St, Cambridge 39, Mass. 







& COMPANY, INC. 





MAXIMUM 


TOUGHNESS ¢ HARDNESS ¢ STRENGTH 


$l} M 


OIL HARDENING TOOL STEEL 





WL offers  Whelco” M-—a tool steel of maximum 
toughness, hardness and strength —a steel to assure 
maximum results at low cost! ‘ Whelco”’ combines 
great penetration of hardness, great toughness at 
high hardness, wide hardening range, fine grain 
structure, and desirable non-deforming character- 
istics. ““ Whelco” has good forging properties and is 
readily machinable in the annealed condition. All WL 
warehouses stock " Whelco” M tool steel in a wide 
variety of flats and squares. Call your nearest 


WL man for a trial order—the results will speak for 
themselves! 


WL steels are metallurgically constant. This 
guarantees uniformity of chemistry, grain size, hard- 
enability —thus eliminating costly changes in heat 
treating specifications. 


Write today for your FREE COPY of the 
Wheelock, Lovejoy Data Book, indicating your 
title and company identification. It contains com- 
plete technical information on grades, applica- 
tions, physical properties, tests, heat treating, etc. 


WHEELOCK, - (five 


LOV EVOY —— Service 


CAMBRIDGE + CLEVELAND 
CHICAGO + HILLSIDE, N. J. 


DETROIT «+ BUFFALO 
CINCINNATI 


In Canada 
SANDERSON- NEWBOUI D, LTD., MONTREAI 


and AISI 


Please mention PURCHASING Magazine when writing to advertisers. 








SINJWIMINOIY JONVNGLNIVW GNY WOON 1001 ‘NOILINGOYd/Y¥OI SONIDYOI ANV S1Ii11I9 


and Cleveland ¢ Chicago + Detroit 
Hillside, N.J. © Bullalo ¢ Cincinnati 





(Continued from page 254) 
repayment contracts on reclamatigy 
projects expires. 

Government soil conservation pro. 
gram terminates. 

Price support on six basic agri. 
cultural commodities at not less thay 
90 per cent of parity terminates, 

Commerce Clearing House aly 
lists in its survey the terminatigy 
dates of twelve major statutes affect. 
ing the armed services and veteran? 
welfare which will undoubtedly at. 
tract close attention by the mem. 
bers of the 83rd Congress. Among 
these expiring July 1, 1953 are the 
authority to draft 184% to 26 yea 
olds into military service, the av. 
thority to call up reserve com. 
ponents, and special inducement pay 
for doctors and dentists in the armed 
forces. 


t ¢ 


Bituminous Coal Institute 
Makes Film Available Free 


A 16mm Kodachrome sound film 
entitled “Powering America’s Prog. 
ress” has been made available for 
showing to local units of nationa 
associations by the Bituminous Coa 
Institute, Southern Building, Wash- 
ington 5, D.C. Prints will be sent 
to any city in the United States 
and the only cost to the borrower 
is the return insured parcel post 
fee. Arrangements may be made for 
a loan by writing to the Association, 
giving at least two weeks’ notice. 

The film was awarded first prize 
in the public relations section of 
the Boston Film Festival of 1952 
and has been hailed as perhaps the 
finest representation of the coal in- 
dustry ever produced. 

The film shows how coal is mined 
underground and on the surface, and 
follows the progress of the coal from 
the mines to the preparation plants 

. Also shown is how coal is trans 
formed into coke in fiery coking 
ovens and then used in the blazing 
furnaces of the steel mills. 


..:4..f 


Ductile Iron Production 
Increased In 1952 


It is estimated that the produt- 
tion of Ductile Iron reached betwee 
80,000 and 100,000 melt tons in 1982 
—an increase of 50 to 100 per cent 
over 1951. This new engineering ma 
terial, which was developed at the 
Bayonne, N. J., Research Laboratory 
of the International Nickel Company 
and first commercially produced i 
1949, is a cast iron which will bend 
or deform, under overloads, rather 
than failing in brittle fashion, 48 





does ordinary cast iron. 
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CHASING 









Mz Qa 
7p he 
“Wer » 


They couldn't have done it this way a few years back. That box is made of 
1/16” 52S aluminum — a problem alloy to weld. Today. with Airco Machine 
Heliwelding. a prominent electronics company turns out one of these case 
boxes every twelve minutes. The four 15” seams that join the bottom pan 

to the sides take about 45 seconds each. as the Machine Heliweld Holde 
moves smoothly over them, carried by an Airco No. 20 Radiagraph. 
Heliwelding provides pin-point heat concentration for joining hard-to-weld 
metals ... with a minimum of finish grinding. 


And remember, when you need oxygen, acetylene, nitrogen and other 
industrial or rare gases, think of Air Reduction. A nation-wide industrial 
distribution system is ready to supply your needs. 


Au yy RPE gs ai % 7 oO ag ( DEALERS AND OFFICES IN MANY PRINCIPAL CITIES 








60 East 42nd Street * New York 17, N. Y. 


Air Reduction Sales Co. * Air Reduction Magnolia Co. * Air Reduction Pacific Co. 
Represented Internationally by Airco Company International 


Divisions of Air Reduction Company, Incorporated _ 





ICIUM CARBIDE @ ARC WELDING AND INERT-GAS ARC WELDING EQUIPMENT @ WELDING SUPPLIES AND ACCESSORIES 
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Personalities 





John H. Mills has been promoted to 
Director of Purchases for Bridgeport 
Brass Company, Bridgeport, Conn. He 
was formerly Director of Priorities. 





John H. Mills 


Mr. Mills joined Bridgeport Brass in 
February, 1924, as a foreman in the 
casting division. He was transferred to 
the sales department and later worked 
out of the company’s New York office 
as a sales representative. He returned 
to the Bridgeport plant as a sales man- 
ager and later was named manager of 
the Aerasol Department. 


Fred F. Sampson, Jr. has been named 
Manager of Purchases of the Textile 
Products Division of Owens-Corning, 
with headquarters in the Fiberglas 





Fred F. Sampson 


Building, 16 East 56th Street, New 
York City. Mr. Sampson is respon- 
sible, with the plant purchasing agents, 
for procurement for Owens-Corning’s 
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IN THE NEWS 


Textitle Products Division plants at 
Anderson, S. C., Ashton, R. I, and 
Huntingdon, Pa. 


Sidney Wolberg, Director of Pur- 
chases of the Burndy Engineering Com- 
pany, Inc., has announced that all pur- 
chase orders for raw materials and 
component parts for the complete oper- 
ations of the company will originate in 
the Norwalk, Conn. Purchasing Depart- 
ment. Robert E. Michaels has been 
appointed to the post of Purchasing 
Engineer for this office and the two 
Assistant Buyers in Norwalk are Albert 
Green and Jack Reilly. Maintenance 
materials and supplies used in the New 
York plant and foundry will be ordered 
directly from New York Buyer Albert 





Sidney Wolberg 


Hannon at 107 Bruckner Boulevard, 
Bronx 54, N. Y. 

Mr. Wolberg, who has been with 
Burndy since 1926, has been reelected 
for his ninth consecutive term as 
Chairman of the Electrical Group of 
the National Association of Credit Men. 
The group represents 48 major manu- 
facturers in the Northeast area, includ- 
ing New England, New York and New 
Jersey. 


Ray E. Greiner has been appointed 
Director of Purchases for Speer Car- 
bon Company, St. Marys, Pa., and its 
divisions. Mr. Greiner has been with 
Speer for 10 years and has been the 
Purchasing Agent for the Interna- 
tion Graphite and Electrode Division 
for the last eight years. 


Charles R. Howard has been named 
Manager of the Engineering Purchasing 
Section of The Goodyear Tire & Rub- 
ber Company’s Purchasing Depart- 





Charles R. Howard 


ment. He succeeds J. J. Wyle, who was 
transferred ‘to Goodyear Aircraft as 
Assistant Purchasing Agent. V. L 
Petersen has been named Manager of 
the Chemical and Pigment section of 
the Goodyear Tire purchasing opera- 
tions. 

Mr. Howard has been affiliated with 
Goodyear’s Purchasing Department 
since 1938 when he was transferred 
from the company’s Windsor, Vt. plant. 
A native of Vermont and a graduate 
of Middlebury College, he joined Good- 
year at Windsor in 1936. 





V. L. Peterson 


Mr. Wyle joined Goodyear in 1933, 
served seven years at Goodyear Air- 
craft, was transferred to the Topeka, 
Kan. plant, then returned to Akron, 


(Please turn to page 262) 
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ONE PAIR GUARANTEED 
TO OUTWEAR TWO PAIRS 


of Regular Canton Flannel Gloves! 











| Named 
rchasing 
& Rub- 
Depart- 







“PLASTIC-DOT” 
WORK GLOVE 


























who was 
craft as 
Vv. L 
po : Durable dots double the wear . . . cut your 
glove costs at least 40%! That's a fact, 
a supported by the U. S. Testing Co., by Riegel’s 
nsferred 
" plant own laboratory tests, and by phenomenal 
duate 
Gaal results reported by industrial users 
across the country! That's why we flatly 
guarantee that the new Riegel “Plastic-Dot” 
work glove will outwear standard 10-ounce 
Canton flannel by more than 2 to 1. And though 
it's so rugged, “Plastic-Dot” is still soft, flexible 
and comfortable—so your workers will like it, too! 
pai on nt FAST SERVICE! 
Write to Riegel now for full information and samples. Shipped from 
LOCAL 
1 We'll send you factual proof of the amazing WAREHOUSES 
t t 
performance of “Plastic-Dot" work gloves! ' —— see at 
= KNIT WRIST & BAND TOP—Men’s and women's sizes 
Topeka, 
Akron, TEXTILE CORPORATION * 260 Madison Avenue * New York 16, N. Y. 
2) ATLANTA * BOSTON * CHICAGO + DALLAS * DETROIT + LOS ANGELES * JACKSON (Miss.) * PITTSBURGH 
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(Continued from page 260) 


Ohio. A native of Akron, he attended 
Akron University. 

Mr. Petersen, a native of Massachu- 
setts and a graduate of Worcester 





J. J. Wyle 


Polytechnical Institute, joined Good- 
year in 1947 and has been affiliated 
with the Purchasing Department since 
January, 1948. 


R. M. Brown has been appointed 
Purchasing Agent for iron and steel 
scrap for United States Steel Corpora- 
tion, Pittsburgh, Pa. Other recent ap- 
pointments by the company include: 

W. W. Crawford, Purchasing Agent, 
electrical and mechanical equipment. 

R. F. Dyson, Assistant Purchasing 
Agent, electrical and mechanical equip- 
ment. 

R. D. Crowley, Purchasing Agent, 
construction materials and services. 

R. J. MacKenzie, Assistant Purchas- 
ing Agent, construction materials and 
services. 


D. W. Sims has been promoted to 
General Purchasing Agent for Con- 
tinental Oil Company, Houston, Texas, 
succeeding S. V. McCollum, who has 
been named assistant production man- 
ager for Conoco’s southwestern region. 





D. W. Sims 


Mr. Sims has been associated with 
Continental for 23 years, most recent- 
ly as manager of motor transportation. 
He is a graduate of Oklahoma A. &. M. 
College, Stillwater. 


Richard L. Spalding, Purchasing 
Agent for E. F. Hodgson Company, Inc., 
Dover, Mass., has been elected to the 
company’s board of directors. 
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Arthur L. Morgan has been appointed 
Chief Purchasing Agent for the Nat- 
rium plant of Columbia - Southern 
Chemical Corporation, New Martins- 
ville, W. Va. Associated with the Nat- 
rium plant’s Purchasing Department 
since 1948, Mr. Morgan had served as 
Coordinator of Purchasing, Expediting 
and Priorities during the past year. As 
Chief Purchasing Agent of the Natrium 
plant, Mr. Morgan will be responsible 
for all purchasing functions, including 
expediting and priorities. 


Edwin M. Close has been appointed 
Purchasing Agent of the Hanson-Van 
Winkle-Munning Company, Matawan, 
N. J. Mr. Close joined the company’s 
sales department in 1941. During World 
War II he headed the priorities depart- 
ment and at the end of the war became 
supervisor of terminations. In 1945 he 
was appointed Assistant Secretary of 
the company and subsequently was 
made Assistant Purchasing Agent. 





E. M. Close 


Mr. Close served as a member of the 
Cadmium Advisory Committee and the 
Electroplating Equipment Committee at 
NPA during the Korean emergency. 

He has a BS. in Business Adminis- 
tration from Lehigh University and has 
completed graduate work there. 


Charles R. Gerner has been appointed 
Director of Purchases of the Catalytic 
Construction Company, succeeding Lo- 
gan Campbell, retired. Mr. Gerner was 
appointed Assistant Director of Pur- 
chases in 1946 when he joined the com- 
pany following a tour of duty in the 
U. S. Navy as a lieutenant. While in 
the navy, Mr. Gerner was assigned to 
the Petroleum Administration for War, 
an agency charged with the vital task 
of supplying adequate quantities of 
100-octane aviation gasoline for Allied 
forces throughout the world. 

Prior to the war, Mr. Gerner was 
associated with the Sun Oil Company, 
Gulf Refining Company, and the Ameri- 
can Viscose Corporation. 

A resident of Swarthmore, Pa., Mr. 
Gerner attended Swarthmore College, 
Drexel Institute of Technology and the 
Evening School of the Wharton School 
of Finance, University of Pennsyl- 
vania. 

He is a member of the Springhaven 
Country Club, Swarthmore Club of 
Philadelphia and the Refining Division 
of the American Petroleum Institute. 


John A. Ross has been named Direg, 
tor of Purchases of General Refractgy. 
ies Company, Philadelphia, Pa. Sy, 
ceeding him as Purchasing Agent ; 
Richard J. Skillman. 





R. J. Skillman 


Mr. Ross, who has been Purchasing 
Agent since 1919, joined the Wynn Fir 
Brick Company in 1906. The company 
was subsequently purchased by Gen- 
eral Refractories. 

Mr. Skillman, who has been Assist- 
ant Purchasing Agent since 1946, joined 
the company in 1936. He is a graduate 
of Princeton University, Class of 1934 
and during the war served as a liev- 
tenant in the Navy. He is a member of 
the Purchasing Agents Association of 
Philadelphia, Orpheus Club and jis 
chairman of the service committee, 
Philadelphia Society for Crippled Chil- 
dren. 


Robert B. Cooney has been appointed 
to head up a newly-formed central 
Purchasing Department serving the 
Vocatron Electronics, Bristol Motor and 
Research Divisions of the Vocaline 
Company of America, Inc., Old Say- 
brook, Conn. 


Jay K. Gillenwater has been ap- 
pointed Director of Purchases and Win- 
ston T. Jackson Assistant Director of 





J. K. Gillenwater 


Purchases of Tennessee Eastman Com- 
pany, division of Eastman Kodak Com- 
pany, Kingsport, Tenn. Mr. Gillenwater 
joined the company 22 years ago and 
became assistant sales manager, Chem- 
ical Sales Division in 1934. He trans- 
ferred to the Purchasing Department 
as Chemical Buyer in 1942, became As- 

(Please turn to page 266) 
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43% all businesses shut 

down by Fito are now as 
oxtinet as dinosaurs. 

Keeords bummed, orders destroyed, 
customers lost. Better protect 

your business with a KIDDE 
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Extinguishing System, 
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epartmem 347 Main Street, Belleville % N. J. Walter Kidde & Company, Inc. and its associated companies 

came AS- Walter Kidde & Company of Canada, Ltd., Montreal, P. Q. 
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*according to a survey by the Safe Manufacturers’ National Association 
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ANNOUNCING 
4 NEW 


CUTTING OILS! 


2 DUAL-PURPOSE OILS (lubrication and cutting) 


SUNICUT 11-S for medium duty on automatic screw machines 








SUNICUT 209-S for heavy duty on automatic screw machines 


2 SINGLE-PURPOSE OILS (cutting only) 
SUNICUT 102-S for heavy duty on automatic screw machines 


SUNICUT 110-S for heavy duty service in broaching, threading, 


gear cutting, heading and similar applications 


All four oils keep parts and tools cooler, 
help maintain closer work tolerances, 
permit longer runs between tool dress- 
ings. All are odorless and light in color. 
In addition, Sunicut 11-S and 209-S 
have high lubricating value and are 
nonstaining. 

For your copies of technical bulletins 
describing these new oils, call the near- 
est Sun office or write SUN O1L Com- ' 
PANY, Philadelphia 3, Pa., Dept. PU-3 





INDUSTRIAL PRODUCTS DEPARTMENT 
SUN OIL COMPANY 


UNOC 


PHILADELPHIA 3, PA. ¢ SUN OIL COMPANY LTD., TORONTO & MONTREAL 
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(Continued from page 262) 


sistant Purchasing Agent in 1945 and 
Purchasing Agent in 1949. 

Mr. Jackson has been with the com- 
pany 20 years, three of which were in 





W. T. Jackson 


the Engineering Department and 17 in 
the Purchasing Department as Pur- 
chasing Engineer and Assistant Pur- 
chasing Agent. 


H. Grady Slatton has been appoint- 
ed Purchasing Agent of the Celanese 
Corporation of America’s Celriver plant 
at Rock Hill, S. C. He had formerly 
been at the company’s Rome, Ga. plant. 


D. Russell Pearce has been appointed 
Assistant Purchasing Agent of the Ma- 
chinery Division of Dravo Corpora- 





D. Russell Pearce 


tion, Pittsburgh, Pa. Mr. Pearce joined 
Dravo in 1936 as a sales correspondent 
and was appointed Buyer in the Pur- 
chasing Department in 1939. 


E. S. Woodard has been appointed 
Purchasing Agent for the Atlantic 
Branch of National Lead Company, re- 
placing J. W. Beresford, who has re- 
tired because of ill health. 

Mr. Woodard began with National 
Lead as a clerk in the Purchasing De- 
partment in 1936. He was named As- 
sistant Purchasing Agent for the com- 
pany’s Atlantic Branch in 1951. 


Hobart E. Switzer has been appointed 
Purchasing Agent of the Electric Regu- 
lator Corporation, Norwalk, Conn. He 
formerly was with Diebold, Inc., Flofilm 
Division, Norwalk, as planning direc- 
tor of inventory and production sched- 
ules. 


PuRCHASING 





Sand 


> com- 
ere in 


17 in 
Pur- 
Pur- 


point- 
lanese 
* plant 
‘merly 
plant. 


ointed 
e Ma- 
rpora- 


joined 
yndent 
Pur- 


ointed 
tlantic 
y, re- 
as re- 


tional 
g De- 
d As- 


com- 


ointed 
Regu- 
n. He 
‘lofilm 
direc- 
ched- 


\SING 











- y 
XX 
S \ 








, ie 





Have been used successfully in industry 

for 40 years. A wide range of sizes and types 
offers a valve to fit almost every application. 
Cast from high-grade steam bronze, with quality 
discs that stop hard-to-hold liquids and gases. 
Ask your distributor about Ohio Brass Valves. 





BRONZE GLOBES, ANGLES, GATES AND CHECKS 
FOR INDUSTRIAL SERVICE 


4369-V 
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GLOV-SAFERS 


Use them on bare hands or over gloves. They provide sure hand 
protection in hundreds of different jobs, reduce glove pilferage, add 
life to all gloves. Write for descriptive catalog and samples. 


AVAILABLE IN A NUMBER OF DIFFERENT STYLES, AND WITH 
GREASE AND OIL RESISTANT HYCAR RUBBER BACKING 


H-180 HANDLING STAMPINGS 


Hand and forearm protection 
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H-150 HANDLING SHEET METAL 





©. WALKER JONES CO. « PHILADELPHIA 38, PA. 
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Irving A. Duffy, Vice President— 
Purchasing for Ford Motor Company, 
has been elected to the company’s 
board of directors and executive com- 
mittee. Mr. Duffy has been in charge 
of purchasing and a member of the 
company’s administration committee 
since December, 1949. Prior to joining 
Ford in February, 1949, as Director of 
Purchasing, Mr. Duffy has served as 
assistant to the vice president of Inter- 
national Harvester, directing coordina- 
tion of the company’s postwar expan- 
sion program in both plant and equip- 
ment. 





Irving A. Duffy 


Born in Chicago in 1904, he later 
moved to Buffalo. He entered West 
Point military academy in 1922 and 
upon graduation was ordered to duty 
with the Cavalry. In 1928, he entered 
law school at Columbia University and 
two years later joined the faculty at 
West Point as an instructor in law. 

Following a tour of Army duty in 
Hawaii, Mr. Duffy returned to the 
United States in 1937 to re-enter Co- 
lumbia Law School and obtain his de- 
gree. After being admitted to the New 
York State Bar, he went to Washington 
with the Judge Advocate General’s 
department and was assigned to the 
industrial mobilization program. 

For the next two years he worked 
with the staff of the War Department 
in developing legislation pertaining to 
industrial mobilization and _ followed 
the proposals through Congress. In 
1940, he was assigned to the Ordnance 
Department to assist in the creation of 
large special purpose ordnance plants. 
In helping to set up this $3 billion pro- 
gram, Mr. Duffy was directly con- 
cerned with purchasing and procure- 
ment policies of the Ordnance Depart- 
ment. 

During World War II he served both 
as chief of the legal division of the 
Ordnance Department and as special 
assistant to the Chief of Ordnance. He 
retired from the Army in 1946 with the 
rank of colonel. 

Mr. Duffy lives in Bloomfield Town- 
ship, Mich. He is married and has one 
son. 


Robert J. Eppley, Jr. has been ap- 
pointed Purchasing Agent for the 
Johnson Rubber Company, Middlefield, 
Ohio. Formerly Assistant Purchasing 
Agent, Mr. Eppley succeeds Paul C. 
Miller, general manager of the firm 
since mid-1951. 
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VITROHM RESISTORS 


Are your best buy for both 
electronic and industrial needs 





@ Ward Leonard offers the largest selection of stock 
types and sizes available. 


@Ward Leonard is the only manufacturer that 
makes its own ceramic cores, Vitrohm enamel and 


terminals. Even the resistance wire is specially 


stock resistors drawn to Ward Leonard’s own rigid specification. 
5 te 200 watts, 1 to 250,000 ohms 





@ Ward Leonard makes over 19 separate inspection 
checks in manufacturing each and every resistor. 

FIXED VITROHM 

Used for voltage dropping 

and current limiting. 


@ Ward Leonard has components in stock to quickly 
_assemble made-to-order resistors for your special 





requirements. ‘ 
For full information on Vitrohm resistors, write 
ADJUSTOHM for our Catalog 15 to Ward Leonard Electric Co., 
Gives circuit adjustability 50 South Street, Mount Vernon, N. Y. 
for voltage dividing or 
regulating purposes. 
STRIPOHM made-to-order 
For compact aviation, 4 
communication and navi- resistors 
gation equipment. 5 to 550 watts, 0.04 to 1,750,000 ohms 
b (these plus all the stock resistor types) 
f AXIOHM RIBFLEX 


Used in circuits where 
high wattage must be dis- 
sipated in small space. 


Used in electronic equip- 
ment requiring miniature 
power resistors. 





or 


NON-INDUCTIVE FERRULE TERMINAL 


me 








For low inductance and 
distributed capacitance in 
high frequency circuits. 


PLAQOHM 

Used in compact, high fre- 
quency electronic equip- 
ment. 


DISCOHM 

A miniature resistor for 
low inductance values and 
distributed capacitance. 


 ) For rapid interchangeabil- 
f) ity of resistance values or 


resistor replacement. 


SCREW BASE 


With an Edison screw 
; o))) base for mounting to pro- 

vide rapid means of 

changing resistance. 


BRACKET TERMINAL 


Has leads silver brazed to 
brackets for easy inter- 
change or renewal of unit. 





18.3.9 
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WARD LEONARD 


ELECTRIC COMPANY pieosrats Ave 
MOUNT VERNON, NEW YORK RReeule-E rgrcered Cortiols Since 1892 et Sea, 


Power Resistors $3 


CONTROLS Ward Leonords com 


per copy 
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with wiping, towels... . 
































Because Every Square Inch is Usable—and 
industrial Wiping Towel Rental Service... 


Is more economical 

Supplies towels that are safe to use 
Simplifies handling 

Saves man hours 

Better equips our men 

Relieves me of shopping around 

Is a national service | can depend on 
Is available to all my plants 

For complete information see your 
Classified Telephone Directory for nearest 


Kex distributor, or write Kex National Service, 
295 Fifth Avenue, New York 16, N. Y. 


“KEX 


REG. US. PAT. OFF. 





w NATIONAL 
SERVICE 








It isn’t Kex unless it’s imprinted with the Kex name 
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C. Warner McVicar has been ap- 
pointed Director of Purchasing and 
Traffic for Rockwell Manufacturing 
Company, Pittsburgh, Pa. Mr. McVicar 
succeeds W. H. Newbaker, who retired 
recently after 27 years of service with 
the company. 

Mr. McVicar has a wide and varied 
background in the field of purchasing, 
having formerly been associated with 
Ford Motor Company as Senior Buyer; 
Brezner Tanning Corporation as Di- 
rector of Purchasing, and Lord Manu- 
facturing Company, in a similar ca- 
pacity. 





C. Warner McVicar 


He obtained his B.C.S. degree in 
Business Administration at the Detroit 
Institute of Technology in 1928. He 
joined the D & C Navigation Company 
of Detroit as Purchasing Agent, where 
he remained until 1942, when he be- 
came Chief of the Contract Clearance 
Division for the Navy Department in 
Washington, D. C. In 1959 he ioined 
Rockwell Manufacturing Company as 
Assistant Vice Presiaent—Purcnasing. 

Mr. McVicar is a director of the Pur- 
chasing Agents Association of Pitts- 
burgh and serves as chairman of the 
Educational Committee for the Sixth 
District of the National Association of 
Purchasing Agents. He also is a mem- 
ber of the American Management As- 
sociation. 

He is the author of the Rockwell 
Purchasing Manual, which has won 
wide acclaim. Portions of it have been 
used by many companies as a nucleus 
for their own manuals. 

Mr. MeVicar will continue to reside 
in Pittsburgh. 


Stephen Dunton has been named 
Manager of the Purchasing and Pro- 
duction Scheduling department of 
Chicopee Mills, Inc., Chicopee, Mass. 
Mr. Dunton has been with the com- 
pany since 1940, with the exception of 
four years spent in the Navy during 
World War II. He is a graduate of Rut- 
gers University. 


Ralph M. Wescott has been promoted 
to Purchasing Agent for Keyes Fibre 
Company, Waterville, Me. He has been 
assistant to the Purchasing Agent for 
the past 10 years. 

This announcement was incorrectly 
reported in the January issue of PUR- 
CHASING. 
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SPECIALIZATION GIVES YOU 





UNIFORM HIGH QUALITY IN 


(LO@IZ3TF ALLOY STEEL TUBES 


When you specify GLOBE you get the 
finest, because Globe specializes in the 
production of steel tubes. For more than 
thirty years Globe specialized research, en- 


quality in alloy steel tubes for pressure or 
mechanical applications. 


GLOBE STEEL TuBEs Co., Milwaukee 46, Wis. 





St. Louis « 


gineering and manufacturing facilities {hicato ° Cleveland + Detroit. 


Denver * San 


New York « Houston 
Francisco * Glendale, Cal. 


have assured customers of uniform high Philadelphia 
Producers of Globe seamless stainless steel tubes — Gloweld welded stainless steel tubes — alloy — carbon 
— seamless steel tubes — Globeiron (high purity ingot iron) seamless tubes — Globe Welding Fittings. GLOBE SEAMLESS TUBES 





la 


TYPICAL ANALYSES: 
Carbon Moly. 
1-1/,; Chrome 1/2 Moly ¢ 1-3/, Chrome 3/; Moly 
2 Chrome / Moly @ 2-14, Chrome 1 Moly 
5 Chrome 1, Moly ¢ 7 Chrome 1/2 Moly 
9 Chrome 1 Moly 
A1S1 1335 @ A1S1 2317 © A1S1 2512 e 


8620, 8630, 8635, 8640 © 7% Ni. © 9% Ni. 








A1S1 4130, 4140 e A1S1 4615 ¢ A1S1 8615, 


TYPICAL APPLICATIONS 


Pressure Tubes — Superheater 
Tubes — Condenser Tubes — Still 
Tubes — Evaporator Tubes — 


Barrel Tubes — Oil-Well Pump 
Barrels — Mechanical Tubes — 
Aircraft Tubes—Rollers for Trans- 


mission Chains 


on 


FOR MAXIMUM STRENGTH 
AND MINIMUM WEIGHT 




















Pierced from solid steel billets . .. 
with no seams or welds. Globe seam- 
less tubes are available in many sizes 
and wall thicknesses for exacting 
applications, 
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INDUSTRIAL LEATHERS 


PHILADELPHIA * NEW YORK * CHICAGO * ATLANTA 
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Before You Buy Transmission Belting 


ne 


Get the Facts on>>_ 


® 
Rnavre It is unequaled for its strong, 
glove-like grip. Unequaled for its stamina and ws 
resisting qualities. Unequaled for its long service and 
low maintenance. It has the ability to deliver a smooth, 
uniform flow of power. 


Behind the long and successful history of Tannate Belting is 
Rhoads unmatched experience — 250 years. The specialized 
knowledge of producing superior industrial leathers can be 
put to work for you. Likewise, every modern facility at our 
disposal — the research and chemical laboratories, the highly 
qualified engineers, chemists, tanners and belt-men. With 
“rolled-up sleeves” these men help give you the best in 
transmission belting as well as the best service. 


Our sales engineers will gladly confer with you, make prelim- 
inary drive surveys, design a drive to meet your particular needs 

. even train one of your men in the proper installation and 
maintenance of Tannate Belting. 


The next time a Rhoads sales engineer calls upon you, listen to 
the facts — they'll help you. Or, if you prefer immediate data, 
write for descriptive literature to 


J. E. Rhoads & Sons, 35 N. Sixth St., Philadelphia 6, Pa. 


a 

Jannate Leather Belting is ‘‘cus- 
tom-engineered” from raw hide to finished 
product. Its unusual characteristics, not 
found in any other belt, are the results of 
special tanning processes. Consequently, 
Tannate is strong and resilient, adaptable 
to a variety of drive conditions where or- 
dinary belting is not applicable. 


about Tannate. 


LLL ET 





Write for Rhoads com- 
plete data file on belting. 
It contains many facts 














J. D. Boyles and W. N. Lee have 
been promoted to new positions in the 
Purchasing Department of the Con- 
tinental Oil Company, Houston, Texas, 

Mr. Boyles, a veteran of 28 years of 
service with Conoco, has been named 
administrative assistant to the com- 
pany’s General Purchasing Agent, D, 
W. Sims. Mr. Boyles formerly was an 





J. D. Boyles 


Assistant Purchasing Agent. He will 
continue to make his headquarters in 
Ponca City, Okla. Mr. Boyles joined 
the company’s marketing department 
in Hammond, Ind. in 1925 and was 
transferred to Ponca City the follow- 
ing year as a buyer in the Purchasing 
Department. He was promoted to 
Conoco’s Assistant Purchasing Agent 
in 1929. 





W. N. Lee 


Mr. Lee, who has been with Conti- 
nental for 27 years, has been pro- 
moted to the newly created position 
of Regional Purchasing Agent, with 
headquarters in Denver, Colo. A for- 
mer Assistant Purchasing Agent, Mr. 
Lee joined the company in Ponca 
City in 1926, serving two years as 
chief clerk at Fort Worth, Texas, and 
returning to Ponca City in 1928. He 
was promoted to Conoco’s chief price 
clerk in 1932 and Assistant Purchasing 
Agent in 1940. 


Miss Mary E. Dumas, Purchasing 
Agent of the Lynn (Mass.) Gas & Elec- 
tric Company, recently participated in 
a program broadcast over radio station 
WLYN. In cooperation with the voca- 
tional guidance program of Lynn Clas- 
sical High School, Miss Dumas spoke 
on “Ways To Secure The Job You 
Want In The Business World.” 
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Are these 3 new to you? 





It would pay you to know all about them 


Don’t let their modest appearance fool you; these are puzzle- 
busters and job-simplifiers extraordinary. 


This is TITEFLEX® —the All-Metal Flexible Hose with 1001 industrial applications. 
It withstands temperatures, pressures, vacuum, vibration and the corrosive 
action of a host of liquids and gases. How can you use it? To connect moving 
parts of machinery. To connect misaligned parts. To absorb vibration, contrac- 
tion, expansion and pulsation. To “‘transmit’’ vacuums or convey high-frequency 
currents. To shield wire and cables. And to handle difficult materials—from 
acid and ammonia to sea water or steam. Sectional view shows rugged, flexible, seamed 
construction of Titeflex. 





Here’s UNIFLEX—the new Helically-corrugated Seamless Flexible Tube. It’s 
tough, corrosion-resistant, leak-proof. And its helical construction gives it greater 
flexibility and longer life in applications too critical for ordinary concentric 
tubing. UNIFLEX is for you—if you're concerned with hydraulic lines, oil burners, 
refrigeration machinery, air conditioning equipment, pumps, compressors, diesels 
or machine tools. For leakless service. UNIFLEx fittings have metal-to-metal 
seat. Seal is produced through spring washer effect of hose on fitting body. 


TITEFLEX BELLOWS are the efficient means of absorbing lineal movement in 
many types of equipment. Their welded, convoluted-diaphragm construction 
lets them do this without weakening the lines in which they are inserted and Note the helically-corrugated, seamless wall 
without reducing the flow rates of gases or liquids being conveyed. You can use structure of Unifiex. 

TitEFLEX BELLOows to seal high pressure valves and shafts, accommodate lineal 
contraction and expansion or high frequency vibration, and to handle gases and 
corrosive liquids under high temperature conditions. Special designs are available 
and complete bellows assemblies can be furnished with any required types 
of fittings. 
















Get the facts without obligation 


TITEFLEX literature contains full descriptions, technical data and 
suggestions for use. And Titeflex Designers and Engineers have 
a thorough knowledge of these products’ behavior under exact- 
ing service conditions. Check the products that interest you 
and mail the coupon today. We'll be glad to help you with 
any specific problem. 





Cross-section shows the welded, convoluted- 
diaphragm construction of Titefilex Bellows. 



































v¥ Check products you are interested in. . TITEFLEX, INC. 
ee in . ‘| q ; 513 Frelinghuysen Ave. 
‘ we: , 4 ¢ ¢ (om a Nework 5, NJ 
: u > a Please send me without cost 
SEAMED AND “oo Nn Te information about the products 
LL) SEAMLESS MeTaL wose  L/ PRECISION BELLOWS ==» [] JGHITION HARNESS [| \GNITION SHIELDING Soran 
NAME 
> 
4 = | a TITLE 
eo 9 FIRM 
i & Ri ADDRESS 
ELECTRICAL — RIGID AND FLEXIBLE 4 A 
LJ connectors L_ wave sues __) aes (_] Fists city ZONE___STATE 
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“4 Buy Better... 
§ Buy FRIGIDAIRE 


Water Coolers 
Air Conditioning 
Refrigeration 


More and more men who buy for 
industry are making Frigidaire 
their first source for cooling equip- 
ment of every kind. They’ve found 
it pays real returns in higher per- 
formance, lower operating and 
maintenance costs, and real de- 
pendability. 

Call the Frigidaire distributor or 
Factory Branch that serves your 
area. Or write: Frigidaire Division, 
General Motors Corp., Dayton 1,0. 


~o™ FRIGIDAIRE 


the most complete line of refrigeration and 
air conditioning products in the industry. 





J. Dana Pierce, Jr. has been named — 
Assistant Purchasing Agent of The 
Savogran Company, Boston, Mass. Mr. 
Pierce will make his headquarters in 
the company’s Norwood, Mass. plant, 


George C. Stefango has been named 
Manager of Purchases of the General 
Products Division of Owens-Corni 
Fiberglas Corporation, Toledo, Ohio, 


George C. Stefango 


Mr. Stefango is responsible, with the 
plant purchasing agents, for procure- 
ment for Owens-Corning’s General 
Products Division in Newark, Ohio and 
Kansas City, Kan. 


John T. Andrews has been appointed 
Assistant Purchasing Agent at Bird & 
Son, Inc., East Walpole, Mass. He had 
been assistant to the Purchasing Agent, 
but now fills the position made vacant 
by the retirement of Michael J. Haw- 
kins. 


John T. Andrews 


Mr. Andrews joined the company in 
1927, spending his early years in at- 
counting work. He was head of the 
East Walpole cost department from 
1937 and was Assistant cost accountant 
from 1943 until moving into Purchas- 
ing in 1949. 

Mr. Andrews came to Bird & Son 
from West Rockport, Me., attending ~ 
public schools there. He later received 
his college degree from Northeastern © 
University. 

He is an active citizen in the Town 
of Sharon where he resides. He i 
presently a member of the Board of 
Selectmen and director of the Com- 
munity Chest. In the past he has been 
a member of the Planning Board, 
president of the Sharon Rotary and a 
member of the executive board of the 
Old Colony Council, Boy Scouts of 
America. 
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electrical insulation made with 


DOW CORNING SILICONE RESINS 


give you unequalled freedom in design, still more 


power per pound, even longer life and 


greater reliability 






COATING VARNISH 
Dow Corning Silicone Varnish 994 
has over 100 times the thermal life of the best 
organic varnishes; over 3 times the life of earlier 
silicone varnishes. 


IMPREGNATING VARNISH 
Dow Corning Silicone Varnish 997 
bakes without bubbling at 300° to 400°F; 
cuts processing time to 1/4 to 1/7 the time 
required for earlier silicone 
impregnating varnishes. 


BONDING RESIN 
Dow Corning Silicone Resin 2105 
Makes it possible to produce silicone-glass 
laminates with over 100 times 
the dielectric life of the best silicone 
laminates previously available. 


KEEP PACE WITH PROGRESS 


eh Mete)-1 11 (cMete)-l—1e)-)-wale) mm DOW CORNING 


Midland, Michigan 


SILICONES 








, { Dow Corning Corporation, Dept. BC-3 
WT llth Midland, Michigan 
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Los Angeles 

New York 
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For Everything in 
Fluorocarbon Plastics 


The United States Gasket Company began fabricating 
Tefion* and Kel-F,t the “‘wonder’’ plastics years ago when 
they were first offered commercially—and has pioneered 
their application to countless chemical, electrical, electronic, 
mechanical and nucleonic applications throughout industry. 


When you think of Fluorocarbons think of U.S.G. and be 
sure of the uniform high quality and service you expect of 
leaders in their field. 


United States Gasket Company Fluorocarbon Products Include: | 


e High temperature, high 


e No-lubricant, non-con- 
frequency, high voltage 


taminating bearings and 





insulating materials (sheets, 
rods, tubing, tape, cylin- 
ders, bars, molded and 
machined parts) for the 
electronic and electrical 
industries. 


e Teflon ‘Alloy’ materials 
that possess most of the 
pure polymer’s character- 
istics and offer additional 
desired physical or elec- 
trical characteristics. 
“Alloys” include metals, 
glass, alnico ceramics, car- 
bon, silicate, mica. graph- 
ite, quartz, asbestos, etc. 


e Gaskets and packing that 
are immune to all chemi- 
cals (except molten sodium 
and fluorine). Are non- 
contaminating. Out-last 
other materials several 
times over. 


*du Pont Trademark 
*Trademark M. W. Kellogg Co. 
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bushings. 
Chemical-proof pump 
impellers and other 
machine parts. 


e Solderable Teflon and 


Cementable Teflon. 


e Electronic components in- 


cluding miniature tube 
sockets, crystal sockets, 
connectors, stand-off insu- 
lators, feéd-through insu- 
lators/and terminals, 
trimmers, etc. 


e Perforated Teflon for filter- 







eser 


ing and sifting chemicals 
that would attack other 
filtering media. 


FLUOROCARBON 


PRODUCTS DIVISION 
CAMDEN 1, 


Re 


NEW JERSEY 


tatives in Principal 


ghout the World 


secant SSO. 
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Andrew M. Kennedy, Jr., E. S. Good. 
win and J. S. Jacox have been ap. 
pointed Assistant General Managers of 
Purchasing for Westinghouse Electric 
Corporation, Pittsburgh, Pa. Mr. Ken. 
nedy formerly was Director of Pur. 
chases in charge of steel procurement 
for Westinghouse. A native of Sewick- 
ley, Pa., he received his Bachelor of 
Science degree from Yale University 
in 1939 and engaged in two years of 
advance study at Carnegie Institute of 
Technology. He joined the Westing- 
house Purchasing Department at the 
Lima, Ohio, plant in 1949 and held pur- 
chasing positions at Newark, N. J., and 
Sharon, Pa., before going to Pittsburgh 
headquarters in 1951. 

Mr. Goodwin formerly was Purchas- 
ing Agent in Westinghouse’s Buffalo, 
N. Y. plant. Born in Colon, Mich., he 
was graduated from Miami (Ohio) 
University in 1934 with a Bachelor of 
Science degree in business administra- 
tion. He also studied purchasing and 
metallurgy at Temple University. He 
joined Westinghouse at the South 
Philadelphia plant in 1935 and held 
purchasing positions there and at East 
Pittsburgh before going to Buffalo in 
1946. 

Mr. Jacox was Manager of Purchases 
at the Westinghouse Aviation Gas Tur- 
bine Division in South Philadelphia 
prior to his new assignment. A native 
of Clarksburg, W. Va., he joined West- 
inghouse at East Pittsburgh in 1943. He 
served as a member of the headquar- 
ters purchasing staff for three years 
and for another three years as assistant 
to the vice president of Industria Elec- 
trica de Mexico while on leave from 
Westinghouse. He later held purchasing 
positions at the Westinghouse Sunbury, 
Pa., plant and at East Pittsburgh before 
going to South Philadelphia. 


Frederic W. Schneider has_ been 
named Purchasing Agent of American 
Export Lines and Joseph V. Janssen 
has been appointed Assistant Purchas- 
ing Agent. 

Mr. Schneider joined the purchasing 
department of the company in 1931, 
serving in various capacities until 1939 
when he was transferred to the com- 
pany’s subsidiary, American Export 
Airlines, to handle all purchases. In 
1942 he returned to the steamship side 
as Assistant Purchasing Agent and 
participated in the postwar expansion 
program. 

Mr. Janssen joined American Export 
Lines in the Purchasing Department in 
1936 and served in various administra- 
tive capacities until his present ap- 
pointment. 


Arthur J. Ryan has been promoted 
to Fuel Purchasing Agent with the 
New York Central Railroad, succeeding 
Edwin S. Bonnet, who retired recently. 

Mr. Ryan started with the railroad 
as a timekeeper in the maintenance-of- 
way department, advanced to secre- 
tary in the executive department, and 
was transferred to the Purchasing De- 
partment in 1920 as office assistant. 
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ye et a: el ¥ Simplicity in design. 


ae ree 


ss i (OUR PROBLEM 1 v Waterproof moulded 


: MORE ECONOMICAL 


V Lower operating cost. 


¥V Minimum lubricating 
requirement. 











V Light in weight. 


V Higher voltage at start- 
ing speeds. 


) ¥ Constant spark over 
: entire speed range. 


V Compact and sturdy 
construction. 





There is no need for inflation in small engine operating and mainte- 
nance costs if you specify Bendix magnetos. The fact is, a new high 
in dependable performance can be obtained at no extra cost. The 
basic design of these rugged lightweights enables Bendix to meet 
the operating problems of every type of small engine, as well as every 
pricing requirement. If you want to hold down operating costs for 
the small engines you employ, be sure to insist on Bendix —the most 
trusted name in magnetos. Write us for full details. 


: SCINTILLA MAGNETO DIVISION of 
Cendixr SIDNEY, NEW YORK 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. AVIATION CORPORATION 
FACTORY BRANCH OFFICES: 


117 E. Providencia Avenue, Burbank, California ¢ 582 Market Street, San Francisco 4, California « Stephenson Building, 6560 Cass Avenue, 
Detroit 2, Michigan ¢ Brouwer Building, 176 W. Wisconsin Avenue, Milwaukee, Wisconsin 
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the tougher the cutting job .. . wong 5 Comte See Seek Oe 
to a vice presidency of the S 

the better the opportunity for .. . Stamping Company, Syracuse, N. Y) 
and will handle production and pur. 
chasing. A veteran of 15 years in the 
city engineer’s office, Mr. Lewis joined 
the Syracuse firm 10 years ago. He 
attended The Manlius School and Union 
College. He is a member of the Pur. 
chasing Agents’ Association of Syra- 
cuse and Central New York. 








Malcolm Ross has been appointed 
. Director of Purchases for Pacific. 
FIRE STATION \ é Mercury Television Mfg. Corporation, 
NO. 34 Van Nuys, Calif. Mr. Ross, who has 














ER 2 ts a OOO E SIO AS 


Ziff [TTT 





Malcolm Ross 





had 20 years of experience in the 


radio and television fields, was Direc- 
“FOR HEAVEN’S SAKE, SAWYER . . . HOW DID YOU GET INTO THIS FIX?” tor of Purchases for Majestic Radio 
Corporation, New York City, and pre- 
— viously was with Emerson and Syl- 
vania Electric. 


Mr. Ross and his wife and _ two 
daughters have moved to a new home 











Whether you have a specialized in Van Nuys. 

cutting job or a mass production problem, you can 
depend on Allison Wheels. Whatever the material or the Carl E. Geiger has been appointed 
uae ; i ; ; Supervisor of Production and Purchas- 
condition, there is an Allison Abrasive Cutting Wheel ing of the household refrigerator de- 
processed and formulated to fit the job. This means partment of General Electric Erie 
; , : works, Erie, Pa. Mr. Geiger has been 
faster cutting—fewer rejects—reduced operating costs. venerdest of peclustion, ncaa 
‘ ' frigerator warehouse, shipping material 
Do you realize, Mr. P.A., that these Allison cost and receiving and transportation, sins 
time-saving advantages are available to you .. . together June, 1945. In addition he is now Su- 
with Allison Specialized Service . . . at a competitive pervisor of Purchasing for the depart- 


A member of Erie works staff since 
March, 1920, Mr. Geiger has spent his 
entire service with the company in pro- 


ment. | 
| 
duction activities. 


price? We invite you to investigate. Call us. 
Dwight A. Swearingen has resigned 
as Purchasing Agent for the Cyclone 


A THE best WAY TO CUT MANY MATERIALS Fence Division of U. S. Steel Corpora- 


ABRASIVE cu EELS tion, to join the engineering staff of 
THE WAY TO CUT SOME The Colorado Fuel & Iron Corporation. 
SEND FOR THIS HELPFUL BOOK ON ABRASIVE CUTTING Captain Robert C. Murphy, formerly 


eeceeuneaeoeae0e 8220282888888 8 Purchasing Agent for the Ford Motor 
~Cempany, Kansas City, Mo., has re- 












THE ALLISON COMPANY ceived the Commendation Ribbon with 
259 Isl P Medal Pendant for outstanding per- 
Mane Boek Aice,, Giidgaper? 8, Conn. formance of duty as administrative 
Please send me your free booklet on Abrasive Cutting: adjutant in the I Corps’ 623rd Field 
Artillery Battalion in Korea. Captain 
° NAME: Murphy is a graduate of Independence 
pelea : CETERA SRMNC NOE nM ERENCES Souler Callas aad wakes tle Cane 
° —_appress: itl meet with his wife and sons in Shawnee, 
So Kansas. 
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Here’s how we measure the ‘Muscle’ 


M ARCTI, 














Columbia alloy bars have muscle—and plenty 
of it. It’s the kind of uniform strength that 
our many customers have learned to rely on, 
because each alloy bar is made to the same 
exacting standards as the last. 
Only specially selected raw material is 
used. This material is subjected to a contin- 


ous series of tests (like the one shown 


SPECIALIZING IN COLO FINISHED STEEL BARS aud SEAMLESS STEEL TUGING 


rpmaernrernr 
| I I | 
‘eo } 4 4 4 


above) to verify its exact metallurgical con- 
tent. What's more, each step of our produc- 
tion is rigorously Quality-Controlled by our 
laboratory to produce alloy bars that you can 
use in your production with minimum treat- 
ment and waste. ® More product information 
—technical assistance, too—are yours for the 
asking. Call or write today. 


Pittsburgh 30, Pennsylvania 
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in an Alloy Bar 


& SHAFTING COMPANY 
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i. 


|. THAT'S ALMOST AS FAST AS AN 
ANSUL FIRE EXTINGUISHER! 





See Page 198 a 


AMERICAN 
Tubular and Split 
RIVETS 


In all metals, all styles, 


for all industrial applications. 


Write for price list 


AMERICAN RIVET COMPANY 
849 N. Kedzie Ave., Chicago 51, III 





‘\ 
BUY AMERICAN...Tubular and Split Rivets... 
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Elmer Hasz has been named Assist. 
ant Director of Purchases of Universaj. 
Rundle Corporation, New Castle, Pa, 
according to H. C. Ketchum, Direeto 
of Purchases. Jack Ketelhohn, forme 
Assistant Purchasing Agent at the 
company’s Milwaukee cast iron plant, 
took over the duties of Purchasj 
Agent of that plant on February 2, 


George L. Tresch has been appointed 
Assistant Purchasing Agent of Chicago, 
Rock Island & Pacific Rail Road, a new. 


ly created position. 


Francis C. Truitt, Purchasing Agent 
for the city of Indianapolis, Ind., has 
resigned his post to become personnel 
director for Howard W. Sams & Com- 
pany, Inc. 


James R. Babcock has been promoted 
from Assistant Purchasing Agent to 
Purchasing Agent of Omar, Inc., Col- 
umbus, Ohio, bakery. 


Jack W. Rogers has been appointed 
Director of Procurement for Airborne 


Accessories Corporation, Hillside, N. J. | 





Jack W. Rogers 


Mr. Rogers previously served as As- 
sistant General Purchasing Agent for 
the Mach Manufacturing Corporation, 
with which he was affiliated for more 
than 32 years. 


Thomas E. Whiteman, Purchasing 
Agent of the Woolworth Company, 
New York City, presided at the three- 
day annual meeting of more than, 2,600 
Presbyterian laymen in Chicago, Janu- 
ary 30 to February 1, in his capacity 
as president of the National Council of 
Presbyterian Men. 


Herman H. Kuehlke has been named 
president of Richards and Conover 
Hardware Company, Kansas City, Mo. 
He succeeds the late J. E. Woodman- 
see. Mr. Kuehlke, a past president of 
the Purchasing Agents’ Association of 
Kansas City, started with the company 
as an inventory clerk 40 years ago. In 
1926 he became an assistant buyer i 
the steel and heavy hardware depart- 
ment. He was elected a director in 1940. 
Four years later he became secretaly 
and treasurer and since 1949 has been 
a vice president. 


Harold Burge has been named As- 


sistant Purchasing Agent for the city 
of Indianapolis, Ind. 
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The Right ; Wire Rope -? 
CMa © iieres all 
x yf” _AMERICAN 

TIGER BRAND WIRE ROPE 


that’s just made for 
tough lifting jobs like this 







@ You need a wire rope with great strength 
for overhead traveling cranes that make 
heavy lifts day in and day out. In addition, 
the rope must be very flexible because it is 
constantly bending over sheaves and drums. 

Tiger Brand 6 x 43 Filler Wire Rope is 
widely used for this type of application. It’s 
the most flexible and has the highest reserve 
strength of the standard six-strand hoisting 
repes, and is made of tough Monitor Im- 
proved Plow Steel that has the strength to 
stand up in hard service. 

If you’re equipping a ladle crane in a 
foundry, where the rope will get very hot, 
you will want to use 6 x 43 Filler Wire with 
a wire rope core—the heat would dry out a 
fiber core and cause the rope to deteriorate 
quickly. The wire core also increases the 
strength of the rope and decreases its stretch 
under load. 

You will encounter literally hundreds of 
other applications for wire rope. And there’s 
a Tiger Brand Rope that assures long serv- 
ice in every one of those tough jobs . . . but 
you've got to get the right rope. The wrong 
one may last only half as long. It pays to 
analyze the requirements of every job very 
carefully and then choose the rope that 
exactly fits. 

The American Wire Rope Engineer in 
your area will be glad to help you. He’s an 
expert on ropes—knows just what every 
rope can do and knows what type of rope 
every job requires. Call him next time you 
need wire rope. 


AMERICAN STEEL & WIRE DIVISION + UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S-S AMERICAN TIGER BRAND WIRE ROPE 


Ex elliy c “2epormed 


| Seat £€ 6 SY ERT 
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You can see the difference in 


HONED RACEWAYS 











exclusive with 


HOOVER BALL BEARINGS 


The photographs reproduced above are magnified one 
hundred times so you can see the difference between 
ground, polished and honed raceways. The process and 
the special machines for the honing operation are ex- 
clusive, patented, Hoover developments. Honing by 
Hoover goes far beyond grinding and polishing to 
achieve a surface that assures amazing quietness plus 
longer bearing life and greater load capacity. That’s 
why Hoover Ball Bearings are the choice of distin- 
guished American manufacturers of fine ma- 
chines and equipment. 










The Hoover Engineering Manual will be mailed 
free to engineering and purchasing executives re- 


THE ARISTOCRAT questing a copy on their business letterhead. 


F re P,\ 
Mis) 


OF BEARINGS © 


ast atten 








ee, 4 
i aie 








907? 
4 2 





Please mention PURCHASING Magazine when writing to advertisers. 






William B. Hoffman, Purchasing 
Agent for Three Dimension Com , 
Chicago, Ill., has been promoted to vice 
president in charge of manufacturing, 


Edgar C. Nelson has been appointed 
Purchasing Agent for the State of Mis- 
souri, replacing Leo J. Clavin. Mr. Nel]. 
son formerly was a newspaper owner 
and publisher, publishing at various 
times newspapers at Bunceton, Boon- 
ville, Lebanon, Marshall and Brook- 
field, Mo. 


Robert W. Smith has been appointed 
Purchasing Agent for Alvey-Ferguson 
Company, Cincinnati, Ohio. Since join- 
ing the company’s engineering depart- 
ment as a draftsman in 1942, Mr. Smith 
has held posts of specification engineer, 
expeditor and Assistant Purchasing 
Agent. 


Frank L. Stellner has been appointed 
Secretary and Treasurer of the United 
States Gypsum Company, Chicago, II. 





Frank L. Stellner 


Mr. Stellner, who joined the company 
in 1928, has been Director of Purchases 
since 1951. 


Walter H. May has been named Pur- 
chasing Agent of the Rochester Germi- 
cide Company, Rochester, N. Y. He re- 
cently returned from a two-year tour 
of active duty in the Navy, serving on 
the U.S.S. Leary in the Mediterranean 
area. 


Harry N. Walker, vice president in 
Charge of Procurement for American- 
Marietta Company, Chicago, IIl., has 
been named staff assistant to Kenneth 
E. Clarke, who heads up both Ameri- 
can - Marietta’s Ferbert - Schorndorfer 
Division and The Arco Company. In 
addition to his management and ad- 
ministrative activities, Mr. Walker in 
his new post will devote considerable 
attention to business development for 
both organizations. 

Mr. Walker joined the company in 
1948 after serving several years in va- 
rious sales positions in Canada with 
the Armstrong Cork Company and 
later as Director of Purchases for the 
Sherwin-Williams Company of Canada. 

A native of Canada, Mr. Walker was 
educated in Montreal at McGill Uni- 
versity and served with the Royal 
Canadian Navy during World War II. 
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FORGING INDUSTRY application of G-E Dry-Type Transformers is shown below in 
Fremont Ohio plant of the Bingham-Herbrand Corporation. G-E Type D’s, installed at 
load, reduce voltage for heating elements of G-E Roller Hearth Electric Furnace. 


lee 





G-E Dry-Type Transformers 
cut industry's power losses 


Throughout industry, wherever voltage changes are required, G-E Dry- 
Type Transformers, installed right at the load, do the job efficiently and 
economically. By eliminating long runs of costly secondary feeders. they re- 
duce wiring costs, cut line losses, help stretch industry’s power dollars. 

Easy to install, G-E Dry-Type Transformers can be mounted out of the 
way on columns, wall brackets or platforms. Solderless connectors on many 
of the higher ratings do away with splicing, soldering and taping. Quiet in 
operation, they have efficient cooling and require virtually no inspection. 

Find out how G-E Dry-Type Transformers can cut your power losses. Call 
your nearest authorized G-E Distributor today. Or write for Bulletin GEC- 
868A, Section 411-107, General Electric Co., Schenectady 5, N. Y. 


You CO? Va P es confidence 7 
GENERAL @@) ELECTRIC 


UTILITIES. Type M Trans- ' 


formers serve 120 and 230 


volt loads either indoors or 
out. At left, pole-mounted 
l'ype M steps down voltage 
for outdoor lighting circuit 
at Washington Gas Light Co 


plant, Rockville. Md. 


PRINTING press motor and 
controls are served efficiently 
with Type M mounted on 
the press, at Lord Balti- 
more Press, Baltimore, Md. 
Indoor loads can use Type 
M’s (.25 thru 15 kva) or 
l'ype D’s (25 kvaand above) 
















A long established symbol 


AN Types 





RF Types 





Rack and Panel 





Cable Assemblies 


H. H. BUGGIE 
And Company 


TOLEDO 4, OHIO | 


SS 


Sale: Engineers in All Principal Cities 











































































FOR THE PAST 20 years we’ve been 
applying our skills to problems in 
research, design, engineering, and 
manufacture of connectors and 
component parts for many of America’s 
best known companies in the 
electronics and communications 
industries. 


OUR CRAFTSMEN have been and 
are now producing parts that exceed 
the most exacting requirements. Our 
task is to make the H. H. Buggie And 
Company symbol even more important 
to you through manufacture of 
products equal to the importance you 
attach to them. 


IN ADDITION to the products 
illustrated at left, H. H. Buggie And 
Company designs, engineers, and manu- 
factures many special parts and 
assemblies. We invite your inquiries. 
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Vernon P. Wilkins has been named 
Purchasing Agent for the Eastern Shore 
Public Service Company and the Dela- 
ware Light and Power Company, 
Southern Division. He succeeds Bar- 
ney Beauchamp, who died recently. 
Mr. Wilkins joined the electric com- 
pany in 1946 as a clerk in the Pur- 
chasing Department. In March, 1952, 
he became Assistant Purchasing Agent. 
He served in the Navy for four 
years during World War II, part of the 
time in the Pacific theatre. Prior to 
his naval service, Mr. Wilkins was an 
assistant buyer for an electrical manu- 
facturing company in Philadelphia. 


W. W. Luttrell, former Commissioner 
of Finance and Purchasing for Knox 
County, Tennessee, has been named by 
Gov. Frank Clement as state Purchas- 
ing Agent. Mr. Luttrell was Gov. Clem- 
ent’s Second District campaign mana- 
ger during last summer. He is 34 and 
a graduate of the University of Ten- 
nessee. A lieutenant during World War 
II, he was captured by the Germans at 
Faid Pass in Africa and spent two 
months in a prisoner of war camp. 


Charles H. Frazier, Procurement 
Commissioner for the city of Philadel- 
phia, Pa., has resigned to return to his 
former job as assistant to the President 
of the Philadelphia Gas Works Com- 
pany. Mr. Frazier joined the city gov- 
ernment in January, 1952 on a year’s 
leave of absence from the gas works to 
set up a new procurement department. 
Administration spokesmen estimated 
that Mr. Frazier has saved the city 
$150,000 by installing improved methods 
of purchase. 


W. H. Rose has been promoted to As- 
sistant General Purchasing Agent for 
the Seaboard Air Line Railroad. Mr. 
Rose, who has been serving since Janu- 
ary, 1949 as assistant to the general 
purchasing agent, will continue to 
make his headquarters in Norfolk, Va. 


Commander Frederick O. Vaughan, 
SC, USN, has been assigned as As- 
sistant Chief, Purchasing Division of 
the Armed Services Textile and Ap- 
parel Procurement Agency, New York 
City. 


Charles Goodman has been named 
Purchasing Agent for The Earle Gear 
and Machine Company, Philadelphia, 
Pa. 


W. C. McMurray continues as Pur- 
chasing Agent of the Pacific Coast 
Division of Owens-Corning, with head- 
quarters at Santa Clara, Calif. 


Harold W. Taft, formerly Director of 
Purchases, has resigned and the duties 
of that position are being reassigned 
under the new organization, designed 
to decentralize purchasing functions 
and to improve service to Owens-Corn- 





ing‘s major operating divisions. 
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eoefust who is Mr. Tubes ? 


Mr. Tubes—the friendly little character in B&W advertisements— 

is your nearby B&W Tube Representative—and a great deal more. 
B&W advertises Mr. Tubes to remind you that B&W customer relations 
are built on service—that B&W wants to sell you exactly the right tubing 
to meet your specific job requirements. Ask any leading 

metallurgist or fabricator what finish and mill condition means in 
dollars and cents, and you’ll understand why your well-informed 

B&W Regional Representative—our Mr. Tubes—is a good man to know. 


THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION 


Beaver Falls, Pa.—Seamless Tubing; Welded Stainless Stee! Tubing 
Alliance, Ohio—Welded Carbon Steel Tubing 


TA-1740 
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e Williams Machinist Tools give you accurate, rapid, durable and 
dependable performance. They are correctly designed for fast, easy 
set-up and maximum operating efficiency. Drop-forged of selected 
steels and machined to high quality standards...they enable you to 
increase production while reducing machining costs. 


The full line of Williams Tool Holders, Cutters, Lathe Dogs, Clamps 
and Set-up Accessories is illustrated and described in Catalog A-60 
which will be sent you immediately upon request. 


J. H. WILLIAMS & CO. 
491 Vulcan Street Buffalo 7, N. Y. 








J. T. Englehardt has been named 
Supervisor of Purchases of the Re. 
search, Development and Engineering 
Division of Owens-Corning in Newark, 
Ohio. 


Charles D. Auringer has been ap- 
pointed Director of Purchases for Com- 
monwealth Edison Company and its 
subsidiary, Public Service Company of 
Illinois. He succeeds Harold Plumley, 
who has retired. 

Mr. Auringer, who was Assistant 
Director of Purchases, started with 
Public Service 26 years ago as a time- 
keeper. 


Clyde L. Jenkins has been appointed 
Superintendent of the Materials and 
Service Department ‘of the Goodyear 
Atomic Corporation, Akron, Ohio, and 
Henry Watts has been named Purchas- 
ing Agent. 





Clyde L. Jenkins 


Since 1948, Mr. Jenkins has been 
serving as superintendent of the service 
division and manager of merchandise 
and material control at Goodyear’s 
largest subsidiary plant, located in 
Gadsden, Alabama. 


Miss Shirley Neuman, a buyer of 
phonograph record merchandising ma- 
terials in the RCA Victor Record De- 
partment, Radio Corporation of Amer- 
ica, Philadelphia, Pa., has been award- 
ed the company’s top citation, the 
RCA Victor Award of Merit. Miss 
Neuman was honored for demonstrat- 
ing unusual initiative and ability in 
coordinating the functions of record 
albums and literature, and for her con- 
tributions in making possible rapid 
delivery of record products to the pub- 
lic. Miss Neuman is the third woman 
to receive the award among more than 
100 RCA Victor employees who have 
thus been honored since the award 
was established in 1945. 

Thomas J. Scanlon, Upper Montclair, 
N. J., Purchasing Agent, Tube Depart- 
ment, also received the RCA Award 
of Merit. The organization which Mr. 
Scanlon developed and_ supervised 
overcame numerous obstacles in the 
procurement of critical materials dur- 
ing 1952. Despite many shortages, the 
volume of purchases rose about 20 per 
cent above that of the previous year. 
The employees received engraved gold 
emblems incorporating watches in their 
design. 
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How a helicopter 


_ For flexible “‘elbows” 
‘ice 


“ | hangs by its “albows’”’ —rotor assemblies that 
in control the maneuvers of 





its H-21 Helicopter—Piasecki 






































of Straight up, straight down, forwards, backwards, or just hovering— : 
he R09 ae nee ade: sypeena teh h alas e looks to Lycoming’s 
na~ the Piasecki ““Work Horse” Helicopter’s peculiar flying 
Je- maneuverability rests in its rotor assemblies. It is these flexible precision production 
er- a ‘ es ; : 
of, elbows” that adjust the pitch of the ‘copter’s great blades. 
the Each unit involves more than 625 separate parts. To machine and 
liss assemble them, Piasecki depends on Lycoming for precision production. 
at- . . 
in Lycoming stands ready to assist you whether you have a metal 
ord | product that needs speedy precision or volume fabrication—or 
n- ‘just an idea” in the rough or blueprint stage. Long famous for its 
pid metal-working skill, Lycoming continues to meet the most exacting 
1b- requirements in a wide diversity of fields, both industrial 
ian one , : j ! 
an | and military. Whatever your problem—look to Lycoming! 
ave | ‘ 
ard More than 6,000 machine tools, a wealth of creative 
engineering ability and 2'2 million feet of floor space 
air, stand ready to serve your needs. r---- ee bay 
' ' 
rt- | — Lycoming-Spencer Division : 
ard 1 AVCO Manufacturing Corp. ' 
Mr. 1 652 Oliver Street ' 
sed AIR-COOLED ENGINES FOR AIRCRAFT AND INDUSTRIAL USES + PRECISION-AND- 4 Williamsport, Pa H 
VOLUME MACHINE PARTS * GRAY-IRON CASTINGS + STEEL-PLATE FABRICATION ‘ alg : 
the ' Please send me further information on ‘ 
1r- Lycoming’s varied abilities and facilities. . 
' 
the 4 Name ; 
per LOOK To (> FOR RESEARCH aw am ‘ 
g e 
ur ()) FOR PRECISION PRODUCTION ' : 
old ; Address : 
eir ' ' 
LYCOMING-SPENCER DIV N ALXCY WILLIAMSPORT, PA, 4 City Ol : 
BRIDGEPORT-LYCOMING DIV N cenvonanen STRATFORD, CONN. fo é 
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begun on this new 


Construction has 
27,000 square foot office and warehouse 


building being erected for Peter A. 
Frasse and Co., Inc., in North Tona- 
wanda, ". es 


Peter A. Frasse and Company, Inc. 
is constructing a new 27,000 square foot 
office and warehouse building on 
Sheridan Road in North Tonawanda, 
N. Y. The building will permit the con- 
solidation of the entire Frasse Buffalo 
operation under one roof, and will be 
devoted to the distribution of alloy, 
stainless and cold finished carbon steels 
and tubing in the Buffalo and Rochester 
areas. The new warehouse provides a 
3,600 square foot area for shipping and 
receiving which will permit the load- 
ing and unloading of four trailer trucks 
simultaneously. In addition, provisions 
have been made to accommodate a 
railroad siding at a later date, which 
would be serviced by the main line of 
The New York Central R.R. Parking 
facilities will adjoin the building, and 
the balance of the Frasse six and one- 
half tract will be available for future 
expansion. 


The A. O. Smith Corporation, Mil- 
waukee, Wis., has begun the construc- 
tion of a new and ultra-modern elec- 
trode plant at Lancaster, Pa. The new 
plant is scheduled for completion by 
late July. The new site will mean a 
substantial saving in freight costs, as 
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well as improved delivery service to 
customers. The single-story new plant 
on a 10-acre site will contain 41,000 
square feet of floor space and will 
achieve nearly fully automatic opera- 
tion. Space has been allowed for two 
complete production lines beginning at 
the mixing room and _. progressing 
through the packaging and shipping 
operations, which will be facilitated by 
proximity to both rail and trucking 
means. 


Solar Steel Corporation, Cleveland, 
Ohio, has purchased the business of 
United Steel Products, Inc., Worcester, 
Mass. Solar now has eight plants lo- 
cated on the Atlantic Seaboard, in the 
North Central States and in the Mid- 
west. The new Solar plant will serve 
customers in Massachusetts, Connecti- 
cut, Rhode Island, Vermont, 
Hampshire and Maine. 


New 














Gould-National Batteries, Inc., In- 
dustrial Division, will soon start pro- 
duction in a new $3 million factory at 
Kankakee, Ill. The plant adds nearly 
five acres of floor space to the com- 
pany’s productive capacity and will 
provide better and prompter service for 
industrial users of batteries in the 
middle west. The new steel and con- 
crete plant combines factory and of- 
fices in a structure 522 feet long and 
302 feet wide. In addition, a one-story 
forming building measures 196 by 180 
feet. Initially, ‘scheduled production 
calls for a worker force of 300. Loca- 
tion of the plant and its accessory 
buildings on a 30-acre site affords 
ample opportunity for future expansion. 


Baldwin-Lima-Hamilton Corporation, 
Philadelphia, Pa. has increased its 
foundry capacity by regrouping its 

(Please turn to page 306) 





“B Battery’ At Work: Officials of the American Steel & Wire Division of 
United States Steel Corporation watch the first coke being pushed from the 


newly rebuilt ovens of “B Battery” 


in the company’s plant in Cleveland, 


Ohio. 


There are 45 ovens in the battery, producing about 500 tons of coke per day. 
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it’s “erAee ed CW in the new Medical Research Building 


Down Atlanta-way the weather varies from hot and 
humid in summer to wet and chilly in winter. To 
provide complete comfort for study and research all 
year around in these weather conditions, Emory Uni- 
versity in Atlanta’s suburbs installed a complete heat- 
ing and air conditioning system in its new Woodruff 
Memorial Building for Medical Research. 

Ina building where such activities as cancer research 
and studies on cardio-vascular diseases and virus 
infections take place, the best equipment and facilities 
are a ‘“‘must.”’ And that includes the heating and air 
conditioning system. That’s why Spang CW Steel Pipe 
was specified throughout the entire six-story building. 

Spang CW Steel Pipe is quality controlled in its 
manufacture from the careful selection of top-grade 
skelp ... through close metallurgical control during 
forming ... tothe finished product which is doubly 
inspected to assure you of a reliable product made for 
years of dependable service. 

Contractors and builders know that the quality- 


Marcu. 1953 


control process used on Spang pipe means easy cut- 
ting, easy threading, easy bending and a faster and 
lower-cost installation. Why not take advantage of this 
superior pipe? 

Don’t just order pipe—tell your local distributor you 
want Spang CW Steel Pipe. You'll be glad you did! 





Emory University, Emory University, Ga. 
Robert and Company, Associates, Atlanta, Ga. 
Barge-Thompson Company, Atlanta, Ga. 


Stephenson Company, Inc., Atlanta,-Ga, 






SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 


General Sales Office: Pittsburgh 30, Pa. District 
Sales Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
St. Louis. 
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special concern. 





\Jouier, 


Your emergency re- 
quirements are our 


203 CONNELL AVE. 
ILLINOIS 


~ 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8” O.D., 
gauges No. 28 to 3/8”, stands ready 
to answer your needs. A VARIETY 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After ALl/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 


















(Continued from page 302) 


small iron and brass casting facilities 
and adding to the “squeezer” and “roll. 
over” molding-machine lines. The jn. 
crease is particularly great in the grow. 
ing outside market for small and me. 
dium sized castings up to 1,500 pounds, 
Casting deliveries have been speeded 
up 220 per cent and casting prices have 
been lowered as much as 5 cents g 
pound under the new system. 











Inland Steel Company poured its 
80,000,000th ton of steel ingots during 
January from one of the four newly-) 
completed open hearth furnaces at its 
Indiana Harbor Works. The new open 
hearths, which went into operation dur- 
ing the final months of 1952, are located 
nearly two miles out from the natural 
shore line of Lake Michigan on a pen- 
insula built up over the years by the 
dumping of slag from Inland’s blast) 
furnaces and open hearths. Extensive 
use of air conditioning and the con- 
struction of the main open _ hearth 
building with side openings placed 
much lower than is conventional on 
this type of building are key features 
of the new shop. 











































HARRISBURG CYLINDERS 


FOR HIGH-PRESSURE 






= 


GASES 


What brand of cylinders do you 
use in your plant? Do you know? 
The reliability of the cylinders in 
which you store or transport your 
high-pressure gases is important. 
That's why buying the best is just 
good business. 


Harrisburg Steel, pioneer and 
world's largest manufacturer of 
seamless steel high-pressure gas 
cylinders made to I.C.C. Specifi- 
cations, offers you a complete 
range of sizes, capacities, and 
both domestic and export types. 
Write for literature and prices, today ! 





arrisburg Steel 


CORPORATION HARRISBURG 19 
PENNSYLVANIA 
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The Commercial Solvents Corpora- 
tion has awarded a contract for the 
construction of a 16,000-square foot’ 
plant in Sterlington, La. The one-story 
building, scheduled for completion in 
March, will be used for the manufac- 
ture of ammonium nitrate. 












The Reuland Electric Company, Al- 
hambra, Calif., has completed negotia- 
tions for the purchase of a 12-acre 
factory site located on U. S. Highway = 
16 between Detroit and Lansing, Mich. 
Construction of office and _ factory 
buildings are scheduled to begin this 
spring. 















The Division Lead Company, Chi- 
cago, Ill., has purchased the Eagle- 
Picher Company Metallic Products Di- 
vision plant at Argo, Ill. Equipment 
and personnel of the Metallic Products 
Division will be retained and imme- 
diately absorbed into the combined 
operation. 





Edgcomb Steel Company, Philadel- 
phia, Pa., has purchased seven acres 
of land in York, Pa., for the purpose 
of erecting a large, modern steel ware- 
house. Construction of the project will | 
begin immediately. 


Kropp Forge Company, Chicago, Ill. | 
has initiated a major program for 
manufacturing titanium parts for Army 
Ordnance. To handle this new job, 
Kropp’s main plant in Chicago was 
equipped with a variety of new equip- 
ment, including a 40,000-pound drop 
forge hammer, a 4,000-ton forging 
press, additional furnaces for heating 
metals to forging temperature, more 
die sinking facilities and handling ap- 
paratus. Seven different forgings in ti- 
tanium are involved in Kropp’s new- 
est government project. 
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COMPLETE LINES OF WALSEAL VALVES AND FITTINGS 
WALSEAL is a smooth-bore, bronze valve or pipe 
fitting having a factory-inserted ring of silver 
brazing alloy in the outlet or outlets. The brazed 
joint that results when a Walseal product is in- 
stalled is leakproof, vibration-proof, and corrosion 
resistant. The alloy fillet that appears upon com- 
pletion of the joint is visual assurance of full pene- 
tration of alloy. This improved method of joining 
brass, copper, or copper-nickel pipe or tube is 
another Walworth contribution to the progress of 
the valve and fittings industries. 

In addition to its complete line of Walseal prod- 
ucts, the Walworth Company manufactures com- 
plete lines of valves, fittings, unions, and flanges 


In a wide range of sizes and temperature-pressure 
ratings. The company also makes three lines of pipe 
wrenches, the Genuine Stillson, Walco, and Par- 
melee. Walworth products total approximately 
50,000 items and are sold through distributors or 
agents in all parts of the world. 


SEE.OUR 
| CATALOG IN 
| SWEET’ 








The sectioned Walseal tee illustrated, shows: (a) the fillet of alloy that 
appears upon completion of the Walseal joint. This fillet is your visual 
assurance of complete penetration. (b) the factory-inserted ring of silver 
brazing alloy. (c) sectioned view of the completed Walseal joint showing 
penetration of alloy both ways from the insert. Walseal joints can be made 
only with Walseal valves or fittings. For further details regarding Walseal 
products, ask for Circular 84. 


WALWORTH 


Manufacturers since 1842 


valves ... fittings ... pipe wrenches 
60 East 42nd Street, New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 


























DIAPHRAGMS 








FOR ALL INDUSTRIAL APPLICATIONS 


One of Acushnet’s many specializations is in the field of 
diaphragms. We have achieved notable success in the design, 
development and molding of all types of diaphragms, with or 
without fabric inserts, from the size of a dime up to three feet 


in diameter. 


Special stocks are expertly compounded with properties 
to resist various fluids and gases, extreme high or low tem- 
peratures, or combinations of these requirements. We are 
fully equipped to produce rubber diaphragms bonded to 
metal. Problems involving the most meticulous specifications 
are invited. 


Send for a copy of the “Acushnet 
Rubber Handbook’, a comprehensive 
rubber data reference for molded rub- 


PROCESS COMPANY ter parts, 





Seale 


Address all communications to 770 Belleville Ave., New Bedford, Mass. 









The M. W. Kellogg Company, a sub. 
sidiary of Pullman Incorporated, has 
established new warehousing facilities 
at Vernon, Calif. for delivery of Kel-P 
molding powders in that state as well 
as in Oregon, Washington, Arizona, 
Nevada and Utah. The move is de. 
signed to provide better service to cus- 
tomers and will result in savings jn 
shipping time from the Jersey City 
plant. 


Joseph T. Ryerson & Son, Ine. has 
recently placed in operation at its Los 
Angeles steel service plant a modern 
mill type slitter. The new slitting ma- 
chine has a capacity for slitting strip 
of almost any width from sheet steel 
in coils to 48” wide and 3/16” thick. 
Slit coils can be furnished up to 15,000 
lbs. in weight. The equipment consists 
of three units, (1) a hydraulically oper- 
ated uncoiler, (2) the slitter itself on 
which circular knives are mounted and 
spaced as required, and (3) a recoiler 
having a 20” diameter hydraulically 
operated reel which is powered. 


The Weatherhead Company, Cleve- 
land, Ohio, is the manufacturer of Er- 
meto patented tube fittings which pro- 
vides a more positive seal than flared 
or compression type fittings and yet 
require no flaring, threading, welding 
or soldering. The tubing requires no 
special preparation nor are _ special 
tools required to complete the instal- 
lation. The Ermeto tube fitting consists 
of a sleeve, nut, and tapered body. As 
the nut is tightened, it forces the sleeve 
forward into the taper of the body. The 
leading edge of the sleeve contracts, 
thus forcing the cutting edge to shear 
a slight groove into the outer surface 
of the tubing, providing a leak-proof 
joint between the Ermeto fitting and 
the tube. 


Atlas Mineral Products Company, 
Mertztown, Pa. and Houston, Texas, 
has announced the availability of ad- 
hesive systems for bonding foamed 
styrene to metai or other surfaces. The 
adhesives are available as liquids or 
mortars which can be sealed by pres- 
sure contact to secure exceptionally 
high bond strengths. The products are 
distributed under the trade names, Am- 
phesive 801 and Alfane. 


The Babcock & Wilcox Company, 
New York City, has purchased a tract 
of land south of Wilmington, N.C., and 
has started construction of a new $2 
million plant to build boilers and re- 
lated equipment. The 153-acre site will 
be the home of the company’s second 
plant in Wilmington and will be the 
fifth new plant to be added to the com- 
pany’s boiler division in a little more 
than a year. The new plant will mean 
that the company has more than 
doubled its productive capacity in the 
boiler division. The total area under 
roof will be about 135,000 square feet 
composed of three bays 500 by 90 feet. 
In addition, there will be 1,500 feet of 
uncovered craneway. 
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& laste ~lachi > = > 2 . 710Ct > 2OGeum 
Light weight: 4 weight Noisy clashing gears mean loss of efficiency 


of Al, 1/7 weight of design weakness— maintenance trouble spots— 
brass. Lighter, more that’s why designers “build in” gear reliability with 
modern gears for mod- 





C-D-F Celoron gears. 
ern machines. 


Silent Celoron is the hi-strength, non-metallic 
thermosetting plastic gear stock that is standard 
Easy to Machine—use for automotive timing gears, textile machinery, 


a hobber, milling ma- printing presses and thousands of othtr uses. 
chine or gear cutter. 


Machines fast — save Your C-D-F sales engineer is a good man to 

a on every blank know (offices in principal cities). Consult with him 
cut! ; 

the on your gear problems. He'll save your time and 


money. Call him today. 





Tensile strength of 


10,000 Ibs. per inch— e s : 
yet has resilience. Re- - 


sists corrosive chemicals. 
GENERAL OFFICES 
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feet 
feet. 
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NEWARK 41. DELAWARE 
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Standout 
Identification 


at the right price ! 


NAME PLATES 








Long experience, skilled craftsmanship, plus the latest and best equipment 
enable us to produce high quality metal plates for no more than you may 
pay for inferior identification. A sparkling metal plate spotlights your 
product, reflects quality and lends distinction. You're assured of lasting 
identification, clearness, and permanent readability with plates produced 
by Chicago Thrift-Etching Corporation. 


GET OUR QUOTATION 


Send a rough sketch, blueprint or sample, with specifications, for quotation 

or write us fully about your requirements in name plates, instruction 
plates, dials, panels, scales, etc. Here standout identification and enduringly 
fine appearance costs no more! 


We are equipped to apply this protective coating to 
aluminum parts and products by the exclusive Alumi- 
lite process—in a wide range of attractive colors. Your 
request for quotation is solicited. 


CHICAGO THRIFT-ETCHING CORPORATION 


1555 North Sheffield Ave., Chicago 22, Illinois, Dept. C 


Metal Name Plates, Dials and Panels, Etched or Lithographed * Etched Metal Scales, 
Clock Dials, Trophy Plates, Plaques, Advertising Specialties * Etched Metal Panels 
for elevator and architectural uses * Coin Banks * Lithographed or Screened Plastic 
Name Plates or Dials * Aluminum Anodizing by the Alumilite Process. 


ALUMINUM 
ANODIZING 


The Bridgeport Chain & Mfg. Com. 
pany, Bridgeport, Conn., has changed 
its name to The Round Bridgeport 
Chain & Mfg. Company. For many 
years Bridgeport Chain has been as. 
sociated with Round Chain Companies, 
a group of 11 companies from coast- 
to-coast. The name change is in keep- 
ing with a policy to identify individual 
companies more closely as members of 
the Round Chain group. 


Hayes Adhesives Company, St. Louis, 
Mo., became an affiliate of Paisley 
Products, Inc., Chicago, a division of 
Morningstar, Nicol, Inc., by direct pur- 
chase on January 5. The purchase in- 
cluded the assets of the firm, formulas, 
manufacturing processes and equipment 
at three separate locations in metro- 
politan St. Louis. The Hayes plants will 
be operated as an affiliate of Paisley 
Products, Inc., whose operations have 
outgrown their present Chicago facili- 
ties. A large portion of their manufac- 
turing will be transferred to the newly 
acquired plants. 

Vernon Hayes, former head of Hayes 
Adhesives Company, will continue as 
local manager of the St. Louis plants 
for the new owners. He will direct an 
expanded sales staff to bring improved 
distribution of the combined Hayes- 
Paisley line to an enlarged southern 
and southwestern territory. 

The overall supervision of the Hayes 
Adhesives Company will be assumed 
by Murray Stempel, executive vice 
president of the Morningstar and Pais- 
ley companies. 


The American Welding & Manufac- 
turing Company, Warren, Ohio, has 
announced plans for the addition of 
25,000 square feet of manufacturing 
space. This is the second step in the 
company’s $5 million expansion pro- 
gram. The new building is expected to 
be ready for occupancy about the first 
of July. 


John Hassall, Inc., Brooklyn, N- Y, 
has announced plans for construction 
of a new plant in Westbury, L. I. The 
new building, a one-story structure of 
steel, masonry and glass, will be lo- 
cated on a 15-acre plot. Facilities for a 
work force of 200 will be provided in 
the 88,000-square foot building, com- 
pared to the 125 men and women now 
employed in Brooklyn. Manufacturing 
operations are expected to begin im 
the new plant about August 1. 


The Foxboro Company, Foxboro, 
Mass., has more than doubled the in- 
strument manufacturing facilities of 
the Foxboro Company, Ltd., with the 
completion of a new extension to the 
Montreal plant. The recent expansion 
is the second in the past five years, 
and adds 23,000 square feet of factory 
space. An additional 5,000 square feet 
on a lower level provides a new cafe- 
teria for employees and training school 
facilities for customers’ men who are 
instructed in the proper use and main- 
tenance of Foxboro instruments. 





SUBSIDIARY OF DODGE MANUFACTURING CORPORATION, MISHAWAKA, INDIANA 
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=| Plastics plant saves $4,000 in one year!* 





= Read how you, too, can save with... 


‘@PURE OIL 
INDUSTRIAL 
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seis ay he A my le + ; greases designed to do several different jobs—instead of 
has . ve one specific job. 
ne - my And to do each job equally well. 
1ring ? : : 

. the Regardless of the type of machinery you have in your 
7 plant, our industrial engineers can nearly always help 
to : . r . 
“fed you to reduce your lubricants inventory . . . simplify 

your lubricating procedure . .. minimize waste and error. 
¥ Mail coupon today for free ‘Simplify and Save”’ 
“tion booklet giving full details on how to start a labor- 
ction = s 
_ The saving, money-saving, lubrication program in 
re of your plant. 
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GLADDEN ENGINES 
provide reliable 


power when 
and where 
you need it... 


MODEL 75-7 HPL" 








MODEL 50-5 LP. 
MODEL 40-4 8.P./ 






More and more original 
equipment manufacturers 
are specifying Gladden en- 
gines. They find no other 
engine performs so well . 

lasts so long ... and saves 
so much in time and money. 


- WOW OPERATING OVER 3000 POWER BUGGIES 
"AND POWER CARTS IN UNINTERUPTED SERVICE 


; 





vy Gladden engines are being 
‘ used exclusively by two large 
Western manufacturers on 

. their power equipment. There 
is a reason for this. They 
work longer hours and do 
\ VIBRATORS more jobs for a lower invest- 
' - _ment than any other gasoline 
@ngine on the market today. 


Gladden engineers will 
adapt these engines to 
special installations 





\ \ commesions \.or requirements upon 
)equest . . 


NEW KANSAS CITY 
BRANCH, 10 West 19th. 
Street, Kansas City 8, 
Missouri, PROVIDES 
RAPID SALES AND 
SERVICE. 






For further 
information 
write 




















Iron Fireman Manufacturing Com- 
pany’s Heating Control Division, Port- 
land, Ore., is now know as the Elec- 
tronics Division, to eliminate local con- 
fusion with other Iron Fireman oper- 
ations and to reflect an expansion into 
components for electronics systems and 
other types of electrical instruments. 


The Lull Manufacturing Corporation, 
Minneapolis, Minn. has been purchased 
by The Baker-Raulang Company 
Cleveland, Ohio manufacturer of in- 
dustrial lift trucks, tractors and cranes 
It is planned to operate the Lull or- 
ganization as a wholly-owned sub- 
sidiary of Baker-Raulang under the 
name of the Baker-Lull Corporat‘on 
LeGrand Lull, founder of the Minne- 
apolis company, becomes a director 0’ 
the new subsidiary and the parent com- 
pany as well. The purchase is a move 
to provide added resources for expan- 
sion and development for Lull, and to 
widen the product lines of the parent 
company. 


The du Mont Corporation, Greenfield 
Mass., has doubled its production 
capacity through the area, equipment 
and facilities in its new modern plant 


U. S. Machine Corporation and Stew- 
art-Warner Corporation have com- 
pleted consolidation of the two bus- 
inesses and are now known as Stewart- 
Warner Corporation, U. S. Mach‘ne 
Division. General offices for the divi- 
sion and management personnel re- 
mains the same as in the past. 


Reo Motors, Inc., Lansing, Mich., has 
announced the formation of Reo Truck 
Leasing, Inc., a wholly-owned sub- 
sidiary, thus becoming the first truck 
manufacturer and operator of branches 
to enter the truck leasing field directly. 
The new company will engage in coast- 
to-coast truck leasing operations. Reo 
leasing offices already have been 
established in Cincinnati, Ohio; Kansas 
Cty, Mo.; Detroit, Mich.; St. Paul 
Minn.; Chicago, IIll.; Philadelphia, Pa.: 
Birmingham. Ala.; Dallas, Texas; Bos- 
ton, Mass.; Los Angeles and Oakland 
Calif. Others will be set up in addi- 
tional major markets throughout the 
country. 


Charles H. Judd has formed Judd 
Industries, Inc., at 3148 West 32nd 
Street, Cleveland 9, Ohio. The new 
corporation will specialize in small, 
progressive stampings, utilizing auto- 
matic feeds for high production items 
Through the development of a new 
system of universal, basic tooling 
small quantities may now be produced 
with new economies. The new cor- 
poration is also equipped to produce 
its own tools and dies. Mr. Judd for- 
merly was chief engineer at Tinner- 
man Products for 10 years, as well as 
stamping advisor to Simmonds Aero- 





cessories Ltd., in London and Paris. 
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“INVERTERS! 


| For Inverting D.C. to A.C. .. . Specially | 
4 Designed for operating A. C. Radios, | 
Television Sets, Amplifiers, Address 
4 Systems, and Radio Test Equipment 
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Short stories of savings with U-S:$ Steels 














' Stainless steel jackets on three slasher rolls 
save $163.47 per year in maintenance costs. 


@ Before they installed Stainless steel jackets on the sizing and 
finishing rolls of three slashers, Monroe Cotton Mills, Monroe, Ga., 
spent $110.40 every year for cleaning the cast iron rolls previously 
used. Now they save this maintenance expense and also eliminate a 
twice yearly, 8-hour shut down for cleaning. 

Because the stainless jackets eliminate rust, more than 1000 
additional yards of fabric are produced per yard of slasher cloth— 
a saving of $53.07 in slasher cloth. These maintenance savings alone 
paid the entire cost of the Stainless Steel roll jackets in less than 
two years. 





Hot water tanks weigh 16% less, require 27% less steel, 





Free-cutting, prehardened CARILLOY FC steel cuts cost 
by increasing output 14.3%, increasing tool life 300% 


@ In producing the heavy-duty drum shafts for their famous ‘‘Pipe 


. Layer,” the Trackson Co., Milwaukee, Wis., formerly used 414” 


Oy 


round AISI-4140 heat treated to 269-321 Brinell. Machining was 
extremely difficult. Tools wore out fast. Production was slow. 

U-S’S metallurgists recommended a change to free-cutting *C 
steel. It solved the problem. Now they turn out 8 shafts per day 
instead of 7 . . . mechanical properties are better . . . tools last 
three times as long. “‘As a result,’’ says Trackson’s purchasing agent, 
“‘we feel that many of our applications requiring considerable ma- 
chining should be made of this (FC) steel.”’ 


DEE: SATE ATID GLY: TUR ME 
want Vo cul Cote 
for yous Conpiery 


—do what these manufacturers have done, 
Bring your steel problems to us. 

Whether you are faced with the necessity 
of switching over from a steel you normally 
buy to an alternate grade containing less 
critical materials, or just want to get better 
performance out of the steels you are using, 








. we believe we can help you. 
cost 15% less to ship when built with U-S-S COR-TEN steel. © The metallurgists and steel engineers we 
@ By using U-S-S Cor-TEN steel in place of carbon steel in their out have assigned to this important job of help- 
“Dura-Stone lined” water heaters and water softeners, the Troop F ing you use steel more effectively, bring to 
Water Heater Co., Pittsburgh, Pa., has been able to reduce shell ¥ your problems wide experience and a thor- 
‘ | pay pharma of these units as much as 31%, an average of = pe cpt at trot . the 
. This weight saving in the shell, reduces the total weight of the ings A atest a ae eno eave a 
) units about 16%, makes them more readily handled and easier to mn the working and treatment of steel. To 
| install. Shipping costs are 15% lower—a sizeable saving when obtain their help call the nearest U-S’S Dis- 
ay markets are being served. trict Sales Office or write to United States 
n fabrication, the manufacturer reports, U-S‘S Cor-TEn steel © Whi 
offers further worthwhile advantages. Because it is stiffer it forms a Steel, Room 2808U, 525 William Penn Place, 
more smoothly in the bending rolls—fluting difficulties dis- ‘ Pittsburgh 30, Pennsylvania. 
- -R In welding, Cor-TEN steel behaves better than plain 
a steel, does not tend to burn away under the arc, so welding Oke : wt 
ee oe eatery UsS by STEEL cane to 20 miany 4003 0 


UNITED STATES STEEL CORPORATION, PITTSBURGH AMERICAN STEEL & WIRE DIVISION, CLEVELAND COLUMBIA-GENEVA STEEL DIVISION, SAW FRANCISCO 
NATIONAL TUBE DIVISION, PITTSBURGH - TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. - UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, KEW 
U N ie ee OE SS a 


YORK 





eae © -' 
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400/ Faster- 


that’s the performance record 
of Millers Falls Screw Drivers 
on this exacting job. 


For years, driving screws on the pulley stops of traverse 
tracks had to be done by hand. Torque must be held 
Too much —and the thin- 
gauge tracks crush. Too little — and the stops loosen. 

But, as on so many exacting assembly jobs, Millers 
Falls Electric Screw Drivers with the patented, super- 
sensitive ‘“‘Adjustomatic’”’ Clutch proved ideal for the 


within close tolerances. 


assignment. 


Today, twenty of these powerful, versatile tools are 
speeding production for a leading manufacturer. Month 
after month, each drives thousands of screws daily — 
accurately, uniformly, and 400% faster than was pre- 


viously possible. 


No matter what driving problem you may have, the 


chances are that Millers Falls screw 
drivers, nut runners and stud setters 
can save you time and money. We’ve 
never found a job too delicate. We’ve 
never found a job too tough. Write 
for full details and a demonstration. 
MILLERS FALLS COMPANY 
Greenfield, Mass. 


MILLERS FALLS 


TOOLS 


SINCE 


1868 - 
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American Wheelabrator & Equipment 
Corporation, Mishawaka, Ind., has just 
completed construction of a new plant 
specially designed for the manufacture 
of “Wheelabrator Steel Shot,” a new 
blast cleaning abrasive produced under 
the company’s patent process. The plant, 
which is now in operation, is the larg. 
est of its kind in the world. It is com- 
pletely mechanized and is equipped 
with electric melting furnaces and 
automatically controlled heat treating 
equipment to assure constant uniform. 
ity of product. 


C. Alexander Brassert acquired 4 
controlling interest in Furnace En- 
gineers, Inc., Pittsburgh, Pa., effective 
February 1. Furnace Engineers, Ine, 
will be operated as an associated com- 
pany of the Brassert Corporation, Niles 
Construction Company and Standard 
Boiler & Plate Iron Company. Gen- 
eral offices will be maintained at 210 
Boulevard of the Allies, Pittsburgh. 


Continental Can Company’s Conolite 
operations, formerly a part of the Plas- 
tics Division in Cambridge, Ohio, wil! 
be taken over by the Bond Crown and 
Cork Company, a wholly-owned sub- 
sidiary, and transferred to Milwaukee. 
Manufacturing will continue at Cam- 
bridge until March 31, during which 
time inventories will be built up. 
Equipment will then be moved to the 
company’s crown and cork plant in 
Milwaukee, where manufacture of both 
decorative and industrial laminates will 
be resumed July 1. 


Buckeye Brass and Manufacturing 
Company, Cleveland, Ohio, has been 
reorganized with Don F. Shook suc- 
ceeding Otto G. Gundel as president. 
Leon Disinger, who has been with the 
company for 25 years will continue as 
vice president and general plant man- 
ager. Alan S. Dale, formerly vice presi- 
dent and director of Randall Graphite 
Bearings Company, has been appointed 
vice president and general sales man- 
ager. 


The Eagle-Picher paint plant in At- 
lanta, Ga. has been purchased by the 
Glidden Company which plans to 
double its capacity. Announcement of 
Glidden’s purchase of the plant was 
made following the disclosure _ that 
Eagle-Picher will cease manufacture 
of paints and varnishes. 


The Logan Engineering Company, 
Chicago, Ill. has entered the field of 
hydraulic press manufacturing in order 
to greatly widen its field of industrial 
activity. All presses will be custom en- 
gineered and will include features such 
as self-contained fast traverse, gov- 
erned pressures, up and down stroke, 
top or bottom transfer, and with semi- 
automatic pressure controls. Pressure 
range is from 20 to 400 tons. The com- 
pany also is preparing a line of stand- 
ardized small presses for general in- 
dustry. 
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Alcoa Aluminum takes all finishes 
that other metals will take—plus 
gleaming, rust-resistant anodic 
coatings which are best on 
aluminum. 





Lightweight, easy-to-handle Alcoa 
Industrial Building Sheet (only 56 
pounds per square) goes up fast 

. reduces dead load... stays 
good looking without painting 
or finishing. 





Alcoa Aluminum Die Castings can 
weigh one-third as much as heavy 
metal castings, yet provide great 
strength. They are exceptionally 
easy to machine... take all finishes 
... Often cost less. 
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While large structures are usually 
arc-welded, aluminum assemblies 
also can be joined by torch weld- 
ing, all three resistance- welding 
processes—spot, seam or flash, 
and brazing. 


Corrosion-resistant bearings of 
Alcoa Aluminum lower diesel 
maintenance. They are solid metal 
all through. 


* 
Almost any shape can be produced 
as an Alcoa Aluminum Extrusion 
hollow, semihollow, solid. Ex- 
trusions put the metal where it’s 
most needed, yet use less metal 
than rolling or fabricating by weld- 
ing or riveting. 





your local 


listed here 





= 


Products marked* 
are available from 


Alcoa Distributor 











ALABAMA 
Birmingham 
Hinkle Supply Co. 


CALIFORNIA 

Los Angeles 
Ducommun Metals 
& Supply Co. 
Pacific Metals 
Co., Ltd. 

San Francisco 
Pacific Metals 
Co., Ltd. 


COLORADO 


Denver 
Metal Goods Corp. 


CONNECTICUT 


Milford 
Edgcomb Stee! of 
New England, Inc 


FLORIDA 


Hialeah 

Florida Metals, Inc 
Jacksonville 

Florida Metals, Inc 


Tompa 
Florida Metals, Inc 


GEORGIA 


Atlanta 
J. M. Tull Metal 
& Supply Co., Inc. 


ILLINOIS 

Chicago 
Central Steel & 
Wire Co. 
Steel Sales Corp. 


LOUISIANA 


New Orleans 


Metal Goods Corp. 


MARYLAND 

Baltimore 
Whiteheod Metal 
Products Co., Inc. 


MASSACHUSETTS 

Cambridge 
Whitehead Metal 
Products Co., Inc. 


MICHIGAN 


Detroit 
Central Steel & 
Wire Co. 
Steel Sales Corp. 


MINNESOTA 


Minneapolis 
Steel Sales Co. 
of Minn. 


MISSOURI 
Kansas City 

Metal Goods Corp. 
St. Louis 

Metal Goods Corp. 
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NEW HAMPSHIRE 
Nashua 
Edgcomb Stee! of 
New England, Inc. 


NEW JERSEY 

Harrison 
Whitehead Metal 
Products Co., Inc 


NEW YORK 
Buffalo 
Brace-Mueller- 
Huntley, Inc 
Whitehead Metol 
Products Co., Inc. 
New York 
Whitehead Metal 
Products Co., inc 
Rochester 
Brace-Mueller- 
Huntley, Inc. 
Syracuse 
Brace-Mueller- 
Huntley, Inc 
Whitehead Metal 
Products Co., Inc 


NORTH CAROLINA 


Charlotte 
Edgcomb Stee! Co. 


OHIO 

Cincinnati 
Williams & Co., 

Cleveland 
Williams & Co., 


Columbus 
Williams & Co., 


Toledo 
Williams & Co., 


OKLAHOMA 


Tulsa 
Metal Goods Corp 


OREGON 


Portiand 
Pacific Metal Co. 


PENNSYLVANIA 

Philadelphia 
Edgcomb Stee! Co. 
Whitehead Metol 
Products Co., Inc 


Pittsburgh 
Williams & Co., Inc. 


TEXAS 


Dallas 
Metal Goods Corp. 


Houston 

Metal Goods Corp. 
WASHINGTON 
Seattle 

Pacific Metal Co 
WISCONSIN 


Milwaukee 
Stee! Sales Corp. 
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U. S. TOBACCO COMPANY 
INSTALLS RANDOLPH © 
AUTOMATIC FIRE SYSTEM 


The U. S. Tobacco Company’s 
large multiple unit dust collector 
presented an unusual and worri- 
some fire hazard, but this 150 
pound Randolph Automatic Sys- 
tem not only automatically de- 
tects and extinguishes any fire 
that might occur in the unit, but 
also shuts down the dust collector 
blower, and rings an alarm located 
on one of the lower floors of the 
building. 





































Kills Fire, Sounds Alarm 
and Shuts Down ! 

® ficials of the U. S. Tobacco Co., and 
Machinery the Nashville Fire Department inspect the 


Randolph Automatic System installed on 
As in the U. S. Tobacco installa- en 
tion, Randolph Systems, in ad- 
dition to automatically killing the 
toughest fires in split seconds, can 
also be equipped with duct and 
door closers, motor, fan and 
machinery shut-offs, warning 
alarms and other auxiliary safety 
devices. Systems are designed for 
both local application or total 
room flooding and are ideal for 
dip tanks, baking ovens, spray 
booths and hundreds of other ap- 


plications. Battery of Randolph CO. Cylinders in 
U. S. Tobacco system. 


Free Catalog and Engineering Service Available Without Cost 


Randolph’s FIRE HAZARD INDEX gives correct equipment and 
methods for protection against 590 typical fire hazards. Write for your 
free copy today. Address: Randolph Laboratories, Inc., 1 E. Kinzie St., 
Chicago 11, II. 
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NEWS OF YOUR SUPPLIERS 

















——_ 


Three new representatives have been 
named to the Kex division of Callaway 
Mills, Inc., New York City. Edward 
Benjamin, formerly with the Blue Jay 
Company, will operate out of Detroit 
through the northern central states 
for Kex. James E. McMahon, former. 
ly of the B. F. Goodrich Company, 
will cover the west coast with J. 
Frank Edwards. His headquarters wil] 
be in San Francisco. 


John F. Neff has been appointed 
division manager in Toledo, Ohio, for 
Aro Equipment Corporation, Bryan, 
Ohio. He will have full responsibility 
for sales and distribution of the com- 
pany’s automotive and industrial lu- 
bricating equipment and industrial air 
tools in this area. His headquarters are 
at 1010 Madison Avenue, Toledo. 


Simonds Abrasive Company, Phila- 
delphia, Pa., has announced the ap- 
pointment of William S. Hemsley as 
Chicago district manager, with head- 
quarters at 3323 W. Addison, Chicago. 
He replaces the late W. E. Byrne. 


Berger Manufacturing Division of Re- 
public Steel Corporation, Canton, Ohio, 
has announced several new appoint- 
ments of sales representatives. Martin 
C. Brown has been named manager of 
Berger’s steel building sales division, 
succeeding the late Alex U. Steenrod. 
Russell L. Seiple succeeds Mr. Brown 
as assistant manager of steel building 
products sales. Gerald L. Haynam suc- 
ceeds Mr. Seiple as district manager of 
the northern and central Ohio district 
for Berger’s steel equipment sales 
division. 


The F. J. Stokes Machine Company, 
Philadelphia, Pa., has appointed L. E 
Ritter sales engineer in charge of the 
company’s new St. Louis office. Mr. 
Ritter will be regularly visiting Kansas, 
Missouri, Arkansas, Louisiana, New 
Mexico, Oklahoma, Texas and Illinois. 


The Parker Appliance Company, 
Cleveland, Ohio, has appointed Florida 
Metals, Incorporated, Jacksonville, Fla. 
as a distributor of its industrial tube 
fittings and tube fabricating _ tools. 
Florida Metals has offices at 2937 
Strickland Street, Jacksonville. 


Marcus W. Keyes has been appointed 
to the new position of sales engineer 
for Pittsburgh Plate Glass Company's 
Fiber Glass Division. During the past 
12 years Mr. Keyes was associated with 
the Kimberly-Clark Corporation as 
product development engineer. Earlier 
he had served as sales manager for the 
Insulation Division of General Heat 
and Appliance Company and with 
Johns-Manville Corporation as man- 
ager, acoustical construction. 
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Seen 


AT MICHIGAN CHROME & CHEMICAL CO. 


“With Udylite equipment we get tough, durable metal finishes that are 


; always uniform. That means fewer rejects—lower costs.” That’s the 
m experience of Michigan Chrome & Chemical Co. with Udylite Equipment. 
They do a wide variety of plating . . . and they know Udylite 
EQU IPMENT - equipment speeds production—allows them to shift quickly and 


economically from one job to another—as well as keeping rejects to a minimum, 


SUPPLIES ® 


. Udylite equipment and machines can do the same for you 


RESEARCH ie in your metal finishing operations. Call your Udylite technical 


“ man today. Let him show you Udylite methods 


THE 


of better plating. Learn how you can 


2 [ 2 up production—cut costs—increase profits! 


foe) t-te) 'F- Vile), | PIONEER OF A BETTER WAY IN PLATING 
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From Jet Bomber Parts 


to Gas Range Bur 
MUELLER BRASS CO. 


Aluminum Forgings Sa 
Weight, Save Finishing 
and Provide the Sam 


Strength as Steel 






ners 


ve 
Time 


= 


If weight and strength are important factors in your prodpet, 


then Mueller Brass Co. forged aluminum parts may be your 
best bet. Mueller aluminum forgings weigh only /3 as much 


as steel, yet they are approximately as strong. They make ideal 
parts for many applications and they are particularly desirablejas 
parts for high speed rotating and oscillating machines because they 
reduce vibration and bearing loads, thus causing less wear on 
other parts. They possess good dimensional stability} and 


retain their mechanical properties at high speeds|and 


reasonable temperatures. The smooth, bright 
surfaces save machining time and eliminate costly finishing. 





Mueller Brass Co. can forge aluminum parts to your 7. . 


in any practical size and shape from any of the standard ~~ 
or special alloys. Write us today for complete information. 


MUELLER BRASS CO. 


PORT HURON 21, MICHIGAN 
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Francis H. Langenfeld has been ap- 
pointed to the functional fluids sales 
department of Monsanto Chemical 
Company’s Organic Chemicals Divi- 
sion, St. Louis, Mo. He will assist 
Harold F. Shattuck, department man- 
ager, in the introduction and sale of 
Skydrol and Pydraul F-9 non-flam- 
mable type hydraulic fluids for air. 
craft and industrial applications. 


E. S. Elgin has been named sales 
manager of the waterproof, polethylene 
and crinkled paper products depart- 
ment of the specialty division of the 
Chase Bag Company, Chicago, II], 
Robert J. Stevens has been appointed 
sales manager of the Multiwall Divj- 
sion of the Chase Bag Company. 


James M. Dehn has joined the en- 
gineering staff of Peter A. Frasse and 
Company, Inc., New York City. Mr. 
Dehn, a stainless specialist, has been 





James M. Dehn 


associated with the steel industry for 
over 12 years. He will serve as a field 
consultant on the application, selection 
and fabrication of stainless steels. 


De Laval Steam Turbine Company, 
Trenton, N. J., has named Leonard P. 
Mellgren district sales engineer of its 
new district offices in the Northwestern 
Bank Building, Minneapolis, Minn. The 
office will serve the district consisting 
of Minnesota, North Dakota, South 
Dakota and adjoining sections of Wis- 
consin, including Ashland and La 
Crosse. 


Anthony Maladra has been appointed 
assistant sales manager of KSM Prod- 
ucts, Inc., Merchantville, N. J. Mr. 
Maladra was with Shakeproof in the 
midwest before joining KSM. 


Gould-National Batteries, Inc., Tren- 
ton, N. J., has appointed W. H. Burkey 
district manager for its Industrial Di- 
vision in the St. Louis, Mo. area. 


Pittsburgh Screw and Bolt Corpora- 
tion, Pittsburgh, Pa., has named Robert 
McNeal Smith assistant vice president 
—sales, Eastern area, with headquar- 
ters in New York City. Samuel M. 
Sipe has been appointed manager of 
sales of the New York district. 
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bu get ALL these Features 


ve Power—for the extra- 


= Se when YOU TY, 
PET Orills / 


Balanced Arm- 
es—for freedom 
Six Heavy-Duty Ball and 


vibration. 


Needle Bearings. 


Ir you want the 

best for your main- 

tenance or production 

work, take an extra look at 

the PET Superduty Drill 

shown here. Check its features! 

Here’s a drill that’s made for 

heavy, continuous duty. ..with plus 

power per pound . built to work 

right and handle right on the job. 
Normally you might expect to pay ex- 

tra for such features—in the form of 

“optionals’” that jack up your cost. But 

that’s not true of PET Drills! All these 
. features are standard in the PET Super- 

the 1. ) \ p>jp duty line . . . and they’re available to you at 
a standard drill price! That’s why the cou- 

pon below can save money for you. For 

free catalog and name of your nearest PET 

distributor, mail it today! 


mpact Design— 
nakes hard-to- 
each drilling jobs 
easier and faster. 


‘luminum-Alloy Die 
astings—for light 


ced Ventilation— 


cool running. 


ecision-Cut, Heat- 
eated Gears—for 
ooth, quiet power 


w 


NOW... you can get the RIGHT DRILL for YOUR job! 





DET 


Fe 
BA 


“== POWER TOOLS 


PORTABLE ELECTRIC TOOLS, INC. 


320 West 83rd Street, Chicago 20, Illinois 


In Canada: Portable Electric Tools, Ltd., 
452 Birchmount Road, Toronto 13, Ontario, Canada 


per Pound 


PET Superduty Drills are avail- 
able in 54 distinct models and 3 
capacities: 4", %” and 4%”. Your 
choice of pistol or saw-type grip. 
With such a broad line, you 
don’t have to compromise on a 


Plus Power 


drill that’s “almost” right! You 
can choose exactly the drill you 
need for your job. The PET 
Superduty line includes drills 
meeting U. S. Government and 
military specifications. 


MAIL COUPON FOR 
FULL INFORMATION 


PORTABLE ELECTRIC TOOLS, INC. P-33 


320 W. 83rd St., Chicago 20, Ill. 


Gentlemen: Please send us free copy of your 
PET Superduty catalog, and name of nearest 
distributor. 


Name 


Title 


Company 


Address 
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Mow can | make sy, - 


! have the right tube 


when I need it? 


The answer: 
RCA’s new Tube Requirement Analysis! 


Now you can stop worrying about the possibility of a costly 
production shut down—in the event you have neglected to 
reorder a key tube type. Now you can also save money by avoid- 
ing ‘“‘overstocks.” RCA’s new Tube Requirement Analysis gives 
you smooth control over your industrial tube requirements. 


Get in touch with your 
RCA Tube Distributor 


———Se Give him all the information you can 
about your electronic equipment, the tube types 
involved, and your special requirements. In this 
way, you bring him up to date on the services in 
which your tubes are operated. 


He analyzes your needs 


“"+=——Then your RCA Tube Distributor can 
“* prepare a record of movement on each tube type 
required for your equipment—can study your 
specific tube requirements. 





Now, your RCA Tube Distributor presents a tube 
inventory plan—simplified and “tailored” specifi- 
cally to your operations. He keeps up to date on 
your inventory . . . and backs it up with inventory 
service on his end, too! No overstocking. No 
shortages. Yet you can be sure you have the right 
tube—when you need it! 


RCA’s new Tube Requirement Analysis is available exclusively 
through your local RCA Tube Distributor. Call or write him, 
today. There is no charge or obligation for this service. 


RADIO CORPORATION of AMERICA 


® ELECTRON TUBES HARRISON, HM. 4. 








Boston Woven Hose and Rubber 
Company, Cambridge, Mass., has ap- 
pointed D. M. Raleigh as product man. 
ager of its Light Mechanicals Depart- 
ment. Prior to joining the Boston com. 
pany Mr. Raleigh had been associated 
for 16 years with the B. F. Goodrich 
Company, Akron, Ohio. 


Bemis Bro. Bag Company, St. Louis, 
Mo., has consolidated its New York 
sugar bag sales division with its New 
York general sales division, with the 
consolidated organizat‘on retaining the 
latter designation. R. Highley, former 
manager of the New York general sales 
division, becomes administrative as- 
sistant to F. V. Deaderick, director of 
eastern operatons. F. L. Munger has 
been appointed sales manager of the 
reorganized New York general sales 
division. J. G. Barnes, who was man- 
ager of the New York sugar bag sales 
division, has ret’red after 31 years with 
the company. 


Eugene F. Conroy has been appointed 
district manager of the New York 
office of the Spang-Chalfant Division, 
The National Supply Co. He succeeds 
W. J. Stanton, who retired after 20 
years service with the company. 


E. C. Bleam and R. E. Goodfriend 
have been named district supervisors 
of the Joseph Dixon Crucible Company, 
Jersey City, N. J. Mr. Bleam will make 
his headquarters in Chicago and Mr. 
Goodfriend will operate from Colum- 
bus, Ohio. 


A. P. W. Products Company, New 
York City, has appointed John A. 
Frost general sales manager. He for- 
merly was sales manager of the Crown 
Zellerbach Corporation, eastern divi- 
sion. 


The Continental Screw Company, 
New Bedford, Mass., has moved its 
Detroit office to 10428 West McNichols 
Road. 


The Foxboro Company, Foxboro, 
Mass., has opened a new branch office 
at Wichita, Kansas, to serve instru- 
ment users in the area. The new office, 
located at 2207 South Pinecrest, is un- 
der the direction of Dale G. Hugley, 
resident engineer. Mr. Hugley formerly 
was industrial engineer in the Tulsa 
branch. 


Robert J. Haslett has been named 
manager of sales of National Tube’s 
tubing specialties division of U. S. Steel 
Corporation. Mr. Haslett will make his 
headquarters in Gary, Ind. 


Ruper W. Daniels has been appointed 
manager of intermediate sales in the 
Caleo Chemical Division, American 
Cyanamid Company, Bound Brook, N. 
J. Philip G. Connell, Jr. has been 
named assistant manager of rubber 





chemical sales for Calco. 
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Give this great YALE truck every test you 
deli know. Run it fully loaded on ramps, in- 
‘isors doors and out. See the power it delivers... aa 
pany, sie ta YALE 
neko the fuel economy it gives. Let operators test 
Mr. it for smoothness...for maneuverability... 
um- > . > 4 
for safety...and you'll see why it’s the = ee 
standout truck of this or any other year. eed ie 
New x Pe ee ae: 
n A, ia 
for- d¢ } 
rown . : 
divi- : F 
Features no other 
—_ truck combines A line that meets every materials handling need 
chols | | Whatever type of truck will serve you best—Gas, Electric or Di 
1 Fluid Drive...gives 3 to 8 times beter find it in Yarr’s ccaiiiliaaies teen. — 
boro, longer clutch life Also ask for full information on the numerous attachments Yale 
office makes available for special handling problems. 
stru- 2 65 HP industrial engine built for P bP 
office, rugged continuous service * MATERIALS 
en HANDLING 
mt 3 Automotive Type Brakes with ex- EQUIPMENT 
Tulsa | tra braking surface reer ——— MAIL THIS COUPON TODAY —_asemenenanubin 
4 Shockless steering...for greater op- 1 the MZAESORMA Manufacturing Co., Dept. 253 i 
amed I ees oe a Ba, Se | 
; Roosevelt Blvd. and Haldeman Ave., Phila. 15, Pa. 
‘ube’s erating ease and safety ' awe | 
Steel | ] Please send me , 
: The Picture Story of Yale Materials Handling Equipment 
re his . : . y 5 [Ut 
5 Hypoid Gears oil-sealed against (J Please have your local representative call for an appointment ! 
dirt and dust, give drive 30% more § Cong eniet 
sinted strength against shock loads _ Titl 1 
n the Name — — = sa ninte eeatii 
rican 1 Street ———- City _ State — I 
yk, N. l In Canada write: The Yale & Towne Mfg. Co., Box 337—Postal Station **A''—Toronto 1 
b ° 
ubber Gas and Electric Industrial Trucks © Worksavers ¢ Hand Trucks ¢ Hand and Electric Hoists © Pul-lifts 
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THIS LUBRICANT 
SAVED UC 
(2008-16 

IN EVEN MONTH’ 


—says THE BROWN COMPANY 


Quality Paper Makers of Berlin, N. H. 








J 


“During a seven-month period 

before using LUBRIPLATE No. 
130-AA in the bearing of our Kraft 
Mill Lime Kiln, we used a conventional 
oil at a cost of $2,134.00. In the seven 
months that followed, we used LUBRI- 
PLATE No. 130-AA for initial filling 
and replacement at the cost of $35.84.” 


For nearest LUBRIPLATE distributor, 
see Classified Telephone Directory. 
Send for free 56-page ‘‘LUBRIPLATE 
DaTA Book”... . a valuable treatise on 
lubrication. Write LUBRIPLATE DIVI- 
SION, Fiske Brothers Refining Co., 
Newark 5, N. J. or Toledo 5, Ohio. 


REGARDLESS OF THE SIZE 
AND TYPE OF YOUR MACHIN- 
ery LUBRIPLATE 
LUBRICANTS WILL IMPROVE 
ITS OPERATION AND REDUCE 
MAINTENANCE COSTS. 


























K MANUFACTURE 


“BROTHERS Re 


NEWARK 
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James W. Murphy has been ap- 
pointed manager of sales, Stainless and 
Alloy Castings Division, Allegheny 
Ludlum Steel Corporation, Buffalo, N. 
Y. For the past few months he was 
assistant sales manager of the Cast- 
ings Division. 


Thomas S. Walsh has been named 
factory representative of The Rust- 
Oleum Corporation, Evanston, IIl., for 
its complete line of rust-preventive 
products in metropolitan New York 
and the Northern New Jersey area. 


Synthane Corporation, Oaks, Pa., has 
announced the appointment of Robert 
S. McCreadie as sales engineer. Mr. 
McCreadie, who formerly was a de- 
velopment engineer with General Elec- 
tric Company, will be available to Syn- 
thane customers and prospective cus- 
tomers for assistance in developing and 
expanding uses for laminated plastics. 


General Electric Company has named 
Haines V. Reichel supervisor of cus- 
tomer service for the laminated and 
insulating products department of its 
chemical division. From his Coshocton, 
Ohio, offices Mr. Reichel will service 
orders and handle inquiries concern- 
ing G-E Textolite plastics surfacing, 
industrial laminated products, and G-E 
mica mat insulation. 


Fayette R. Plumb, Inc., Philadelphia, 
Pa., has announced the election of 
Frank L. Campbell as executive vice 
president and _ sales manager, and 
Frank P. Green as vice pres.dent and 
merchandise director. 


The Fairbanks Company has ap- 
pointed James L. Ragland manager of 
its new Rome, Ga. branch. In his new 
capacity, Mr. Ragland will supervise 
the entire southern sales organization 
of the company. 


Witco Chemical Company has ap- 
pointed Max A. Minnig director of 


sales. Mr. Minnig, who has been vice 
president and national sales manager 
of rubber chemicals, joined the com- 
pany in 1946 in the Natural Gas Di- 


vision, Carbon Black Operations. Ap- 
pointed assistant to Mr. Minnig is 
William Wishnick, who joined Witco 


in 1949 after graduating from the Uni- 
versity of Texas. 


National Container Corporation has 
appointed John H. Cofrin as a sales 
representative in the Milwaukee, Wis. 
area. For the past 15 years Mr. Cofrin 
has been engaged in the sales, promo- 
tion and designing of shipping con- 
tainers and packaging. 


Harold F. Zimmerman is now repre- 
senting Chippewa Paper Products 
Company, Inc. in northern New Jersey, 
all of New York State and portions of 
New England. He was formerly as- 
sistant to the president of North Jersey 
Paper Company, Saddle River, N. J. 


you order 


Stanzoils 
by PIONEER 


, Proper protection and 
comfortable fit go hand in glove 
with Stanzoils to boost your 
workers’ efficiency and send your 
company’s profits soaring! 
Work stoppage and 
injury claims decrease 
. medical expenses 
decline .. . employee 
relations improve and 
production increases— 
when you order the right 
‘ liquid tight acid 
and oil resistant 
neoprene Stanzoil gloves 
for each job. Choice 
of 32 longer-lasting 
styles, weights, sizes, 
colors ... write for 
PIONEER Stanzoil 
catalog today. 


N-32 medium 
weight straight 
finger style 
neoprene glove, 
Non-slip srip 
surface. 104," 
length, 





Industrial Products Division 

The PIONEER Rubber Company ‘Stan 
240 Tiffin Road, Willard, Ohio 

| Quality Gloves for 35 Years 
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~ HONOR ROLLS 
MEMORIALS * AWARDS * TESTIMONIALS 
COMMEMORATIVE PLAQUES 


Every organization should keep on hand this 
big 52-page catalog, illustrating over 150 


suggestions for handsome, imperishable, 


solid bronze plaques. Sent free — ask for 
Catalog A. Write Dept. 34. 


TROPHIES and MEDALS, 


Special catalog illus- 
trotes 900 cups, tro- 
phies, medals, etc. 
suitable for presen- 
tation as prizes and 
awards in all kinds 
of contests, or for 
testimonial purposes. 


Sent free — ask for 
Catalog B. 


TOO! 

















INTERNATIONAL 


BRONZE TABLET CO.,INC. 
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It pays to“shop around” before you 
make your power transmission or conveyor chain 
selections. Because, in order to get the most for your 
money, you need the right chain for your machines 
and conveyors. For example, a precision-finished 
roller chain is ideal for high speed drives. But, rol- 
ler chain is not the economical, efficient choice for 
slow speed, heavy-duty service. A heavy-duty steel 
or cast chain may be your answer here. That’s why 
it will pay you to “shop” through the complete Chain 
Belt line before you make your choice. There’s a 
size and type to fit any power transmission or con- 





Atlanta » Baltimore +» Birmingham + Boston « Buffalo +» Chicago 
Cincinnati « Cleveland + Dallas * Denver « Detroit « El Paso « Houston 
Indianapolis +» Jacksonville « Kansas City + Los Angeles + Louisville 
Midland, Texas « Milwaukee « Minneapolis « New York « Philadelphia 
Pittsburgh + Portland, Ore. +» Springfield, Mass. « St. Louis 
Salt Lake City +» San Francisco + Seattle + Tulsa * Worcester 


Distributors located in principal cities in the United States and throughout the world 
EXPORT OFFICES: Milwaukee and 19 Rector Street, New York City. 
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window shopping costs nothing... 
can save you (ern 


veyor need. Don’t be handicapped by relying on a 
supplier with a limited line to answer all your needs. 
It may cost you more...may handicap the expected 
performance of your machines. 

Your Chain Belt Field Sales engineer will be 
happy to assist you in making the exact chain selec- 
tion that best fits your requirements. He is not 
prejudiced by the limitations inherent in an incom- 
plete chain line...can recommend the chain that 
will give you the service you want...at the lowest 
possible cost. For complete information or engi- 
neering assistance, mail the coupon. 


Chain Bell company of miLwauKEE 


CHAIN BELT COMPANY 53-5038 

4764 W. Greenfield Ave., Milwaukee 1, Wis. 

Gentlemen: 

Please send me information on Rex and Baldwin-Rex chains 

D For Power Transmission [] For Conveying [ For Tension Linkages 
0 Slide rule drive selector for slow to medium speeds 


PON a5 sien vnntn0 dc chesebanssé0cbevtssvesonpesconsebanceekesbudeees 
I. 4 a cwedesbbsedevdedescubenes buanes Deaths cad vcvsdibesdiveese 
PE aichicthondeckaescsseednedapedbacdndadealheedebeanseeenheede 
CMPercvvcccccccoccccccvessececeecousrcseees GAM. « cc tneneesieeinsavs 
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IN YOUR OWN 


PRODUCT 


YOU CAN HAVE A 


MATERIAL thar: 





Is molded like a plastic; 


Is also made in machinable 
grades; 

Will continuously endure 
650°F.; 

Will endure 2000°F. for brief 
periods. 

Can be produced to fine 
dimensional tolerances; 

Is dimensionally stable; 

Will hold inserts tightly over 
wide temperature ranges; 

@ And has plenty of other features. 


WRITE for the full story 


IN ELECTRONIC EQUIPMENT 
THAT YOU BUY OUTSIDE 
YOU CAN HAVE: 
More capacity, more capabilities, in 
less space and with less weight. To 
get these advantages you must spe- 
cify Mycalex Tube Sockets*; Myca- 
lex Commutator Plates**; Mycalex 
glass-bonded mica Insulation. 
*Mycalex Tube Socket Corp., Clifton, N. J. 
**Mycalex Electronics Corp., Clifton, N. J. 


Chatter-Less 
Brush Holder 





Spur Gear 


’ ( » P (ER Te 


Plate Assembly 


for PA Timer Sy) 
Se Py 
t 
Threaded 
Coil Form 


Coaxial Bushing ed 


SINCE. 1919 


AQP IUMCEDVINCTA 
® 


MYCALEX CORPORATION of AMERICA 


Owners of ““MYCALEX” Patents and Trade-Marks 
Executive Offices: 30 Rockefeller Plaza, New York 20, N.Y. 
GENERAL OFFICES AND PLANT 


123 CLIFTON BOULEVARD, CLIFTON, N.J. 
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Aeroquip Corporation, Jackson, Mich., 
has announced the election of George 
J. Fischer as vice president, sales, and 
Matthew J. Betley as vice president, 
manufacturing. Mr. Fischer, who was 
elevated from the position of general 
sales manager, formerly was associated 
with the B. F. Goodrich Company for 
18 years. Mr. Betley assumes his new 
post after serving Aeroquip as works 
manager. 


The Dow Chemical Company, Mid- 
land, Mich., has named Carl C. Castle 
to a new position in its Organic & 
Chemical Sales divis:on, located in the 
company’s headquarters in Midland. 
In his new position Mr. Castle will as- 
sume duties of broader scope in the 
development and extension of markets 
for phenol and phenol derivatives on 
a national scale. He formerly repre- 
sented Dow in the sale of products 
used by the wood industry in the Pa- 
cific Northwest. 


The National Supply Company, Pitts- 
burgh, Pa., has appointed Walter H. 
McCann supervisor of tubular sales 
for its Eastern Division. Mr. McCann, 
who has been with the company since 
1936, succeeds Walter Wirth, who has 
retired after 43 years service with the 
company. 


Hugh Bynum has been named man- 
ager, General Packaging Market, Rey- 
nolds Metals Company, Louisville, Ky. 
Mr. Bynum, who has been active in 
sales work for the company since 1935, 
will make his headquarters in the 
firm’s general sales office, Louisville. 
He will handle national promotion of 
packaging primarily to the brewing, 
confectionery, textile and cleaner 
markets. 


The Hy-Pro Tool Company, New 
Bedford, Mass., has announced a 
change in its Detroit address to 10428 
West McNichols Road, Detroit 21, 
Mich. 


Continental Steel Corporation, Ko- 
komo, Ind., has promoted Howard C. 
Williams, sales manager of the sheet 
division, to the post of general sales 
manager. F. A. Lewis, sales manager 
of chain link and ornamental fence 
division, has been advanced to the 
post of sales manager of Contineriasi’s 
Merchant Trade Division. 


Thomas L. Carver has been named 
sales representative of the Fiber Glass 
division of Libbey-Owens-Ford Glass 
Company in New York. Mr. Carver 
will make his headquarters in the Gen- 
eral Electric Building, 570 Lexington 
Avenue, New York City. 


Boston Woven Hose and Rubber 
Company, Cambridge, Mass., has ap- 
pointed Fred V. Maloon director of 
general sales. For six years, ending in 
1951, Mr. Maloon handled factory sales 
and specifications for the Boston com- 
pany, and since August, 1951, he had 
been manager of the company’s New 
York office. 
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Optimum inertness and 
dimensional stability 


TEFLON’ 


sheet, rod, tube 


...acomplete stock 
of sizes, too, all with 


FLUOROFLEX®-T 


Fluoroflex products are processed 
in new equipment engineered espe- 
cially for converting “Teflon” pow- 
der. Users have found this makes a 
big difference two ways: 

(1) The Teflon develops optimum 
properties. Fluoroflex products 
therefore withstand virtually all 
chemicals at —110° to +500°F. 

(2) Fluorofiex-T is stress-relieved 
Teflon. Parts therefore maintain di- 
mensions after machining — and 
show the least dimensional change 
under operating pressures. Free 
from cracks and porosity, Fluoro- 
flex-T rods, sheets and tubes are 
uniform in density and strength — 
and machine easily. 


Write or phone for more informa- 
tion on this top quality “Teflon” — 
and why not ask us also to quote on 
your requirements? 


*DuPont trade mark for _ 
its tetrafluoroethylene resin 


® Resistoflex trade mark for . 
products from fluorocarbon resins 


RESISTOFLEX 


CORPORATION 
Belleville 9, New Jersey 


PURCHASING 
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Wherever you’re located 


YOU CAN GET WALDES TRUARC RINGS | 
IN A MATTER OF HOURS 


...and whatever you make, there’s a Waldes Truarc Ring 
designed to save you material, machining and labor costs: 


types 


for taking up end-play 





INVERTED 


BOWED 


BEVELED 





#5000 


(internal) 





+5100 


(external) 


#5008 


(internal) 





#5108 


(external) 


#5001 


(internal) 


#5101 
(external) 





#5002 


(internal) 
a 





#5102 
(external) 





Tapered design principle permits 
rings to maintain constant circu- 
larity and pressure against bot- 


tom of groove. 





Inverted construction provides 
uniform protruding shoulders 
while maintaining constant circu- 
larity when installed in groove. 





Bowed construction permits re- 
silient take-up of end-play. 





Beveled construction permits 
rigid take-up of end-play. 





for radial assembly 


self-locking types 





E-RING 


CRESCENT 


INTERLOCKING 


CIRCULAR SELF-LOCKING 


TRIANGULAR 
SELF-LOCKING 


TRIANGULAR 
NUT 


GRIP-RING 





#5133 
#5131 (bowed) 


+5103 
(external) 


#5107 
(external) 


#5005 


(internal) 


+5105 





(external) 


#5305 


(external) 


#5300 
(external) 


#5555 
(external) 





2.382.948 
2.441.846 


Marcu, 


Radially applied. 
Provides large 
shoulder on small 
shaft diameter. 
Bowed version pro- 
vides take-up of 
end-play. 





Applied radially 
over shaft. Secure 
against impact and 
vibration. 


Two-piece ring ap- 
plied radially. Se- 
cure against 
extremely high 
r.p.m.’s and heavy 
thrusts. 





= TRUARE 


REG. U.S. PAT. OFF, 


RETAINING 


Waldes Kohinoor, Inc., 
47-16 Austel Place, L.1.C. 1, N. Y. 


2.416.652 
2.455.165 


1953 


2.420.921; 
2.483.380 
2.487.803: 2 491.306; 2,509,081 AND OTHER PATENTS PENDING 


2.428.341 
2.483.383 


Please mention PURCHASING Magazine when writing to advertisers. 


WALDES TRUARC RETAINING RINGS AND PLIERS ARE PROTECTED 
BY ONE OR MORE OF THE FOLLOWING U.S. PATENTS: 2.382.947: 
2.439.765: 


2.487.802 


thrusts, 
loading. 


Installed axially. Requires no groove 
Recommended for permanent assem- 
blies exposed to relatively moderate 
impacts or vibrational 


Low cost retainer. 
Makes possible 
tight assemblies 
free of end-play 
on relatively soft 
shafts. 


Filattens under 
torque. Secures 
equal load distri- 
bution. Replaces 
lock washer on 
screw. 


Applied axially on 
shaft. Requires no 
groove. Exerts con- 
siderable frictional 
hold against axial 
displacement. 

















ONE OF THESE AUTHORIZED DISTRIBUTORS IS CONVENIENT TO YOU: 


ALA. 
ALASKA Anchorage, 
Bearing Eng. Co. of Alaska 


ARIZ. Phoenix, E. D. Maltby Co. 


ARK. Little Rock, 
Southern Brg. Service, Inc. 
CAL. Los Angeles, 

Edw. D. Maltby Co., Inc. 


Maywood, Edw. D. MaitbyCo., Inc. 


Oakland, Bearing Specialty Co. 
Sacramento, Bearing Spec. Co. 


San Diego, E. D. Maltby Co., Inc. 
San Francisco, Bearing Spec. Co. 


CANADA 

Lyman Tube & Brgs., Ltd. 
Offices in: Montreal, Quebec; 
New Glasgow, Nova Scotia; 
Toronto, Ontario; Vancouver, 
British Columbia; Winnipeg, 
Manitoba. 

COL. Denver & Pueblo, 
Bearings Svc. & Supply Co. 


CONN. Bridgeport, Bobker Bregs. 
FLA. Jacksonville, Moffatt Brgs. 


GA. Atlanta, Moffatt Brgs. Co. 


HAWAII Honolulu, 
Edw. D. Maltby Co., Inc 
IDAHO Idaho Falls, 


Bearings Svce. & Supply Co. 
iLL. Chicago, Berry Brg. Co. 
Decatur, Illinois Brg. Co. 

East St. Louis, Neiman Brgs. Co. 
Marion, Bearings Service Co. 
Peoria, Illinois Bearing Co. 
Rockford, Berry Bearing Co. 


Birmingham, Moffatt Bregs. 


IND. Evansville,Bearings Svc.Co. 
Hammond, Berry Bearing Co. 
indianapolis, Service Supply Co, 
South Bend, Bearings Service Co. 
1OWA Davenport,Standard Bres. 
Des Moines, Standard Brgs. Co. 
Sioux City, Standard Brgs. Co. 
KY. Louisville, 

Kentucky Ball & Roller Brg. Co. 
Madisonville, Bearings Svc. Co. 
LA. Baton Rouge, Dixie Brgs. 
New Orleans, Dixie Brgs., Inc. 
Shreveport, Bearings & Trans. Co. 
MD. Baitimore,Moffatt Brgs.Co. 
MASS. Boston,Bearings Spec.Co. 
MICH. Detroit,Michigan Brg.Co. 
MINN. Minneapolis, 

industrial Supply Co. 

MO. St. Louis, Neiman Brgs. Co 
N.J. Clifton, Bobker Brgs., inc. 
Highland Park, Bobker Brg. Co. 
Jersey City, Bobker Brgs., Inc. 
Newark, Bobker Brg Co., Inc. 
Trenton, Moffatt Bearings Co. 
N.Y. Buffalo,Syracuse Brg.Corp. 
L. I. City, Bobker Brgs., Inc. 
New York City, Bobker Brgs., Inc. 
Niagara Falls, Syracuse Brg.Corp. 
Rochester, Syracuse Bearing Co. 
Syracuse, Syracuse Bearing Co. 
Troy, Bearing Distributors 

Utica, Syracuse Bearing Corp. 
N.C. Charlotte, Moffatt Brgs.Co. 
Greensboro, Tennesse Brgs., Inc. 
OHIO Akron, Ohio Ball Brg. Co 
Canton, Ohio Ball Bearing Co. 


Cincinnati, Ohio Ball Bearing Co. 
Cleveland, Ohio Ball Bearing Co. 
Columbus, Ohio Bali Bearing Co 
Dayton, Ohio Ball Bearing Co. 
Elyria, Ohio Ball Bearing Co. 
Hamilton, Ohio Ball Bearing Co. 
Lima, Ohio Ball Bearing Co. 
Mansfield, Ohio Ball Bearing Co. 
Toledo, Ohio Ball Bearing Co. 
Youngstown, Ohio Ball Brg. Co. 
Zanesville, Ohio Ball Brg. Co. 
ORE. Eugene & Portiand, 

The General Too! Co. 

PA. Erie, Pennsylvania Brgs. 
Johnstown, on ey Brgs. 
Philadelphia, Moffatt Brgs. Co 
Pittsburgh, Pennsylvania Brgs 
York, Pennsylvania Bearings, inc. 
TENN. Kingsport, 

Tennessee Brgs., Inc. 

Knoxville, Tennessee Brgs., Inc 
Memphis, 

Southern Bearing Svc., Inc. 
UTAH Salt Lake City, 

Bearings Service & Supply Co. 
VA. Richmond, Moffatt Brgs. Co. 
WASH. Seattle, 

Bearing Engineering & Supply Co. 
Yakima, Yakima Bearing Co. 
W.VA. Charleston, 

West Va. Bearings, Inc. 
Huntington, West Va. Brgs., Inc. 
Wheeling, West Va. Brgs., Inc. 
WIS. Appleton & Milwaukee 
Wisconsin Bearing Co. 


Factory engineering representatives available in each area 
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“Full pressure, Joe — 
Quaker hose can take it!’”’ 






. o- 
97.9% ¢ 





INDUSTRIAL HOSE 


Quaker has it! Whatever your application ... for 
steam, water, air... for acid or gas—heavy duty 
hose that must take a “‘beating”’ all day long, or 
a smaller size that is used for light work . .. Quaker 
hose is engineered with your specific job in mind. 
From tube to cover it’s built for uninterrupted 
service and low maintenance cost. 


Write for name of nearest Quaker distributor 


Belting, Hose, Packing and 
| Moulded Rubber of every 
Srrestg construction for every need 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH PHILADELPHIA 24, PA. 


Branches in Principal Cities 





Material Handling Group Starts 
Standardization Drive 


The Caster & Floor Truck Manu- 
facturer’s Association is now con- 
ducting an equipment standardiza- 
tion program aimed at satisfying an 
industry-wide need of long stand- 
ing—standardization and simplifica- 
tion of part sizes, descriptions, ca- 
pacities and applications of prod- 
ucts classified as manual material 
handling equipment, casters and 
wheels. 

From the standpoint of economy 
and efficiency, the announcement 
states, there can be little question 
of the value of standards. Economies 
are evident in the field of engineer- 
ing through greater interchange- 
ability and use of standard specifi- 
cations. To the manufacturer, stand- 
ardization means fewer materials 
and a smaller variety of parts with 
longer runs and greater continuity 
of operations. The user benefits 
through concentration on a reduced 
variety of products, improvement in 
deliveries, and simplified servicing. 

The association plans to use demo- 
cratic procedures in launching a 
voluntary standardization program. 
Thus, it is hoped to obtain eventual 
standards acceptable to manufac- 
turers and users throughout the in- 
dustry. The C&FTMA is seeking 
the active, voluntary cooperation of 
those involved in the design, pro- 
duction and use of products in the 
industrial caster, wheel, and hand 
and floor truck classifications. 

The association actually is em- 
barking on six different standards 
programs, each of which will be 
largely the responsibility of mem- 
bers of the various product stand- 
ards task committees. 

As the various product task com- 
mittees complete their work, recom- 
mended standards or simplified pro- 
cedure will then be submitted to 
user groups, non-member manu- 
facturers and interested government 
agencies. After agreement of users 
and the industry has been obtained 
the standards will probably be sub- 
mitted for review to the American 
Standards Association. It is antici- 
pated that completed standards will 
eventually be published and dis- 
tributed by the association. 

Those individuals and groups in- 
terested in contributing information 
and suggestions, thus speeding prep- 
aration of the standards and in- 
suring complete coverage, are re- 
quested to write the Equipment 
Standardization Committee, c/o Cas- 
ter and Floor Truck Manufacturers 
Association, 27 East Monroe Street. 
Chicago 3, Illinois. 
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Non-slip. ; 
for ~ 

positive closing 


This revolutionary ‘Non-Slip’ 
Handwheel introduces another 
Lunkenheimer improvement! 
Four rounded, non-slip lugs are 


a. 

~ 

gripped comfortably and firmly ME — j 
—operator’s hand can’t slip, ES —— 


even when wet or greasy. Result: Ordinary hand 


leverage closes the valve tight. {@ 

~~ 
ee 99 " : . oe WRITE FOR the name of your near- 
The new “‘Non-Slip’”” Handwheel is cooler, too—and oor tauieaiiaes dene ae 
: “an show y les of Lunken- 
keeps the operator’s hand away from the top of Soolenie Wellin dee dane ieee, 
P _ di . Slip” Handwheel. See them for 
the stem, which may be hot. It’s sturdier, easier to yourself — fest them. The Lunken- 
heimer Company, Box 360M, Cin- 

operate, and makes your valves last longer. cinnati 14, Ohio. 


* Patent Pending 


BRONZE «© IRON ¢ STEEL 


b. OF & NHEIMER 
THE ONE YPOQH NAME IN VALVES 


t-152-23 
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Materials Handling Show To Be| Over 4000 Standord 


en henge Exposition 
All available display space at the LUMINUM 
EXTRUSIONS 






National Materials Handling Expo- 
sition, which will be held at Con- 
vention Hall, Philadelphia, May 18 
to 22, has been assigned, it was 
announced by Clapp & Poliak, Inc., 
New York, founders of the show. 
A total of 284 companies will ex- 
hibit. 
The show, which will fill all six 
halls of Philadelphia’s huge audi- 
torium, will be the largest industrial 
capital goods exposition to be held 
anywhere in the country during 
1953 and the largest ever held in 
Philadelphia. Visitors are expected 
from all parts of the United States 
and about 40 foreign countries. 
Thousands of new models of ma- 
terials handling equipment, valued 
at more than $10,000,000, will be on 
display. Machines will include lift 
and fork trucks, both gasoline and 
battery powered, conveyors, both 
portable and _ permanent, hoists, AVAILABLE 
monorails, cranes, tractors, trailers, 
hand trucks, stacking units, portable WITHOUT DIE SERVICE CHARGE 
elevators, skids, pallets, and their re-| p- fe 
spective accessories. | er Special Designs to fit your needs _ 
Acting as sponsor for the expo- : — 
sition will be the Material Handling Precision Extrusions catalogs over 4000 standard = 
Institute, organization of handling 
equipment manufacturers. The 
American Material Handling So- 
ciety, composed of executives of 
comparies which use mechanical 








sizes and shapes of extruded aluminum rods, 
bars, shapes, and tubing, serving a wide 
variety of applications in transportation, 


architecture, and general industry. Or, if your 


handling systems, will conduct a et ee pd ‘ ee 
conference ‘with the show. designed extrusion, PE engineers will work 
with you in answering your problems of design, 

Railway Express Asks alloy-selection, and production. 


1. C. C. For Increased Rates 7 iid 
Railway Express Agezcy has filed PERSONALIZED SERVICE and specializa- 
YOU draw the Shape with the Interstate Commerce Com- tion in aluminum extruding assures you of 
, * este, 1 ol 

—Page can draw mission a petition for a general in-| Prompt handling of your inquiry, careful pr 
° : duction supervision, and extrusion quality 
the Wire crease in express rates, A. L. Ham- meeting the highest standards of the industry. 

mell, President of Railway Express 

Tell _ .~ at Ac Agency, announced. The increases W. = 
ee ee cover all classes of express traffic COMPLETE FACILITIES include design 
specifications. with minor exceptions and on an engineering, die making, billet casting, extrusion 


. i : : duction, and standard finishing operations. 
Cross-sectional areas up to overall basis approximate 24%. ee ° 


.250” square; widths up to %"; 


wilt tendibidinten catia The express business has been TV. 
incurring large deficits for many ENGINEERING ASSISTANCE is available 
not toexceed 6 to 1. years, the overall shortage in 1952 without obligation. If your present or fare 
exceeding $70,000,000, Railway Ex- plans call for quality aluminum — in 
press said. These shortages are said standard or special shapes, call on PE, oF 


: write, on your company letterhead, for our new 
to have contributed to the large sini tataiies 


passenger train service deficits of 
the railroads and in turn have re- 
sulted in a burden on other railroad QUALITY e SERVICE 
revenues, The burdensome effect of 
passenger train service deficits upon 
the railroad industry has been the 
subject of increasing concern both 
to the industry and to regulatory 
authorities. Railway Express de- 
y ) clared that the purpose of the in- 
Monessen, Pa., Atlanta, Chicago, Denver, Detroit, creases is to put the express busi- BENSENVILLE, ILLINOIS 
Pasty ny Sern berm: gl ness on a self-sustaining basis. CHICAGO: TUxedo 9-1701 @ BENSENVILLE 98 





PAGE STEEL AND WIRE DIVISION 
ZAp,pAMERICAN CHAIN & CABiE 
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@ There’s no halfway feeling about fire and its resulting 
destruction with an expert fire protection engineer... he ac- 
tually hates to see a little fire roar into a raging inferno and 


create a sizeable loss. 
man This personal sense of responsibility is inherent with 


C-O-TWO Fire Protection Engineers...a definite plus in 
your behalf. Whether its fire detecting or fire extinguishing 


é ...portables or built-in systems...C-O-TWO means top 
quality backed by experienced engineering that results in 
with 4 ate operating superiority for you at all times. 

With C-O-TWO Fire Protection Equipment, simplicity, 
practicability, longevity and minimum maintenance are 
built-in features that guarantee fast, positive action the in- 
stant fire strikes. Furthermore, extensive manufacturing 
and field installation skills, together with approvals such as 
the Underwriters’ Laboratories, Inc., Factory Mutual Lab- 
oratories, Armed Forces and Government Bureaus assure 
you of the finest in modern fire protection equipment. 
















Rushed production periods and future expansions are 
some of the many problems carefully considered in a plant- 
wide firesafety recommendation by C-O-TWO Fire Protec- 
tion Engineers...the prime objective always being the best 
type fire protection equipment for the particular fire 
hazard concerned. 








WHEN BUSINESS STOPS ...INCOME STOPS! 


Don’t take chances with your investment. Secure the benefits 
of highly efficient fire protection engineering today ...our 
extensive experience over the years is at your disposal with- 
out obligation. Get the facts now! 
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€-O-TWO FIRE EQUIPMENT COMPANY 
NEWARK 1 + NEW JERSEY 





MANUFACTURERS OF APPROVED FIRE PROTECTION EQUIPMENT 





Squeez-Grip Carbon Dioxide Type Fire Extinguishers C-O-TWO FIRE EQUIPMENT. OF CANADA, LTD. * TORONTO 8 * ONTARIO 
Dry Chemical Type Fire Extinguishers ice i inci iti i 
Bulit-in High Pressure and Low Pressure itis States Sales and Service in the Principal Cities of United States and Canada 
ype Fire Extinguishing Systems 
Built-in Smoke and Heat Fire Detecting Systems AFFILIATED WITH PYRENE MANUFACTURING COMPANY 
ASING 1 Marcu, 1953 
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[ For quick, safe packaging . . . of delicate light 
4 bulbs,Grumman uses PERMACEL Paper Tape. No 
doubt there is an important use for PERMACEL 
on your jobs. Our Tape Engineering Service can 
give you the answer . . . without obligation. 


-PERMACEL 


y PRESSURE SENSITIVE 


PAPER TAPES 


INDUSTRIAL TAPE CORPORATION, NEW BRUNSWICK, N. J. 





RECENT COURT DECISIONS 


(Continued from page. 124) 


mony showed facts, as follows: A 
dealer sold machinery for $995, 
which was the only price made. The 
terms of the sale were $395 cash 
and the remainder of $600 financed 
through a finance company. The 
evidence was that the purchaser 
was required to execute a note for 
$784.20 which was $184.20 more than 
the amount due on a cash sale. 

In subsequent litigation the higher 
court held that the company was 
guilty of usury although it was con- 
tended that the $184 was a finance 
charge. The court said: 

“We conclude the evidence amply 
supports the findings of the trial 
court and clearly demonstrates a 
case of usury.” 

For comparison, see Standard 
Supply & Hardware Company y. 
Christian-Carpenter Company, 183 
S. W. (2d) 657. This higher court 
held that a seller may fix a cash 
price and another greater price for 
time payment without violating the 
usury laws. 

However, if the seller inserts an 
additional sum to the cash price as 
a finance charge, he is guilty of 
usury. 

For example, if the legal rate of 
interest is 6% and the balance due 
on a sale is $600, the seller violates 
the law if he charges the purchaser 
$36 annual interest plus $100 finance 
charge. However, the dealer does 
not violate usury laws if he adds 
$100 to the cash price for a credit 
sale, leaving $700 due, for which he 
charges $42 annual interest. Under 
the latter plan he receives $100 ad- 
ditional for the subject of the sale 
on the basis of extending credit, but 
he merely adds this amount to the 
cash price, charges legal interest 
and does not have a finance or 
service charge. 


.. = 


Story Of SKF Industries, Inc. 
Told In New Booklet 


A new booklet telling the story 
of SKF Industries, Inc., Philadelphia, 
Pa., has been distributed to em- 
ployees and customers of the com- 
pany, leading business and profes- 
sional men in the Philadelphia area 
and an extensive list of colleges and 
universities. The booklet contains 
pictures of the company’s plants. 

The manufacture and use of the 
company’s ball and roller bearings 
are described and copy and pictures 
tell of its management policies and 
employee benefits. 
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ELECTRI-CENTERS 
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BULLDOG 
































Thoroughbreds on Guard! 


The clean, neat exterior of BullDog Pushmatic 
Electri-Centers is truly indicative of their thor- 
oughbred quality and safe, dependable operation. 
Only Pushmatics give you simple-to-operate push- 
button control. On guard over electrical equipment 
like a row of sentinels, Pushmatics let you easily 
see whether the circuit is on or off. When a short 
or overload occurs, the push-button snaps for- 
ward, automatically breaking the circuit, and 


word “OFF” appears. Once the trouble has been 
remedied, simply push the button, and service is 
instantly restored. 


BullDog Pushmatic Electri-Centers are available 
in sizes from 2 to 42 circuits, to fill every indus- 
trial, commercial or home requirement. Write 
today for free Bulletin PM-355 giving complete 
information. BullDog Electric Products Company, 
Dept. PR33, Detroit 32, Michigan. 


© BEPCO 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 


Please mention PURCHASING Magazine when writing to advertisers. 








Are Your Purchases 


on the Right Track? 


Whenever your purchase amounts to less than a carload, it might 


be literally “side-tracked”— which may wreck your company’s 
work schedules. 


Avoid shipping delays by specifying National Carloading 
Corporation as the carrier on your purchase orders. National 
consolidates your purchases with others into full cars that move on 
fast daily through schedules over the most direct routes. There is 
no extra charge for this service. In fact, National’s rates are 
actually lower between many points. 


And you enjoy the full benefits of one-company responsibility for your 
shipment all the way—for quick tracing and reduced paperwork. 


When specifying delivery instructions on your purchase orders, 
be sure to mark them...“SHIP VIA NATIONAL CARLOADING 
CORPORATION.” And when you purchase products in foreign 
countries, specify...“SHIP VIA JUDSON-SHELDON” for 


expedited international service. 


There’s a National Carloading station near you. Call for a 
representative or write for FREE LITERATURE,“How the Freight 
Forwarder Helps the Purchasing Agent”, as reprinted 

from Purchasing Magazine. 





FMB 
NO. 388 









A COMPLETE TRANSPORTATION SERVICE 


National Carloading Corporation 


JUDSON- es DIVISION ¢ JUDSON FREIGHT — DIVISION 
9 RECTOR STREET, NEW YORK 6 
Serving 30,000" munaaiiios through more than 130. ‘stations in the 
U. S. and agents in principal foreign countries. 


\ NATIONAL / 
\_ The Best Woy'_/ 
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PROBLEM OF QUESTIONNAIRES 
(Continued from page 113) 


lieve that the increased list is any 
less representative than the original 
one, or that the returns and the 
projections based on those returns 
will be any less accurate. Yet when 
the defaults in replies may be based 
on some particular feature of the 
questionnaire, as is often the case, 
the result may well be to weigh 
the results more strongly on the 
side of those who have less concern 
with that feature, so that the con- 
clusions drawn from the replies are 
somewhat different, and perhaps 
less truly representative, than would 
otherwise be the case. 

At best, then, the person who 
fails to register his own experience 
and to have it counted in the sum- 
mary, makes the survey that much 
less accurate and less valuable so 
far as his own case is concerned, 
In some cases, where issues of 
diverse policy or principle are in- 
volved, the default may actually 
have the effect—like failure to vote 
in a political election—of being a 
vote for the opposition. 

For example, many marketing 
surveys are directed toward evalu- 
ating the influence of the purchasing 
agent in respect to certain func- 
tional responsibilities and decisions. 
The failure to give a good, factual 
answer to such inquiries may mean 
the loss of an opportunity to legiti- 
mately enhance the position and 
prestige of the purchasing profes- 
sion, or may even provide ammuni- 
tion to those who would discredit 
that standing. 

So, within the rule of reason, it’s 
pretty good policy to cooperate 
with questionnaire surveys, in the 
interest of providing sound, factual, 
well balanced information on which 
business policies may be founded 
with confidence. It is relatively 
simple to determine, from reading 
a questionnaire, whether its pur- 
pose is legitimate and worth while, 
or whether it is merely promotional 
or obviously biased. 

The problem lies not in the 
method, but in its abuses. If the 
questioner is “off base” in the type 
of information requested or in the 
manner of the request, the abuse 
is not corrected by default, but a 
vigorous and reasonable statement 
may set the questioner right. If the 
inquiry is an honest one—as most 
of them are—such a reply must be 
considered in evaluating and sum- 
marizing the results. At least, you 
will not be letting a false reply to 
get into the records. 


PURCHASING 











NG 














DEAL 
ENP 





( 
i for tool steels? 


WV When you’re at a dead end for tool steels — and you need a 





up against a dead end 


solution fast — call Crucible. Your nearest Crucible Ware- 


house maintains complete stocks of all tool steels and of many 


ea iy other of our more than 400 specialty steels. 


And you can count on reliable deliveries plus top quality 
with Crucible. It is our policy to always take care of our cus- 
tomers — regardless of their volume of business, or whether 
business is good or bad. 

Then too, Crucible warehouses are conveniently located 
all over the country. That’s why you have a “throughway” 


on when you call Crucible for tool or any other specialty steels. 


Stocks maintained of: 
Rex High Speed Steel ... ALL grades of Tool Steel (including 
Die Casting and Plastic Die Steel, Drill Rod, Tool Bits and 
Hollow Drill Steel) . .. Stainless Steel (Sheets, Bars, Wire, 
Billets, Electrodes) ... AISI Alloy, Max-el Machinery, Onyx 
Spring and Special Purpose Steels 





CRUCIBLE} first name in special purpose steels 
58 years of \ Fue steelmaking 'NAREHOUSE SERVICE 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


Branch Offices and Warehouses: ATLANTA ¢ BALTIMORE * BOSTON * BUFFALO © CHARLOTTE © CHICAGO © CINCINNATI »* CLEVELAND © DAYTON 
DENVER * DETROIT * HOUSTON © INDIANAPOLIS * LOS ANGELES * MILWAUKEE * NEWARK «© NEW HAVEN * NEW YORK © PHILADELPHIA © PITTSBURGH 
PROVIDENCE ¢ ROCKFORD * SAN FRANCISCO © SEATTLE * SPRINGFIELD, MASS. * ST. LOUIS * ST. PAUL * SYRACUSE * TORONTO, ONT. « WASHINGTON, D. C. 
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The most important factor 
about any rubber part is 
its ability to do the job for 
which it is intended. 

While the slingshot requires 
stretch only, industrial 
rubber parts must have 
resistance to oils, chemicals, 
weather, temperature ex- 
tremes or combinations of 
these deteriorating factors. 


STALWART engineers have 
the experience and 
facilities to compound stocks 
and fabricate rubber parts 
which will serve your 
needs best. From more than 
500 different rubber 

stocks at their disposal 

they can mold, extrude, 
die-cut, lathe-cut or 
mandrel-build shapes to 
meet individual, S.A.E. or 
A.S.T.M. specifications. 
These parts will retain their 
desirable physical, 
chemical and dielectric 
properties under severe 
operating conditions and 
give optimum performance 
in each application. 


Specify STALWART rubber 
parts for that one essential 


quality ... the ability 
to do a job... best. 


1062-SR 





Write today for 
Catalog 51SR-1 
for complete 
information 


TALWART RUBBER COMPANY 







DAMAGES vs PENALTIES 


(Continued from page 84) 


for the purchase of machinery from 
an Iowa manufacturer was, 
“If for any reason the purchaser 
fails to accept and settle for the 
machinery order he will, if the com- 
pany so elects, pay to the company 
in lieu of the enforcement of the 
contract, as liquidated damages, a 
sum equal to 10% of the list price 
and if shipment has been made, 
freight from the factory and return, 
demurrage, cartage, loading and un- 
loading expense and all other simi- 
lar expenses actually incurred by 
reason of the shipment and at- 
tempted delivery of such machinery. 
If suit is commenced to enforce the 
performance of any part of this 
contract the purchaser agrees to 
pay a reasonable attorney’s fee.” 

Two days after receipt of the 
order the machinery was shipped. 
Two days later the purchaser at- 
tempted to cancel the order and 
refused to accept delivery. The 
manufacturer sued for the damage 
provided by this clause. In award- 
ing a recovery against the purchaser 
the court quoted in its decision a 
rule of law for determining the 
validity of these provisions. 

“The terms of the contract clearly 
fix the amount which shall be re- 
covered in case of a breach. This 
is the measure of recovery unless 
from the consideration of the entire 
contract, the situation of the parties 
and the circumstances surrounding 
the transactions it appears, not- 
withstanding the language employed, 
that a penalty was intended.” 


Plus or Minus 


Courts however insist that these 
provisions shall establish an amount 
that substantially represents the 
damages incurred. Not only is a 
provision of this character unen- 
forceable when the amount is great- 
er than what might reasonably be 
anticipated as the damages, but also 
when the stipulated sum is sub- 
stantially less than the probable 
damages. The stipulation must pro- 
vide an amount that is substantially 
a fair estimate of the loss that may 
be suffered by the injured party. 

“In determining whether the sum 
named in the contract to be paid 
in the event of a breach thereof, 
should be treated as liquidated dam- 
ages or as a penalty,” said a Texas 
court some years ago, “the court 
had the right to consider the nature 
of the contract, the terms of the 












200 Northfield Road ¢ Bedford, Ohio 
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and precision deep-drawing... 


Eastern Tool & Mfg. Co. has complete production equipped and experienced in large volume metal 
facilities for the automatic manufacture of a wide finishing operations. 
variety of sizes and designs of the items illus- ‘ — 
trated above. Our plating department is fully Our deep-drawing facilities are now devoted 
exclusively to the manufacture of ordnance com- 
ponents with up to .001” wall tolerance. We wel- 
Send for your copy of the new 24 come inquiries from interested manufacturers. 
page Fastern Tool & Mfg. Co. 
descriptive booklet No. 100, 


the story of our background 
and services. 


Eastern Tool & Mfg. Co. 


Belleville 9, New Jersey 
Wire Forming + Metal Stamping * Deep-drawing 
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THE STANDARD TUBE CO. 


Detroit 28, is, Michigan 


-a 
Welded Tubing s 
fd 


ABOVE CHART COVERS 
ROUND CARBON STEEL 


TUBING ... Fabricated Ports 


EQUIVALENT SQUARES, 
RECTANGULARS AND 
SPECIAL SHAPES ARE 
ALSO AVAILABLE. 


STANDARDIZE with STANDARD 
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DAMAGES vs PENALTIES 
(Continued from page 348) 


whole instrument, the consequences 
naturally arising from a breach of 
its stipulations and the peculiar ci. 
cumstances surrounding the trans. 
actions.” 

In this case a dealer in D 
Texas, had received an order fo 
machinery that, not being stock 
equipment, was specially manufac. 
tured for this sale. The order for 
the machinery provided, “In cage 
we fail or refuse to receive this 
machinery or any part thereof, be- 
fore or after shipment or on arrival, 
we agree to pay the seller 25% 
of the amount of this contract as 
liquidated damages and not as a 
penalty.” 

The amount agreed upon in this 
instance fell short of a reasonable 
estimate of the damages incurred 
by the seller from the buyer’s re- 
fusal of delivery. The purchaser 
refused to accept the delivery of 
the machinery and this lawsuit was 
brought for the breach of the sales 
contract. 

“The object of the law in awarding 
damages,” added the Texas court 
in its decision, “is to compensate 
for the loss wrongfully occasioned 
to the injured party. The justifica- 
tion for denying him the right to 
recover a sum specified in his con- 
tract to be paid in the event of a 
breach thereof, lies in the fact that 
such sum is in excess of the sum 
certainly ascertainable to compen- 
sate him for the loss he-has sus- 
tained. If the sum stipulated to be 
paid should be treated as a penalty 
because it exceeds the actual loss, 
we see no reason why, when it is 
less than the actual loss, it should 
not be treated as a penalty. 

“In the one case, to permit the 
injured party to the contract t 
recover the stipulated sum would 
be to allow him more than com- 
pensation for his loss and to the 
extent of the excess benefit the other 
party, while in the other case, 
limit the party injured to a recovery 
of the sum stipulated would be 
deny him compensation for his loss 
and to the extent of the denial 
punish him. The purpose of the 
law would be as entirely defeated 
in the one case as in the other.” 








—— 


SEE PURCHASING 
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The fittings that 


revolutionized 
pipe welding... 


In the year 1931 Taylor Forge gave industry its 
first real line of seamless, butt-welding pipe fittings. 
We say it was the first real line because it was the 
first to include not only long and short radius ells, 
but also full branch and reducing tees, concentric 
and eccentric reducers, stub ends, caps and welding 
neck flanges. 

This was a fully planned development. Many 
years before Taylor Forge had foreseen the future 
of the butt-welding fitting ... had realized that pipe 
welding could not go beyond its then crude stage 
until pipe users were given all the fittings necessary 
to make up complete piping systems. 

So Taylor Forge went to work on this and after 
long research and development came out with the 
full line that became the inspiration of modern 
pipe welding. 

Naturally the organization that started ahead 
has kept ahead .. . in design, in quality, in breadth 
of line. That is why so many men who have followed 
the development of the WeldELL 
line, refuse to consider any other 
kind of welding fittings. 



































For up-to-the-minute facts, 
see your Taylor Forge distributor 








TAYLOR FORGE 


TAYLOR FORGE & PIPE WORKS, General Offices and Works: P.O. Box 485, Chicago 90, Ill. 


Offices in all principal cities. Plants at: Carnegie, Pa.; Fontana, Calif.; Hamilton, Ont., Canada 
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Fabricated Wire Cloth Parts 


Wide Range 


Tai b4cmelate 


Wide Range 
- in Wire Cloth 
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We have the facilities and skilled workers to make a 
great variety of wire cloth parts. We're doing a lot 
of work along these lines. We do the assembling in 
our own plant, using our own well known ''Newark" 
Cloth. We bring to this work experience gained by 
several generations of wire cloth manufacturing and 
many years experience in fabricating and assembling 
parts. We'll be glad to quote on your next require- 
ments. If you would like suggestions as to how best 
make use of wire cloth in the assembling we'll be glad 
to help. Send us an outline or print of your problem. 


Sire Gloth 


COMPANY 
351 VERONA AVENUE * NEWARK 4, NEW JERSEY 


Philadelphia 3, Penna. San Francisco, Calif. Chicago, III. 
1311 Widener Bidg. 3100 19th St. 





New Orleans, La. Los Angeles, Calif. Houston, Texas 
20 N. Wacker Dr. 520 Maritime Bidg. 1400 So. Alameda St. P. 0. Box 1970 
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YOU HAVE TO “SELL” 
REDETERMINATION 
(Continued from page 89) 
termination. For one thing, ready 
acceptance of a_ redetermination 
clause obviously instills trust in the 
buyer’s mind in respect to the 
vendor. If a vendor is willing to 
throw open his records without a 
moment’s hesitation, the buyer is 
not going to be too much worried 
over the possibility of the vendor 
running wild from a profit standpoint. 
In addition, a satisfactory price 
redetermination, with both parties 
sitting down and determining an 
equitable price from the actual facts 
in the records, is bound to put the 
vendor in a very favorable position 
in the opinions of the interested 

parties in the buyer’s company. 

Furthermore, a_ successful and 
amicable redetermination proceed- 
ing will carry a great deal of weight 
at a later renegotiation. In other 
words, the stamp of approval by 
the audit section at the time of 
redetermination is confirmation of a 
vendor’s claims of high efficiency 
when being renegotiated. 

Above all, however, the buyer 
should bend every effort to acquaint 
himself with the problems of his 
company’s audit section and, after 
having “sold” redetermination to 
his vendor, he might find it very 
useful to bring in a member of the 
audit group to chat with the vendor. 

There is no doubt but that price 
redetermination means extra chores 
for the buyer. It also means extra 
savings for his company and the 
the esteem of his management and 
the controller’s division, the people 
who pay his firm’s bills. It provides 
proof to all that the purchasing de- 
partment is leaving no stone un- 
turned to keep down costs. 

Our friend, Jack L., and all of 
his colleagues or contemporaries in 
purchasing, would do well to mar- 
shal these arguments and be pre- 
pared to do a real selling job when 
the vendors of their choice balk at 
the redetermination clause in a con- 
tract. It will help him to do a better 
job of purchasing. And it’s a basic 
part of the purchasing job today. 


e- F F 
Nickel In Steel Castings 


A major portion of the nickel 
delivered to the steel foundries in 
1952 was used in cast parts for ar- 
mored combat vehicles. Nickel is 
considered essential in obtaining the 
desired properties in heavy castings 
that may be subjected to shock load- 
ing and in those employed in low 
temperature service. 
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HEAVY DUTY 
PRODUCTION 
PAINT SHAKER 


The remarkable Harbil HB-8. 

Shakes 2, 5 gals. or 4 gal. ~ 
carton. Mixes, color biends, 
reconditions all paints. Built- : 
in Electric Timer. Self sealing 2) 
lid permits testing without re- * 
moving can from machine. 

Superbly engineered and en- 

dorsed and used by America's 

biggest industries. 


F£.0.8.Chicogo $340.00 
WRITE NOW TO DEPT. PM-1FOR FREE BROCHURE 


HARBIL MANUFACTURING COMPANY 





325 WEST OHIO ST., CHICAGO 10, ILL. 





Just Your Dish... 


For QUICK, PROFITABLE 
TIME SAVINGS! 











Coming right up! Time 
Savings up to 50%! Bur- 
ring, cleaning, finishing, 
polishing, 


in 
ONE OPERATION! 


PLACE YOUR ORDER NOW 
FOR QUICK ACTION—the 
quick combination action you 
get through the 
"> working advantages 
of both abrasive 

and rubber in » 
Brightboy. 
You get @ 
‘*cushioned’’ 
light-grind that’s 
something to see—plus a surface that’s 
really different. Smooth enough, fre- 
quently, to serve as the final polish 


ASK YOUR DEALER for this fr l : : 
s ee sample card con- 

paling Brightboy blocks in three textures, and for 
“fe ey tie a CATALOG MANUAI Write us if 
supply you— ; f pre fin-sh- 

gg u—or on any problem where finish 











BRIGHTBOY FINISHES MANY ws 
MATERIALS arate a 
—defense products and civilian 4. Se 
goods in ALL METALS « PLAS- ote 
TICS «e WOOD e- GLASS _ e« ~~“> Fes 
HARD RUBBER . PRESSED — = 
AND LAMINATED MATERIALS * 
AND COMBINATIONS. 







BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Cc. 


6th Ave. & No. 13th Street, Newark 7, N. J. 
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Scientifically developed by 
U.S. Rubber to protect you on your 
job. They’re full cut, roomy, for 
greater comfort and longer 
wear in action. 


U. S. WORKSTER SUIT 
@ vulcanized watertight seams 
@ inside fly front 
@ ball and socket fasteners 
@ underarm ventilation 
©@ overalls: bib front, adjustable 
shoulder straps 


U. S. SQUAM HAT 
@ reinforced water-shed brim 





U. S. WILBUR RAINCOAT 


@ vulcanized watertight seams 
@ ventilated cape back 

@ hook-fastener closings 

© corduroy-tip coltar 

@ black, or high-visibility yellow 


BLACK BOOT 
@ shockproof insole 
@ short, plain toe 





SOLD ONLY THROUGH INDUSTRIAL AND RETAIL STORES 


mokers of 


co 


\. U.S. INDUSTRIAL 


> RAYNSTERS’ UD Wass Rorwea® 


’ RUBBER FOOTWEAR 





vieasunemeiani 5 
America’s Pioneer Manufacturer UNITED STATES RUBBER COMPANY 
7 ans aan Rockefeller Center * New York 
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Aluminum Production 
Sets 12-Month Record 


Production of primary aluminum 
in the United States during 1952 
hit an all-time peak The Aluminum 
Association, has disclosed. The 
yearly production reached a total 
of 1,874,642,692 pounds, 34 million 
pounds above the previous peak 
established in 1943. The new record 
was 12% greater than 1951 figures 
when 1,673,758,854 pounds were pro- 
duced. “Production of 470,719,231 
pounds during the last quarter con- 
tributed greatly to the new level,” 
Mr. White said. The final month’s 
production of 166,817,187 pounds 
was 22 million pounds greater than 
the 144,907,819 pounds produced in 
December, 1951. 

Shipments of sheet and plate by 
member companies of the Associa- 
tion’s Sheet Division amounted to 
305,461,732 pounds for the last quar- 
ter of 1952 to make a total of 1,071,- 
976,000 pounds for the year. Decem- 
ber shipments were 102,792,619 
pounds as against 74,175,416 pounds 
in December 1951. The 1952 ship- 
ments ran slightly under the 1951 


total of 1,076,226,278 pounds. 

Aluminum foil shipments by the 
Association’s Foil Division members 
dropped below 1951 shipments de- 
spite final quarterly shipments of 
22,453,128 pounds which exceeded 
the 1951 fourth quarter total of 
19,487,160 pounds by three million 
pounds. Total foil shipments for the 
year were 77,807,220 pounds, 17.6% 
below the 1951 figures of 94,246,269 
pounds. December shipments of 7,- 
668,898 pounds represented a two 
million pound increase over the 
5,454,190 pounds shipped in Decem- 
ber 1951. 

The year’s shipments of perma- 
nent-mold and semipermanent-mold 
rough castings (except pistons) by 
member companies of the Associa- 
tion’s Foundry Division totaled 22,- 
312,023 pounds, with an aggregate 
value of $18,377,000. Shipments the 
previous year were 33,697,136 
pounds, with a value of $19,231,354. 
During the final quarter of 1952 
10,984,740 pounds were shipped, 
with a value of $6,184,083, and De- 
cember shipments were 4,015,115 
pounds, with a value of $2,211,071. 





Offers Program To Stop 
Storage Battery Deterioration 


By following a simple program, 
plants which find themselves 
stocked with a quantity of storage 
batteries that cannot be put into im. 
mediate use, can store them, fully 
charged without damage or deterio- 
ration. So claims K. A. Vaughan 
manager, field engineering Gould 
National Batteries, Inc. 

The first step is to store such bat- 
teries in a cool, dry room where 
temperatures will not fall below 60F 
or exceed 90F. 

The crates should not be stacked 
but disposed on the floor so that cells 
will be accessible for inspection and 
charging. At 30-day intervals, hy- 
drometer readings should be taken 
of several cells. If any cell is found 
to read as low as 1.200 SG, the cells 
should be connected in series (nega- 
tive to positive) and then to a dee 
source of current where a low rate 
of charge is available. They should 
be charged at the proper finishing 
rate until a constant voltage and 
SG are obtained for four readings at 
hourly intervals. All SG readings 
must be corrected for temperature, 
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Contract Work 2 Equipment For Sale @ Employment and Business Opportunities 
RATES REQUIREMENTS 
: . . Undisplayed (want-ad style), minimum charge 4 lines, prepaid. 
Undisplayed (set solid) .................... 90¢ line Figure forty-four letter spaces (five average words) to a line. you 
Positions Wanted .....................005. 45¢ line Add one line for box number address; replies forwarded with- , 
out charge. = 
rs. SMe dys 50 inch Discount of 10% for twelve consecutive displayed insertions. 
— aAmP ios Forms close 15th of month preceding date of publication. I 
Send orders to: CLASSIFIED DEPARTMENT . PURCHASING ° 205 East 42nd Street, New York 17, New York in é 
3 7 5, 
POSITIONS WANTED HELP WANTED thr 


















“Now employed as General Purchasing Agent 
medium size natural gas company. Experience 
includes all phases of procurement, warehouses 
and fleet supervision. Desire Purchasing Dept. 
position in Los Angeles or immediate vicinity. 


Purchasing Agent. Northern California crushed ( 
rock and building materials company desires 
experienced purchasing agent 30-45. Write full 
qualifications Box 1363, Purchasing, 205 East 
42nd St. New York 17, N. Y. 


We're Ready NOW for 


All Types of aoa 


PRODUCTION 











Age 31.” 

Box 1365, Purchasing, 205 East 42nd St. Nw | MACHINING PURCHASING AGENT 

York 17, N. Y. ee 
eae = of Aggressive medium sized multi-plant food prot 











essor seeks Assistant Purchasing Agent. Plant of 
5,000 employees located 140 miles from Chi L 
cago. Must have capacity to become No. | man 
in department. Full details including age, snap 
shot and phone number. Write Box 1366. Pur 


STEEL, STAINLESS STEEL, 
BRASS, ALUMINUM, etc. 


We have open capacity for both multi- 
Ple spindle automatic screw machine work 
and Universal Turret Lathe products. Our 


Purchasing Asst. 2 years Exp. College Graduate. 
Hardware, Lumber, Maintenance Supplies, Office 
Supplies, Metals, Expeditor, Stenographer, Typ- 
ist. 26 yrs. of age. Personable, Ambitious. Box 














1364, Purchasing, 205 East 42nd St., New equipment is all modern and our person- : 7, 
York 17, N. Y nel is of the finest. We are well equipped chasing, 205 East 42nd Street, New York | 
hs arte is for all second operations; milling, drill- N. Y. Z 
“ ea eens = ing, etc. and offer a complete service in- 
cluding Heat Treating, Plating & Grinding. =, 
CARDOX (C°) Send Blue Print for quotation. For Sale ( 
FIRE EXTINGUISHERS ach for WGnsmenel Peltor. Unused G. E. 1750 H. P. motor, 3600 
Portable, wheel mounted, 750 lb. capacity RPM, squirrel cage induction, complete ai 
complete with mnozzel, mever used. Factory 


with starting switchgear. 





serviced. Guaranteed very good condition 
New about $1,750. Sacrifice at $650.00. 


National Equipment Sales, Inc. 
24-16 Jackson Ave., Long Is. City 1, N.Y. 


@)> LAYER 


a“ 184 John Fitch Way Treaten, N. J. 








Pittsburgh Consolidation Coal Co. 
Research and Development Div. 


Library, Pennsylvania 
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HETHER you process chemicals... dairy products all are handy to complete your job. There’s everything 
...or pharmaceuticals ... you'll find everything you need to hook up a new line or replace a section— 
you need for that stainless pipeline right in Frasse from one convenient source. 
warehouse stock. Prompt deliveries from complete Frasse stocks help 


P; 7” —o get your job done quicker. For your next stainless 
ipe o —O é rt 2l, SCZ SS @ jfeidaec > 4 . . 

pe or tuhe—both are carried, seamless and we . piping job call Frasse first—our current inventory of 
stainless pipe, tube and fittings, as well as facts about 


“Quikupl,” are available on request. Send for your 


inacomplete range of sizes. Pipe is carried to schedules 


9, 10, 40 and 80. Valves, a complete assortment of 























threaded fittings—and the new threadless “Quikupl”— copies today. 
@®eeeeeoeoceeeeeeeeaeeseeeeeeeeeeeeee 
- 
\“Quikupl,” our new fitting, eliminates welding, * Peter A. FRASSE and Co., Inc. 13-A 
threading and flaring—and makes line assemblies more + 17 Grand St., New York 13, N. Y. 
rapid—less costly. It permits the use of economical e Gentlemen: Please send me your current inventory of stainless steel pipe, 
light weight pipe or tube—reduces labor costs—stretches e , Staten ul tl t vey “Quik ” 
your pipeline dollar. You really save with “Quikupl.” e tube and fittings along with facts about “Quikupl. 
e Name Title 
* 
e Ficm..... - 
° 
e 











Call 7 SE __ Peter A.[FRASSEland Co., Inc. 
or 


New York 13, N.Y. Philadelphia 29, Pa. ‘Buffalo 7, N. Y. 1,N.¥. 
“. 17 Grand St. — 3911 Wissahickon Ave. P.O. Box K, Sta. B 20. Ben ae? 
Alker 5-2200 BAldwin 9-9900 Bedford 47 


STAINLESS STEEL PIPE F ee ee 
LYNDHURST + HARTFORD «+ ROCHESTER + BALTIMORE 
TUBE - VALVES + FITTINGS 


Marcu. 1953 
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LETTERS. 





FOREIGN AID 


We would appreciate it if you coulu 
forward to us a copy of the article 
“Purchase Department Audit Check List’ 
by Herman Limberg, from your Decem- 
ber 1951 issue. 

S. Rosenberg, Controller 

Government of Israel Supply Mission 

New York, N. Y. 


@ Tear sheets sent —Ed. 
SOURCE OF SUPPLY 


In the December 1952 issue of PUR- 
CHASING we noted a short article on 
the test project undertaken by Kingsport 
Utilities, in which a trial installation was 
made of Tenite plastic pipe. We wrote 
to this company to obtain more informa- 
tion about this plastic pipe, but to date 
have not received a reply. Would you 
please be good enough to let us know 
where we can get information about this 
product. 

T. Clark, Pur. Agt. 

Neon Products of Western Canada Ltd. 

Vancouver, B. C. 


@ Tenite plastics are a product of 
the Tennessee Eastman Corp., also 
of Kingsport, Tenn.—Ed. 


MILITARY SUPPLY MANAGEMENT 


| read Mr. Wecksler’s article in the 
November issue, entitled “Warring on 
Waste in War Procurement”, with great 
interest, especially the reference to a 
government program for the recruitment 
and training of civilian and military per- 
sonnel to serve in procurement. At pres- 
ent I am a senior in business administra- 
tion at Holy Cross College, and like most 
non-veteran graduates, I will be facing 
induction into the armed forces. The pro- 
gram mentioned may be the means ot 
enabling me to fulfill my obligations to 
Uncle Sam and at the same time entering 
into the purchasing profession, which | 
have chosen as a career. I would appre- 
ciate very much any information you 
could send me concerning the details of 
this program. 
B. A. Machinist 
Worcester, Mass 


@ Our Washington editor reports 
that while the policy of the Depart- 
ment of Defense calls for recruit- 
ment and training for defense pro- 
curement functions, and a directive 
to this end has been issued (Sep- 
tember 5, 1952), there is still no 
program of recruitment of under- 
graduate or graduate business ad- 
ministration students as a part of the 


induction of men into the armed 
services. 


ov 4 


The basis for government service 
in purchasing is still the Civil Serv- 
ice Commission. Write to this Com- 
mission, at Washington 25, D. C., 
for information on when an exam- 
ination in this field is to be given. 

Successful grades in a Civil Serv- 
ice examination would not change 
an applicant’s induction status. In 
the event that induction takes place, 
the individual may request service 
in the various military procurement 
agencies, where he may be best 
fitted to serve. A successful Civil 
Service examination might provide 
a better basis for requesting such an 
assignment in the military services. 


—Ed. 


VALUE ANAYLSIS 


Has PurcHAsinG Magazine prepared a 
bibliography of published articles pertain- 
ing to value analysis? 

T. K. Lindsay 

Asst. Prof., Marketing 
University of Connecticut 
Storrs, Conn. 


@ The first articles on value analy- 
sis to appear in any publication 
were those in the “Ford Issue” of 
PURCHASING, July 1948. Subse- 
quent major articles on the subject 
include : 
Techniques of 
(Nov. 1948) 
Purchasing for 
(Aug. 1949) 
Value Analysis (June 1950) 
Knowing and _ Getting 
(Aug. 1950) 
Purchasing Men at Westing- 
house, etc. (June 1951) 
Evolution of a Purchase Analysis 
Program (June 1951) 
Heads-Up Buying (Feb. 1952) 
Cost Reductions Are an Impor- 
tant Yardstick (May 1952) 
Saving by Analysis (May 1952) 
Every Requisition Is a Challenge 
(May 1952) 

Cost Reductions Initiated by Pur- 
chasing Agents (May 1952) 
The National Association of Pur- 
chasing Agents has recently issued 
a pamphlet dealing with this subject. 
There is also a chapter on Value 
Analysis in the revised edition 
(1951) of the textbook “Purchas- 
ing Principles and Applications” by 
Stuart F. Heinritz, published by 

Prentice-Hall, Inc.—Ed. 


Cost Reduction 


Greater Value 


Value 


CENTRALIZED PURCHASING 


The purpose of this letter is to request 
your assistance in providing any dat, 
you may have pertaining to the benefits 
of a centralized control of purchasing de’ 
partments. Our company has two many 
facturing plants, one located at Des 
Moines, Iowa, and the other in Say 
Diego, Cal. The purchasing departments, 
of approximately twenty individuals each, 
operate independently of each other. We) 
recognize that in procuring and mane 
facturing similar items there are ce 
benefits possible from a centralized con 
trol of the procurement operations, by 
we are also interested in what is con 
sidered the best operating procedure j 
various industries. 

We take this opportunity to compli 
ment you on the quality of PURCHASING 
Magazine. We consider it the finest al 
all the many trade publications we sub 
scribe to, and look forward to each 
issue. 

E. D. Needham, Pur. Agt 
Solar Aircraft Company 
Des Moines, lowa 


@ Best information on this probler 
is contained in the article “How 
Much Purchasing Responsibility 
Should Be Delegated?” by C. T,. 
Hardwick, in our March 1951 issue. 
The decision reached in any particu 
lar instance will depend on a num- 
ber of factors, some of a general na- 
ture and some concerning individual 
circumstances. In almost every casé, 
the answer is one of degree rather 
than an arbitrary conclusion, Thi 
article sets forth seven of these 
tors or criteria, including geograph 
ical location, with definite co 
sions as to the effect and applicatio 
of each. As to “best operating pro 
cedures” there is a wide difference 
of opinion and of practice, each p 
sumably being considered “best” fe 
the circumstances involved. 
should be noted, however, that 
trend of the past several years has 
been well defined in favor 
delegating purchasing responsibility 
to the local or divisional level 
rather than concentrating it strong- 
ly at headquarters. The underlying 
thought, which is sound and in har- 
mony with modern management 
thinking, seems to be that purchas- 
ing for any given plant or division 
should be closely identified with the 
branch or division management that 
is responsible for profitable opera- 
tion in that division.—Ed. 
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